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No. 7-R BEAVER RATCHET —1 to 2 inch 


Has definite mechanical advantages 






orl rFrlUCClUCTCOlhUh wf wm Se 


The No. 7-R taper-post ratchet threader uses 
four sets of dies, one for each size, to thread 1, 11, 14 
and 2-inch. Both dies and bushings are standard and inter- 
changeable with other similar makes. Beaver taper post threaders have definite 
mechanical advantages. (a) The ratchet and handle pulls directly on the diehead— 
not on the light ring which holds the taper post. Beaver “straight-line pull” is a more 
efficient application of power—and, being easier on the tool, results in less repair 
expense. (b) Die retaining mechanism is fully-enclosed—no dirt can get back of it. 
Dies will not fall out due to dirt back of flat springs. (c) The dies are hobbed—and 
all segments are interchangeable. Any No. 1 segment will replace any other No. 1 | 
segment. This means a lot to users! It is not necessary to return dies to factory to 
“match” segments. (d) The shoulder at top of post purely indicates setting for 
standard—the tool can be set in the dark if necessary. No hair lines to hunt for in 
setting. 
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Highest quality of materials and workmanship. 








Highest out = WARREN. OHIO * to = —— 


Sold by Leading Supply Hou kverywher 
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IT’S STRANGE ADVIG@® indeed, 
when a salesman who has a success- 


He can back up his statement and 





will appear in the April issue. 


@ Have you ever looked over the 
ful record of selling lubricants dairiés and milk processing plants 
urges his contemporaries to stop in your territory? And, if you do not 
selling lubricants. But, he also sug- get business from them, have you 
gests, salesmen concentrate on “sell. ever wondered why? You'll find the 
ing the service and profits to be answers and some suggestions on 
derived from the use of the particu. how to get the business in another 
lar line of lubricants you handle.” of the April features. 


does just that in an article which @ April, of course, wil! also bring 


more 


Actually there’ll be an April shower 
of helpful information for you along 
with all the latest news of what’s 
happening in the industry. 


than 


these 


two articles. 
















Change of address 





Director of Circulation, MILL SUPPLIES 
30 West 42nd Street, New York 18, N. Y 


Please change the Address of 
my MILL SUPPLIES subscription 


Name 
Old Address 


New Address ...... 













New Company Connection.......... evcccece 















... 100%... 


DISTRIBUTOR 
DISTRIBUTION 


SALES POLICY 
. EVERY 


sales building effort originated 
and developed by Holo - Krome, 
and there are many, is directed 
to stimulate and build new busi- 
ness—increased volume—repeat 
orders for H-K Authorized Distribu- 
tors. This fact, one of the “planks” 
in the Holo-Krome 100% Distribu- 


tor Sales Policy, never deviates— 


it's constant! 


HOLO-KROME n 
SOCKET SCREW PRODUCTS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 


HOLO-KROME /S SERVING ITS’ DISTRIBUTORS 
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LINK-BELT PRODUCTS -- 


You Should Know About 
And Sell 








@ You can sell LINK-BELT cut 


and cast tooth sprocket wheels 































with full confidence that plants 






once sold will become your 






permanent customers for these 






outstanding products. 








There is a correct Link-Belt 





Sprocket type and size for every 






application with a balanced design 























that assures long service life. 


Teeth are ground or cut to fit 

the chain correctly. This means 
greater durability and maximum 
performance from both chain and 
wheels. Bores are true and 
accurate. LINK-BELT Sprockets 
are not just “castings.” They are 
wheels that are carefully finished 
for endurance ... that cut 


maintenance and replacement costs. 


Made of steel and semi-steel for 


















GET FOLDERS 
No. 2067 and 1957 iron, cast steel, or Flint-Rim for 


These folders will 
furnish you with all 
the details, including : , 
sizes and prices. structions or with plate centers 
Have them handy for ; ‘ ! 

quick reference. in solid or split types. 


cut-tooth sprockets and in gray 


cast-tooth in standard arm con- 


> FLINT-RIM< 


SPROCKETS HAVE 
EXTRA DURABILITY 


LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 40, 
Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. 

Sell them for installation where the Offices in Principal Cities. 
material handled is of a rough, abra- 
sive nature, such as cement clinker, 
crushed stone, phosphate, ashes, etc. 
Flint-Rim Sprockets have smooth and 
very hard, wear-resisting, chilled bear- 
ing surfaces for contact with the links. CHAI N S A N D NS PR Oc at ETS 
They last longer—they make chains 

last longer. 





for conveyors « for drives + for power transmission 
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Delivered fully assembled, adjusted, lubricated, the Dodge-Timken Double | .* 
Interlock Pillow Block is ready to lock on the shaft, run at full speed 
and full load. Dodge mounts, seals and houses the bearing assembly, with 
its double row of precision-finished rollers— makes it available for imme- 
diate service, with no assembling required on the job. 

From our foundry, through many precision operations, on the latest 
machine tool equipment, the parts required for mounting this bearing are 
manufactured complete in the Dodge factory. This is one of the famous 
Dodge 30,000 hour line, covering a wide range of industrial bearing re- SP iNet 
quirements, and promptly available from distributors’ stocks. te geri 2 
Look for the Dodge distributor in your classified tele- 
phone directory under “Power Transmission Equipment.” > 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 


Dodge-Timken Double-Interlock Bearing 


LUBRICATION COVER CAP @ 
KEEPS DIRT OUT — 4, STURDY, SELF-ALIGNING 























_- OUTER: HOUSING 


INNER HOUSING —__ Pp: NON-RUBBING 
SELF-ALIGNS pes 2a __ INDESTRUCTIBLE 
WITH SHAFT é ; eae /LABYRINTH SEALS 


yy gee 


SNAP RING ~ § = SET SCREWS 
AND SHIMS LOCK BOTH 
MAINTAIN ENDS OF THE SYMBOL THAT CAME TO LIFE 
CORRECT a _— . RACE TO 257 factory graduate Transmissioncers 


: oo hi ia ear this sign of a nation-wide personal 
DJUSTME ’ ; : | , ‘ - SHAFT pace aaatiee i latest vt seven to 
ADJUSTMENT ee ' 


power transmission problems. 















BEARING DELIVERED COMPLETELY ASSEMBLED, 
ADJUSTED, LUBRICATED—READY TO SLIP ON 
SHAFT AND GO TO WORK. 


Copyright, 1946 Dodge Mfg. Corp. 





THIS ADVERTISEMENT, APPEARING IN LEADING BUSINESS AND INDUSTRIAL 
PUBLICATIONS, SENDS PROSPECTS TO DODGE DISTRIBUTORS 
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Kilroy war there..vo wasG! 

















YES SIR, | was there, right from Pearl 
Harbor to V-J. | helped the boys do 
their jobs .. . all over the map! 


You folks on the home front sure were swell 
holding down your gripes about shipments 
and such, during the days when Ol’ Permatex 
was up to its ears in Government Orders. 


But from now on I’m back at the Plant, pushing 
out those “can't-be-beat” Permatex Products 
you've waited for so long. 


Well, | guess that does it. Just want to say 
“Hi” to my many friends, both old and new... 
I'll be seeing you! 


PERMATEX COMPANY, INC., BROOKLYN 29, N. Y., U.S.A. 
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FREE TOOLS fo: EX- 





~ APPRENTICE TRAINING 
program is SALES OPPORTUNITY, 


All veterans who qualify will be furnished up to $100.00 , 
%, worth of tools at the Government's expense. You'll 
ee want to heip these men get started right, with 
‘ae the good tools they deserve. You'll want to 
j ae . get the additional profits such sales repre- 
VETERAN S SET ; : ms sent. The Veteran’s Set shown here, 
a, selected by Plomb for wide range of 
use, is ideal for returning servicemen 
who want to become expert me- 





represents careful study of apprentice 
requirements. Composed of 60 tools, it will 
handle most — if not all — the jobs encountered chanics. Feature it now. Familiar- 
in the training period. The tools include: four 1/4” 7 ize your organization with 
drive sockets and one attachment, nine 37/3” drive » \ this sales opportunity. 
sockets and three attachments, sixteen '/2” drive - ¢ Write us for Bulletin No. 
sockets and five attachments, eight combination 7 . 4624, giving complete 
wrenches, two open end wrenches, four screwdrivers, \ details. Plomb Tool 
four pliers, three punches and one chisel. Ba » Company, 2215H 


RETAIL PRICE $49.98 eS _\, Santa Fe Avenue, 


5 Los Angeles 
$100.00 VETERAN’S SET ALSO AVAILABLE 54, Calif. 


~ 


Veterans can get them all 


under the Government's Apprentice Training Program, 
so stock up on the items in the set to meet this demand. } 
You will be paid promptly by the veteran’s employer 


for all sets sold under this program. F | ~\ 7 od A N D T (@) (@) L S 
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forgotten, because they are made to give years of leak-proof 


o2 € W-S forged steel socket welding or screw end fittings, once installed, can be 


and trouble-free service. 


Especially recommended for high pressure, high temperature service in refineries, 
oil fields, chemical plants, ship construction, air conditioning and refrigeration, power plants 


and hydraulic installations. 


Socket welding fittings available for use with Schedules 40, 80, 160 


and double extra strong pipe. 
Screw end fittings available in three classes, 2000 lb., 3000 Ib. and 6000 Ib. 


Each type can be furnished in carbon steel, carbon molybdenum steel, chromium 


molybdenum steel, or various types of stainless steel. 







WATSON - STILLMAN CO. 


ROSELLE e NEW JERSEY 
Sold Through Leading Distributors 





@ 1020 





Designers and Manufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 
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THROUGHOUT 
20,000 
SIZES and SHAPES 








UPSON QUALITY 
NEVER VARIES. 





REPUBLIC 
STUB RL US 


Top quality is the only quality in Republic Upson’s vast 
range of headed and threaded products. Their ease of assembly and lasting holding power 


are two good reasons why they have been used—and preferred—for more than 90 years. 








BACKING YOU UPI 
Keeping the UPSON name in front of your cus- 


tomers, this end shailar edvertbements ere REPUBLIC STEEL CORPORATION 











appearing regularly in Hardware Age, Steel, BOLT AND NUT DIVISION ¢« CLEVELAND 13, OHIO 
tron Age, Southern Hardware and Railway 
Purchases and Stores. Export Department: Chrysler Building, New York 17, N. Y. 








Other Republic Products include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars — Carbon, Alley and Enduro Stainiess Steels 
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Aircraft Manufacturers 


Auto Accessories 
Manufacturers 
Bakeries 
Breweries 
Building Materials 
Candy Companies 


Chain Store Warehouses 
Clothing and Furnishings 
Coin Operated Machinery 
Cosmetics Companies 


Department Stores 
Distilleries 
Orug & Chemical 
Companies 
Drug Wholesalers 
Electrical Products 
Farm Implement 
Manufacturers 
Food Processors 
& Canners 
Frozen Foods 
Fruit Packers 
Furniture 
Glass Products 
Grocery Jobbers 


——— 


Hardware Manufacturers 
Hardware Wholesalers 
lee Cream Manufacturers 


liquor Wholesalers 
Meot Packers 


Milk & Milk Products 


Milling Flour, etc. 


Mill Supply Distributors 


Newspapers 
& Distributors 


Office Equipment 


Paint Manufacturers 


Paper Jobbers 
Plastics 
Plumbing Supplies 


Plumbing Wholesalers 


Printers 


Radio & Phonograph 


Railroads 
Sheet Metal 
Shoes 


Soap & Sanitary Supply 


Manufucturers 


Soft Drink Companies 
Storage and Moving 


Textiles 
Tobacco 
Toilet Articles 
Toys 

Wineries 


Wire & Wire Products 


WITH 





= | 





sa 


PROFIT POSSIBILITIES 








A Packaged Line... Economically Stocked for 
Prompt Installation with no Engineering Complications 


Lyon Gravity Roller Conveyors 
— developed on the basis of 
the Lyon “packaged product’ 
policy—opens up tremendous 
new markets for quick, profitable 
sales. Standard units — which 
meet all but the most unusual 
requirements in the gravityand 
hand propulsion conveyor 
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field—can be economically 
stocked for immediate delivery 
and quick installation, obvia- 
ting the delays and costs asso- 
ciated with the usual “engi- 
neered" conveyor installation. 


Write today for full particulars on 
design, construction and prices 


METAL PRODUCTS, INCORPORATED 


General Offices: 353 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 
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USERS SAVE 


*30% OR MORE 
CLIPPER io 














In over 30 years’ experience manufacturing 











belt lacing equipment exclusively, Clipper 


has developed the world’s finest belt hooks. eS 


These are made of the highest quality belt pe a BE cg 


hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 


> 
The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, anf points clinched. 





The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter ; 
Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 


strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. AE ee 
CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 





-BELT Lue eee “ance EQUIPMENT 
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Shows Why A-C’s 


is the Finest of its Kind! 


PROTECTIVE EXTRA-LARGE 
Metal Cover Stuffing Box 


SPECIAL ONE-PIECE BRONZE 
Pump Motor Cast Frame Impeller 





STURDY FEET 


Electrifugal Pump gives you in terms of performance 
and economy! X-ray view above shows how Allis-Chalmers 
engineering has magically combined pump-and-motor into 
a single compact unit — which takes less space, gives you 
won sien with maximum protection against dan- 





gers o ormal wear, leakage, corrosion, vibration! Con- 
sider these outstanding features: One-piece frame saves 
33% in space; one shaft for pump-and-motor assures 
alignment; splash-proof motor is specially designed for 
pumping at low power cost. For further details on this 
great pump, call your nearby A-C office, or write ALLIs- 


CHALMERS, MILWAUKEE 1, WISCONSIN. 


HEAR THE BOSTON SYMPHONY: Saturday, American Broadcasting Co. 


| ARay View 


Smooth-Running Electrifugal Pump 


ALUMINUM Steel Shaft HEAVY-DUTY Cast in Frame BRONZE 
Cooling Fans Ball Bearing Shaft Sleeve 
SOLUTION: We design a new kind 
OP QUALITY and extra value — that’s what A-C’s of pumping unit—the one and only 




































PROBLEM: Here is conventional pump 
and motor. How can we couple 
them together better—to save space, 
increase stability, and provide rigid 
alignment. 








“Electrifugal” Pump! Motor and 
pump are now on one shaft—which 
cuts space 33%, assures alignment 
and smooth operation. No wonder 
“Electrifugals” give you more pump- 
ing power for your money! 





SEA-BLUE BEAUTY: Modern design of 
Electrifugal Pump looks well on 
jobs anywhere! Capacities from 15 
to 1600 gpm—heads up to 500 feet. . 
A 1924 











eee 


ALLIS-CHALMERS £ /ec 
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’ PUMPS 









Below—an inspection bench in the 
Broaching De 
illustration—the New Britain Torque 
Tester at work measuring the tough- 
ness of these Tools...actually break- 
ing them under tremendous 
pressure. 


Breaking 
Perfectly Good 


TOOLS 
Scientifically 


Mery 







ent, and in the big 


i 









we yee lore oh te mc mony 


Every day—beautiful, glistening 
New Britain Tools . . . Tools as fine as any 
mechanic ever handled . . . are offered 
up on the high altar of SAFETY—guil- 
lotined to protect your customers! The 
New Britain Torque Tester shown above 
is a hard bitten, cold blooded judge of 
Tool perfection. It registers to the frac- 
tional ounce of strain the ultimate capac- 
ity of a Tool’s ability to “take it”. It’s 
the final, positive proof that every New 
Britain Tool you put in any crib or kit 


is RIGHT ! 


New Britain Tools are not alone main- 


tenance aids of the first order—they’re 
knuckle and job insurance for your 
customers as well. From the time these 
Tools start as a rough piece of selected 
alloy steel, they must pass countless tests 
and inspection after inspection. Every 
step of their manufacture is controlled, 
checked and rechecked. 


Ask to see the quality tested New 
Britain Line. Every Tool in it has 
been engineered for the future—they’re 
tomorrow's Tools TODAY! Once your 
customers use one, any other tool “just 
won't do”—they’re that good ! The New 
Britain Machine Co., New Britain, Conn. 





GREATER STRENGTH © BETTER FIT ~ 
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Fig. 1942 Goulds direct 
motor driven rotary pump. 





























Fig 1813 Goulds horizontal 
double acting piston pump. 


Fig. 3029 Goulds vertical 
centrifugal pump. 





Fig. 3640 Goulds “Close- 
Cupid" centrifugal pump. 


Fig. 3610 Goulds single 
stage centrifugal pump. 





Fig. 3740 Goulds “Support- 
Head" centrifugal pump. 





Fig. 3420 Goulds Conden- 
sate Return unit. 











> ~~” Wis: the Goulds Pump line, you are in a position to serve 
your trade best because of the wide range of types and 


sizes Goulds offers. The basic types in this line are illustrat- 
ed above. The ranges are indicated in the box. Look them 
over. If you are not handling the Goulds pump line, now is 
the time to discuss the situation. 

Remember, when you say ‘Goulds’’ to pump buyers, 
they think of dependability backed by nearly 100 years of 
service to all industry. This makes your job easier You 
don’t have to sell the name and then the pump. Goulds 


means business for you! 


Oulds PUMPS, INC. 


SENECA FALLS, N.Y. 
the PUMP FOR the JOB 
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There’s a MORFLEX COUPLING 
for every application 


Here’s another great product in the Morse line of 
power transmission equipment .. . the Morflex 
Coupling. 

It’s a versatile, all-purpose coupling for all types 
of installations, large or small. It can be used 
with equal success between big drivers and big 
machines, or as a coopling for small auxiliary 
: drives. 12 sizes with capacities from 








8 pounds to 725 foot-pounds torque. 
Morflex is rugged, dependable—good 





for years of trouble-free service. 


CHAINS FLEXIBLE COUPLINGS CLUTCH 


‘ Pree | : 
tf 
Z 


© DETROIT 8, MICH. é A BORG-WARNER INDUST 
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See 


iF 


R 








ror Tacreased Profit 
CATALOG -STOCK- 
AND SELL— 









dole] Se tel ae) & 3) LATHE DOGS 
For Every Operotme Squore Heod or Safety Type 


“C'' CLAMPS 


For Every Requirement 


, Armstrong Top Quality Wrenches 
CUTTERS HOLD-DOWN and 


Alt fer Tee! Holder: 
“ng ’ ma.ue Toots Mean Increased Profits for You 


1 Bolts, Nuts & Washe 
More and more buyers everywhere are specifying Armstrong 


Wrenches, which can mean but one thing—plus volume and 
increased profits for the Distributor of Armstrong Wrenches. 


cate al Pieciane Neb-Co0 The Armstrong Wrench is not just another wrench, but a top 


Both Corbon and Alloy Yee 


quality wrench. The Armstrong line of top quality wrenches com- 
prises a complete line of drop forged carbon steel wrenches, 
including 19 different types, drop forged alloy steel wrenches, 
including 12 different types, and alloy steel detachable socket 


Sve Sours. wrenches with a large assortment of driving units . . . plus an 
engineering service to cover your requirements for special 
; wrenches. 
eat Lecon’ The other ten major Armstrong tool lines have fhese same profit 
building characteristics. That is why more and more jobbers 
aes eee catalog, stock and sell the eleven major Armstrong lines ‘Across 
the Board.” 
ARMSTRONG BROS. TOOL CO. 
MACHINE SHOP tchet Pipe Reamers 
SPECIALTIES Pens Cutter Wheeh “The Tool Holder People” 
Paaaue venae 305 N. FRANCISCO AVE. CHICAGO 12, U.S.A. 
nak ae ene Fees Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. 


Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 





|BARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 
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Sell pipe thread- 
ing that takes less 
time and effort... 
with THIS No. IR 


Threads 1" to 2” pipe 
Full-floating posts 


Bushingless, quick- 
setting workholder 








@ When your customers prefer a 
poster threader, here’s an im- 
proved one that’s ready to thread 
1”, 1%", 1¥%2" or 2” pipe quickly 
and with least bother. Quick-set 
foolproof workholder has no bush- 
ings to bother with. No cockwobble 
in threading — handle pulls head 
and dies directly, floating posts 
merely taper thread, do no driving. 
Alloy or high-speed steel chaser dies cut Pere per- 
fect threads, steel and malleable construction as- 
sures long service — and it sells at a popular price! 
It pays you to sell No.1R threaders. 


Millions of RIFAID 


Tools in use 






















They like the well-balanced feel of its 











- - - Profit from the 
cleaner easier pipe 
cutting of this new 
efficiency-balanced 


RIiEaIb 


PIPE CUTTER 









.. . with fast-action 
thin-blade cutter wheel 


@ Your customers like this new 
Ritaip Cutter the moment they slap 
it on a pipe, turn it tight and roll it 
right through in a few easy turns — 
thin wheel leaves practically no burr. 


new style malleable framé, the thin 
blade tool-steel wheel that always 
cuts true — every cutter individually 
tested to assure it. Made in 5 sizes to 
6"“capacity and 4-wheel cutters to 4” — 
popular Rimaipsit’s profitabletosell. 


4-wheel No. 42 for fast quarter-turn cutting.» 


The Ridge Tool Company 
Elyria, Ohio, U.S. A. 





veal clas oe TOOLS 
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Our Navy Did... on fleet tugs down in the tropics, where 
engine room temperatures.were running high as 140°F! 


In 25 by 30 ft of space, that’s like having 140, thou- 
sand-watt radiant heaters “raising blisters’ on you all 


at one time! 
SS 
Fey 


- - 





















Here’s How Navy Figured: To get 765 shaft hp out of 


94% efficient propulsion motors, of which theré are Well, Our Temperatures Began To Rise when Navy 
four aboard, they were putting in about 812 hp of laid down its ‘specs’. “Design a marine water-cooled 
electrical energy. Or, 47 hp went in that didn’t come motor—make it fit into the floor space of your open 
out of the shaft, but escaped through the frame. This drip-proof type—no major changes in ship design. 
ran about 35’ kw heat per motor. Make it extra-dependable, as fireproof as practicable’. 





We Measured, and figured, and made designs—used a 


new, toxic gas-free Glass Melamine insulation that re- Then We Made Those Motors Shock-Proof — by cut- 
quired extensive changes in design and fabrication. ting out all cast iron, re-designing structural members 
We put special air passages inside the motor—yet for greater strength, resorting to modern, proven fab- 
kept accessibility. We saved 25% space over our pre- rication throughout. Result: A new kind of water- 
vious commercial marine design by figuring a special cooled motor that put a “tough” Navy job on ice, 
shape cooler—without cutting down cooler efficiency. and also proved a point ! A 1999 









There's a Point to this story: Every time Allis- the NEW 
Chalmers engineering discovers new ways of solv- [HRW ETUMUILD Adib 
ing special motor problems, like this one, it also OTOR> 


learns how to build better standard motors for 5-CH ALMERS NM 
you! Watch for these new and better motors from L\3- 
A-C, ALLIs-CHALMERS, MILWAUKEE 1, Wis. 











JMI 








HEAR THE BOSTON SYMPHONY: Every Saturday Evening, American Broadcasting Co. 
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This catalogue illustrates and describes the most com- 
plete line of brushes offered‘today. Copies available 
for Purchasing Agents, Executives, Superintendents, etc. 


Write for your copy today on your business letterhead. 


THE SOLO-HORTON BRUSH CO., INC. 
135 WEST 19TH STREET -« DEPT. A-4 «¢« NEW YORK 11, N. Y. 


MILL SUPPLIES © MARCH, 1946 19 





















powerful and 
more efficient 






This New DURO 10’ Tilting 
Arbor Saw has many 
new features and 


basic improvements 


A versatile low-cost machine for cutting 
metals, woods and plastics, with many ex- 
clusive advantages. Entire arbor and tilting 
mechanism suspended on rugged, extra- 
heavy precision machined trunnions. 

Has capacity up to 3%" depth of cut and 
a working surface 1080 square inches with 
regular extensions, or 1395 square inches 
with special extensions. Distance in front of 
blade is 143%", and from blade to rip fence 
with regular extension 17”, or 25” with 
special extension providing greatest possi- 
ble utility. Cast iron table top is made of 
close grained and polished surface. Motor 
mounting is designed for most Standard 
Motors. Has improved guards and safety 
features as integral part of unit—also pat- 
ented accurate improved Rip Fence and 
Miter Gauge. 

Send for Catalog—for full details and 
prices on the DURO 10-inch Circular Saw. 
Also lists specifications and prices of com- 
plete line of DURO single and mylti-spindle 
Drill Presses, Circular Saws, Jointers, Routers, 
Shapers, Grinders, Lathes, Scroll Saws, Flex- 
ible Shaft Units and Portable Electric Drills. 


DURO “'©OO1S 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2694 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO@ HAND TOOLS 
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"We get real sales help from Gocdyear’ 


=-say topflight distributors 


| 


ERE you see one reason why so many big- 
i time mill supply houses find it mighty 
profitable to feature Goodyear Industrial Rubber 
Products. Every one of Goodyear’s dramatic, sell- 
packed advertisements carries this notice, direct- 


ing the buyer to his nearest Goodyear distributor. 


There are other practical advantages in handling 
the Goodyear line. One is the large dollar volume 


per order. Most sales are substantial. 


Another is the big profit margin. Distributors re- 


GOOD, 






«<UBBER SPin, 


for Mechanica, 


revele) hat.\. INDUSTRIAL 


@UBBER PRODUCTS 
Specified 
© MOISTENER 


‘on Picker 


port that Goodyear Industrial Rubber Products 


rate one-two-three among the money-makers. 


Then, too. Goodyear’s great array of revolution- 
ary new developments have enhanced its already 
established reputation for leadership, giving its 


distributors a headstart on competition. 


If you'd like to up your present volume on rubber 
) ) I 

products, why not see if a Goodyear franchise in 
your territory is open? Just write: Goodyear, 


Akron 16. Ohio or Los Angeles 54, California. 


EAR 


THE GREATEST NAME IN RUBBER 
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SOCKET SET SCREWS 


Thread Grinding—the process once em- 
ployed only for making screws used in the 
finest precision equipment — now adapted 
to quantity production of P-K Set Screws. 
Newly developed centerless thread grind- 
ing equipment forms the finished screws 
from hardened stock—with a _ mirror- 
smooth, bright appearance that is as dif- 
ferent from tool-marred, cut thread set 
screws as day and night. Uniformly accu- 
rate, every screw checks to a dependable 
Class 3 fit. 































ln tN le le 


GET THE DETAILS! SEE WHY P-K DISTRIBUTO 


Seeing ta beliewing! 


That’s the sound selling idea behind Parker- 
Kalon’s unique new 


“SHOW ‘EM AND SELL ’EM” SAMPLE KIT 


It permits interested prospects to see and 
feel the difference between cut thread and 
Ground Thread Socket Set Screws — with strik- 
ing effect. It also includes samples of P-K 
Size-Marked Gear Grip Cap Screws — giving 
a convincing visual demonstration of their 
obvious advantages. 

This smart new Sample Kit — offered in all 
P-K Socket Screw advertising, is supplied to 
P-K Distributors for salesmen to leave with 
prospects. It’s only one of many P-K selling 
helps in the big 


INDUSTRY-WIDE PROMOTION PROGRAM 


Industrial magazine advertising will broad- 
cast the story of Ground Threads, Size-Mark, 
and Gear Grip. Letters, folders, a new Catalog 
(now in preparation), and other powerful 
promotion will equip the P-K Distributor to 
build interest into sales! 


SEND FOR SAMPLES 
See for yourself why it pays to stock the lead- 
ing line. Parker-Kalon Corp., 192 D Varick St., 
New York 14. 






rR 
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SOCKET HEAD CAP SCREWS 
Marked clearly on the head of every P-K 


Cap Screw, the size can be seen at a glance. 
No need to guess and risk costly errors, 
No need to “mike” or gauge it. No time 
wasted sorting when screw sizes get mixed 
up. Speeds handling in assembly, and in 
the tool room. Herringbone patterned 
Gear Grip circles the head. Scientifically 
designed, it gives highly paid fingers a 
head start, makes driving surer, safer,- 
even in oil-slippery assemblies. 

*U. S. Pat. No. 126,409 








ny ke G 
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ARE WAY OUT IN FRONT OF THE FIELD | 












A giant reflecting telescope is built with precision. J&L 
Permaset Pre-formed Wire Rope is also Precisionbilt 
by men of experience and skill using the finest materials. 

J&L Wire Rope is made of J&L Controlled Quality 
steel. Our engineers will be glad to discuss your re- 


quirements with you. Write for further information. 


JONES & LAUGHLIN STEEL CORPORATION 
GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, AND MUNCY, PENNSYLVANIA 


J&L teecioionbéle PERMASET PRE-FORMED WIRE ROPE 
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ONLY THE “B-LINE” HAS THE RIGHT SOCKET SCREW FOR 


EVERY APPLICATION 





Which One Is Strong Enough? 


ened ovtes diam zg, Seinty where vibra 
with dm-cotting <i wom? frequent dssamem, 
‘ bly Ba farwor Tee unique 

the surfa - =] 

” matte mira in 


6 i ib from ite running mate in the 
‘ joe” ~~ the BRISTO = wrens 


Mudtupt-Sphine™ screw 
Its greater <tredgth comes from (he 
fact that, He the © Multiple Spline 
it & formed by cold-upertting and en 
wuding bigh-¢7 proved 
ing extta surtacy hardness and elit. ty aty tv an magneto sane oe 
copecaiiy under beads of cap scr ws ant ielodng Na 4 wire, fn 
Threads are abo formed by «x mater xirer ISTO ~Matp am 
which, instead of destroying Spline” sorket screw in oflen preferred Order from 
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Only Bristol...in socxer screws 
gives you help like this 


Aggressive advertising* featuring the ex- 
clusive sales point that Bristol offers the cor- 
rect socket screw for each application — is one 
of 14 reasons why distributors get more value 
from a Bristol “B-Line” franchise. 

sristol’s precision-made ‘‘Hex” is recom- 
mended for ordinary purposes, and the Bristo 
“‘Multiple-Spline”’ for conditions of vibration, 
frequent disassembly, small size. 

Bristol distributors also have the advantage 
of offering the right types of belt fastener: ‘‘B- 
Line’’ Belt Hooks for transmission belting and 
Bristol’s Belt Lacing for conveyor belts. 

Have a Bristol representative tell you more 
about Bristol’s 100°; distributor policy, at- 


tractive profit structure, promotion plans, etc. 
It’s all contained in the “Bristol B-Line Plan 
for Distributors”. Make a date to see it by 
writing today to The Bristol Company, Mill 
Supply Division, 126 Bristol Road, Waterbury 
91, Connecticut. 


* 2-page ad illustrated runs in MILL & FACTORY, MACHINERY, 
COTTON; others in CONSTRUCTION METHODS, ENGINEER 
ING & MINING JOURNAL, COAL AGE, PIT & QUARRY, IN- 
DUSTRIAL EQUIPMENT NEWS, ELECTRICAL MANUFAC- 
TURING and PRODUCT ENGINEERING 


fe 


BRISTOL 


Cangoany 


Pte COP Ot VY eet 8 tee 

















THE BRISTOL “B-LINE” Zhe Bee-Line to More Sales and Protits ' 
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=a time and labor savings in 
the precision BURRING, FINISHING and 
POLISHING OF ALL METALS, PLASTICS 
and WOOD materially aid in the produc- 
tion of finer products at lower costs. | 


With the extensive production "demand 
for new postwar commodities, Brightboy 
gives you a PLUS sales advantage—the 
opportunity to offer refreshingly new yet 
proved production methods that will ap- 
peal immediately to progressive engi- 
neering executives and shop men. Bright- 
boy advertising in leading industrial pub- 
lications is reaching such men by the 


Brightboy is  manufac- 
tured in WHEELS, 
RODS, STICKS and 
BLOCKS, in 3 Textures, 
for an extensive variety 
of manual and machine 
operations on products of 
widely varied material, 
size and shape. 
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thousands. Territorial sales promotion for 
distributors is closely integrated with this 
Brightboy advertising—and constitutes a 
basic part of Brightboy’s attractive dis- 
WRITE FOR 


tributor-franchise plan. 
DETAILS NOW! 


BRIGHTBOY 
INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 


Newark 7, N. J. 











MANY SELLING POINTS. eee BUT 1 


GETS THE MOST 


F.L.A.T. Drive is selected for short-center drives for many 
reasons — power economy, efficiency above and below rating, 
low first cost (in most cases, less than for a complete V-belt 
drive) — but there is one selling point that has proved the 
most successful of all: 


FREEDOM FROM MAINTENANCE 


F.L.A.T. Drive (Flat Leather Automatic Tension) gets 
along on its own hook. Other short-cénter drives require 
frequent regulation in order to maintain efficiency . . . but 
F.L.A.T. takes care of tension by itself. You can tell your 
customer that he will always know tension is correct — auto- 
matically regulated by the action of the pivoted base. 

Consistent promotion of F.L.A.T. Drive will continue dur- 
ing 1946 in order to capitalize on the growing interest in this 
simple, dependable drive. 








It is the pivoted base that regulates the tension, but it is 
the belt that delivers the power. Graton & Knight’s 
“Research” Leather Belt has shown it has ideal characteristics 
for dependable service: 

e less initial tension needed — due to weight-controlled 
curry that ‘builds in” high coefficient of friction 

e longer non-stretch life — it is “pre-stretched” according 
to hide characteristics 

e highest ply adhesion strength — ‘Tension-Cemented” 

(patented) 

Talk up F.L.A.T. which is becoming the choice of so many 
plants — and a star performer in many distributors’ lines. 

For complete sales data, write Graton & Knight Company, 
339 Franklin Street, Worcester 4, Mass. 


Research Leather Beltin 


from Graton & Knight’s complete line... manufactured under one control from | 


green hide to finished product. Graton & Knight distributors are listed under 


“Graton & Knight” in “Belting” Section of Classified Telephone Directory and 


THOMAS’ REGISTER 
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tributors vital competitive selling advantages which add up 
to easy, large-profit sales. This, plus the proved, top-notch 
performance of the complete Reading Hoist Line from Chain 
Hoists and Electric Hoists to Overhead Cranes, makes it an 


important factor in the field of hoists. 


IN THE FUTURE — Behind Reading Hoists lies 40 years 
of wide consumer acceptance based on efficient performance 
in industrial plants all over the country. Long range adver- 
tising and constant experimentation for faster and more 
economical ways to handle materials will result in even 


wider user acceptance in the future. 


The Reading Hoist franchise is profitable, now and in the 
future. There may be a franchise open in your territory. 


Write for full details, today. 





& REASONS READING HOISTS 
INCREASE DISTRIBUTOR SALES 


© Complete Line © Competitive Prices 
@ User Acceptance © Proved Performance 
© Exclusive Features @ Selling Help 

@ Selective Distribution 


© Advertising Support 











’ 
IT'S NEW! Reading Chain Hoist Catalog 


#60 containing full construction details, ap- 

plications and uses of the complete line of 
Reading Hoists. If you need a modern cata- 
log to help you “put across” hoist sales, send 
for it today! 





READING HOISTS 


READING CHAIN & BLOCK CORPORATION . 2107 ADAMS ST., READING, PA. | 
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DOUBLY SURE 





















FLOATING DISCS, FREE TO 
ROTATE WEAR EVENLY 


Being free to rotate, the twin discs 
cut sludges, slurries and viscous solu- 
tions. Not held to one point, they 
wear evenly. 












Husky ring is both threaded REPAIR WITHOUT 
saalhegammencetten. SPECIAL TOOLS 
sitet OR JIGS 


4 * =~, 9 ] 


Weld metol may be de- f 


posited here to restore original » Ball and socket provide grip- 
contact dimensions when re- ping surface for re-seating in 


seating is required. lathe. 





WEDGE—RING FORCES 
DISCS AGAINST SEATS 
SEALING THE PORTS 


Simple ball and socket construction 
permits wedge to “take-up” any un- 
evenness and provides better metal- 
to-metal contact. 


This valve has what it takes to handle tough corrosive solufions. 
Double rotating wedges provide drop-tight closure and long life 
under severe operating conditions. Has precision construction, 
superfine machine finished seating surfaces and unique design. 
Available in Aloyco 20, 18-85, 18-8 SMo, the higher Chrome- 
Nickel series, Worthite, Hastelloy, Monel and pure Nickel. If you 
handle corrosive fluids or vapors, investigate this valve. Write 
for circular. 













DOUBLE VALVE EFFECT! 
IF ONE DISC LEAKS - 
OTHER CAN STILL SEAL 


Should pipe misalignment, shock or 
scale prevent one disc from seating, 
the other can still be “drop-tight.” 
Like two valves on one line! 


aLOYCO" 


STAINLESS STEEL 
VALVES AND FITTINGS 









ALLOY STEEL PRODUCTS COMPANY, INC. 


28 MILL SUPPLIES @ MARCH, 1946 














of 
to 































- this E | 
. S— = 
time-payment plan es 
will step up your MACHINERY o| Winks 






Here is a plan that will help.you make the large sales of machinery and equip- 
ment . . . to customers and prospects who lack enough cash to buy all that they 
need and want. 





Commercial Credit’s new Machinery and Equipment Purchase Plan enables 
you to perform a real service for such customers . . . by giving them the advantage 
of nominal down payments and low interest rates, with deferred payments spread 
to let equipment pay for itself out of earnings. 


3 BIG ADVANTAGES FOR YOU 
1. Our Plan helps you get business immediately which 
otherwise might be lost. 
2. You get your full selling price in cash at once. 


3. The Plan involves no cost, credit risk or contingent 
liability on your part. 


A booklet which you can use to show biyers the advantages of this plan has 
just been published. Let us send you a copy . . . with full information about how 
this plan will work for you. Write to the nearest Commercial Credit Company 
office listed below and ask for Booklet No. HI-1. No obligation. 








COMMERCIAL FINANCING DIVISIONS: I 
Baltimore, New York, Chicago, Los Angeles, San Francisco, Portland, Ore. | 

















COMMERCIAL CREDIT 
CONPANY 


lus more than 80,000.00 ) 


upital and Surp 
Capite MORE 2, NAD. 


BALT\ 





FINANCING OFFICES IN OVER 100 PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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without 7 
Adjustment 


N FEBRUARY 3, 1944, five 
Veelos V-belts were installed 
on this No. 5 Gisholt Lathe— 
located in a large steel plant. They 
have been in continuous operation 
ever since—under severe conditions. 
Yet these belts have never once been 
adjusted and are reported remarkably 
free from slip. Idlers used on the 
former belt installation were re- 
moved when Veelos went on. 

On all V-belt drives that call for 
uniform belt tension without diff- 
cult adjustment and for freedom 
from slip, link construction makes 


Veelos the logical choice because: 


Link Construction 
Maintains Uniform Tension 


Easy adjustment of Veelos length 
assures that each strand of a multiple 


LINK CONSTRUCTION UPS PRODUCTION 


30 


Two Veelos V-belt drives on No. 5 Gisholt Lathe. 4 Veelos “B” belts 
operate the main drive; 1 Veelos "B” belt operates the oil pump. 


V-drive carries its exact share of 
the load. All strands constantly 
work together, delivering full power. 


VEELOS 


THE LINK 


V-BELT 


Adjustable to 


Adaptable 
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any 


Link Construction Ends Slip 


Veelos link construction provides 
quick, easy tension adjustment to 
end slip... keeps machinery run- 
ning at full speed and productivity. 

Sell Veelos and you sell customer 
satisfaction! One Veelos drive will 
lead to many in your customers’ 
plants. 


MANHEIM MANUFACTURING & BELTING CO. 
MANREIM, PENNSYLVANIA 


Lae) any Drive 














OTHING EXTRA” 
‘KNOW-HOW’ °9 


ontinental’s Years of Experience 
in Design and Manufacture of 
Cutting Tools Make a Big Difference 


Accuracy is of first importance in 


cutting tools. By the very nature of 
the job it has to do, a precision 
cutting tool must be even more 
accurate than the machine, the fix- 
ture, or the part being finished. 
For 26 years The Continental Tool 
Works (a division of Ex-Cell-O Cor- 


poration) has been designing and 
manufacturing cutting tools which 
meet these exacting requirements. 
This long experience is your assur- 
ance that when you specify “Con- 
tinental,” you get cutting tools of 
quality which will do your job right! 
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BLACK & DECKER 
7” Heavy-Duty Sander 
$65.00 


7” Standard . . . $53.00 


Sands any Surface 
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The Black & Decker Portable Electric 
Sander is more than a Sander! You can 
also sell it as a Right-Angle Grinder ...a 
Wire Brusher .*. . a Planer . . . a Surfacer. 
It drives a wide variety of attachments, 
does a tremendous variety of jobs. Not 
only does this versatility make the Sander 
easier to sell . . . it makes a continuous 
source of accessory sales for you! 

With abrasive discs in 19 different grains, it 
sands and finishes any surface. With Wire 
Cup Brushes, it takes off old paint, rust and 
scale . . . cleans castings, tanks, boilers, 
vats, sheet metal and soldered joints. With 
saucer or cup-type grinding wheels, it re- 
moves metal . . . smooths welds and casting 





LEADING DISTRIBUTORS 


Yack 


PorTaBLe ELectric TOOLS 





Gs 


‘) 


Speeds Wire Brushing 


Shapes all Timbers 


Sands any Surface 
Speeds Wire Brushing 
Grinds any Metal 
Shapes all Timbers 


ridges . . . grinds off old rivets, studs and 
bolts . . . sharpens stationary machine 
blades, often better than a portable grinder. 
With rotary gouging and planing heads, it 
shapes and semi-finishes lumber .. . re- 
moves stencil and brand marks from bar- 
rels and boxes. 


When you can sell all this with one tool 
. .. and can keep on selling the discs and 
attachments . . . that tool is worth push- 
ing! Exceptionally heavy demand still 
keeps the supply of these Sanders tight . . . 
so, to insure earliest possible delivery, urge 
your customers to get their orders in now. 
The Black & Decker Mfg. Co., 617 Penn- 
sylvania Ave., Towson 4, Maryland. 


EVERYWHERE SELL 


Grinds any Metal 
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C/R Mallets contain 
same non-chipping, 
non-shearing 
rawhide as hammers. Won't 





discolor, smear or 
mark surfaces. 





C/R Mauls increase 
production, reduce costs 
on dieing out operations... 
Jurnish ample protection 


of dies, too. Refillable. 














C/R hammer faces of coiled 


rawhide may be quickly e 









replaced in the permanent 
malleable iron heads. 








orts are supported Dy 
ich tells 


igo Rawhide 


hese better mallets and han 
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Each year the nation-wide staff of “Greenfield Men” save 
threading tool users dollars, machine downtime and broken 
production schedules . . . simply by “show-how”. (That’s 
“know-how” in action!) Their service helps your sales. 


4A 44 
SHOW. How These expertly trained men follow up sales, give advice 


on new jobs, and straighten out troublesome threading 


based om problems. No charge, of course. 
“KNOW How” That’s another big PLUS value when you sell 
~ 


“Greenfield” taps, dies, and gages. Such service to your 
customers gives them another important reason 


to buy “Greenfield” tools from you. 


ENGINEERING AND RESEARCH 
FIELD SERVICE MEN 


LEADING DISTRIBUTORS 


HE HCE H 


GREENFIELD 


GREENFIELD TAP and DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
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T’s good business to have what your customers call 
for. Especially when they ask for U-S-S American 


Ticer Branp Wire Rope . . . for every reel you sell 
builds lasting goodwill and profitable repeat orders 
for you. 


Made by America’s largest manufacturer of wire 
rope in modern mills which are strategically located | 
to assure quick delivery to any part of the country, | 
Ticer Branp Wire Rope is the leader in every field | 
it serves. 

With industry hurrying back to peacetime produc- 
tion, you'll find an especially heavy demand for this 
performance-proved product in the months ahead. Be 
sure your stock is adequate. If you can’t fill orders for 
TiceER Branp, you may lose valuable business. There’s 
now enough being made to meet practically all 
requirements. 


AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 
San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STEEL 


 U-S-S AMERICAN TIGER BRAND WIRE ROPE 
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I. was on a job 
where extruded alu- 
minum alloy stock, 
34" thick, was being 
cut with a power- 
fed saw. This job 
was requiring 12 
saw changes for ‘ 
10 hours’ work. why ~v" 


A Disstoneer*, invited to study the problem, recommended 
the use of inserted section carboloy saws. On a test, 1275 
pieces of stock were run off in 5 hours (one-half the former 
time) and the carboloy saw was still going strong without 
visible dulling. In this, as in many other cases, it proved its 
ability to hold close tolerances even to .0015”. 


The savings made by the use of these saws are impressive. 


*DISSTONEER—a man who combines 
the experience of Disston leader- 
ship and sound engineering 
knowledge, to find the right tool 
for you—to cut wood, to cut metal 
and other materials—and TO CUT 
YOUR COST OF PRODUCTION 
—not only on special work, but on 
ordinary jobs as well. 


Another clear-cut case 
of Disston leadership 


OSTABL ISHED 1840 








You may have no need for inserted section carboloy saws, but like many others 
you may have an operation that can be performed better by the use of the — 


DISSTON SKIP TOOTH BAND SAW 


The skip tooth pattern, because of wider 
spacing, permits faster feeding without 
clogging. This is an exceptionally tough 
hard-edged. flexible-back band saw designed 


; for machines operating at speeds of 3000 
f.p.m. and over. Recommended particularly 
for cutting aluminum and magnesium metals, 


but can be used with excellent results in 
cutting corrugated board, dry ice, meat, bone 
and other materials of similar natures. 


HENRY DISSTON & SONS, INC, 323 Tacony, Philadelphia 35, Pa, U.S.A. 
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YOU MONTH 


Orleans, 
Vancouver, B. 
















FTER 
MONTH 


This advertisement, with adap- 
tations, will be seen by your 
customers in the March 16th 
issue of Business Week, the 
March 15th issue of Modern 
Industry, the March 14th issue 
of American Machinist, and 
the March issue of Mill & Fac- 


tory. 


HENRY DISSTON & SONS, INC. 
323 Tacony, Philadelphia 35, Pa, U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New 
Seattle, Portland, Ore., San Francisco, 
C. Canadian Factory: Toronto. 


Australian Factory: Sydaey, N. 

























...- PRECISION 
Py 3 
PERFORMANCE 
PROVED 


LINK-BELT COMPANY 


ianapolis 6, Philadelphia 40, New York 7, Atlanta 
Minneapolis 5, San Francisco 24, Los Angeles 
8. Offices, Factory Branch Stores an d 

elriial butors in Princi pol Cities 
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“We want » +. @-recent survey by 
ULI “American Machinist’ found 
MACHINE TOOLS!” : 3 + ae 
all industry cost-conscious 


83% 







ABILITY TO CUT COSTS IS THE 
No. | Selling Feature of 
WALKER-TURNER MACHINE TOOLS 


@ W-T Machine Tools cut production costs because: they 
require low capital investment, are economical of power, 
simple to operate, and have high production capacity. Their 
versatility and portability multiply their usefulness. 


Production STAMINA is another! 


In spite of their low prices, Walker-Turner Machine Tools 
, have the stamina, due to sound design and quality materials, 
110-8300 R.P.M. Drills to to stand up to heavy production schedules. The war record 
any point in 62” circle. of scores of thousands of these sturdy machine tools is proof 


of that. 
20” DRILL PRESS ‘ 
7 r 
pig gh ... and their wide speed ranges 
Hand or power feed. 
To give just one example, the Walker-Turner Radial Drill 
has a spindle speed range of 110 to 8300 R.P.M. The speed 


_can be adapted to the material—at substantial tool and 
production savings. 


YOUR PROFIT IS ASSURED 
mt - BY THE IRONCLAD W-T POLICY 


200 to 5300 S.F.M. 


























In force for 8 years, the Walker-Turner Distributors’ Policy 
has been adhered to without a single deviation written or 
implied. It means full profit and complete protection. 






METAL CUT-OFF MACHINE 


Cuts all materials. Head operates 
at any angle. Ram glides 21/2” 










WALKER-TURNER COMPANY, INC. + Plainfield, New Jersey 


MACHINE TOOLS 


Company, inc. DRILL PRESSES — HAND AND POWER FEED e RADIAL DRILLS 
PLAINFIELO, NJ. METAL-CUTTING BAND SAWS e@ POLISHING LATHES @ FLEXIBLE SHAFT MACHINES 
RADIAL CUT-OFF MACHINES FOR METAL © MOTORS e BELT & DISC SURFACERS 
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Tu: files that “go to market” under 
Nicholson and Black Diamond 


the world-famous 
trade-marks are only those which can uphold the 
long-standing Nicholson guarantee of Twelve perfect 
files in every dozen. ; 

Those which “stay home” are*the few which fail 
to pass the score or more rigid tests and inspections 
that guard the various manufacturing stages. 

The testing operation illustrated above is one of 
many. Here, for example, triangular files are being 
checked, one by one, with a dial gauge to see that 
edges are uniformly correct in width. 


Relentless inspection of steel; forging, grinding 
and drawfiling — to see that every blank is correctly 
shaped, even, smooth before cutting: annealing and 
hardening tests; magnified tecth inspection; tests 
of soundness; tests of cutting qualities ... are a 
few of the other precautions taken to maintain 
Nicholson and Black Diamond file quality as the 
highest in the world. 

A great, well-known, profitable line to sell — 
Nicholson or Black Diamond files! 

Nicholson supports the mill-supply house with extensive and persistent 
national and business magazine file advertising. 


NICHOLSON FILE CO. « 42 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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@ By specializing on preformed wire rope the 
distributor eliminates the necessity for duplicate 
stocks and thereby saves a lot of valuable warehouse 
floor space for other items. Naturally this elimina- 
tion of duplicate stocks makes for greater accuracy 
in filling orders and reduces the cost of taking in- 
ventory or keeping stock. 

Then, of course, preformed wire rope is much 
easier to handle. It cuts without the need for seiz- 
ing; its flexibility makes it easy to coil and wrap. 
All of which saves time, increases efficiency and 
profits. 


ASK YOUR OWN WIRE ROPE MANUFACTURER Jor DISTRIBUTOR 
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Already many progressive jobbers are increasing 
their profits with Buffalo Bolt’s new and improved 
circle © cap screws. Available in all stock sizes— 
both bright and black satin finish—these money- 
makers have proved a profitable addition to the 
regular line of circle © fasteners ... convincing 
evidence that, as always, you make greater prof- 


its with Buffalo Bolt. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 














THEY’RE BEING PUSHED 
BY 


fairbanks 
planned 
merchandising 


There are big-volume profits for you when you sell 
Fairbanks hand, platform and box trucks, and 
casters. For they’re being pushed by the progressive, 
hard-hitting Fairbanks Merchandising Plan which 
includes consistent national advertising in leading 
sales-producing publications plus a well-established 
policy of dealer cooperation. 

Top quality products, sturdily built to withstand 
the strain of tough usage, assure customer satisfac- 
tion and inevitable “repeat” orders. 

Nationwide acceptance of Fairbanks products 
among dealers and customers guarantees a quick- 
moving line of load-movers. 


4 


For further information, write us today. 


—, COMPANY 
393 Lafayette St., New York 3, N. Y. 


520 Atlantic Ave. \ iB 7 15 Ferry Street 
\/ 


Boston 10, Mass. Pittsburgh 22, Pa. 


¥ ; + ae 
Sek hy een bs i 


a 
f- oh % 
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EASIER TO SELL 


Because... 





Easy to get on... Easy to get off 
Yet always tight on the shaft 


A 60-second demonstration will tell practically 
all a prospect needs to know about WORTH- 
INGTON QD SHEAVES. Their simple 2-piece 
construction makes handling so effortless that 
your customer will readily understand why they 
have become the standard of the industry. 


EASIER TO SELL 
Because... 





this manual makes 
V-drive selection easy 


THE WORTHINGTON MULTI-V-DRIVE MASTER 
MANUAL Offers you V-drive information logically 
and conveniently organized. Its simple, accurate 
data will make it easy for your prospects to select 
the right drive in 3 minutes by the watch. 





EASIER TO SELL 
Because... 






your efforts are supported by 


THE WORTHINGTON MARKET PENETRA- 
TION PROGRAM which includes: 





1. convincing advertisements in leading trade 
papers; 

2. blanket distribution of Manual and follow- 
up mailings; 

3. broadsides, folders, blotters carrying your 
imprint and a mailing plan that simplifies 
their use; 

4. personal support of Worthington salesmen 
and engineers. 





A WORTHINGTON 
MULTI-V-DRIVE FRANCHISE | 
IS AN EASY SOURCE 
OF PROFIT 


With a product that sells itself, a manual that 
makes drive selection easy and a program that 
supports your selling efforts, you'll gather a 
profitable harvest from your protected territory 
when you have a Worthington Multi-V-Drive 
Franchise. Write for more reasons why there's 
more worth in Worthington. Worthington Pump and 
Machinery Corporation, Merchandising Division, 
Harrison, N. J. 


——., — eer => : - 


Sr Ue 
ZMH OOS 









85., 
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The Carboloy Company maintains a school, at Detroit, 
for training in the proper use and maintenance of carbide- 
tipped tools. As an important sales-aid to Distributors, 
this 5-day, factory-based school is important in two ways: 

To train those in the Distributor organization. Some of the 
most enthusiastic supporters of the school are the “alumnae” 
fom Gib qranp: Tay conten Gat thal oily to <ily serve RE-DEMONSTRATION — The Carboloy Trainin 
customers is greatly dependent upon knowledge of the latest rere manned by 5 full dentebudtets, po peat 
and best in carbide-tipped tool usage . . . and service brings phase of carbide tool use and maintenance by lectures 
sales. —demonstrations—solution of probl —discussions. 

To train key personnel of the customers of Distributors. 
The same “know-how”, taught the product user, can mean 
still greater volume of sales. Once the benefits to be derived 
from the proper use of “Carboloy” Tools are better under- 
stood through this training, the small-volume customer is 3 
likely to become a steady, large-volume one. ~ 

Carboloy Distributor salesmen always have the te 
school as a gilt-edged sales-point in their portfolios—a 
“tool” to sell tools. Adequately trained users, backed by 
Carboloy Field Engineers to aid in the solution of par- 
ticular problems, are satisfied customers. Satisfled cus- L 
tomers are good customers. 


CARBOLOY COMPANY INC. 
11131 E. 8 MILE ROAD 
DETROIT 32, MICH. 








SHOPWORK—The principles learned in the classroom 
are ) more firmly fixed in the “student’s” mind by im- 
in the school’s well-equipped 
shop. Small ‘classes insure individual attention. 





= 


s 


CARBOLOY 





(TRADEMARK) CEMENTED CARBIDES ' 
VISUAL EDUCATION—Lectures and shopwork are then 
STANDARD TURNING, BORING, FACING TOOLS e STANDARD reviewed with the aid of carefully planned slide films, 
BLANKS « CENTERS « WHEEL DRESSERS * MASONRY DRILLS supplemented Gy well-Mucirated Gooltete. 
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MARVEL 18 


(Capacity. a for Size, 


MARVEL 6A and 9A 
With this b » of twelve No. 6A and No. 9A € 
MARVEL High Speed Automatic Hack Saws, for Volume Production 


the Hammond & Irving Forge Co. of Albany, 
New York can cut-off billets automatically, not 
only in tremendous numbers, but in accurate 
weights and sizes to exactly fill each die without 
waste. With 12 of the “world’s fastest cutting-off 
saws,” they were able to keep all hammers run- 
ning on their tremendous war orders, and were 
able to instantly resume peacetime manufacturing 
without re-tooling or other delay. The No. 6A 
and No. 9A MARVEL automatics have capacities 
of 6” x 6” and 10” x 10” respectively. 


In addition to the battery of MARVEL Automa- 
tics, Hammond & Irving have cutting-off capacity 
of a different sort in their MARVEL No. 18 
Hydraulic Hack Saw—capacity for size—because 
this roll-stroke giant cuts off billets and bars in 
sizes to 18” x 18” cross section. It easily handles 
the toughest and hardest steels. 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw People’ 


5700 Bloomingdale Ave. Chicago 39, U. S. A. 
Eastern Sales Office: 225 Lafayette St.. New York 12, N. Y 








~ eat ‘ . 
TG 
‘ ' 7 f : J wan ll o 
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... and, significantly with increased production— Besly Taps enjoy 
a larger percentage of total tap sales. No wonder distributors find 
many advantages in selling the Besly Line. Besly’s 5-Step Sales 
Plan produces profitable results for distributors. Constant refine- 
ment in manufacturing techniques has helped to build nation-wide 


acceptance. Aggressive sales promotion has familiarized tap users 


with Besly quality and technical service. Shop and factory -trained , 
 TaRedlfp You Sell 


men work closely with distributors’ salesmen. Ample stocks are nou 
available for immediate shipment from our centrally located plant. 
Qualified distributors are being added on a selective policy basis. 


Write today for full details. 


‘This tap manual is an 
important item in the 
Besly sales plan. As a 
service to user 

real help to distribu- 
tors. 


BESLY TAPS e BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES 


CHAS. H. BESLY AND COMPANY, 118-124 N. Clinton St., Chicago 6, Ill., Factory: Beloit, Wis. 
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30 SECONDS the BLACKHAWK Way 
VS: 4 Minutes the Old Way! 


Combinations from Blackhawk's Array of Stan- 
dard Handles and Attachments Create Extra Speed 


Wherever a nut is turned on a bolt there’s a Blackhawk Socket 
Wrench for the job. No need for special wrenches with 
Blackhawks. Choose the handle with the right leverage, add 
whatever attachments are necessary and they’re ready to go 
to work. Blackhawk’s patented “Lock-on’ makes Blackhawk 
Wrenches superior for this purpose because the combination 
locks together inte a solid tool that cannot be accidentally 
disengaged. And Blackhawk has a complete range of socket 
sizes that assures the right wrench for every job. If you have 
the Blackhawk franchise—be sure your customers have this 
cost-saving story. It’s a clincher for your wrench sales. 


A product of BLACKHAWK MFG. CO., Dept. W1736, Milwaukee, Wis. 


stlways Speey 


BLACKHA 
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ANOTHER 
BLACKHAWK 
COST-CUTTER 


“TORKFLASH” 
Prevent breakage of nut 
and bolt assemblies and 
stripping of threads. 
Have the workman measure his 
pulls with the Blackhawk ‘'Tork- 
flash” Tension Wrench. Exclu- 
sive—a flash of light tells when 
to stop pulling! 


SOCKET 
WRENCHES 











GE 











GETS THE 


OF 






THE MAN ON THE JOB! 








3-WAY THREADER 
... Better pOUl-Wags! 
Compactly designed—the Toledo 3- 
Way Threader is lightest, smallest 
and easiest to operate of all 3-way 
tools! No. 30 threads 34” to 34” pi e, 


P 
wt. 4-34 Ib. No. 31 threads 14" to 1 
pipe, wt. 7 lb. Efficient... dependable. 


TOES 














Sure he’s smiling—the right pipe tools mean satisfac- 
tion all around! 


Contractors and mechanics today can count on 
“smooth going” from start to finish—with easy- 
threading TOLEDO Pipe Tools on the job. These 
accurate, dependable tools are engineered to do a 
better job and help you cut costs! Preferred by experi- 
enced hands for nearly half a century. 


In these busy days of building in residential, com- 
mercial and industrial fields... gear your pipe fitting 
to greater efficiency. Specify TOLEDO for unbeatable 
performance! The Toledo Pipe Threading Machine 
Company, Toledo, Ohio. New York Office, No. 2 
Rector Street Building. 


RELY ON THE LEADER... 


T 
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PRECISION PIPE TOOLS 
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BA ES MANUFACTURING CO. 
——-: 1416-1428 W. BALTIMORE ST. 
BALTIMORE 23, MARYLAND 




















Hore s « VERSATILE PRESS 





UT10 Press — 
10 Ton. Shown 
above. Available 
in three sizes: 11”, 
17”, and 26” ca- 
pacity over table. 





UT 10-40 Open Front 
Table. Fits all UT10 
presses. Table opening 
seven inches. 


MAIL COUPON 


For catalog describ- 
ing this and other 
Deke Arbor Presses. 


OF GENERAL UTILITY 


The Dake Utility Press is ideal for a multitude of uses, in elec- 
trical shops, garages, implement repair shops, and washing ma- 
chine or refrigerator repair shops. Because of its small size it can 
be conveniently located in busy shops where it saves time and 
trouble in removing or replacing press fit parts and in general 
straightening and bending work. 

Like all Dake Arbor Presses, it is built for long service. Parts 
are carefully made and designed for maximum strength and easy 
operation. It quickly removes or replaces parts like timing gears, 
bearings, and washing machine agitator tubes 

The press and accessories shown below provide widely increased 
usefulness in handling unusual shapes and doing specialized tasks. 









lay 
UT10-60 Holder. For L y) df } Fy & 
holding generator while d / . 
removing pole screw. a 
UT10-30 Puller Plate 
Assembiy. For remov- 
ing bearings and pulleys 
from generators, motors, 
water pumps, etc. 


fe 
vUL 


UT10-50 Pole-Shoe 
Screwdriver Assembly. 


ychiga™ Sa 
sent Gren _aniny ane tenet Dake Ar wi rt 
ag . = generator pole shoes. 
4 ail m 
Please ™ 
press Catalo€- eeay 
“em8------"" . 
Title. i nel 
a ENGINE COMPANY 


GRAND HAVER, MICHIGAN 
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LY 
The “DREAM” 
ledger comes to life 
with KOLECT-A-MATIC! 


Look at the Simplified Unit Invoice 
Accounting Plan from any angle, 
and it’s stil the “dream” plan. 


The Controller wants protection 
against loss with complete proof of 
posting and control figures. 

This plan provides both—constantly 
and with minimum clerical effort. 

Credit and Collection Manager 
wants fast, accurate credit authori- 
zation and automatic collection 
activity that gets the money in. 

Both are important features of this 


plan. Unpaid items are “filed” with 
the credit history in visibly indexed 
Kolect-A-Matic pockets. Accounts are 
“aged” on margins with Graph-A- 
Matic signal control for eye-analysis. 

Owners want to save clerical and 
office expenses and protect irreplace- 
able records against fire. 

This plan reduces clerical labor by 
40% to 60% in the experience of 
prominent users. Safe-Ledger Trays 
provide certified fire protection at the 
point of use—saving vault space and 
the daily moving of records. 


SEND TODAY for an illustrated de- 
scription of this Simplified Account- 
ing Plan. Ask our nearest Branch 
Office for booklet KD-253.0r write us. 


ord. 
count a visible ros " 
Cc 
Every 9 


“fling SYSTEMS DIVISION 
sting vs 


2 ca . | 4 { t date stamp- 
A - 
if t poste C h 
pre ° constant contro g 
Si oie ro ~¢ 
F sitive collector follow up 
ast, PO pent 


» Fir 
Point-of-us¢ 
315 Fourth Avenue, New York 10,N. Y. 
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180,000 


GALLONS PER HOUR 


Demands for Deming Pumps and Water 
Systems of all types and capacities start with 
small domestic requirements of 250 gallons 
per hour.and range up to large scale farm 
and factory demands of 180,000 gallons per 
hour. Deming gives you COMPLETE COVERAGE 
of YOUR market for pumps and water systems. 
FEATURES of all Deming Pumps and Water 
Systems assure your customers uniformly high stand- 
ards of performance, economy of operation and long- 
lasting service. Add those advantages to Deming’s 
policy of straightforward co-operation with 
dealers and jobbers. The result is that DEMING 
offers everything you need to make the most 
of your pump and water system business. 


. GALLONS 
+ PER HOUR 





MILL SUPPLIES © MARCH, 1946 








gersoll Sk 
nade of T! 
PROOF a 
cross-roll 
is heat-t 
will fin 
durab 
Ma 

extr 

IN 

ot 








Whicher 
you pref 
D-B-L I 
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"erg cama 
ENGINEERING 
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PRODUCTION 


“SPLIT-PROOF” 
GUARANTEE 


















gersoll Shovels do have the “Edge’’ because all Ingersolls are 
nade of TEM-CROSS Steel . . . the steel that guarantees SPLIT- 
PROOF and CURL-PROOF edges. This special Tillage Steel is : eee 
cross-rolled to produce an interlocking, mesh-grain structure, and Blade niches cow Black encene Mabdead 
is heat-treated under exacting control. That’s why your customers oe magn Ao a 

will find Ingersoll Shovels keen cutting, clean scouring and extra , 

durable. 

Make sure you give your customers these 


extra values at no extra cost. Specify ae 
INGERSOLL Shovels, Spades and Scoops 7. | GERSOLL 


on all your orders. /, 
SHOVELS - SPADES - SCOOPS 












by using 
D-B-L 


INGERSOLL 
Whichever type 0 g- “L* 


you prefer, Ingersoll 


D-B-L Hack Saw Steel has a a AC K S AW 


6-year record of wide use behind it to *Furnished in the 
ginal D-B-LR 
PROVE that you get more of all 4! STEEL viar «'3-4", ond 


INGERSOLL SPECIAL STEELS FOR SPECIAL USES 


Alloy Steels Tillage Steels Knife Steels Stainless Steels and Saw Steels, 
Armor Plate Soft Center Steels TEM-CROSS Steel including ''18-4-1"' and Molyb- 
Clutch Plate Steels Shovel Steels IngAclad (Stainless-Clad Steel) denum and D-B-L Hack Saw Steels 


Sogan A NAME TO REMEMBER WHEN YOU THINK OF BETTER LATHES 


HAND SCREW 
MACHINE 


QUICK CHANGE | 
GEAR TURRET 
LATHE 


7 


Lo 





 — 
~ 


) 


; 2 = 
4 j - i ke : 
| — } 
. QUICK CHANGE GEAR = 


CABINET TURRET LATHE 


- -MANUFACTURING ' = 
‘TURRET LATHE 


LOGAN TURRET LATHES ~— 


For Speed, Accuracy, Ease and Economy on a Wide Variety of Work 


The speed, accuracy and versatility which made tion and Logan advanced design. Spindles, for ex- 
Logan Turret Lathes so effective in war production ample, are mounted on special New Departure Ball 
now bring increased efficiency and decreased costs Bearings which require no adjustment within the full 
to peacetime operations. Ruggedly built, with heavy Logan speed range of 30 to 1450 rpm, and which 
hexagonal turrets, these lathes perform smoothly permit the use of high speed carbide cutting tools 
and accurately. They handle a wide variety of oper- to full advantage. And the heavy beds, with over- 
ations with the precision essential to fine work. size ribs and balanced sections, have two V-ways 
Heavier and more expensive equipment can thus _— and two flat ways precision ground to within .0005” 
be released for larger work with an increase in both of parallelism. Similarly high standards of accuracy 
production and efficiency. Quickly and easily set are maintained in building and assembling every 
up, Logan Turret Lathes minimize time loss between part of these lathes. That is why ordering your 
jobs. As in all Logan Lathes, the sustained accuracy, Logan Turret Lathes now is sound preparation for 
and dependable, economical operation of these production jobs ahead. Ask your Logan Lathe 
turret lathes results from accurate, rugged construc- dealer, or write direct for full information. 
SPECIFICATIONS COMMON TO ALL LOGAN TURRET LATHES... Swing over bed, 102”... bed length, 43”... size. of hole through spindle, 25/32”... 
distance across turret head flats, 5%4”...6 positions with adjustable stops... self indexing...maximum stroke of turret, 4%4”...spindle nose 


diameter ond threads per inch, 1/2"-8...12 spindle speeds, 30 to 1450 rpm... motor, 2 hp, 1750 rpm... ball bearing spindle mounting... drum 
type reversing motor switch and cord... precision ground ways, 2 V-ways, 2 flot ways. 1-1 


LOGAN ENGINEERING €O.1 CHICAGO 30, ILLINOIS 
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UPSON-WALTON 
6x19 FILLER WIRE CABLE 


TOR boom falls on shovels 

and draglines, for operating 

ropes on vertical lift bridges, 

for pan hoist and counterweight 

ropes on car dumpers—industry 

after industry has heavy hoisting 

conditions which are best served 

by Upson-Walton 6 x 19 Filler Wire Perfection Layrite. 

Perfection grade because this improved plow steel is 

the strongest and toughest and most resistant to wear of 
all the grades of wire used to make rope. 


Layrite because this fine preformed wire rope results 
in longer life, greater safety, greater economy. 


Hemp center or, where hoisting conditions are ex- 
tremely severe, IWRC (independent wire rope center) 

Upson-Walton, 6 x 19 Filler Wire cable is the wire rope 
which provides a fine balance between coarser ropes, 
which have good abrasion resistance but poor flexibility, 
and flexible ropes with less abrasion resistance. Upson- 
Valton 6 x 19 Filler Wire cable combines good flexibility 
with good abrasion resistance. 


The filler wires support uniform outer wires, thereby 
giving the rope a greater resistance to crushing and other 
damage where radial pressures and operating conditions 
are severe. This cons*ruction provides a high percentage 
of reserve or int znal strength. 


It will pay you to specify (and supply) Upson-Walton 6 x 19 
Filler Wire cable—perfection grade—Layrite preformed 


—for heavy hoisting duty. 
Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


WManupacturers og Were Rope, Were Rope Fittings, Tackle Glacks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 
New York 4 


737 West Jackson Boulevard 
Chicago 6 


241 Oliver Building 


Pittsburgh 22 
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Every customer and prospect on your list buys Flzorescent and Incandescent Lamps, and the 
repeat business builds up real volume and profit if you have the right line of lamps. 


CHAMPION Lamps are manufactured and distributed so that there'll be the most in it 
for you. 


Guatanteed to equal or exceed Federal Specifications and backed by the production and service 
resources of one of the largest and strongest organizations in the lamp industry they have the 
quality and performance in service that brings you the replacement business. Once sold, 
Champions stay sold. 


Costs are kept down all the way through so as to give you maximum profit. 


A strict wholesaler policy is maintained. Outright sale, no red tape, no fancy control systems 
or records, nothing to hinder you from making the most of lamp volume and profit. 


You can do more business and make more money selling Champion Lamps. 
Why not look into our proposition? 








CHAMPION LAMP WORKS 


A 


Lynn, Massachusetts 


DIVISION OF ek BEeRSEer We a) ELECTRIC LAMP 
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LUBRICATING 
EQUIPMENT 


An Outstanding, Well-Advertised Line that can be a Money-Maker 
for Every Mill Supply House! 


The Lincoln Line is complete and includes equipment Nationally advertised in leading trade papers, this 
to meet every lubrication requirement from indi- line offers unusual opportunities to all Mill Supply 
vidual grease fittings to complete Centro-Matic Houses. A few of the many items are illustrated 

















Centralized Systems. and described. 
2 a a Ee es ee 
MODEL 1271-A HIGH-PRESSURE MODEL 1213 FILLER BUCKET... Has o MODEL 987 POWERLUBER... 







BUCKET PUMP...A25-Ib. capaci- 25-lb capacity. Provides a fast, clean 
ty grease gun that dispenses either method of filling all Lincoln Filler Type 
heavy or light lubricants. Grease Guns. Sturdily constructed 
Compact—built to with- of heavy-gauge steel. 
stand hoard usage. De- 
velops High-Pressure 
with ease. 


An Air-Operated Grease Gun 
thot dispenses lubricant direct 
from original 25- or 50-Ib. re- 
finery packages; will accom- 

modate 60-Ibs. in bulk. Con- 
toiner is dust-proof, spill- 

proof and leak-proof. 



















MODEL 1313 TRANS- 
FER PUMP... ideal 
for tronsferring oil, dis- 
tillote and other liquids 
from large containers. 


= 





MODEL 1798 HEAVY- 
DUTY DRUM PUMP... 
Air-Motor-Operated. Dis- 
penses lubricants from 
400-Ib. original refinery 
containers. 














MODEL 1035 LEVER GUN... Highest-Quality, Heavy-Duty Gun. It hos o 
19-ounce capacity and develops 10,000-lbs. pressure. Can be filled with a 
Lincoln Filler Pump, or by suction. 





MODEL 1103-A PUSH TYPE 
GREASE GUN... All-steel con- 
struction, 15-ounce copacity. 

MODEL 1113-A, not illustrated, 
same as above except includes 


filler nipple. 
MODEL 1266 HANDI-LUBER... 
Converts any standard 25-lb. refinery 
pockage to a 25-Ib. high-pressure 
grease gun. Pump is easily ottoched 


GREASE FITTINGS... Available in o full range 

of sizes and types. Many exclusive selling fea- 

tures. Used as original equipment on industrial 

machinery, ovtomobiles, trucks, tractors and farm 
without removing lid of container. implements. 


C2518 





P aheansinaconstoned 








Write today for complete information on this 
Leading Line of Lubricating Equipment — 


“The Finest That Money Can Buy!” 





. 
LINCOLN: 
1. Vere 


ee eee ee LINCOLN ENGINEERING COMPANY 
5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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THIS NYLON-BRISTLED PAINTBRUSK 
WORKED “6 DAYS A WEEK’ FOR 8 MONTHS 


“*Holds paint well. . . needed no 
breaking in’’ 









says Mr. Henry Soeder, foreman, 
C. Sam Dreyer Paint Co., 
Cleveland, Ohio 


% ‘ ; s" 
Unretouched photograph, of 
nylon-bristled paintbrush, loaned 
for test purposes to Henry Soeder, 
foreman, C. Sam Dreyer Paint Co., 
Cleveland, Ohio. Photo taken after brush 
had been used 6 daysa week for eight months, 
from July 1, 1944, to April 6, 1945. Other 
brushes with natural bristles, used by other 
workmen on same jobs, have long since worn 
out and been replaced. This brush still has 
good paint-retention, painting performance, 
and a long life ahead of it. 




















ONCE AGAIN, a nylon - bristled 
paintbrush gets a direct comparison 
with a brush of the old-style natural 
bristles. And once again the nylon- 
bristled brush outwears it by far. 

Here’s the story. The very first 
job done in its first eight weeks by 
the nylon-bristled brush shown above 
was painting rough concrete ceilings 
in an industrial plant. The same day 
Mr. Soeder started using this brush, 
he started another man, on the same 
job, using a new brush of natural 
bristles, with a trim 1 inch longer 
than the nylon brush. At the end of 
eight weeks they compared the two 
brushes. The bristle brush was now 
2 inches shorter than the nylon-bristled 
brush. Also, the corners were badly 
worn, while the nylon brush was still 
square and well formed. 

Even after eight months of hard 
service the brush shows only slight 
wear at the corners, as you can see 
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by the photograph. Nylon bristles 
have repeatedly proved their ability 
to work on rough surfaces, to push 
into tight corners, and to outwear 
» natural bristles at least 3 to 5 times. 


Ask your dealer for your 
nylon-bristied brush 


Soon every painter can own a nylon- 


bristled paintbrush. At the moment 
the demand exceeds the supply. But 
brushes are going to dealers each 
week. When you do get your first 
brush, you won’t need another for a 
long, long time. It’ll outlast any 
brush you’ve ever used. E. I. du Pont 
de Nemours & Co. (Inc.), Plastics 
Dept., Room 313, Arlington, N. J. 


Du Pont does not make paintbrushes. We supply 
the bristles to paintbrush manufacturers. 


DU PONT NYLON BRISTLES 


TTER THINGS 


FOR 


Per TER LIVin Ss 


- THROUGH CHEMISTRY 
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Ruack- Out parang 


They're fast! They’re accurate! They’re economical! 





CAN BE PURCHASED SINGLY OR IN SETS 























MODEL NO. CAPACITY | MODEL NO. CAPACITY 
MO-........ 34” to 1%” | M36...... 1%2” to 1%e” 
“aa Uy" to ho” | MAS ...... 1%" to 24a" 
re 46” to 1” | M46...... 2%2" to 214” 
 Peereree ae ll 214” to 314” 
M4 ...... 1%0” to 244” | MBC .....00. 31/,” to 4” 
M25 ...00 1% 6” to 7%2"” | M55 ....00- 31,” to 434” 
M26 ........ %2" to 1” | M6B....:... 4” to 434” 
TF canseens i” te 1%" 1 MOC ....<. 43,” to 514” 

Ec éiuues 21/4,” to 514” 








IF 17's MADE BY LEE 
wig, (TS A Ruock-Out 


means = 
eS 
Pats WRITE TO K, O, LEE CO. 


1122 Is? AVE. S. E., ABERDEEN, SO. DAK. 
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GORHAM TOOL CO. 


14400 WOODROW WILSON « DETROIT 3, MICH. 


Tools of Superior 
QUALITY: 


@ The production of good tool bits and 
turning tools for different applications re- 
quires great care in the selection and heat 
treatment of materials. Because of our long 
experience in helping industry with its com- 
plicated and unusual problems we feel well 
qualified to say that selling GORHAM Tool 
Bits will build a substantial business for our 
distributors. Industry is giving more con- 
sideration to its tool bit requirements be- 
cause of the many new applications being 
worked out and they continue to choose 
GORHAM Tool Bits—help them to make the 
proper selection for their particular opera- 
tion material—stocks are ready for 


immediate shipment—get all facts today. 
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a boon fo all 
distributors of 

spring lock 
' washers 





EATON MANUTA i company! 
‘ 


CTVAING 
RELIARCE SO) DIVISION 
ACH Om 








new American Standards angie ordering 


New American Standards call for four 
series of Spring Lock Washers—light, me- 
dium, heavy and extra heavy for each bolt 
and screw size. In ordering, all it is neces- 
sary to do is mention the size and series, 
such as '2 inch light, % inch medium, #10 
heavy and | inch extra heavy. 


BECAUSE the New American Standard 


sizes and section dimensions have been 

nationally accepted and approved by the 

American Standard Association, Society 

of Automotive Engineers, and American 

Society of Mechanical Engineers, large 
i 





New American Standard Package Designs 
in the making! Watch for them! 


industrial users are now converting to the 
use of the New American Standard Spring 
Lock Washer. All descriptive and engi- 
neering data on American Standard 
Spring Lock Washers is now included in 
all new engineering standards manuals. 


NOW, there will be only 116 sizes of 
Spring Lock Washers to the New American 
Standards which cover and adequately 
meet most requirements. The necessity for 
special, odd, and intermediate sizes has 
been reduced to a minimum. (However, 
Reliance will still manufacture Spring 
Lock Washers to special sizes when the 
demand requires them.) 


Reliance Spring Lock Washers manu- 
factured to the New American Standards 
provide more uniformity in fastening 
practice by coordinating width and thick- 
ness with spring tension. This assures 
tightness of assembly because of the all- 
important reactive range and spring ten- 
sion to compensate for looseness as a 
result of inevitable wear. 























Write 7 for your copy of Kala- 
mazoo punched sheet #500 containing prices 
and distributor data on New American Stand- 
ard Spring Lock Washers. 


MASSILLON, OHIO 







No) 


EATON MANUFACTURING COMPANY 









PLANTS 


ae 


OFFICES AND 


wali t NAN 


ff Ae Yn @ 
OUHLOE GUYS YBAWOR 


Sales Offices: New York * Cleveland * Detroit * Chicago °* St. Louis * San Francisco * Montreal 
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AN OUTLINE 
OF STERLING'S PLANS TO HELP 


DISTRIBUTORS SELL MORE SANDERS 


You'll soon see this portfolio! Sterling 
representatives are now in the hie 1946, 
field reviewing these promotional 
plans with our distributors. 


STERLING TOOL PRODUCTS CO., 
384 E. OHIO ST., CHICAGO 11, ILL. 


AND air-pRIVEN SANDERS 
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“PUT THE 
SO REWS’ 


on the Big Assembly 





Tool Market... with 


TOPS IN DEMAND today are tools to speed assembly operations. Through- 
out your territory, manufacturers of everything from alarm clocks to truck 
bodies are racing to “get ’em together” . . . faster! 

You can help them win the race—with Thor electric screw drivers and nut 
setters. Whatever your customers’ requirements in capacity, speed or 
power you can meet them exactly with Thor’s complete line of tools and 
attachments. Using Standard equipment, you can provide tools that are 
virtually “tailored to the job” to speed unit operations, increase fabrication 


range and reduce assembly costs. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 64, Illinois 






Birmingham Boston Buffalo Cleveland Detroit Los Angeles Milwavkee New York Philadelphia 
Pittsburgh St. Louls Salt Loke City San Francisco Toronto, Canada London, England 
Look Ahead 

Get Ahead es ca aes 


Stay Ahead with 





ONLY THOR DISTRIBUTORS 


SELL 


TOOLS FOR 
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EVERY 






PORTABLE ELECTRIC 
SCREW DRIVERS and 
NUT SETTERS 


WITH THOR YOU'LL NEVER 
MISS A SALE! 


Only Thor gives distributors such a wide range of 
assembly tools to sell . . . and makes it simple to 
sell them! Evidence of this lies in the fact that, 
today, more Thor power screwdrivers and nutsetters 
are in use than all other makes combined! Thor 
engineers—who invented the first electric screw- 
driver—and have consistently solved every 
threaded fastener assembly problem since pre- 
sented—can specify and furnish the right tool to 
speed the job . . . and make friends and SALES 
for you, 


PORTABLE POWER. 


WOLE 


CUSTOMER'S EVERY JOB 
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MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 


Machine Screws Stove Bolts 
Also 

Cap Screws Set Screws 

Machine Screw Nuts Wing Nuts 

Rivets and Burrs Rods 


Screw Drivers and Bits 
Specialties 


oO & 
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“A HEAD OF THE TIMES” 
Any Reed & Prince Screw Driver or Bit fits 
any size or style of Reed & Prince Recessed 
Head screws or bolts and assures 


© QUICKER TURNOVER . 


SATISFIED CUSTOMERS. . 





NO STOCKING OF SLOW MOVING SIZES 


Available in several sizes for your 
convenience. Sturdily constructed of high 
grade alloy steel, firmly set in hardwood or 
plastic handles, a Reed & Prince Driver will 
work overtime in any man’s kit. Bits are avail- 


able for all makes of Hand or Power Drivers. 


REED & PRINCE MEG. CO. 


This attractive counter display — a sure-fire sales 
help —— featuring the Reed & Prince Screw Driver in five 
popular sizes, will be sent to you with your initial order. 


CHICAGO, ILL. 













. GREATER PROFITS 


. REPEAT SALES 
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ORC 
Are They cOLp-TEMPER Taps? we 
Deep-freeze treatment at 120° below zero 
in addition to the usual heat treatment 
makes taps stronger but less brittle. 
COLD-TEMPER Taps produce cleaner, 
better threads and more of them per tap 
—not only on steels, cast iron and alloys, 
but on plastics and other abrasive materials, 


~~ 


eae 
“Ti . J 








> 
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Are They Color “’i-dot-ified” ? 


Taps look alike. Errors in tap selection 
are avoided by modern use of color iden- 
tification—red dot on the shank for cut 
thread, white dot for commercial ground, 
bine dot for precision ground, 


i 
I a 


“Nw 


oy 


Are They Individually Plastic Packed? 


Taps are precision tools. They merit com- 
plete protection against dirt, dust and 
damage. Transparent plastic provides per- 
fect individual protection and permits 
ready selection without unwrapping. 


be 


Are They Greaseless Rust-Proofed? 


For speed and convenience, taps should be 
clean and dry to handle. 


as 





Are Your Tap Needs Given 
Personal Attention At the 
Factory ? 





MLILELILEE Ete teetl 


0 Pree 
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THREADWELL TAP AND DIE COMPANY 


e 


The most potent selling help of all is 
the performance of the taps themselves. 
Threadwell Taps meet the highest stand- 
ards of quality and precision and at the 
same time give you these five extra selling 









of real value to your customers. 






XX RA 
xx 


| 
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Only Threadwell Taps are 
COLD-TEMPER Taps. 










Only Threadwell Taps have 
“j-dot- ification.” 









__ a7, wanna <0 eee ee et 





Only Threadwell Ground 
Thread Taps come in the 
metal-capped tap-capsule. 





Threadwell taps have a spe- 
cial greaseless rust-proofing. 





Threadwell personal attention 
service applies to every 
order, large or small. 


ee en 


Threadwell sales helps and 
national advertising create 
business for you and direct 
the tool user to the Thread- 
well distributor. 


aieeieeeeeerteeeeneemmeemenemmmemeimmeminmentanee meme cen aaen ee 


<—. 


SINCE 1902" 


ps OF DISTINCTION: 































GREENFIELD, MASSACHUSETTS, U S.A. 


CALIFORNIA OFFICE, THREADWELL TAP & DIE €0. OF CALIF., 1322 SANTA FE AVE, LOS ANGELES 21 
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From Oil Field to Filling Station 


PALMETTO 


Cnn 


Some PALMETTO Packings 
for the petroleum industry: 


PELRO 

for oil and gasoline 
PALMETTO Braided 

for steam and air 
PALMETTO Plaited 

for hot and cold water 
PALMETTO Twist 


for valve stems 
SUPERSHEAT 


all-purpose packing 




























































A complete, simple line of time-proven, long-wearing packings 
is the one that will bring you most sales — with orders repeated 
...@nd repeated ...and repeated. 


That's the PALMETTO line of superior packings — suited for 
every petroleum service. 


Packing users supplied by PALMETTO distributors are already 
acquainted with PALMETTO performance. And they know that 
the simple PALMETTO line meets every requirement, so there's 
no need for excessive inventories. 


“Follow the pipelines" in your territory with PALMETTO Pack- 
ings. They will lead you to profitable prospects, rapid sales and 
continuous repeats. Both you and your customers in every in- | 
dustry will find solid satisfaction in every PALMETTO Packing. 


Our ABC Packing Selection Chart shows the correct packing for 
each service. Write for it today ...and keep it handy! 


GREENE, TWEED & CO. 
Bronx Blvd. at 238th St., New York 66, N. Y. 
Plants at New York, N. Y. and North Wales, Pa. 








GT-1529 


PALMETTO packinc? 
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THE Right TOOL STEEL 


FOR YOUR Vudividual REQUIREMENTS 


If you attend the 


A.S.T.E. 
EXPOSITION 


Cleveland, April 8-12 


@ You'll find a lot 
to interest you at the 
ALLEGHENY 
LUDLUM Exhibit. 


Booth-416 


N° more using a tool steel that 
merely comes close to your 
actual requirements. 

Now you can select the steel that 
fits each of your needs exactly— 
gives you better, faster perform- 
ance or longer tool life. There’s 
sharp emphasis on cost-reduction 
today—and in the broadly varied 


line of Allegheny Ludlum Tool 
and Die Steels you'll find a type to 
fit each one of your machine op- 
erations like a hand in a glove— 
the right tool steel that can save 
money for you. #It doesn’t cost a 
thing to let our Service Engineers 
check your tooling set-ups with 
you—why not call us in? 


ALLEGHENY wu 


STEEL CORPORATION + General Offices, Brackenridge, Pa, 


|. Gpectalloy Slee€d - EXCLUSIVELY 
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In the days ahead selling must be the number 
one concern of manufacturers and industrial 
distributors. Effective selling depends on the 
development and strengthening of the sales or- 
ganization of every firm. 

MILL SUPPLIES’ May Convention Issue 
will carry a special 32 page editorial section 
entitled, “Accent on Selling.” The material pre- 
sented will show distributors how to direct sale 
efforts to obtain maximum market coverage and 
penetration. The five functions selected for de- 
tailed handling are those which are most timely 
and of the greatest value and interest to indus- 
trial distributors and their salesmen: 

1. Organizing Sales Efforts 
2. Sales Programming 

3. Sales Promotion 

4. Selection of Salestnen 

5. Training of Salesmen 

Each section will supply industrial distribu- 
tors with proven, successful methods of per- 









forming selected functions, and present actual 
case histories of how some distributors are 
effectively planning and organizing sales efforts 
to lead the way to increased sales volume. Copies 
of this timely issue will be distributed at the 
Triple Mill Supply Convention, Atlantic City, 
May 6th, 7th and 8th. 

If you are interested in increasing your sales, 
don’t miss these two big events in the supply 
business—the 1946 Triple Mill Supply Conven- 
tion and the May Convention Issue of MILL 
SUPPLIES. 


MILL SUPPLIES has always been a leader 
in stimulating creative selling. Its timely, de- 
tailed information has built constant readership 
among industrial distributors and their sales- 
men. Read every issue for descriptive articles 
on sales technique, industrial products and their 
applications, news of current interest and many 
other editorial features tailored for industrial 
supply men. 


pili 
Mike, 
Preiae 


azine of i 
a one Distribution 
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f SPECIALIST 


: 
CLOSE AT 


HAND TO 
SERVE YOU 


NATIONAL Service 

Engineers have had years 

of experience in dealing 

with all types of problems 

ont concerning metal cutting 
tools and their uses. No 

charge or obligation. Just 

call your local NATIONAL 


butors 
ve complete stocks md 


ly 
our Mill Supp 
National oa Tools or any stap 


product. 





National 


NATIONAL 


TWIST DRILL AND TOOL COMPANY 
ROCHESTER, MICH., U.S.A. 
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e Every plant needs 
one or more SxuSaws for 
remodeling, maintenance or 
production jobs... and 
SxuToot Distributors who 
are making the most SxitSaw 
demonstrations are picking 
up the most extra volume in 
the profitable industrial field. 


SKILSAW, INC. 
5033-43 Elston Avenue 
CHICAGO 30, ILL. 








PORTABLE ELECTRIC 


) 


— i 
as ee MADE BY SKILSAW, INC. . 
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GREASE ws 


YSTONE LUBRICATINY © 


ge4 


ol 


#44 GREASE 


Trademorks Reg. U. S. Pat. OF. 





VERSATILITY is a noted feature of “Keystone” #44 
Grease, an exceptionally fine lubricant for ball or roller 
bearings... operating at all speeds, through a wide 
temperature range, and for an almost countless number 
of applications. 


1 It has a soft, smooth, non-fibrous body with low 
internal friction, making it ideal for bearings on 
high-speed machines... from dentists’ drills to 
giant turbines. 


2 A rugged film body enables it to resist the high 
pressures encountered on heavy-duty equipment. 


3 An unusually high oil content assures instan- 
taneous lubricating activity and low starting and 
running torque. 





KEYSTONE LUBRICATING COMPANY «EST. 1884 
21st, Clearfield and Lippincott Sts., Phila. 32, Pa. 





KEEPS BALL AND ROLLER BEARINGS 
RUNNING SMOOTHLY 


---at high speeds...at low speeds...at high and low temperatures 


4 Its density is soft enough to keep it following the 
balls or rollers, yet without liquefying or leaking from 
the bearings, even under severe operating. conditions. 


5 It provides effective lubrication at abnormal tem- 
peratures where ordinary greases break down, while 
its zero cold test permits efficient operation at low 
temperatures. 


Keystone” #44 Grease is recommended and used by 
bearing manufacturers, equipment builders and in 
many types of industries . . . not only for special applica- 
tions, but also for normal service in bearings through- 
out the plant. 


There is a “Keystone” Distributor near you who will 
be glad to cooperate with you to make “Keystone” Spe- 
eB t ft : I 

cialized Lubricants available to your customers. 





TRADE MARKS REG. U.8.PAT.OFF. 


SPECIALIZED 
LUBRICANTS 
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MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 








@ The four points that you are interested in . . . Quality — Acceptance 


Price — Profit . . . are four particular features of MILWAUKEE Industrial 
Brushes. 


Back of all this is the cooperation of our production and sales departments— 
our aim always is to provide the finest in service along with the quality 
which the men who use these “‘tools’’ know so well. 





For the moment, please bear with us as we work to exceed our previous high 
production records so that a maximum supply of MILWAUKEE Brushes can 
continue to pour into industry to meet all of its needs. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE’ WIRE WHEEL BRUSHES > WIRE Pt ch SCRATCH BRUGHES 
The Key to Industrial Brush Problems 


FLUE BRUSHES FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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WELLS No. 8 METAL CUTTING BAND SAWS 


Any shop man will use a Wells safely and effi- 
ciently. Skilled mechanics use Wells Saws to save 
time and work. Take a tip from men who know 
... because they use Wells Saws and like them. 
Put a Wells No. 8 to work in your shop .. . now. 


Sheetfications 


The test of a machine is with the man who uses 
it. Ask men who've used Wells No. 8s, what they 
think of them. 

“Easy to use” will be your answer. All you do 
is clamp your metal—any size or shape that will 
fit—into the quick acting vise. From then on, the 
machine does the work. Both feed and shutoff 
are automatic. 

Because they are so simple to use, one man 
can operate two or more Wells No 8s at the same 
time. One saw can be used for all odd metal cut- 
off jobs or can be equipped with a Wells Wet- 
Cutting System for quantity runs. Time and labor 
can be saved by moving the portable Wells to 
the work. 


CAPACITY: Rectenguler 
(Special Guides) 
ROUNDS:... . 


5” x 24” 

. 8” Diameter 

Vy H.P., A.C. or D.C. 
. Selective 60, 90, 130 feet per minute 
Approximately 750 pounds 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICHIGAN 
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SPANG-CHALFANT 


Division of The National Supply Co. 
Executive Offices: Pittsburgh, Pa. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; New York; 
Philadelphia; Pittsburgh; St. Lovis; San- Francisco; Tulsa; Washington. 
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Fig. 190—Iron Body Bronze Mounted ‘‘Irenew”’ Globe 
Valve for 150 pounds W. S. P. Has screwed ends, union 
bonnet and regrindable, renewable wear-resisting nickel- 
bronze seat and disc. Sizes 4” to 3”, inclusive. Also 
available in All tron. 












Fig. 241—Iron Body Bronze Mounted 


Fig. 1793—Iron Body Bronze Mounted Gate Globe Valve for 125 pounds W.S.P. Flanged Fig. 1460—Iron Body Bronze Mounted ‘‘Master Pilot’ 
Valve for 125 pounds W. S. P. Flanged ends, out- ends, outside screw rising stem, bolted Gate Valve with screwed ends, rising stem, bolted flanged 
side screw rising stem, bolted flanged yoke, bronze flanged yoke and regrindable, renewable bonnet and taper wedge solid disc. Sizes \” to 2”, inclu- 
seat rings and taper wedge solid disc. Sizes 2” to bronze seat and disc. Sizes 2” to 16”, in- sive, for 150 pounds W. S. P.; 214” to 4”, inclusive, for 
30”, inclusive. Also available in All Iron. cluvive. Also available in All tron. 125 pounds W. S. P. Also available in All tron. 


POWELL VALVES 
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Talk of the Trade 


BATTER UP: Matt J. Kelly (M. J. Kelly Supply Co., Syracuse) divides his 
interest in industrial supplies with b&seball during the summer. . . . Last 
year he kept a weather eye on his brother Bill who managed the Elizabethtown. 
Tenn., club in the Appalachian League. . 
Cubs at Lake Worth, Fla., preparing to take over the management of the 


. . This winter, Bill was with the 


Cubs, Davenport, Iowa farm club in the Three-Eye League. . . . Speaking of 
baseball brings to mind the fact that years ago E. Cyril Sullivan (Sullivan 
Tool & Supply Co., Hartford) was known as an outstanding kid pitcher. . . . 
Although major league scouts looked him over, Sully decided selling was for 
him. . . . He took a three day vacation recently and returned a “deacon”. . . . 
His partner, Bill Garen, says “Whatever the treatment was, it was good.” 


A TRAVELING MAN: When Walter B. Smith (Electric Corp., Oakland, Calif.) 
covers his territory, he really does some traveling. . . . Walt left last month 
for a 90-day jaunt through his Nevada territory—2,000 miles of traveling to 
cover a population of about 50,000. . . . Walter, incidentally, is now a grand- 
father. 


PUZZLED: While attending an Early Risers breakfast in Rochester recently, 
Ray F. Healy (Erskine-Healy) met T. J. Hargrave (Eastman Kodak president) 
who complimented Ray on the excellent sanders sold by his company... . 
Ray was puzzled and had to inquire when Mr. Hargrave bought sanders. . 
The Kodak prexy explained that he bought only one—a Christmas present for 
his wife. . . . Mrs. Hargrave’s hobby is restoring antique furniture and the 
power sander saved one whale of a lot of work, Mr. Hargrave explained. 


HARD LUCK DEPARTMENT: The C. H. Tiebout firm in Brooklyn, recently 
purchased by a group headed by Herman Wahlig, manager, burned to the 
ground Feb. 15. . 


VACATIONISTS: Mr. and Mrs. William Pedersen (Pedersen Bros. Tool & 
Supply Co., Chicago) left last month for a four-week sojourn in Mexico City. 
. . . Bill’s brother, Louis, prefers the north for his vacations so everything 
works out fine... . Mr. and Mrs. H. G. Barnes (Barnes Tool & Transmission 
Co., Syracuse) were expected to return home early this month after a Florida 
vacation. 


ON THE ROAD BACK: Jack Joyce (W. S. Wilson, New York) is well on the 
road to recovery after suffering a serious leg injury when he slipped on a 
piece of ice and tumbled down a flight of subway stairs, 

CONTESTS: Dick Barr (Reilly Bros. & Raub. Lancaster) and Bill Calder 
(Calder Mfg. Co.) staged a private bowling contest with duck pins. .. . 
Bill won. . 
the Newark Chapter in the first half of a home-and-home bowling match. 
. .. Bill Dwyer, anchor man for the New York team, has one of those coveted 
medals given by the ABC for having rolled a 300 game in competition. 


. . The New York Chapter, Power Transmission Council, defeated 


ANNIVERSARY: His 60th anniversary with L. L. Ensworth & Son, Hartford, 
was celebrated last month by J. E. Mullen, vice-president. . . . ; Although he is 
now 83, Mr. Mullen continues to handle the firm’s credit problems several 
hours daily. 


CONGRATULATIONS: Well-wishers were kept busy at the February Hard- 
ware Trade Association meeting. . . . Ed Neal (Nicholson File) and Willis 
Horner (Allen Mfg.), both recently promoted by their companies, were on 


hand. R.W.B. 
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If the valve is the right metal and pattern . . . if it is 
located and installed correctly . .. if it is a Jenkins 
Valve ... you are sure of a trouble-free, time-defy- 
ing hookup, with the lowest valve cost in the long run. 


That’s the sound, simple formula Jenkins advertising 
hammers home, month after month, to plant and build- 
ing engineers throughout industry. 

For the Jenkins Distributor, this formula is a “3-horse 
parlay” he can play to win extra valve sales. 

First, it’s a safe bet he'll find the right type valve for 
his customer in Jenkins complete line of over 600 pat- 
terns. When there’s any question, he can always depend 
on the expert advice of Jenkins engineers. 

Second, it’s a safe bet, too, that he can help his cus- 
tomer on questions of correct placement. Jenkins timely, 
popular Piping Layouts advertising is crammed with 


authentic information on planning hook-ups. Reprints 
of these Piping Layouts, offered by the distributor, will 
prove potent good-will and valve sales builders. 























Third, the parlay pays off when he points out the 
extra value built into every Jenkins Valve, — by better 
design, better materials, better workmanship ... extra 
value proved time and again by records of service well 
beyond the normal life expectancy of valves, in all kinds 
of installations. 

With a set-up like this 


of equally résultful sales promotion 


part of a continuous program 
there is no better 
bet than the Jenkins franchise. Ask any Jenkins Dis: 
tributor. 


Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; 
Atlanta, Boston, Philadelphia, Chicago, San Francisco, Jenkins 
Bros., Ltd., Montreal, London. 









. JENKINS VALVES 


é: SINCE 18664 

} For every Industrial, Engineering, Marine, Plumbing- 

7 Heating Service...In Bronze, lron, Cast Steel and 
Corrosion-resisting Alloys ... 125 to 600 lbs. pressure. 


Sold Through Reliable Distributors Everywhere 
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IS STILL THE BASIC FIRE 
FIGHTING WEAPON. EX- 





REPUBLIC’S PERIENCE HAS PROVED, 
5-POINT POLICY _ AS FAR BACK AS 1923, 
LINE: -_ qirect® 








A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. , 


PRICE 


A price basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM 


Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to day 
solicitations. 


SELLING 


Selling helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a knowl- 
edge of the product sold. 


seco 8° THAT REPUBLIC’S FIVE- 

e. . POINT POLICY IMPROVES 
YOUR CHANCES OF SUP. 
PLYING THE NEEDS OF 
YOUR TERRITORY. .... 
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A GOOD BET FOR SALESMEN 


obtaining a good sized order from an unexpected 

source. Some salesmen chalk up such an experience 
to good luck. The more inquisitive minded ones ferret 
out the reason and, in many cases, are surprised to find 
that it was some minor incident which started the order 
on the road to him. But, inquisitive minded or not, sea- 
soned salesmen recognize the fact that it does not pay to 
overlook any bets. A cheerful “hello” to a clerk may 
mean sizeable orders when the clerk becomes a purchas- 
ing agent; doing a favor for a customer, even though it 
means no immediate profit, brings rewards in orders. 
Such a list could go on indefinitely. 

It is surprising, therefore, that many—yes too many— 
salesmen are constantly overlooking a good bet—the 
selling of the mill supply industry to any and everyone. 

Old and as established as it is, the industry has yet to 
thoroughly sell itself to the public. Ask the next ten 
strangers you meet if they know what job the industrial 
distributor performs for American industry, The answers 
may surprise you. If half are reasonably accurate replies, 
you've struck gold—or you asked the question at a pur- 
chasing agents’ convention. 

It is easy to dismiss the whole matter by asserting that 
selling the industry is out of the salesmen’s province— 
that is is a management responsibility. True, it is man- 
agement’s job. But it is just as much your job and your 
duty, Mr. Salesman. It also, of course, is the responsibil- 
ity of every man or woman who is associated with an 
industrial distributing company, but the fact remains it 
is the salesmen who have the greatest opportunity for 
“spreading the gospel”. 

The very fact that you are part of the industry is a 
choice you made yourself. Your very presence in the 


Ports EVERY SALESMAN has had the experience of 


field is evidence that you believe in what we know is the 
best type of distribution system yet conceived by man. 
Consequently, if the field is important enough for you 
to devote your time and effort to, it most certainly is im- 
portant enough for you to expend a little effort in telling 
the world about it. Your whole future is tied up in the 
future of the field. 

Ever increasing success can only come to you and to 
the industry through the constant adding of manufac- 
turers who sell through industrial distributors and the 
constant adding of buyers who purchase through dis- 
tributors. It is as simple as that. 


The developing of supporters of a system or even a 
product is chiefly a matter of educating them to the im- 
portance and value of the system or product. 

Industrial distributors long ago proved their value 
to industry and in recent years their yeoman’s service in 
the war effort established beyond a doubt that American 
industry needs them. 


Resting on yesterday’s laurels, however, can serve only 
one useful purpose and that is to present them as evi- 
dence to “doubting Thomases” or to those thousands of 
people—including many buyers and manufacturers—who 
have never been fully apprised of the distributor’s true 
function. 


And you, salesmen, are the ones who can do the job. 
Bring your accomplishments out into the light; parade 
them before all and sundry; take time out to acquaint 
your customers, prospects, friends, neighbors and casual 
acquaintances with the mill supply industry. In brief: 
Sell America on the importance and value of the indus- 
trial distributor. 


It's YOUR job. 
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Last Cali 


Although any realistic appraisal of the aviation industry will 
disclose that it, at present, is falling far short of what war 
time dreamers visualized, it is a well recognized fact that the 
industry is growing and, at the same time, developing into a 
worth while market for distributors. Whether industrial or 
automotive distributors will reign is still pretty much touch 
and go. 

It is for this reason that a manufacturer’s recent study of 
the field deserves particular attention. The company distrib- 
utes its products through both types of distributors and was 
anxious to determine*how many of its outlets were really 
going after aviation business. 

Returns revealed that approximately 75 percent of the 
accounts that replied operate both industrial and automotive 
supply departments. With the exception of one distributor, 
however, all indicated they were “thinking about the associa- 
tion of aviation with automotive when they made their replies.” 

Each distributor must determine for himself whether he 
is going after aviation business. For those who do, now is the 
time to become established and to promote thinking along 
industrial supply lines. It'll be too late when the aviation 
buyer automatically thinks of automotive jobbers when he 
needs supplies. 


Ae @ Mbdebeter Gece It - 


Deliveries are still very much a headache to most distrib- 
utors and, for that matter, to manufacturers, too. A recent 
report in these columns of one manufacturer’s difficulties in 
seeking to answer distributors’ expediting queries prompted 
one mill supply man to sit down and pen an explanation of his 
operation. 

“We impatiently await the day,” he wrote, “when manufac- 
turers consider the dealers in the same light that we do our 
customers. Not to be misunderstood, some of the vendors are 
extremely cooperative and helpful, but there are several whose 
methods are monstrous and inefficient.” 

And then, to prove his point, the distributor singled out one 
company that “neither replies to urgent wires nor will accept 
long distance telephone calls.” The manufacturer, the letter 
continued, “must have extreme confusion in his offices for 





ANT 


records invariably are a contradiction of ours even though we 
can show proof of the correctness of our records.” 

The distributor made it clear that he was not complaining 
about manufacturers. He offered his statements merely as 
“food for thought” on the idea of closer and closer coopera- 
tion between manufacturers and distributors. 

And that, it would seem, is the proper attitude—teamwork 
is needed to lick any problem. 


Applying Psychology 


A sense of humor, it has been said, is the average American’s 
greatest gift. It is good to note, therefore, that even with ex- 
pediting and backorder problems, there’s still room for the 
light touch occasionally. _ 

Take, for example, the letter a distributor received recently 
from a manufacturer in reply to a request for delivery infor- 
mation. The vendor pointed out that the distributor’s request 
was not in the proper form—it needed this, that would have 
to be added. It is impossible to answer such queries, the 
manufacturer wrote, unless you can give us detailed informa- 
tion. 

The distributor’s blood pressure rose with each sentence; 
he was having difficulty remaining seated by the time he 
reached the closing sentence: 

“And, of course,” the letter concluded, “you must under- 
stand that even if you supply all of the information, we can’t 
guarantee we'll give you a delivery date—confidentially, we 
don’t know when we can deliver.” 


Sound Advice 


That previous item brings to mind the sound advice a veteran 
salesman gave to a new salesman. The new man had been 
doing fine on small accounts but he was getting jittery as the 
time approached for him to call on a so-called “big-shot”. 

“Look son,” the veteran proposed, “you gotta remember that 
this ‘big shot’ is just another guy—he does the same things 
you do and has the same worries you do. 

“The only difference between him and the smaller buyers 
is that his experience has taught him to ask more questions. 
So forget about him being a ‘big shot’ and concentrate on 
being able to give him the answers.” 
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"On-the-job" training program seen as answer to high wage demands 
of returning servicemen by several industrial supply concerns 


nation have welcomed the return of 

veterans from the armed forces with 
offers of employment in jobs with oppor- 
tunity. However, many distributors have 
learned that the veterans’ homecoming 
was no immediate solution to the man- 
power shortages hanging over from war 
days. The returning veteran, as a rule, 
was interested in a job with a future but 
he also was interested in high wages. 
The distributor, anxious to fill the gaps 
left in his personnel organization by the 
war, or intent upon building up a staff 
of competent employees in anticipation 
of expansion, is in no position to in- 
crease beginners’ wages without mate- 
rially affecting his operating costs. 

Several distributors have found a 
solution to the difficulty of competing with 
high-pay trades for promising veteran 
prospects by cooperating with the Vet- 
erans Administration in carrying out “on- 


[ssicn's DISTRIBUTORS throughout the 


the-job” or “in-service” veteran: training 
programs as outlined in the G.I. Bill 
of Rights. J. Russell & Co., of Holyoke, 
Mass., is training five veterans for five 
different jobs; the Syracuse Supply Co., 
of Syracuse, N. Y., is setting up a similar 
program to train approximately 10 vet- 
erans for seven different posts; The 
Hunting Co., of Rochester, N. Y., has 
one veteran training under the plan and 
hopes to add another; Baldwin-Hall Co., 





By J.A. WERTIS 
Associate Editor 


Inc., of Syracuse, N. Y., plans to set up 
“on-the-job” training programs for ca- 
pable prospects back from the armed 
forces, and L. H. Kurtz & Co., of Des 
Moines, Iowa, is training four veterans 
under like circumstances. 


SUE PP ascends 
Mis. wuppHod 
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The cover picture—John Hurley, 
left, gets the fine points of handl- 
ing telephone orders at J. Russell 
& Co., Holyoke, Mass., where he 
is training for the job of industrial 
supply salesman. At the right Is 
his instructor, Emil Hitchcock. 
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Briefly, the “on-the-job” training plan 
of the G.I. Bill of Rights calls for an 
employer to draw up a suitable training 
program for any job in his plant requir- 
ing skill or training. In this program, the 
distributor lists the job objective, sal- 
ary at start, salary at end of training 
period, length of. training period and 
skills in which the veteran will be 
trained. If the program is approved by 
the state agency designated to pass on 
such programs, the employer may select 
any of the veteran applicants sent to him 
by either the Veterans Administration 
or the United States Employment Service. 
The acceptable applicant is hired at the 
salary usually paid to a civilian learner. 
If the employer thinks it necessary, the 
applitant may be placed on a trial pe- 
riod so that the employer may deter- 
mine his capacities for the job he will 
be trained to fill. However, once hired, 
the veteran trainee receives a subsis- 
tence allowance from the Veterans Ad- 
ministration to tide him over his training 
period. This allowance is the difference 
between what he is earning and what he 
may expect to earn when he has com- 
pleted his training. The maximum allow- 
ance a married veteran trainee may ex- 
pect is $90 a month, the maximum for 
an unmarried trainee, $65 a month. 

All the distributors mentioned as hav- 
ing instituted, or planning to institute, 
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such training programs are agreed that 
the government’s plan to aid the veteran 
in training for more lucrative work also 
aids the distributor in meeting the chal- 
lenge of high wages demanded by prom- 
ising veteran prospects. They point out 
that the necessarily low salaries of train- 
ing periods are stumbling blocks to 
many good prospects, veteran or civilian, 
and the Government subsidy overcomes 
this drawback by assuring the veteran 
trainee of a fairly high wage during his 
training period. 


The Plan At Work 


Among the first in the industrial sup- 
ply field to undertake an “on-the-job” 
veteran training program, J. Russell & 
Co. have five veterans learning in five 
different jobs which the company be- 
lieves will require skilled men in the fu- 
ture. Stuart A. Russell, president, 
termed the set-up ideal for the distribu- 
tor preparing for a competitive market: in 
the future. Many distributors, he pointed 
out, will require trained salesmen and 
experienced help in other departments 
and an “on-the-job” training program as- 
sures him of being well-manned. Al- 
though there is nothing binding on the 
veteran to remain in the employ of the 
firm which trained him, nor is there any- 
thing binding upon the distributor who 
trained the veteran to retain him after 
the training is completed, there is every 
reason to expect the association to con- 
tinue. At least the distributor will have 
had plenty of opportunity to judge how 
well the trainee will fit into his organi- 
zation and can make his decision accord- 
ingly. 

J. Russell & Co. instituted training 
programs for an industrial supply sales- 
man, an automotive supply salesman, as- 
sistant buyer, warehouseman and a ma- 
chinist for the repair department which 
shows the wide range of jobs for which 
programs may be instituted. In seleét- 
ing veterans for job-training, the firm 
hired the accepted applicant on a 90-day 





Officials of the Syracuse Supply Co., Syracuse, N. Y., study veterans 


“on-the-job” training. 


From left to right: Roy S. Millis, comptroller 


and director of personnel and training; Walter H. Scott, secretary and 
director of purchasing, and H. E. Torrell, manager of industrial supplies. 


trial basis. Of six veterans accepted by 
the company, five were retained after 
the trial period and entered upon the 
training program approved by the Mas- 
sachusetts Board of Collegiate Authority, 
the agency designated by the state to 
cooperate with the Veterans Administra- 
tion in carrying out the provisions of the 
act. The veteran selected for training 
as an industrial supply salesman is 30- 
year-old John Hurley, who had spent a 
little more than four years in the Army 
and who had had no experience in the 
industrial supply field before. He was 


selected after several interviews for ap- 


pearance, industry, general intelligence 


and ‘for indicating a desire to improve his 
circumstances. 

The ones selected for the other jobs 
are: Roger Belanger, 25, training for the 
job of assistant buyer; Bert Houle, 29, 
training for the job of warehouseman; 
John Suchecki, 25, training for the post 
of automotive supply salesman, and War- 
ren Johnson, 24, training for the job of 
machinist. 

Mr. Russell said there was little red 
tape involved in setting up the training 
























a purchase order. 
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Another veteran in training at J. Russell & Co., is Roger 
Belanger, at left, who watches as Hiram E. Chaffie explains 













John Suchecki, veteran trainee, (at right) learns how to use 
the catalog as preparatory training for the job of automotive 
supply salesman for J. Russell & Co. 


. 
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Distributors wishing to learn more 
about “on-the-job” training programs 
for veterans may apply to the education 
or public instruction departments in all 
states except Colorado, Georgia, Kansas, 
New Jersey, Oklahoma, Texas and Wis- 
consin, which have designated other 
agencies to pass on business and indus- 
trial establishments. The designated 
agencies in these other states are: Colo- 
rado, Governor’s Advisory Committee 
on Veterans Education and Training; 
Georgia, Veterans Service Office; Kan- 


Where to Get Veteran Training Advice 


sas, Committee on Institutions for Vet- 
eran-Training; New Jersey, Bureau of 
Employment and Education, Department 
of Economic Development, Division of 
Veterans’ Services; Oklahoma, State Cer- 
tifying Agency; Texas, State Committee 
for Approval of Educational and Train- 
ing Institutions under Public Law 346, 
Veterans’ State Service Office; Wiscon- 
sin, Educational Advisory Committee, 
Veterans Recognition Board. 

The regional office of the Veterans 
Administration also may be consulted. 





programs. After an application blank 
had been filled out by an officer of the 
firm, it was filed with the State Board 
of Collegiate Authority. The next step 
was to draft a training outline for each 
of the five jobs. The outline for the in- 
dustrial supply salesman’s job is typi- 
cal of what is required of all outlines. The 
firm estimated it would take three years 
to train a man for the position. At the 
start the trainee would receive so much 
per month and at the end of the training 
period he would receive so much. 

In addition, J. Russell & Co., divided 


Leo E. Provost, shop forman at J. Russell & Co., points out 
some finished work as a sample of what Warren Johnson, 
veteran-trainee, should do with the piston he has in hand. 
Mr. Johnson is training for the job of repair machinist. 


A warehouseman’s job is explained to Bert Houle (right) 
by Alfred Donais, store superintendent at J. Russell & Co. 


MILL SUPPLIES © MARCH, 1946 


the three-year training period into four 
broad divisions of training and instruc- 
tion. These divisions are: receiving stock, 
stock dispersal, knowledge of stock and 
customer contact, representing J. Rus- 
sell & Co.’s idea of the basic require- 
ments of an industrial supply salesman. 
These categories were broken down into 
various items showing just what each 
category represented in the way of train- 
ing. Under “receiving stock” the trainee 
will learn about purchase orders, check- 
ing inventory, stock distribution, stock 
storage, stock inventories and stock cost. 

















Joseph Sekel, veteran-trainee at Hunt. 
ing Co., Rochester, N. Y., looks over 
stoker supplies. He is training for 
the job of plumbing and heating 


salesman. 


Included under “stock dispersal” are 
instruction and experience in handling 
counter orders, phone orders, salesmens’ 
orders and instruction in pricing, use of 
catalog, packaging for delivery and ar- 
ranging for delivery. For the purpose of 
acquiring “knowledge of stock”, the 
trainee will be made familiar with all in- 
dustrial supply stock carried by the firm, 
the makes and brand names of all prod- 
ucts, functions of machine tools and other 
products, the application of products 
and when and how to recommend sub- 
stitutions. Under “customer contact” the 
trainee will learn product display, oral 
description of products, written descrip- 
tion of products, description of the func- 
tion of products and description of al- 
ternate products. 

After the program was approved and 
the applicant hired (in this case, it 
is Mr. Hurley), J. Russell & Co. listed 
the categories of instruction and the items 
(Continued on page 236) 











































REDUCING THE CHANCE ELEMENT 


showing a definite trend towards in- 

creased activity in civilian construc- 
tion and many distributor salesmen are 
developing profitable business in this 
field. One of these salesmen, Larry Bar- 
tell, of. the L. P. Degen Belting Co., 
San Francisco, has been having more 
than average success lately in selling 
conveyor belts on heavy contract jobs. 
Mr. Bartell became a member of the 
Degen Belting sales staff less than two 
years ago. From the start he specialized 
on conveyor belts as used in contracting 
work. Degen Belting Co., is moving 
considerable quantities of conveyor belts 
in this field but Mr. Bartell said: 

“So far as I know I have no secrets. 
By starting as a tyro in this field, I may 
have stumbled through ignorance on to 
some phase or procedure that might be 
termed original but I doubt it. True, 
I have a definite plan for going after 
the business—a way that suits me.” 

Mr. Bartell’s plan is this. To begin 
with, every order for conveyor belt that 
he accepts will be for a particular job. 
He doesn’t sell it to a contractor to be 
put into stock so that he can cut off a 
piece as he needs it. This makes the 
job the focal point of Mr. Bartell’s sell- 
ing activities in each case. Long before 
the contractor has been selected, he 


T* HEAVY CONTRACTING industry is 


San Francisco distributor's salesman tells how he 


“does” it in developing profitable business among 


heavy contractors 


learns of a project such as bridge, struc- 
ture, etc., on which materials must be 
moved in quantities. This is done by the 
usual method of keeping a close check 
on publications and state, county and 
highway project announcements. Mr. 
Bartell selects from these the jobs he 
feels will be most productive of con- 
veyor belt business. The next step is 
to study the plans and _ specifications 
of a whole job before bids are asked. 
The reason for this is to become familiar 
with a project as a whole and to be 
able to visualize what it is going to be 
like when it gets under way. 

“To my way of thinking,” explained 
Mr. Bartell, “my chances of selling a 
given amount of conveyor belt will be 
better on ten jobs that I have followed 
from the beginning and thoroughly un- 
derstand, than they would be on 50 jobs 
on which I'd try to ‘slip the train’ when 
they were already under way.” 

Once the contractor has been selected, 
Mr. Bartell is ready to talk it over with 
him on the basis of his knowledge of 
what the contractor is up against. Mr. 
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A shipment of conveyor belt arrives at the L. P. Degen Belting Co., and Larry 
Bartell, (left), and Wallace Degen look it over. 


‘ 
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Bartell already knows the sort of mate- 
rials to be handled, tonnages, distances, 
and various other involved. 
Once the contractor takes hold, he will 
need equipment and will have very little 
time to spare. Mr. Bartell figures the 
contractor will have to do one of three 
things: (1) buy all new equipment; (2) 
use equipment he already has, moving 


factors 


it from one of his other jobs or rent part 
of it or; (3) use part new equipment 
and part used. What the contractor de- 
cides to do is important to Mr. Bartell 
since he doesn’t subscribe to the order- 
taking approach: “I understand you 
have such and such a job. Are you go- 
ing to.need any new conveyor belt 
there?” 


Plan of Action 


. 


On the decision of the contractor to 
move either of the three ways mentioned 
above, rests Mr. Bartell’s future plan of 
action. In the event the contractor elects 
to buy all new equipment for the job, 
he may go to the market and buy it him- 
self, piece by piece or he may ask for 
bids on what he needs from several large 
machinery houses. Should the contractor 
buy the equipment himself, Mr. Bartell 
is ready to sell conveyor belting to 
him on its merit. If he asks for bids, Mr. 
Bartell must hold off until the bids are 
in. By that time, Mr. Bartell expects 
to be in a position to be consulted during 
deliberation on the bids because of his 
demonstrated knowledge of the project. 
The contractor, naturally, will wish to 
get the least expensive outfit that will 
handle the project satisfactorily and, 
with regard to belt, Mr. Bartell steps in 
at this point with specialized informa- 
tion and helpful suggestions. He has 
prepared himself for this by carefully 
studying the project from the start. The 
engineers have already figured the horse- 
power. loads, speeds, volumes, etc., but 
the type of belt, quality, tensile strength, 
surface requirements to best withstand 
wear, and a dozen other factors, have not 
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yet been determined. The machinery 
house, in making its bid, simply pro- 
vides for some general purpose average 
type or equivalent. 

It is at this point that Mr. Bartell’s 
specific knowledge of various types and 
qualities of belts—knowledge gained 
from the supplier—comes into play. The 
bidding machinery house may have spe- 
cified a type and quality of belt far out 
of proportion to the job for which it is 
intended. Mr. Bartell points out how a 
certain type of his belt can be substi- 
tuted at a lower cost and still have 100 
percent safety factor. Or it may be the 
other way around and a too low grade 
belt specified. This grade would not 
stand up under the work and Mr. Bartell 
suggests the grade that will. 

Mr. Bartell also may find that a belt 
that would be all right for a push load 
was specified whereas the actual job is 
a dump load and the tensile strength 
of the specified belt would not be able 
to take it. Or perhaps the peculiar abra- 
sive qualities of the material to be moved 
on the job may require an altogether 
different surface than that of the belt 
specified. At this stage of the sale the 
real selling begins and is pursued con- 
scientiously. This is not only to get the 
order but also to give the contractor the 
best, all-around conveyor installation 
possible for the job from the standpoint 
of performance, reliability and cost. 

Thereafter Mr. Bartell is prepared 
to receive a barrage of questions from 
the contractor, his superintendent or 
others connected with the job. The ques- 
tions will relate to such matters as ten- 
sile strength, friction between plys, com- 
position of the synthetic, resistance to 
cutting and wear, resistance to oil, qual- 
ity and weight of duck and so on. 


Use of Samples 


Mr. Bartell finds that no matter what 
it is that is being sold and no matter 
how much or how little the prospect can 
learn by seeing and feeling the product, 
opinions are formed or arguments are 
substantiated by use of samples. He 
finds sampling of belts quite practicable. 
Mr. Bartell still has his first book of 
synthetic samples. These can be felt, 
stretched, picked at and judged by one 





IN SELLING 


means or another. He also has a book of 
ducks and fabrics used in belts from 
which he can pick the material with the 
weight and weave most likely to stand up 
on the particular job it is to be used. 
In addition, he carries foot-square sam- 
ples of the actual belt showing the num- 
ber of plys and the surface qualities of 
each. 

In defense of his use of samples, Mr. 
Bartell cites the common practice of 
average men, in a discussion on the 
qualities of tires, to kick one and then 
look wise. The average man feels that 
he has made a contact and therefore is 
qualified to pass judgment on the quality 
of the tire. Mr. Bartell feels that the 
shoe salesman who places a box before 
a customer with the remark: “There is 
your size, That’s our very best quality. 
The price is $12.00,” doesn’t make many 
sales. Selling with samples, Mr. Bartell 
(Continued on page 244) 


——— - 


is showing some to a prospect. 
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Samples are effective and necessary, according to Larry Bartell (right) who 




























Larry Bartell, salesman for the L. P. 
Degen Belting Co., San Francisco, 
starts out on a few calls. 





PORTABLE TOOLS 


There is a portable tool for nearly 
every job, no matter how special, 
encountered in today's industry. 
Here are a few examples from Con- 


struction Methods 


ee. ‘ ce / i hee 
¥* 


Sawing and drilling of concrete forms on location is 
made possible with this compact portable generator. The 


2000 w., 120 v. model shown weighs 105 Ib. 


The endiess abrasive belt of this 
portable electric sander makes quick 
work of smoothing and finishing 
wooden surfaces. 


Flexible shaft vibrator, with its own portable power 
unit, is applied to foundation concrete to puddle 


and pack it firmly within the form. 


Electrically-powered nibbler cuts 
thin metal without distortion, and 
maintains original contour of ducts 
or tubes. 
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This expansive bit employs a new 
method of holding the adjustable cut- 
ter blade which prevents slippage 
and increases accuracy. 





Chain saw, powered by a compact gasoline engine, can be 
operated by two persons for rapid felling and cutting of 
large trees. Available models range in weight from 
93 to 149 Ib. 


One man, cranking this portable cable puller, - Rust and scale are effectively loosened from steel 
clamped directly on to conduit, develops 7,500 Ib. surfaces, preparatory to painting, by this acetylene 
pull. It will pull cable through almost all types flame brush thereby eliminating slow chipping meth- 
of conduit. ods often injurious to metal surfaces. 








The “push” of this hydraulic jack can This heavy-duty portable drill has This screwdriver, equipped with 
be utilized to straighten a building drilling capacity up to %-in. In special torque arm, will loosen stub- 
column, as shown here, or adapted to steel, and in wood will bore holes born screws, or make the last quarter 
strenuous pulling operations. up to 2-in. diameter. tightening turn. 


MILL SUPPLIES © MARCH, 1946 











cases, can be adapted by industrial 

distributors to peacetime operations, 
according to P. S. Eggleston of the Eg- 
gleston Supply Co., Boston. 

In his own case, Mr. Eggleston is de- 
termined to continue his wartime policy 
of periodically visiting the plants and 
main offices of his suppliers. A by-prod- 
uct of these visits to manufacturers was 
the regular bulletin service to customers 
and this, too, Mr. Eggleston is continu- 
ing. The bulletin proved exceptionally 
effective, Mr. Eggleston explained, and 
therefore, “why should we discard a 
practice that aids us in selling?” 

Mr. Eggleston’s periodic trips were 
prompted during the war years by the 
same condition which H. W. .Culliman, 
Port Huron Machinery & Supply Co., 
Lincoln, Nebraska, recognized. Visits by 
manufacturers’ representatives became 
fewer and fewer and the feeling grew 
among Port Huron executives that the 
firm was losing touch with its suppliers. 
He started calling on suppliers, and the 
results were most gratifying, Mr. Culli- 
man reported. Manufacturer-distributor 
relations were improved and equally im- 
portant, he felt, he gained a far better 
insight into the policies and operations 
of his suppliers—something he had _pre- 
viously received second-handed from 

' salesmen. 


Jf aes. « WARTIME PRACTICES, in many 


Two-Fold Purpose 


Mr. Eggleston’s experiences were al- 
most identical. It became far easier for 
him to appreciate the problems con- 
fronting manufacturers and to intelli- 
gently relay such information on to his 
customers. The customers, in turn, Mr. 
Eggleston said, were appreciative and 
felt that they were receiving more authen- 
tic information. The favorable response 
of customers to oral reports on trips 
prompted him to create his bulletin serv- 
ice. It served the two-fold purpose of 
rendering a service to customers and, at 
the same time, being a tangible and ef- 
fective sales promotion piece. 
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IT PAYS 10 TRAVEL 


Distributors reap benefits from visits to sup- 


pliers; Boston firm relays information obtained at 


factories to customers in "confidential bulletin" 
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H. W. Culliman, sales manager of the Lincoln, Nebr., firm, Port Huron 
Machinery & Supply Co., is an advocate of visiting suppliers when 


their representatives’ calls are infrequent. 


Here he checks over a 


customer’s order with T. J. Leacock (right), industrial supply manager. 


In his initial bulletin, Mr. Eggleston 


informed his customers that the bulletin 
would be issued “as often as we have 
something of interest to offer in new tools 
and accessories and they will include the 
latest releases for industry.” “Bulletin 
#1” was devoted almost exclusively to a 
report on probable delivery dates for 
various products handled by the com- 
pany. 

Since then, however, the bulletin has 
been employed to introduce new lines 
taken on by Eggleston Supply, to advise 
buyers of the receipt of “hard-to-get” 
items, to report on the delivery outlook 
for post war, and, in at least one case, 


an order blank was included with a re-. 


port on expected deliveries in a line. 
The blank, Mr. Eggleston said, brought 
in a host of orders. 

After V-J Day, Mr. Eggleston -re- 
viewed the need for the bulletin and de- 
cided that it would be to the company’s 
advantage to continue the practice. 
Buyers, he explained, reported they 
looked forward to receiving copies and, 
Mr. Eggleston reasoned, if a buyer is re- 
ceptive to a promotion piece, you’ve made 
real progress and half the battle of get- 
ting a message across to him is won. 
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Typical of the post war messages sent 


to customers was the November bulletin. «| 


In that Mr. Eggleston reported: “Our 
representative has just completed a trip 
to Chicago made for the sole purpose of 
bringing back to you as much informa- 
tion as possible pertaining to your initial 
order for Tools. 

“If your order included #69, you can 
expect at least a partial shipment shortly 
after the middle of November and another 
shipment before Christmas. 

“If your order included #89 and/or 
#129, you may receive some in Novem- 
ber and perhaps all of them in Decem- 
ber.” 

The bulletin continued by quoting 
prices. 

In another bulletin, Mr. Eggleston 
summed up the policy of making trips 
to suppliers under the heading “Here’s 
a little inside story.” 

He then wrote: 

“An established policy of four years’ 
standing has been one of maintaining 
personal contact with the manufactur- 
ers we represent. These producers are lo- 
cated in Cleveland, Detroit, Chicago, St. 
Louis, Milwaukee, Davenport, Philadel- 
phia and New York. An average of fotir 
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Simplicity is a feature of 
the Eggleston Supply Co.'s 
bulletin. Copy is all writ- 

ten in an informal style. 


; 


Back at his desk after an extensive 
trip, P. S. Eggleston, Eggleston 
Supply Co., Boston, prepares copy 
for a forthcoming issue of the com- 
p-ny’s bulletin for customers. 


trips a year is made—every man in this 
organization has had an opportunity to 
see first hand the problems of product. 
This was an expensive venture but it 
has paid off: 

“1. We’ve personally expedited deliv- 
eries; 

“2. We've gained advanced information 
on new developments; 

“3. We've kept pace with 
changes; 

“4. Our engineers have learned new 


policy 


‘know-how’ methods; 
“5. Our men acquire a cross-section 
of opinion, national in scope, that keeps 
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Mrs. Thelma Wilson and Miss Isabelle Oliver prepare for the mailing 
of an “Eggleston Bulletin”. Mrs. Wilson (left) is inserting the bulletins 
in envelopes while Miss Oliver operates an addressing machine. 


us well informed.” 

And then to bring it home to the cus- 
tomers, Mr. Eggleston continued by ask- 
ing “How do you benefit?” He gave this 
answer: 

“We are able to keep you posted with 
these bulletins and make available such 
merchandise as we can. 

“When production plans are made we 
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know about them first and pass the in- 
formation along to you.” 

Mr. Eggleston himself handles the 
writing of the bulletin while the mimeo- 
graphing and mailing is handled by 
Thelma Wilson and Isabelle Oliver. The 
mailing list is kept up to date by Mrs. 
Wilson and Miss Oliver with the coop- 
eration of the company’s salesmen. 
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ROOM TO WORK 


Triplex Supply Co. moves into new quarters that 
feature wide space between all-white shelving 
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The new home of Triplex Supply Co., Milwaukee, 
has a spic and span front. Faintly showing 
through the upper windows are bouquets received you 
opening day. 









After reading in MILL SUPPLIES of a way to hang C 
clamps, John R. Pauly, president, added a feature—he 
staggered the arrangement, putting more clamps in the 
same area. M. W. Mund, secretary, is at the rack. 





“Elbow room” was considered in the layout (see 
below). Between all shelving there is a minimum arr 
of six feet, giving room to turn around a truck blu 
as Gladys Betram demonstrates above. fine 







Manufacturers’ men set up displays for an “open house”. 
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How many of these 25 
questions about files can 


you answer? If they wear 
down your mettle too fast, 


you may resort to the 
answers on page 240. 


QUESTIONS 


1. What are the two general classifica- 
tions of files? 

2. How do the two types differ in appear- 
ance and application? 

3. The two crossing rows of teeth of the 
double-cut file are called (a) double 
cross (b) first row (c) up cut (d) second 
row (e) under cut (f) over cut (g) cut 
up. 

4. Of what material are the better files 
made? 

5. The teeth of a file are produced with 
(a) a razor-sharp saw (b) a very thin 
grinding wheel (c) a tempered, machine- 
driven chisel (d) cutting torch. 

6. What are the general classifications 
of file tooth coarseness? 

7. What are rasps, and what are their 
distinguishing characteristics? 

8. A “riffler” is (a) a wheel for sharp- 
ening a file (b) a file whose teeth are 
arranged in wave-like curves (c) a short, 
blunt file for use on soft wood (d) a 
fine-point file used by die-sinkers and sil- 
versmiths. 

9. A blunt file is (a) one that won't 
work (b) one that has the same width and 
thickness from point to heel (c) a short 
one with a rounded end (d) a double cut 
file on which every other tooth is flat- 
tened. 

10. Name five distinguishing terms for 
cross section by which the majority of 
files may be identified. 

11. What does “safe” mean as applied to 
files? 

12. With certain few exceptions, ma- 
chinists’ files are (a) double cut (b) half 
round (c) dead smooth (d) square. 

13. What is a machinists’ hand file? 


To Sll Fle — 


YOU NEED THE ANSWERS 


14. There are three elemental ways of 
using a file. What are they? 

15. Carrying or stroking a file across the 
work in curved lines results in (a) a 
sore back (b) a rocking motion which 
produces a convex, rather than a smooth, 
surface (c) overheating of the file (d) 
dulling of the file at the edge. 

16. In metal filing, pressure by the oper- 
ator should be so regulated that (a) it 
just keeps the file cutting at all times 
(b) the file slides easily, wthout any re- 
sistance whatsoever, across the surface 
(c) the file cuts deeply and just barely 
moves across the surface (d) the metal 
being filed gets hot and stays hot during 
filing. 

17. How should files be kept when not 
in ust? 

18. To clean metal chips from between 
file teeth, an experienced mechanic 
(a) washes the file in weak acid with a 
sponge (b) blows on the file a few times 
(c) uses a file card or brush (d) raps 
the file hard against some solid object. 
19. In filing brass, is it necessary to 
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use a special kind of file? 

20. Is a special file required for filing 
lead? 

21. For most ordinary filing operations 
the work should be held rigidly (a) at 
shoulder level (b) at eye level (c) at 
elbow level (d) any place where there 
is a vise. 

22. When should the work be located 
higher or lower? 

23. A “pippin” is (a) a file with a cross 
section resembling an apple seed (b) an 
especially good file which everyone likes 
(c) a file used to flatten pips (d) a file 
used to round off the ends of pipe. 

24. What is a mill file? 

25. A “re-cut” is (a) a filing operation 
where a cut is made next to another one 
(b) a worn-out file which has been re- 
toothed and re-hardened. after annealing 
and grinding off the old teeth (c) a file 
which has been transformed from single 
cut to double cut, simply by adding new 
rows of teeth (d) a filing operation 
whereby a new groove is made in the weld 
metal covering a previous groove. 
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Manufacturers’ literature is a valu 
able sales tool, E. C. Sullivan, 
(center), head of Sullivan Tool & 
Supply, Hartford, tells two inside 
salesmen, Harry Kretzmer and Ed. 
Martin (in foreground) 


HILE MANUFACTURERS’ literature is 
W eres regarded as a potent sales 

tool, to render maximum value the 
material must be handled efficiently by a 
team of three—the manufacturer, the 
distributor and the distributor’s sales- 
men. Like the three-legged stool with a 
broken leg, manufacturers’ literature 
fails to perform its function when any 
one member of the team is lax in his 
job. 

Upon the manufacturer rests the re- 
sponsibility for furnishing timely and 
effective literature (see A Manufactur- 
er’s Plea on page 96); the distributor’s 
job is to see that he has an adequate and 
well-kept supply of literature, that it is 
readily available to his salesmen sand 
that they use it; the salesmen must see 
that the literature reaches the men who 
will be interested and who are in a posi- 
tion to buy or influence buying. 


Five Point Program 


In seeking to impress upon salesmen 
the importance of manufacturers’ litera- 
ture, E. C. Sullivan, head of the Sullivan 
Tool & Supply Co., Hartford, recently 
told his men: 

“Look at the sales tools you men have 
failed to use. Here our manufacturers 
relieve us of part of our advertising prob- 
lems, providing colorful, eye-catching 
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PUTTING SALES LITERATURE 


Distributor sets up "literature library" to encourage 
use of material by salesmen and fo insure that booklets, 
pamphlets, etc., are in good condition 


material to hold the customer’s attention 
to the product and to Sullivan Tool— 
and we fail to take complete advantage 
of it. That’s like deciding to use only 
one edge of a razor blade and throwing 
it away while the other edge is as sharp 
as new.” 

As for the other part of the distribu- 
tor’s responsibility, the Wm. T. Johnstor 
Co., Cincinnati, is a typical example. 
William T. Johnson, Jr., president, con- 
siders efficient handling of literature im- 
portant enough to have a “literature li- 
brary” which is presided over by Walter 
Hoffman. Working full time in the li- 
brary, Mr. Hoffman operates with several 
aims in mind: 


1. Have the material filed so that any 
one piece of literature can be found with- 
out wasting time. 

2. Make sure that ample but no waste- 
ful stocks are kept no hand. 

3. See that literature is kept in good, 
usable condition. 

4. Keep salesmen informed of the ac- 
quisition of any new booklets, pam- 
phlets, brochures, etc. 

5. Advise manufacturers of the need 
for new types of literature. 

This need for central authority over ad- 
vertising and promotion material is rec- 
ognized by Mr. Sullivan also. He ex- 


plains the situation to his salesmen in 
this way: 

“T know that you men have complained 
in the past about shortages in our 
stocks of literature. That’s going to be 
different under our new plan. Whereas 
we had to run out of literature before one 
of the girls reordered, we will always 
have full stocks in the future. From now 
on, the warehouse foreman will have 
complete charge of that department. He 
will dispense literature to the mailing 
department and to the salesmen on requi- 
sition, will keep inventory on the mate- 
rial on hand and will order more when 
the supply reaches the danger point.” 


Orderly Control 


Under the Johnston firm’s system, 
manufacturers’ literature is kept boxed 
on shelves on the second floor. While 
salesmen are permitted to check over 
the material themselves, the shelves are 
so arranged that to reach them, a sales- 
man has to pass Mr. Hoffman’s desk. 
Thus, Librarian Hoffman keeps a con- 
stant check on stocks. In practice, how- 
ever, salesmen rarely get the material 
themselves; a request to Mr. Hoffman 
for literature on any product is usually 
the fastest and simplest procedure. 





Monroe, president, said recently. 





Aimed for Results 


INSTEAD OF PUTTING sales litera- ai 
ture in with invoices for the purchas- #2 
ing agent or some clerk to throw 2% 

away, Sioux Machinery & Supply Co., 3 
Sioux City, la., puts the printed matter 
in with the packing slip, Charles ~* 


There is more than one reason for rr 
doing this, he said. For example, it often is the receiving clerk in the 
tool crib who actually requisitions tools and other items. Sometimes, 
too, the man getting the packing slip and the literature may pass the 
literature on to someone he knows may be interested. 





% 








MILL SUPPLIES © MARCH, 1946 














ge 
ts, 


ined 
our 
. be 
reas 
one 
jays 
now 
lave 
He 
ling 
qui- 
ate- 
hen 
at.” 


ced 


ile 




















TO WORK 


As literature is received, Mr. Hoffman 
classifies it and enters the information 
on cards filed under manufacturers’ 
names. A letter key issued, B for bulle- 
tin; C for catalog; L for leaflet; S for 
stuffer; and X for any type of literature 
not falling into the other categories. 
The file cards also show the identifying 
number of the literature and the loca- 
tion of the item on the shelves or in the 
drawers of the Johnston company. (A 
sample card is reproduced above.) 

Space also is provided on the cards 
for notations as to when new supplies of 
literature are requested. Mr. Hoffman 
does not maintain any inventory records 
on literature, finding that by dealing with 
the material daily he is constantly aware 
of quantities. Whenever stock seems 
low, he immediately writes to the manu- 
facturer requesting a new supply. 

By having Mr. Hoffman handle all of 
the ordering of sales literature, Mr. 
Johnston said, a great deal of wasted 
effort is eliminated. Previously, he 
pointed out, a salesman would not be 
able to find literature on a particular 
item and write to the manufacturer; 
another salesman, not knowing this, 
would also write. And then, Mr. John- 
ston continued, when material did arrive 
unless it was addressed to a particular 
salesman, the girls handling the mail 
would have no way of determining who 








is on file. 


Walter Hoffman checks his card file (left) to ascertain the 
location of a pamphlet requested by a Wm. T. Johnston Co., 
salesman. The file cards used (above) show the type of material 
on file: B for bulletin; C, catalog, L leaflet; S, stuffer, and X, 
unclassified. The location is given by row, tier and shelf. For 
example, 121 means row 1, tier 2 and shelf no. 1. D stands for 
drawer and F for file. PL is for stating whether a price list 









Having located the sales literature requested, Walter Hoffman hands 
it over to salesman Arthur King, who will see that it is put to work 
with the right customer. 


was interested in receiving it. This, he 
added, was true with price lists, too. A 
salesman might have a copy of an old 
price list and would quote from it, many 
times in error. Under the new system, 
Mr. Hoffman keeps available the latest: 
price lists. 

By noting the salesmen’s requests for 
literature and by discussing with them the 
types of material which they think would 
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help them most, Mr. Hoffman is able to 
incorporate suggestions in his letters to 
manufacturers. The system, being in its 
infancy, there has heen no indication as 
yet as ito the value of these suggestions, 
but Johnston officials believe the advice 
will prove valuable inasmuch as it orig- 
inates from salesmen, who are aware of 
customers needs. 

This passing on of information also 
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works in the opposite direction—when 
a manufacturer comes out with new liter- 
ature, Mr. Hoffman makes certain that 
the Johnston salesmen are informed of it. 
He also works in close conjunction with 
the mailing department, making sure that 
there is sufficient material on hand for 
any planned mailing. 

In addition to orderliness, Mr. Hoff- 
man’s library features cleanliness. Mr. 
Johnston reasons that a dust covered, 
dirty or dog-eared piece of literature 
cannot do the selling job that clean, 
bright material does. All literature, 
therefore, is kept in boxes. 

An added function of the library is 
the maintenance of records on the dis- 
tribution of the Johnston company’s cat- 
alogs. Salesmen must account for the 
catalogs they take with them. This is 
done by having them fill out and re- 
turn cards which are kept on file and 
which also furnish a check against the 
company’s mailing lists. 


Manufacturer's Advice 


That manufacturers recognize the 
value of good literature is evident from 
the fact that most of them are constantly 
striving to improve their material. It’s 
importance to the distributor was summed 
up recently when a manufacturer’s rep- 
resentative spoke at a distributor’s sales 
meeting. 

“This material,” the manufacturer’s 
man told the salesmen, “has been put to- 
gether for your use. It shouldn’t be nec- 
essary for anyone to cajole or reason 
you into making the most of it. To fail 
to do this is comparable to driving with 
a dead spark plug—it can be done, but 
it certainly isn’t the most efficient way 
to use your motor. After all, gentlemen, 
you cannot call on all your customers 
every day; you can’t,drop in to remind 
them of you and your company. Adver- 
tising, through the medium of our prod- 
uct literature, calls on your customers 
instead. The name of your firm, and in 
some cases our own name, is prominently 
printed on circulars and booklets. Cus- 
tomers and prospective buyers are con- 
stantly reminded of your business and 
what you have to sell. It is worthwhile, 
therefore, to see that we have complete, 
up-to-date lists of those who are to re- 
ceive our mailings. Bear in mind that if 
you don’t call on a customer, someone 
else will—and if you fail to keep him ad- 
vised of you and your firm, someone 
else will sure see to it that the customer 
buys elsewhere,” 
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Having heard E. C. Sullivan stress the importance of sales literature, 
Walter Nelson and Jack Wells, two outside salesmen, discuss their 
plans for extensive use of the material. 








A Manufacturer’s Plea=-Be Specific 


SOMEONE ONCE SAID: “I shall pass 
through this life but once. If, there- 
fore, there be any kindness | can show, ¥ 
or any good thing | can do for any 
fellow being, let me do it now, and not © 
defer or neglect it, as | shall not pass 
this way again.” 

There are always many kind and 
good things we can do for our fellow beings and the writer, being 
affiliated with the advertising department of a manufacturing establish- 
ment, finds himself desirous of doing some kindness for those other 
less fortunate fellow beings who are struggling through life in endeavors 
kindred to our own. 

No doubt purchasing agents, sales managers and advertising mana- 
gers in the mill supply field are firmly convinced that most manufac- 
turers’ advertising managers are a lot of ignoramuses who should be 
employed as steel puddiers but, during these times when we read so 
much about how we should learn to give and take, why not give us 
under-privileged a break. We are not mind readers, neither can we 
always read between the lines. 

This morning’s mail brought to our desk five requests for catalogs 
covering the various products we manufacture. These requests are from 
mill supply houses who have long been distributors of our products. 
One request is for some catalogs. Another asks for a few catalogs. The 
third requests several catalogs. The fourth wants a supply of catalogs 
and the fifth would like a quantity of catalogs. 

Now, if you P. A.’s, S. M.’s and A. M.’s in the mill supply business 
want to do a kindness for your fellow beings why not resolve here and 
now that, when ordering printed matter from your suppliers, you will 
specify the number you need. Although printed matter today is almost 
prohibitive in cost, your suppliers are anxious to furnish your require- 
ments. It is false economy to send you an over supply of literature and, 
on the other hand, it is essential that you receive enough to meet your 
requirements. The writer has no way of knowing what you have in 
mind when you say some, a few, several, a supply or a quantity. 

Won’t you do a kindness, or a good thing, for your fellow beings 
today? 
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Rehearsing of catalog review to be 
delivered to each customer of Butts & 
Ordway, Monty Bordwell, salesman, 
goes over the catalog with John T. Clark, 
sales manager, right. 


increased emphasis on better mer- 

chandising methods have focussed 
the attention of many industrial distribu- 
tors on ways to get the most out of their 
new catalogs. In some cases, the distri- 
bution of these valuable selling aids has 
been regarded as a periodic chore for the 
mailing department. However, from 
points as widely separated as Cambridge, 
Mass., and New Orleans, La., come two 
instances of industrial supply firms mak- 
ing something more of catalog distribu- 
tion than an extra mailing job. 

These firms—Butts & Ordway Co., 
Cambridge, Mass., and Stauss & Haas, 
Inc., New Orleans—have published new 
catalogs recently. However, instead of 
just mailing them out, these firms organ- 
ized a more personal and effective dis- 
tribution plan, each adapted to the dis- 
tinctive objectives the management had 
in mind and each showing an additional 
investment of time and care. In each 
case the salesman is used as the medium 
of conveyance of the catalog to the cus- 
tomer as it is on this personal contact 
that the plans of catalog distribution 
hinge. 

John T. Clark, sales manager of the 
Butts & Ordway Co., attributes a very 
satisfying increase in sales to a well- 
organized plan of catalog distribution. It 
is Mr. Clark’s contention that too many 
distributors’. catalogs, although attractive 
and informative, are detoured to a dusty 
shelf without being taken out of their 
cardboard cartons. And there they stay, 
ignored and never opened by the custom- 


Cree OF PAPER during the war and 



















TIRM'S NAME,...... 
ADDRESS. «1.00204. 
BUYER'S MAME..,, 

DATE CATALOG RECEIVED. 





CATALOGS 
AREN'T HAND-OUTS 


Massachusetts and Louisiana firms dem- 


is involved in distribution of catalogs 


onstrate that more than mere delivery 





Backs of self-addressed cards to be filled out by customers receiving catalogs 
from Butts & Ordway Co., of Cambridge, Mass., and from Stauss & Haas, Inc., 


New Orleans. 


er’s purchasing department despite their 
helpful contents. 

To spotlight their catalog and assure 
its continued prominence and usefulness, 
Butts & Ordway decided to make an ad- 
ditional investment in time and effort. 
Before delivery of a customer’s copy or 
copies, he was contacted and asked to 
give a full hour of his time in going over 
the new catalog with a Butts & Ordway 
salesman. In return for this courtesy, the 
salesman the task of going 
through the catalog, section "by section, or 
page by page where necessary, and an- 


assumed 


swering any and all questions the cus- 
tomer’s man might ask about products. 

In addition to delivering this short dis- 
course on the use of the catalog by cus- 
tomers, each salesman was requested by 
Mr. Clark to return the empty card- 


. 
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In each case important data was obtained. 


board carton from each copy of the cata- 
log distributed. This was a guarantee that 
the bright, attractively colored catalog 
cover would attract attention to “Butts 
& Ordway” on the customer’s shelf, and 
that it would not be buried thereon in its 
brown shroud. 

To ascertain how well the catalog was 
achieving its aim, a return postal card 
was enclosed. The recipient of the cata- 
log was asked to put his name, title, com- 
pany name and comments on this card 
and mail it to Butts & Ordway. The com- 
ments thus far received have afforded a 
justifiable pride on Mr. Clark’s part, 
but also an encouraging increase in 
sales, directly attributable to the cata- 
log and its planned distribution, has 
been realized. 

Although situated miles from Cam- 
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bridge, Mass., the firm of Stauss & 
Haas, Inc., of New Orleans, of which 
E. F. Stauss is president, and Edgar J. 
Haas is treasurer, hit upon a somewhat 
similar method of distributing catalogs 
with the idea of achieving other results 
than mere delivery. The firm has just 
published a 358-page catalog bound in 


red morrocco, listing machine tools, - 


shop supplies, small tools, garage tools, 
welding equipment and paints. The cost 
and difficulty of procuring the catalog 
led Messrs. Stauss and Haas to do some 
thinking about its distribution. 

A check of Stauss & Haas’s customer 
accounts by Mr. Haas showed that the 
company was serving more than 1,500 ac- 
counts in and around New Orleans and, 
as many of these accounts represented 
small businesses which rely considerably 
on the catalogs for purchasing, the im- 
portance of impressing these customers 
with the new catalog was indicated. 
Another question evolving out of the 
study of the accounts was: are Stauss 
& Haas salesmen talking to the proper 
person in each customer’s plant—the 
person who does the actual purchasing? 
The plan to satisfy Stauss & Haas on 
both these points was to have each sales- 
man personally deliver a catalog to each 
customer in his.territory. This assured 
Stauss & Haas that each customer would 
receive a copy of the new catalog and that 
it would be discussed thoroughly dur- 
ing the visit. It also assured the firm 
that all its customers would be visited 
and talked to, as many of them might not 
have been visited in some time. 





E. F. Stauss, president of Stauss 
& Haas, handles a grinding wheel 
described in a new catalog. 


Besides visiting the eustomers, deliver- 
ing the catalog and discussing it, the 
salesman was required to have a small 
self-addressed postal card filled out by 
the customer as a receipt for the catalog. 
It was up to the salesman to see that the 
card was filled out and then mailed back 
to Stauss & Haas. 

This reply card guaranteed Stauss & 
Haas that each customer received a copy 
of the new catalog, and, since it called 
for the customer’s name receiving the 
catalog, address, buyer’s name and date, 

































































a 
Looking over some of the tools 
pictured in Stauss & Haas’ new 





catalog is Edgar J. Haas, treasurer. 


it supplied valuable data in bringing up 
to date Stauss & Haas’s customer infor- 
mation. The firm regarded the buyer’s 
name as the most important piece of in- 
formation thus obtained as each salesman 
and the company learned for certain who 
did the actual purchasing in each cus- 
tomer’s establishment. With the possi- 
bility of adding new salesmen to its 
staff, Stauss & Haas figured the name of 
purchasers would be handy. It also made 
the firm’s mailing list for promotion lit- 
erature more effective. 





Keep ’em Interested 





H. F. Bidwell finds that a demonstration of a wood 
working lathe to one interested prospect soon draws 
attention of several others. 
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ONCE PROSPECTS COME in, keep them interested, that’s the 
theory behind both the advertising and the floor display of 
the Bidwell Hardware Co., Hartford. The supply firm’s in- 
dustrial department, recognized as a department only a year 
ago, believes in bold ads. No lack of necessary details, nor 
pussyfooting on prices; the Bidwell ads leave little unsaid. 
Publicity of this nature, says H. F. Bidwell, manager of the 
department, brings people into the building. Once the pros- 
pective buyer enters, he is very apt to find the advertised 
articles just inside the door, all hooked up and ready for 
demonstration. Mr. Bidwell has a desk in full view of the 
display space, and leaves it. frequently during the day to 
demonstrate machines for one or half a dozen prospects. 
True, it keeps him away from necessary desk-work, but it 
does sell machines, and probably is one of the reasons for the 
growing prosperity of his department. 























customers, says Rome, Ga., salesman who 


has his own system 





come a doctor, but economic neces- 

sity and an inborn capacity for get- 
ting along with people collaborated to 
direct him to another career—that of an 
industrial supply salesman. After 24 
years of industrial supply experience 
with the Battey Machinery Co., Rome, 
Ga., Mr. King’s enthusiasm for sales- 
manship has completely effaced any dis- 
appointment he may have felt about not 
pursuing his original career. At the age 
of 43, he feels he fully appreciates the 
unique and rigid requirements of success- 
ful selling in the industrial supply busi- 
ness. “The day I feel that I know every- 
thing there is to know about this busi- 
ness,” he explains, “that will be the 
time to quit. This is a real challenge.” 


Jem s. KING had intended to be- 


Friendliness Pays 


Anyone who has the friendly habit 
has one of the most valuable attributes 
of a successful supply salesman, accord- 
ing to Mr. King. A penchant for making 
friends of persons who are most con- 
cerned in your sales, such people as 
purchasing agents, superintendents, mas- 
ter mechanics and mill workers, pro- 
duces incalculable dividends in this 
business. Mr. King adds that this pre- 
sumes a strong conviction in the mind of 
the salesman that the products he is sell- 
ing are as good, if not better, than any 
similar ones on the market. To this pur- 
pose, he is always curious as to the per- 
formance of his products in application. 
One of his methods of determining the 
quality of products is simple. If his 
firm takes on a new drill, for instance, 
Mr. King will put one into his pocket 
and, at the first opportunity, he will get 
one of the mechanics in a customer's 
shop to test it and then ask the mechanic 


SELLING TO FRIENDS 
IS EASY 


The point is to work at making friends of 


special 


Jether S. King goes over a few back orders on 
items, a matter to which he attends 






personally in order to be fully informed each 


how it compares with the drills used in 
the shop. The way from there is pretty 
obvious, Mr. King thinks. 

Not having studied engineering, Mr. 
King always seeks to overcome the de- 
ficiency by observing and absorbing me- 
chanical practice and discussion of men 
who know. From years of watching his 
products in use and numerous conver- 
sations with mechanics, he feels he has 
attained dependable practical knowledge. 
He has enhanced this experience with 
attendance at manufacturers’ schools 
whose technique for imparting knowl- 
edge, he feels, has improved consider- 
ably in the last decade. As soon as he 
gets an opportunity, he plans to attend 
more courses. He is in full accord with 
the rigid schedule which manufacturers’ 
schools maintain during the time allotted 
for instruction. “You really put in a 12- 
hour day and if you really want to know 
something, you'll like it,” he says. 

Compounding reliability with service, 
according to Mr. King, is one of the 
surest ways of making and keeping 
friends in selling. If the customers’ best 
interests are kept in mind during each 
sale, a mutually beneficial association 
results. One of Mr. King’s largest cus- 
tomers, a superintendent of a large tex- 
tile mill, once remarked to him that he 
ought to be on the mill’s payroll since 
the superintendent was impressed with 
the fact that each purchase he had made 
of Mr. King had been of some product 
which had improved production, or 
solved a particular problem or had been 
the proper item for the particular job 
being done. This was tantamount, the 
superintendent said, to the purchasing 
agent’s job. Mr. King reminded the su- 
perintendent that the mill did very well 
by him even though his name did not 
appear on the payroll. 
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time he visits a customer. 


The ways in which an industrial sup- 
ply salesman can be of extra service to a 
customer are so many and diverse that a 
mental file is hopelessly inadequate. Mr. 
King relies on a pocket notebook, always 
on his person, full of cryptic entries such 
as “1500 such and such pickers”, or 
“1200 dozen cap screws at Jones & 
Smith”, or “turret lathe for Brown & 
Billings.” All are reminders of one sort 
or another, either that the pickers are 
no longer required at one place and are 
available to other customers and the 
quicker they are sold the sooner Battey 
Machinery can stock the new require- 
ments; or that Jones & Smith have a 
surplus of cap screws which the firm 
would like to get rid of; or that Brown 
& Billings have been seeking a lathe 
which was not available. 

As the entries in Mr. King’s notebook 
are attended to, he crosses them out. He 
uses up a small notebook every three 
weeks on an average, indicating the 
number of little services he carries out 
is considerable. At the end of three 
weeks, he transfers all the unfinished as- 
signments and unattended memoranda 
to the new notebook. Carrying out any 
of these self-imposed assignments, Mr. 
King says, never fails to surprise and 
please his customers, many of whom had 
no idea he was working on their particu- 
lar problem. 


Work, Play Don't Mix 


With such a policy of selling it was in- 
evitable that Mr. King should be socially 
associated with many of his business 
friends. However, in respect to social 
activities, Mr. King cautions against the 
mixture of business with pleasure. One of 
his favorite maxims is: “Work hard and 

(Continued on page 244) 


















NEW PRODUCTS 


with sales 


possibilities 





Speed Drills 


Fast Penetration 





A DRILL DESIGNED FOR “HYPER-DRILLING” 
has been developed. Hyper-drilling indi- 
cates greatly increased speed in mass pro- 
duction far beyond present practices. 
Tests indicate, say the manufacturers, 
tremendously faster penetration and 
greater hole accuracy. The new “Jet” 
drill and its accompanying director has 
shown an elapsed time of only eight sec- 
onds in drilling a 34-in. hole,.4-in. deep. 
The performance of the drill is ascribed 
to three factors. They are the use of a 
great volume of coolant under high pres- 
sure; high spindle speeds and feeds; an 
entirely new principle of drill design. — 
Republic Drill & Tool Co., Chicago.— 
Mitt Suppuies, March 1946. 


100 


Vernier Calipers 
Quick Action 


a 





—— ci oa 
i 
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A SMALL, NEWLY DEVELOPED quick action 
caliper has been put on the market. It 
performs much of the measuring which 
usually requires many tools, say the man- 
ufacturers, and measures inside diameters 
as quickly and directly as outside dimen- 
sions. Depth measurements up to 5-in. 
can be directly- read, and thread meas- 
urements may be obtained because a bev- 
eled edge permits the jaws to get into 
the thread. These tools are obtainable 
in both stainless and tool steels.—Amer- 
ican Measuring Instruments Corp., New 
York 18.—Mitt Supptirs, March 1946. 


Truck Wheels 


War-Proven 





FORMERLY USED AS TAIL-WHEELS on 
carrier based aircraft, but now available 
for new equipment, or replacements, the 
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Grizzly wheels have proven tough and re- 
liable, say the manufacturers. It is avail- 
able in standard sizes of 6, 8, 10, and 12- 
in., and special sizes can be made to fit 
all standard axles. It is said that the pat- 
ented “breather” holes in the casting 
allow the rubber tire to expand under 
pressure, and to contract when pressure 
is removed. The tread is tough, will not 
pull apart or chunk-off, yet is gentle to 
finished floors. Sealed-in lubrication in- 
sures lubrication to the sealed bearings 
for the life of the wheel.—Thermoid- 
Grizzly Wheel Sales, Chicago—Mt.r 
Suppuies, March 1946. 


Optical Micrometer 
For Plastics, Glass 





A NEWLY DEVELOPED optical micrometer 
permits the accurate gaging of transpar- 
ent plastics and glass in curved shapes 
and in inaccessible spots. It is, say the 
manufacturers, the only known device for 
true measurement of curved transparent 


materials, and has the added advantage of 

















PRODUCT 
Speed Drills 100 
Vernier Calipers 100 
Truck Wheels 100 
Optical Micrometer 100 
Riveting Hammer 101 
Helium Welding 101 
Spot Welding 248 
Airblast Nozzles 248 
Abrasive Blades 249 
Power Saw 249 
Air Control 251 
Foot Switch 251 
Plastic Tubing 253 
Humidifying Unit 253 
Gravity Conveyors 255 
Milling Cutter 255 
Diamond Dresser 257 
Maintenance Paint 257 
Gage Block Set 259 
Diffuser 259 
All-Metal Hammers 261 
Pressure Gage 261 


PAGENO.. 


Greater hole accuracy 
Quick action 
Tough and reliable 


Hand fitting grip design 

For magnesium, stainless steel 
Insulated tweezers 

Three types 

Individually packaged 
Specially designed saw guard 
Extremely compact 

Neon lighted 

Unusual heat resistance 
Highly efficient 

Lighter in weight 
Detachable blades 
Interchangeable nib 
Chemical resistant 

Abrasion resistant 
Fluorescent attachment 
Flexible grip 

Bellows type 





For curved transparent materials | 








ANUFACTURER 


BR SU, 


Republic Drill & Tool Co. 
American Measuring Inst's Corp. 
Thermoid-Grizzly Wheel Sales 


Aireon Manufacturing Co. 


Ideal Commutator Dresser Co. 
Northrup Aircraft, Inc. 
Tweezer-Weld Corp. 

American Foandry Equipment Co. 
Chicago Wheel & Mfg. Co. 
American Saw Mill Machinery Co. 
Pneumatics, Inc. 

Industrial Timer Corp. 

Irvington Varnish & Insulator Co. 
Spraying Systems Co. 

Lyon Metal Products, Inc. 
Kennametal, Inc. 

Precision Boring Tool Co. 
Peninsular Chemical Products Co. 
Fondo Gage Co. 

Edwin F. Guth Company 

Atlas Welding Accessories Co. 


Manning, Maxwell. & Moore 














preventing the scratching or marring of 
the surfaces being measured. The instru- 
ment consists of a microscope which can 
be screwed up and down in an outer tube. 
The tube’s lower end is a plastic nose- 
piece that is held against the sheet to 
be measured. The transparent sheet is 
marked with a crayon on the side away 
from the instrument and the measure- 
ment consists in sharply focussing the 
mark in the microscope. The readings on 
the barrel and thimble give directly the 
thickness of the sheet.—Aireon Mfg. Co., 
Burbank, Calif—Mi.t Supp.ies, March 
1946. 


Riveting Hammer 
Small, Lightweight 


A SMALL PNEUMATIC riveting hammer, 
lightweight but of rugged construction, 
has been put on the market. Known as 
the Air Horse, its features include per- 
fect balance, hand fitting grip design, 
ease of operation and controllable speed. 
The harder it works, the cooler it be- 
comes, says the manufacturer, because 
of the expansion of air which is exhausted 
from front at the operating head. The 








barrel is of one piece, all steel construc- 
tion, with a reinforced end to take piston 
impact. The piston is made of hardened 
alloy steel, and the valve block and sleeve 
valve are furnished with large wearing 
surfaces for longer tool life. The tool is 
available in three sizes with offset or 
grip handle for light, medium or heavy 
riveting.—/deal Commutator Dresser Co., 
Sycamore, [lil.—Mitt Suppiies, March 
1946. 
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Helium Welding 


For Magnesium, Stainless Steel 





DEVISED TO MEET a war time need but 
still virtually unknown because of the 
secrecy surrounding its use for four years, 
the Heliare welding torch has proven 
invaluable in the joining of magnesium 
and stainless steel. Helium, a non-inflam- 
mable gas which does not support com- 
bustion, bathes the work as it is being 
welded, thus doing away with the need 
for a flux and the subsequent possibility 
of corrosion. The torch is tipped with an 
(Continued on page 246) 















James G. Christie, treasurer, Bar- 
rett-Christie Co., Chicago, con- 
siders MILL SUPPLIES a valuable 
source of information in selecting 
new lines. 


Here is an opportunity to 
compare what you think is 
important in weighing a 
new line with the thoughts 
of other distributor execu- 
tives and salesmen 


HILE THE TAKING on of a new 
W line offers the industrial supply 

house an opportunity to better 
serve its present customers, gain new 
ones and stimulate healthy business 
growth, it also involves commensurate 
responsibility for the distributor. He 
must choose well and wisely, or his in- 
vestment in research, sales promotion 
and effort, and “goodwill may be mis- 
directed. 

According to James G. Christie, 
treasurer, Barrett-Christie Co., Chi- 
cago, the first test of a new line sug- 
gested to them by a manufacturer is 
a monetary yardstick;—‘“Will our ter- 
ritory produce an annual sales volume 
approximating $50,000?” This, in Mr. 
Christie’s opinion, is the minimum fig- 
ure for justifying an intensive campaign 
to put the new line over with potential 
customers. 

“If it is felt that the proposed line 
can satisfactorily meet the sales volume 
criterion,” adds Mr. Christie, “One of 
our key men is selected to head a pro- 
gram of field research. He digests all 
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pertinent sales literature and, with that 
under his belt, checks our customer list 
in an attempt to select probable users of 
the new line. 

“Then comes the leg work. Our man. 
sometimes accompanied by the manufac- 
turer’s representative, calls on his own 
customers and follows up any customer 
inquiries furnished by the manufacturer, 
consummating ‘research sales’ wherever 
possible. Following each sale of the 
new line, our research man sticks with 
the product installation to observe per- 
formance and get the customer’s reac- 
tion.” 

Barrett-Christie does not usually wait 
for manufacturers to approach them 
with new lines. Mr. Christie feels keenly 
the ‘responsibility of selecting lines 
which have definite possibilities for prof- 
iting his company and their customers. 
His sources for this selection are many. 
Barrett-Christie salesmen, of course, are 
a perpetual source of information con- 
cerning customers’ requirements. Ac- 
quaintances among catalog men afford 
another reservoir of information, and 
Mr. Christie rates Mitt Suppuigs a very 
valuable source of data on new lines. 

When tbe initial research work has 
sbeen completed, the next step, states 


TAKING ON 


Mr. Christie, is to conduct a sales meet- 
ing where the key research man ad- 
dresses the staff on the pros and cons 
of the contemplated line. Although an 
open attempt is made to sell the sales- 
men on the line, the prime purpose is 
to seek individual comment and, while 
no poll is taken, salesmens’ opinions are 
carefully weighed. 

Mr. Christie points out that, naturally. 
the acceptance of a new line by the 
management hinges on observance by the 
manufacturer of a workable distributor 
policy, a favorable price margin, and 
the manufacturer’s reliability, all of 
which points have received preliminary 
scrutiny. 

“The next phase of the campaign,” 
says Mr. Christie, “is to arm the sales- 
men with product literature for study. 
and succeed that with another sales 
meeting at which the manufacturer’s 
representative conducts the discussion. 
Meanwhile, promotional literature is 
prepared and mailed, preferably that 
offered by the manufacturer. 

“Then comes the kickoff. Each man 
pushes the new line,—from one end of 
his territory to the other, carrying a 
sample if the item lends itself, or em- 
ploying descriptive literature if the item 
is too large or bulky. At the end of 
about three months, actual sales results 
are assayed by Barrett-Christie execu- 
tives at a sales meeting.” 

This is the crucial point in the cam- 
paign, Barrett-Christie’s treasurer be- 
lieves, because unsatisfactory results can 
easily be misinterpreted. In some cases 
the solution may lie in making the new 
line a specialty, and appointing one 


























E. M. Allen, purchasing 
agent, L. L. Ensworth 
& Son, Inc., Hartford, 
Conn., takes the logical 
stand that methods 
which sell distributors 
on new lines should be 
equally effective with 
distributors’ customers. 






















































man to cover the firm’s entire territory 
as a specialist. 

“In any event,” concludes Mr. Chris- 
tie, “dropping the new line without proof 
of its inadequacy would be the very 
last resort. We would try everything 
in the book before even considering 
that.” 


Publicity Essential 


E. M. Allen, purchasing agent, L. L. 
Ensworth & Son, Inc., Hartford, Conn., 
believes that a solid foundation of pub- 
licity, plus the personal impact of an 
informed salesman, are the instruments 
for accomplishing the successful estab- 
lishment of a new line. This, of course, 
requires the development of a compre- 
hensive background of product under- 
standing in the salesmen who are to 
handle the line, and implies continual 
support of the salesmen by management 
with all new information as it evolves. 

“That is how we’re sold on new lines,” 
claims Mr. Allen, “and being pretty 
tough customers ourselves to sell to, we 
figure the strategy that aroused our in- 
terest should work as well on our cus- 
tomers.” 

The advent of a new Ensworth line is 
announced to a selected list of old cus- 
tomers and new prospects via six or 
eight mailings of manufacturer’s litera- 
ture over a ten-day period. The sales- 
man’s calls are coordinated with the 
mailings, so that the first personal con- 
tact occurs not later than three days 
after the last mailing. Thus the cus- 


tomer has little time to “cool off”. 
On the subject of samples, Mr. Allen 













NEW LINES? 















feels that they should be used when- 
ever they add extra “push”, or where 
sample demonstration affords the quick- 
est means of illustrating the merits of 
the product and its operation. 


Survey Conducted 


The Cambria Equipment Co., John 
town, Penna., primarily an automotive 
supply house, was in the process of con- 
ducting a survey among local industries 
to gather information upon which to 
base a sound program for the acquisi- 
tion of industrial lines, when war-im- 
posed material shortages made its con- 
tinuation unfeasible. However, the sur- 
vey is to be re-instituted in preparation 
for active participation in the industrial 
supply field. 

W. C. Dunmyer, sales manager, states 
that a salesman was assigned the task 
of contacting purchasing agents and 
plant foremen to ascertain details of 
manufacturing operations and evaluate 
their immediate and projected require- 
ments for tools and equipment. The 
majority of prospective customers in 
their territory were found to be quite 
cooperative in outlining specific, needs, 
and considerable progress was made 










The alert salesman finds 
ample sales possibilities 
for new lines, maintains 
T. G. Longworth, Bar- 
rett-Christie Co., in his 
daily contact with cus- 
tomers. 
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Rai, 


Frank Groves, general manager 
of the Frank Groves Co., San 
Francisco, encourages competitive 
ingenuity among his salesmen 
in arranging new-line promotion 
campaigns. 


toward the determination of which lines 
were most in demand. Of course, pre- 
war requirements no longer apply, and 
there are now new industries whose 
operations will have to be investigated. 

Mr. Dunmyer has availed himself of 
another source of valuable information 
which, because it is so obviously simple 
and indicative, might well be overlooked. 
He has spent time with other distribu- 
tors, not in Cambria’s territory, learning 
about their major, lines and studying 


their successes and failures. 


Salesmen Are Key 


The principal barometer of customers’ 
needs is found in salesmen’s reports and 
requests, in the Frank 
Groves, Frank Groves’ Co., San Francisco. 
Individual reports indicating possible 
new lines are taken up with the entire 
sales staff and, if the concensus favors an 


opinion of 


investigation of the problem on,a terri- 
tory-wide basis, it is inaugurated. If the 
survey brings favorable results, negotia- 
tions are started for taking on the line. 

“Sales meetings devoted to newly-ac- 
quired lines,” says Mr. Groves, “are di- 
rected by the salesman best qualified to 
lead the others in product education and 
selling. Over a period of time, this spreads 
responsibility for new-lines promotion 
among all the salesmen, and arouses a 
which encourages 


competitive spirit 


’ 


worthwhile promotional practices.’ 
(Continued on page 246) 












VOICE OF THE COMPANY 


Telephone operators fill key posts, being the 
first to greet both customers and prospects 


operators in industrial supply compan- 

ies rests the responsibility for creating 
the first impression customers and prospects 
have about distribution firms. Their ability to 
locate rapidly the best person to help an in- 
quiring caller reflects the efficiency with 
which the company is operated. 

They must have more than “a voice with 
a smile” for a customer, sometimes uncon- 
sciously, judges the company by the reception 
he gets when he telephones. 

In many supply companies operators do 
a double job, handling the switchboard and 
serving as receptionists. In these cases their 
jobs are doubly important—they are official 
greeters. 


[|= THE SHOULDERS of the telephone 


Here are pictures of some representative 
operators, snapped by editors while visiting 
in various parts of the country. 





A combination job is ~ 
filled by Mrs. Virginia ~~ 

Lemons at the McJunkin 3 
Supply Co., in Charles- ~ 
ton, W. Va. She is 
receptionist as well as 
telephone operator. 








7 


Vera Manali has been with Van Horn & It’s a good idea to make notes of messages and not depend on 
Son, Inc., New Orleans for more than ; memory. Pennie Collinvitti, Trimble & Lutz Supply Co., Wheel- 
three years. ing, practices this rule and can testify it is a good one. 
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All of Ellen Underwood’s time is not spent on the 
switchboard at West Virginia Mine Supply Co., 
Clarksburg—note the typewriter. 


Learning as much about the supply business as 
possible is important for operators, according to 
Eleanor J. Ziajka, Fuller Supply Co., Utica, N. Y. 


Keep things moving is the motto of May Cannon at 
C. W. Farmer Co., Macon, Ga. She is operator and 
receptionist, and in addition, does the billing. 


When a fellow worker 
can not be reached at 
his phone, Mrs. Marjorie 
Forbes, Erskine-Healy, 
Inc., Rochester, uses a 
public address system. 


Callers at L. L. Ensworth & Son., Inc., Hartford, are 
greeted by Mrs. Allen Ohman, operator and receptionist. 


When customers telephone Cutter, Wood & Sanderson 
Co., Cambridge, Miss Alice Barry takes the calls. 








Follow-Through Also 
Counts In Selling 





S. E. Shaw, Standard Industrial 
Supply Co., Springfield, Mass., 
advises against a hasty discount- 
ing of prospects who don’t buy 
after several calls. 


S. E. Shaw, a salesman for the Stand- 
ard Industrial Supply Co., Springfield, 
Mass., believes that follow-through is 
just as important in selling as it is in 
golf, tennis and other sports. Once you 
have initiated a selling effort, he says, 
complete your swing—in other words, 
follow up your original call with others, 
even though the immediate prospects may 
not look too good. 

“Repeated no-sale calls are apt to be 
discouraging,” Mr. Shaw acknowledges. 
“but it’s the only way to open up new 
business in a territory already well cov- 
ered by others. 

“After all, bear in mind that purchas- 
ing agents frequently move up or out, and 
that their successors are not necessarily 
bound to follow the policies of the last 
iffice holder. In fact, some new buyers 
will go out of their way to institute g 
brand new program entirely divorced 
from that of their predecessors. Under 
such conditions, the account that is 
closed to you today may be wide open for 
the first to approach it tomorrow.” 

Mr. Shaw recalls one account in par- 
ticular that was rather a headache in the 
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beginning but is now one of the best on 
his list. Other Standard Industrial men 
had called on the purchasing agent of 
this plant before it fell into Mr. Shaw’s 
territory, but the return on the calls was 
very low. Mr. Shaw experienced the same 
sales resistance, until he discovered that 
there had been a recent change in buy- 
ers. But the story doesn’t end the easy 
way. The salesman did not sweep the 
new purchaser off his feet, but he did 
get a chance to talk with him. Mr. Shaw 
had thought for some time that a cutting 
tool his firm carried would out-perform 
the type then used in the plant. The 
buyer was noncommittal, but allowed the 
salesman to leave one of the tools to be 
tested under actual working conditions. 

Several weeks passed with no further 
word from the plant. Mr. Shaw was on 
the verge of visiting the buyer again to 
inquire about the tool (it was a rather 
expensive piece of mechanism), when the 
buyer telephoned him instead. He apolo- 
gized for keeping the tool so long, but 
said that he certainly appreciated being 
allowed to test it because it had been a 
great success, He ordered a number and 
asked Mr. Shaw to call around to see him 
as soon as possible. That was the begin- 
ning of Standard Industrial’s association 
with a good cutomer. 


Someone Takes 
Small Orders, Too 


The salesman who walks off with the 
hig order gets a nice commission and the 
plaudits of his fellows, but for every one 
of these there are dozens of salesmen 
who, day in and day out, make a less 
spectacular but comfortable living by 
constantly hammering away at the smaller 
orders. L. O. Kamber, city salesman for 
the Globe Machinery & Supply Co., Des 
Moines, understands the percentages of 
this and makes it his business to clean 
up the small ones. 

Mr. Kamber has been with the firm for 
38 years. He had previous shop experi- 
ence and also worked in the Globe ma- 
chine shop—experience that has proven 
valuable since. Within a few years, he 
moved into the sales department and 
started putting his practical experience 
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L. O. Kamber, Globe Machinery & 
Supply Co., Des Moines, says that 
someone must take the small 
orders and that he is happy in 
making a career of it. 


to work by helping customers buy the 
right equipment and supplies. But even 
with his shop background, Mr. Kamber 
has never felt he could “coast”, but has 
constantly sought to improve his product 
knowledge. He is an attentive student 
during sessions of manufacturers’ schools, 
and is always ready and eager to work 
in the field with manufacturers’ repre- 
sentatives. He says that it is only by thor- 
oughly knowing your lines that you have 
the ability to recognize sales opportuni- 
ties and be of fullest service to your cus- 
tomers. All of this background provides 
a firm fourfdation for maintaining the 
solid customer relations which is Mr. 
Kamber’s bread and butter. 

“Service is my stock in trade,” he says. 
“The main aim is to keep myself and my 
products constantly before the customers. 
Because I service somewhere between 300 
and 400 small accounts, this means two 
things: I must be businesslike, but not 
brusk; I must make the most of my time 
and keep on the move. But because I 
don’t waste my customers’ time (because, 
candidly, I can’t afford to), and because 
I am constantly on the look-out for ways 
to be of service to them, I can always 








sdo6 lg 

















enter the front, back, or side door of any 
of my buyers’ places. Once you gain en- 
trance, you have many chances for sales 
opportunities.” 

“For example,” Mr. Kamber points out, 
“one customer used compressed air for 
limited operations. Over a period of a 
few years I watched this customer grow. 
While he grew, he was coming to the end 
of his compressor’s capacity, a fact that 
was apparent to me all along. When the 
time was ripe, I mentioned his need for 
an additional compressor. I sold him 
one, together with hose, fittings, and 
everything else that went with it. Yes, 
keeping constantly in front of customers 
pays off for, when they need something, 
they think of you and ’phone you or drop 
you a line. 

“Because my routing is largely dic- 
tated by telephone calls or letters re- 
ceived the preceding day. I do not have 
the opportunity to follow pre-determined 
routes with any sure regularity. However, 
I do refer to my files and arrange to visit 
likely buyers while en route to or from a 
customer who has called. And, of course, 


I keep my hand in by dropping in for . 


quick calls on other past or future cus- 
tomers here and there along my route.” 





Q. E. Copp, industrial supply sales- 
man for the Chattanooga, Tenn., 


branch of the Noland Co., Inc., 


personally attends to the filling 
of a small order, 
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"I get a kick out of calling on the trade, after those lonely months in the Pacific!" 


Faith in Worth of 
Product Is Necessary 


The first person to sell on a product’s 
worth is yourself, believes Q. E. Copp, in- 
dustrial supply salesman for the Chat- 
tanooga branch of the Noland Co., Inc. 
If a product you are selling is priced 
high and there is a good reason for the 
disparity in price between it and a “rival” 
line, don’t overlook that reason when 
your’re selling it. In fact, Mr. Copp sug- 
gests, make the most of the price differ- 
ence to the advantage of your item. 

A veteran of supply selling, Mr. Copp 
has had to meet a lot of competition in 
the city territory he handles, and that 
meant keeping an eagle eye on some 200 
to 300 accounts. During the war, he had 
occasion to try selling a threading ma- 
chine ,to a powder plant where the ma- 
chine was needed for a special operation. 
His product was a good one, but its price 
was more than twice that of a machine 
offered by a competitor. The striking 
discrepancy in prices made plant offi- 
cials hesitate before choosing either ma- 
chine. The hesitation was a signal for 
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Mr. Copp to think and talk fast. Mar- 
shalling all the facts he had learned about 
his product, he conferred with the offi- 
cials in an effort to give them convincing 
reasons why they should pay his price 
for a machine which, presumably, per- 
formed the same function as one at less 
than half the price. With this object in 
mind, he began hammering away. Nat- 
urally, he pointed out, production was the 
goal. 
to prove it—out-performed his competi- 
tor’s by a good three-to-one margin. So 
much for the matter of simple production. 
Taking a long-term view of the purchase, 
however, the superior design, expert en- 
gineering, and the materials and machin- 
ing—all of which figured in the difference 
in the prices of the two machines—would 
prove the more expensive installation 
the cheaper in the long run. This final 
argument was Mr. Copp’s trump, to be 
skillfully played when all other discus- 
sion was on the table and the issue still 
in doubt. It took a lot of talking, but 
the customer’s self-interest prevailed ,and 
Mr. Copp’s machine was the one _ pur- 
chased. 


His machine—and he had records 






Practical applications of industrial 
supplies to pass on to customers 





for solving their production problems 








Equalizing Punch Double Rivets—Equalized driving 
pressure for uniform riveting is assured by this simple 
fixture which is especially useful where pairs of rivets are 
to be driven into blocks or plates whose thicknesses may 
roe vary. The yoke-holder is spherical-headed to fit into a con- 
jE gualiz 1119 cavity on top of the yoke, and is held there loosely by a 
bolt in an enlarged hole. The rivet drivers, set rigidly in 
the yoke, are cup-shaped to conform to round rivet heads. 
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Fleating Die Re-chases Defective Threads — To re- ud a < 
chase the slightly defective threads of cast flange receptacles, : 
and thus save them from the scrap bin, the Kaiser Co., Inc., 
Portland, developed this tool which employs the action prin- 
ciple of a flexible coupling. One end of the double split 
coupling carries a taper shank to fit a drill press chuck, and 
the other is machined to take the thread cutters. As the 
working head moves into the molded part, freedom of the 
drive allows the chasing die to follow the threads in spite of 
misalignment and irregularities. Such an arrangement 
could be adapted to many other non-precision threaded parts 
where minor defects of mass production could be rectified 
for acceptance. 


a \ 
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Ratchet Vise Has Quick, Positive Action—Developed at the 
Puget Sound Navy Yard for handling large and cumbersome armature 
coils, this foot-operated vise permits complete freedom of both hands 
once the work has been firmly clamped in place. The ratchet quadrant 
maintains the desired pressure, and it is easily released by tripping 
the ratchet trigger with the toe. This mechanism might well be adapted 
for the handling of other similar heavy work, the jaw contours being 
modified to accomodate objects of odd shape. 
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Portable Drill Has Pneumo-Hydraulic Control 
—To increase production and lessen fatigue, the Con- 
solidated Vultee Aircraft Corp. equipped a portable 
electric drill with this original attachment, utilizing 
both air and oil to control feed. The control unit, 
which could be used with other electrically-driven tools, 
consists of a double acting cylinder with air pressure 
admitted on one side, and oil on the other. The piston 
and piston “rod” are one piece, the “rod” is tubular, 
and this assembly is fixed to the work. The drill, 
chuck, and spindle extension move axially within the 
“piston rod”, and the cylinder, which is bolted to the 
drill, slides on the outside of the piston and “rod”. 
One method of regulating controls, as shown here, is 
with a three-way valve for air and a needle valve in the 
oil accumulator. 
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Adjustable Jig Clamps Angle For 






































































Welding—Angle iron frames of many sizes 
can be welded with considerable time saving 
in set up with this jig consisting of eight 
clamping blocks, connected with four ad- 
justable rails, Corner units are built up of 
L-shaped plates to which are attached two 
slotted clamping blocks on top, and two 
right-angle channels at the bottom. Cross- 
ing channels are on different levels at each 
corner to permit movement in adjusting the 
length of sides. The rails are permanently 
fixed at one corner of the clamping frame, 
both are adjustable at the diagonally op- 
posite corner, and at the other two corners 
one is adjustable and one fixed. Cap screws 
control rail adjustment and_bent-handle 
screws hold the angle iron to be welded. 
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OW THEY D 


Stalls prove handy for belting; flexible bins expedite grouping; 
pre-printed shipping tags speed deliveries; abrasives on special 
shelves and monorail aisle ladders stress safety 
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Cable Cutter 
Helps Stock Men 











An operation that used to require the oy 
services of two men with chisels and ‘Si 
mallets is now completed by a single man ne 
in several minutes in the. warehouse of se — 
the West Virginia Mine Supply Co., Hf <S 


Clarksburg. Steel cable, used for coal 
stripping shovels, is now stored on reels, =, 
in front of which the supply company has * & 
installed a cable cutter attached to a fabs, - ¥ 
heavy beam. The beam, while weighty : - bly , x 
cnough to hold the cutter steady: during é. 

a cutting operation, is still light enough 

to move if necessary. 


The arrangement of reels and cable ie © 
cutter used by the West Virginia 
Mine Supply Co., Clarksburg, has 
speeded the shipments of cable to the 
firm’s customers. 


Grooved Shelves Hold 
Grinding Wheels Upright 


The grinding wheel department, A. R. 
Williams Machinery Co., Ltd., Toronto, 
is equipped with special wooden shelving 
that has been especially grooved to ac- 
commodate various sizes of wheels and 
can be regulated to several heights. Metal 
"label-holding strips run the entire length 
of each shelf. Another feature of the 
abrasives department is the system of 
boxing wheels on the spot. The supply 
company keeps stacks of knocked-down 
heavy cardboard boxes at the heads of 
the aisles, where they are accessible to 
the men making up orders. As the grind- 
ing wheels called for in one order are 
gathered together, the proper size box is 
folded into shape to accommodate them. 


R. Hanson stands before the smaller 
wheels in the stockroom of the A. R. 
Williams Machinery Co., Ltd., Toronto. 
Picture on right shows how shipping 
boxes are stacked along side the stock. 
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Rail Ladder Speeds 
Up Order Filling 


Where high space in warehouses or stockrooms is utilized 







for shelving, the obvious solution to expediting the work of 
stocking items or removing them is the ladder. This instru- 







ment can be found in many distributors’ plants in various 






forms, fixed, manually moved or rolled, and railed. Probably 






none of these forms is more efficient and safer than the deep- 
stepped ladder attached to a monorail with rollers at the foot 
of the ladder. Such a ladder is used in the stock room of Noland 








Co., Inc., branch in Chattanooga, Tenn., where shelves were 






built along a long wall. The height of the room is 12 ft., and 
when additional shelf space was sought, it was decided to build 
the shelves to the ceiling and install a ladder on a monorail. 
The ladder can be moved easily and instantaneously into posi- 
tion and the searcher can climb it without worrying over rock- 
ing or shaking. The deep steps permit the climber to stand 
and inspect the items at his leisure while still on the ladder. 
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This deep-stepped ladder on a monorail at the Chatta- 
nooga, Tenn., branch of Noland Co., Inc., makes it easy 
for Buster Lyle, salesman, to look up an item stored high 
up. W. T. English, also a salesman, looks up something 
at the floor level. 

















The shipping room of the Page, Steele 
& Flagg Co., New Haven, has a file 
of pre-printed shipping tags. Address- 
ograph stencils are made up for all 
principal customers and a supply of 
tags run off. When shipments are 
ready to go, the wrapper looks for 
the receiver’s name under the cubby- 
holes, and pulls a tag from the slot. 
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Short Length Belt 
Orders Handled Easily 


Several years ago the Battey Machinery 
Co., Rome, Ga., noticed there was a con- 
stant and sizeable demand for short 
lengths of belting. Instead of decreasing 
over the years, the demand kept grow- 
ing. It became a problem to fill these 
orders from the stacked up rolls of belt- 
ing in the Battey Machinery stock rooms 
because of the difficulty in moving them 
about. A solution was hit upon in the 
form of wooden vertical stalls wide 
enough to accommodate the largest roll 
of widest belt. Through the walls were 
drilled 134-in. holes to permit 1%4-in 
pipe to run through all the stalls. This 
pipe served as an axle for the rolls to re- 


Flexible Order Bins 
Aid Order Grouping 


A flexible method of grouping orders 
for shipment has been worked out at 
the Globe Machinery & Supply Co., Des 
Moines. The long, metal-covered table on 
which orders are made up is equipped 
with wooden separators about ten inches 
high, that can be placed anywhere on the 
table’s surface, and thus regulate the 
amount of space allotted to each order. 
All are made in the form of a “T”, with 
the top of the “T” resting against the 


Long section is 
hinged to backboard 
1 


OU THEY DO IT 


Continued 


volve on when installed in the spaces. 
As the axle is placed near the front of 
the stall, almost half of the roll of belt 
protrudes permitting the salesman or 
stock clerk to inspect the belt. Each belt 
size and brand is printed in black letters 
for identification. So efficient is the sys- 
tem of keeping short length belt stocks 
that when the Battey Machine Co., 
moved into a newer building, the stalls 
were moved intact and installed in the 
present quarters. 


Pull, measure and cut. That’s all that 
S. B. Williams, inside salesman, has 
to do to fill a short-cut belt order at 
the Battey Machinery Co., Rome, Ga., 
which has this roller storage system. 


back of the table. An unusual feature 
of the system is that about half of the 
separators are hinged at the top so that 
the long arm which rests on the table may 
be moved to the left or right, thereby 
allowing the assembler to make more 
room for his order without pushing aside 
all the items on the shipment next to 
his. The supply firm has found that the 
separators allow more orders to be made 
up at the same time, yet reduce errors 
in shipments. 











Half of the order-make up table 
separators used by the Globe 
Machinery & Supply Co., Des 
Moines, are hinged, as in this 
drawing. The remainder are rigid. 
None is fastened to the table, but 
may be moved in accordance with 
the size of the order. 




















. 
~ SS 








Sar "m) | 
ha \ AN 
Yin | |S 
/ \ 
tf \ 
/ 
j/ } iN 
j/ ls 
/ \ 
i \ 
/ N 
/ \ 
\ 
/ | 
/; 

















112 


MILL SUPPLIES © MARCH, 1946 











ev 














SBORN’S new “miracle” Situft, latest addition 
O to the largest power brush “family” in the 
world, has been chosen by Pennsylvania Central 

) Airlines to service the famous ‘“‘Capitaliners” which 
speed travelers daily ftom Washington to Chicago. 





The Situft literally flies through work which pre- 
viously was much slower; in the illustration, for 
instance, removing carbon and still leaving an essen- 
tial satin-smooth finish on bronze exhaust valve 
guides of their high-speed Cyclone motors. 


This is just one application among thousands, in 
diversified industries, on diversified products— 
where the new Osborn Situft has proved it‘can get 
at the hard-to-reach and “impossible”-to-reach in- 
ternal surfaces which require original or periodic 
surface finishing. 

The new Situft is a power brush like none you've 
ever seen before. It’s built on an entirely new prin- 





THE CAPITAL AIRLINE 
<=, A 
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ciple of wire suspension. Its cost is almost un- 


believably low—only 17¢ per brush—yet it has al- 
ready saved thousands of dollars in production 
costs, thousands of hours of time. 


A complete tool crib kit containing one each of 
all 12 sizes (%" to 1%") and 2 holders costs only 
$2.85: You ought to have one. Kits and open stock 
available from your local Osborn distributor. 


THE OSBORN MANUFACTURING COMPANY 
5401 Hamilton Avenue Cleveland, Ohio 


WORLD’S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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Area 
Dec. 
North Atlantic dun, 
Southern Dec. 
Jan. 
Nerth Contras 8 
Jan. 
Dec. 
Western prea 
Dec. 
Pacific Jan. 


237.0 
264.5 


220.9 
263.5 


185.4 
227.0 


314.0 
374.5 


198.3 
308.0 


16 
15 


18 
15 


16 
19 


12 
13 


6 
12 


Order per Volume 
Sales Salesman 
indicator per day Salesman 


per 
$11,830 
13,230 


$12,420 
17,020 


$10,980 
12,480 


$12,490 
12,600 


$6,740 
11,080 


Size of Orders per 
Average 






Order 


$29.35 
32.35 


$25.43 
34.64 


$24.60 
27.30 


$46.60 
52.40 


$34.42 
22.27 








Working 
Day 


THE SALES INDICATOR registered a marked increase from 
December to January, reaching 258, where it stood last 


October. 





1934 "35 . "% "37 38 


1945 


The average 





order mounted to $31.15, although 


JFMAMJJASOND JFMAMJSJASOND 
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AREA BY STATES 


SALES 





only 81 orders were received each day. The salesman's 
volume for the month was $13,990, the highest since last 
July, and he averaged 16 orders per day. 


is 


1945 
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Memo to Distributors: Under the standard title of "THREAD 
IT FASTER WITH AN OSTER” a series of advertisements ap- 
pear monthly in the leading machinery and industrial publi- 
cations reaching your customers. 


Question: “Why advertise until the machines can be shipped 
within a reasonable time after orders are entered?” 


Answer: “Oster machines will be needed more than ever 
to help industry make up for time lost by current obstacles 
to production. Why wait to tell your customers about the 
time-saving, cost-cutting advantages of Oster machines?” 


Oster Meets the Need for Speed! 


The No. 572 “RAPIDUCTION JUNIOR” (illustrated) is an 
example of how Oster meets the need for threading speed. 
In 20 seconds, this machine makes it possible to chuck, 
thread, ream and chamfer, and cut off 4” pipe . . . (31 
seconds on 1” pipe; and only 42 seconds on 2” pipe!) 
Comparable speeds obtainable on all other sizes within 


Oster “Rapiduction" floor-type, 
high speed, high production thread- 
ing machines. Made in three sizes, 





Oster “Wilco” power threading 
machines designed for maintenance 
and production threading. Two sizes. 


Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise. 
Three sizes. 


No. 542 “Rapiduction Junior” with 
revolving die-head and open type 


vise. Handles wide variety of | 


threading work, 


range of machine, 


Nipples as short as 3¥2” in the 2” size can be threaded 
on both ends without using a nipple chuck. Pipe or studs 
as short as 242” can be held and threaded on one end. 


Why wait to tell your customers about such advantages? 
Why wait to get their orders on our rapidly growing 
schedule of shipments? “First come —first shipped!” 


=) 


) 


No. 572 "'Rapiduction Junior" ... 

floor type power pipe machine 

equipped with revolving die-head 
and open type vise. 


u 


rotary die- 
head type designed for threading 
bolts, rods, studs, pipe, nipples, etc, 


No. 422 "Power Vise Stand" con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe, 


No. 502 "Pipe Masfer,"’ the lowest 
priced complete, portable power 
pipe machine on the market. 


No, 562 "Tom Thumb," another 
Oster portable power pipe machine 
designed for speed and accuracy. 


machines make jobs 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. 5S. A. 
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Contract Termination 
Progresses Rapidly 


Less than five percent of terminated 
war contracts will remain open at the 
end of this fiscal year, June 30, Aviation 
News asserts. Contract termination sum- 
marized recently shows: number of con- 
tracts of all types terminated, 250,525, 
valued at $63,900,000,000; number of 
contracts of all types remaining to be 
settled, 52,789, valued at $33,500,000,- 
000; number of fixed-price contracts re- 
maining to be settled, 52,152, valued at 
$22,500,000,000; number of cost-plus- 
fixed-fee contracts remaining to be set- 
tled, 637, valued at $11,000,000,000. 
(Cost plus contracts cancelled totalled 
1,391, valued at $16,345,308). Average 
amount of settlement on fixed-price con- 
tracts only 9.2 percent (about $2,300,- 
000,000). 


Profit Yardstick 
Held Bad for Labor 


Demands that profits be used as a 
yardstick in determination of wage rates 
is decidedly detrimental to labor because 
income would shrink to a low level in 
non-profitable periods, although it would 
rise during times of higher earnings, 
Factory Management and Maintenance 
asserts. Profits are not a suitable meas- 
ure, the magazine says, because there are 
many companies whose profits are low 
and others that have no profits at all. 
This would result in widely varying 
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wage scales within each ‘industry. 

The key to the worker’s gain in higher 
wage scales lies in greater productivity 
per man-hour so that he shares in a 
higher value added to raw materials by 
manufacturer. This fact, once under- 
stood by both management and labor, 
could lead to elimination of the basic 
misunderstandings that bring about 
strikes for higher wages. 

It was ‘pointed out that industry’s 
profits after material and other costs, 
has averaged but 3.6 percent over a pe- 
riod of years. An analysis of industry’s 
earnings shows that of income derived 
from net sales, 70 percent is spent for 
materials, fuel, transportation and sup- 
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plies, and 8 percent goes for taxes; in- 
terest and replacement of equipment. Of 
the 22 percent remaining, 76.4 percent 
of this is paid in wages and salaries. 
Dividends paid have amounted to only 
a 3.7 percent return on money invested 
by stockholders. 


Normal Construction 
Forecast For 1949 


Growth in construction activity over 
the next several years, with annual in- 
creases until a peace-time normal of 15 
billions total construction and 10 bil- 
lions of engineered construction is 
reached in 1949, was forecast by A. E. 
Paxton, publisher of Engineering News- 
Record and Construction Methods, at an 
annual meeting of the Associated Equip- 
ment Distributors in Chicago. Mr. Pax- 
ton said that in order to attain this goal, 
an average 50 percent gain in volume 
each year through 1949 is indicated, the 
highest annual increase recorded. 

“Such a rate can be maintained,” Mr. 
Paxton explained, “since proposed en- 
gineering projects alone reported to En- 
gineering News-Record were in excess 
of 28 billions as of Jan. 1. In addition, 
the measured backlog of engineering 
construction on record is just about equal 
to the amount of work which is ex- 
pected to be done in the next four years.” 

Mr. Paxton who is a former editor of 
Mitt Suppuies, said that construction 
must account for 10 to 15 percent of 
national income to insure prosperity. 
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1’ For 300 to 1000% More Holes Per Tap! 





What Are Electrolized Taps? 


Electrolized Taps are taps of the finest precision 
workmanship treated by a remarkable new process 
that combines high voltage with a chemical bath 
and a rare metal to produce a super-hard yet 


ductile surface on the cutting edges. 


Why You Can Sell Electrolized Taps 


Electrolized Taps multiply tap life 3 to 10 times 
as a result of the extreme hardness of the case with 
which the cutting edges are fortified. Wear resistance 
is enormously increased. Chip and surface 
friction is reduced. Cleaner threads result. 

The e/ectrolizing treatment penetrates the 
tap so that tap life after sharpening as 
well as before sharpening is prolonged. 
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Why They Are Profitable to Sell 


Electrolized Taps cost more than ordinary taps but 
cost per tapped hole is lower. Once tried, repeat 
orders are sure to develop. Prevailing base dis- 


counts apply. 


Electrolized Tap Advertising Is Already 
Building Business for You 

The increase in tap life is so great that your cus- 
tomers cannot afford to overlook this revolutionary 
advance in thread production and tap economy. They 
are being told about it in full color pages in 
all the leading metal working papers this 
month. Don’t miss this opportunity for new 


volume and profit. For complete information 
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RESUMPTION OF STEEL production brought 
relief to the industrial crisis which, at 
its peak, brought this country closer to 
a general strike deadlock than it has 
ever been before. The favorable outcome 
of any major crisis, however, tends to 
create an over-optimism for the period 
which follows, and often obscures the 
possible detrimental effects of the means 
of solution. 

It remains to be seen whether the 
basis for settlement of the steel strike 
has set a pattern for the settlement of 
other labor-management disputes, and, 
if so, how extensive will be the conse- 
quent rise of costs to all classes of con- 
sumers, and how damaging the release 
of inflationary pressures. If the substan- 


tial wage increases now being offered, 


to large groups of organized workers 
bring about a commensurate rise in 
worker productivity, the desirable bal- 
ance between supply and demand may be 
restored. But the granting of higher 
wages is a gamble on the part of man- 
agement, into which they have been 
forced, in some measure, by the govern- 
ment’s sponsorship of Jabor. 

Although, according to recent records, 
there is ample room for an increase of 


individual worker productivity in both 
the durable and non-durable goods in- 
dustries, it is problematical how com- 
pletely it can be realized. In any event, 
past experience corroborates the pre- 
mise that a good portion of the cure for 
our ills lies in an increase of overall 
production, and the more rapid the rate 
of acceleration within the next year, the 
better. 

Industrial production has reached its 
lowest level since the spring of 1941, 
according to the Civilian Production Ad- 
ministration, and the Federal Reserve 
Board index of total production confirms 
this. CPA predicts that February figures 
will show a further decline. 

Effects of the flow of steel for fabri- 
cation to producers of durable and non- 
durable goods should begin to reflect 
in an upward movement of the index 
three or four weeks after the end of the 
strike, even though it will take approxi- 
mately six weeks for the steel industry 
to return to full production. 

Any attempt to evaluate the future 
must make allowance for numerous in- 
ter-related factors, some favorable and 
others holding the promise of trouble. 
Among the former are acute domestic 


1935-39 =100 


consumer demand due to serious short- 
ages, depleted inventories which must be 
built up, large export demand, and enor- 
mous purchasing power; and against 
these must be weighed such factors as 
the prolongation of labor unrest, the 
widening gap between rising wages of 
organized labor and the comparatively 
stable earnings of unorganized workers, 
and the looming specter of a runaway 
boom. 

The outlook for total business activ- 
ity in 1946, as measured in terms of 
gross national product (value of goods 
and services produced), indicates a de- 
crease of about 20 percent from 1945. 
Of the 1945 gross national product of 
197.6 billions, federal, state and local gov- 
ernment expenditures comprised nearly 
45 percent, while consumer expenditures 
for durable and non-durable goods, and 
services together constituted about 52 
percent. Of the estimated 1946 figure of 
170.3 billions, only about 22 percent is 
attributed to government expenditures, 
and consumer expenditures for goods and 
services is expected to account for al- 
most 65 percent of the aggregate. Con- 
struction is estimated at 3.2 billions for 
1946, more than double the 1945 figure. 
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Source: Board of Governors of the Federal Reserve System. 
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SURFACE 
GRINDING 


¢ Dumore No. 5 performs so many 

nding jobs so well that it will appeal 

once to the cost-conscious, efficiency a 
nded men on whom you call! Its - Of 
rprising versatility applies equally j — 
ll on production, in the tool room, iy 
don maintenance — does every job CENTERLESS 


th extreme accuracy . .. at a production TOOL & CUTTER p> sash 
ce... at low cost. Without a doubt, GRINDING 
Dumore No. 5 is a perfect “natural” pe 


the special conditions and problems that 

ont plants today. Just set the facts before 
men who must solve them and you can count on results! 
Dumore Company, Tool Division, Dept. TC-31, Racine, Wis. 





NEW SELLING HELP! 


Just out is Dumore’s case study book “Here's How!” —packed 
with facts on grinding markets and methods, based on a com- 
prehensive survey of 73 war plants. Fully illustrated and cross SOLD BY AUTHORIZED INDUSTRIAL 
indexed. Write for “Here's How!” today. DISTRIBUTORS IN ALL PRINCIPAL CITIES 








EGYPTIANS IN DECORATING TEM- 





RED, BLUE, GREEN AND BLACK. 
APPARENTLY THEY KNEW 
NOTHING ABOUT SHADES, 
TINTS, OR COLOR= 
MIXTURES. 
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WHITE LE 


A COSMETK IN OLD ROME, WAS 
MADE BY PUTTING INTO A JAR 
IMPURE VINEGAR OR WINE LEES, 


SUPPORTING ON TWIGS ABOVE THIS 
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INTERIOR PAINTERS PURCHASED THEIR 
MATERIALS FROM THE MONKS WHO KNEW 
HOW TO MAKE WHITE LEAD AND LIN- 
SEED OIL, THEN THE APOTHECARIES TOOK 


OVER. I7th CENTURY WHITE LEAD CAME 





LiQuUIO A NUMBER OF LEAO 
PLATES—AND BURYING THE JAR, 
TIGHTLY SEALED, IN STABLE- 
LITTER! SOME ROMAN WALLS . 
WERE COVERED WITH MINIUM, A 
KIND OF RED LEAD; AND A STA- 
TUE OF JUPITER HAD ITS FACE | 
PAINTED WITH THE SUBSTANCE! 




















IN SOLIO CONES, WRAPPED IN BLUE PAPER. 



























SIDERED AN AFFECTATION IN MANY PARTS 
OF AMERICA BEFORE THE REVOLUTION. 
IN 1639, A: MINISTER OF CHARLESTOWN, 
MASSACHUSETTS,.WAS CALLED TO ACCOUNT 
FOR."HAVING PAINT ABOUT HIS DWELLING.” 
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... with Corbin- 


Drive an ordinary screw and you'll get the 
‘“‘Wobble Worries” . . . fear that the driver will 
slip from the slot and jimmy up the product. 
Wobble Worries slow you down! 

Wobble Worry accidents are wasteful and 
costly. They have no place in a competitive 
economy. Eliminate them once and for all with 
the ‘Centered Driving” of Corbin-Phillips 
Screws. 

With Corbin-Phillips, the bit is anchored in 
the screw both ways — and the screw is driven 
true all the way. Spoiled work stops — pro- 


& 


Phillips Screws! 


duction goes up — and Wobble Worries go 
out the window. 

And remember, Corbin-Phillips Screws 
are noted for their uniformity. 
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Personnel Changes Follow 
Stringham's Resignations 


New presidents for the Chicago firm 
of Crerar, Adams & Co., and for the Cen- 
tral States Mill Supplies Association 
have been announced, filling vacancies 
created by the resignations of Hugh 
Stringham from both posts. Mr. String- 
ham’s health required a more favorable 
climate and it was his decision to take 
up permanent residence in southern Cali- 
fornia after an interinf rest in Arizona. 
Crerar, Adams & Co., announced the 
promotion of H. C. White, formerly 
vice president, to the post of president. 
And the Central States Mill Supply As- 
sociation elevated its vice president, 
J. H. Ruddell, vice president of the In- 
dianapolis firm, Central Rubber & Sup- 
ply Co., to the presidency of the associa- 
tion. No successor was named as vice 
president. 

Mr. White joined Crerar, Adams as 
vice president in September of last year, 
coming from the Cuneo Press Co., where, 
as production supervisor of the ordnance 
division, he helped the firm establish 
wartime production records. Prior to 
his connection with Cuneo, the 42-year- 
old executive spent a number of years in 
various executive sales promotion capaci- 
ties with the Hurley Machine Co. 





H. C. White, new president of 
Crerar, Adams & Co., Chicago. 


122 


B. L. Fuchs, seated second from left, 
by their greatly increased sales force 
ery & Supply Co., Omaha, Nebraska. 


Omaha Distributor 
Doubles Sales Staff 


In a vigorous bid for holding wartime 
won gains and adding new business as 
well, the Fuchs Machinery & Supply Co., 
Omaha, has more than doubled its sales 
staff in recent months, according to J. J. 
Fuchs, sales manager. A total of 13 
men were added up to the end of last 
year, he said. The additional men will 
not only cover present territory more 
thoroughly, but also will push new and 
expanded departments set up by the 
22-year-old supply firm. These include 
the engineering and power equipment 
department, a department to sell coun- 
try hardware and farm implement deal- 
ers, construction equipment department 








J. H. Ruddell, Central Rubber & 
Supply Co., Indianapolis, is new 
president.of the Central States 
Mill Supply Association. 
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B. L. and A. A. Fuchs are surrounded 
now in the field for the Fuchs Machin- 


and, of course, machine tool and mill 
supply departments. 

The new men added to the sales force 
are W. A. Clayton, R. A. Walling, George 
Butcher, Clifford Kaminski, Homer 
Sherman, Robert Hebert, William 
Thompson, Frank O'Neill, Floyd Greg- 
ory, Robert Byrnes, Kermit Stephens, 
Eugene Johnson and William Neu- 
marker. 


Three Salesmen 
Join McShane 


D. A. Neely, G. Burr and G. Augus- 
tine have joined the sales force of the 
T. S. McShane Co., Omaha, as part of 
the distributing firm’s program for in- 
creased service and broader representa- 
tion in stocks. Mr. Augustine was for- 
merly a captain in the U. S. Marines, 
and Messrs. Neely and Burr with the 
Martin bomber plant in Omaha. 


Cliff And Poole 
With Hajoca In South 


Arthur F. Cliff and Gibson Poole have 
joined the industrial sales force, Jackson- 
ville, Fla., branch of the Hajoca Corp., 
Philadelphia distributing and manufac- 
turing firm. Both men are engineers 
with industrial backgrounds. 


Humphries Returns 
To Spurgeon & Smith 


Kermit Humphries, recently returned 
from service in the Pacific area and in 
Japan, has returned to the outside sales 
force of the Spurgeon & Smith Co., San 
Francisco distributors. He is centering 
his activities in the Bay area. 











ammoth or lity 


Whatever Your Need 
YOU CAN COUNT ON 
YOUR INDUSTRIAL 
SUPPLY SPECIALIST 





eee ; Y industrial 
iducts. Phone the Hewitt dis- 
tributor listed in the Classified Section 
of your telephone directory ...or write 
to Hewitt Rubber Corporation, 240 
Kensington Avenue, Buffalo 5, N. Y. 

















HEWITT RUBBER 


of Buffalo 
"Job-Engineered" Industrial Hose + Belts» Molded Goods 


“QUALITY RUBBER PRODUCTS FOR INDUSTRY FOR 86 YEARS 
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IN CASTER- SELLING 





2. Plain Bearings or Roller Bearings? 


Most casters are obtainable with either plain bearings or roller 
bearings in their wheels. Very often, however, the customer is not 
fully aware of the great advantages offered by roller bearings — and 
may be inclined to let original cost be the sole deciding factor in his 
choice. ‘ 


So, when the question arises as to the most suitable type of bear- 
ings for his particular use, you can explain to him that although the 
strength and static load capacity of a caster ave the same whether its wheel 
has plain bearings or roller bearings . . . 


WHEELS EQUIPPED WITH ROLLER BEARINGS 
START EASIER AND ROLL EASIER 











Roller bearings in my wheels 
Are the kind | need 

To roll along more easily 
And with greater speed. 














Show the customer that easier mobility has a dollars-and-cents 
value — that roller bearings, by cutting down friction, also cut 
down the man-power required to move the loads they carry. There- 
fore, the slight additional first cost of roller bearings is an invest- 


‘ment that can pay regular dividends in the form of reduced labor 


costs . . . while at the same time it increases the value of your sale. 


And remember — Bassick distributors, with the world’s largest 
line of casters and wheel mountings for their selection range, have 
unequalled opportunities for supplying the right caster for every job. 
THE BASSICK COMPANY, Bridgeport 2, Conn. 


Division of 


Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ont. 
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Jack B. Dale addresses em- 
ployes at 50th anniversary dinner, 
stressing the value of “service” 
as a growth factor in the first 50 
years and its importance in con- 
tinued growth and prosperity of 
the company. 


Briggs-Weaver 
Mark 50th Anniversary 


The 110 employes of Briggs-Weaver 
Machinery Co., Dallas, Texas, officials 
of the firm and wives and sweethearts 
recently gathered in the grand ballroom 
of the Baker Hotel to celebrate the 
company’s golden anniversary. 

Jack B. Dale, president, spoke after 
dinner, honoring employes for their 
many years of loyal service. Forty-two 
per*cent of the employes have five years 
of service, he said, and seven from 25 
to 41 years. 

Briggs-Weaver played an important 
part in equipping wartime aircraft 
plants in the southwest, the first order 
placed with the firm by North American 
Aviation Co., being for $1,000,000 in 
1940. 








J. E. Staab, left, a new salesman 
with the John J. Normoyle Co., 
Moline, lil., distributing firm, 
goes over the day’s calls ‘with 
Mr. Normoyle. Mr. Staab was 
formerly a foreman in a manu- 
facturer’s tool department. 














ULEAN-UP! | 


with 









QUICK, EXTRA PROFITS through fast turnover and repeat business 
are yours with Thor Wire Wheel Brushes. Thor brushes are made for 
heavy duty jobs of removing rust—paint—scale—and other material 

. . and for cleaning and roughing. Available in sizes from 4” to 12” 
diameter in single-unit, arbor hole adaptor or metal-center sectional 
type to operate efficiently on portable and stationary equipment with 
spindle speeds up to 6000 R.P.M. Brush sections filled with Double- 
Durable crimp wire in gauges up to 36. Ask your Thor representative. 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 West Jackson Boulevard, Chicago 4, Iilinois 


Birmingham Boston Buffalo Cleveland Detroit los Angeles Milwavkee New York Philadelphia 
Pittsburgh St. Louis Salt Loke City San Francisco Toronto, Canada London, England 






PORTABLE POWER 


a Creo 2.9 886-97 6 8 ie 8 ©-6 8 


were 


ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB 
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for faster handling i>\) 
of odds and ends ooo )\l, 


wi 





Model FF—dual w.eel 
1 ton capacity 


f 


The versatility of the BUDA gasoline engine- \ 
powered Chore Boy for handling all kinds of 
materials makes it profitable for 1000 uses. It will 
carry the load or pull it, or both. With it one 
man can do the work of three without. Write or wire for 
descriptive bulletin. 


LOW FIRST COST ¢ LOW OPERATING COST « LOW MAINTENANLE COST 





15413 Commercial Ave 
HARVEY (Chicago Suburb) ILLINOIS 


fa ¥ 


AUTOMATIC HYDRAULIC DIESEL —— 
LOWERING JACK SACK 





“o- 
CHORE BOY WITH 
“DUMP HOPPER” 
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Salesmen's Reactions 
Useful In Adding Lines 


L. J. Doherty, manager and buyer of 
the industrial supply department, Sat- 
terlee Co., Minneapolis. recently made 
a few observations on his firm’s poli- 
cies for taking on new lines. 

The salesmen, he said, should always 
be consulted before adding a line. If 
they are sold on it and advise its addi- 
tion to stock, they are committed to 
push it. Otherwise, even if it’s good, 
they may not have the same amount of 
enthusiasm for it. 

There are several ways of deciding on 
new lines, according to the Satteree 
practice. In one case. the manufac- 
turer approached the firm with several 
copies of inquiries received from firms 
in its territory. Sometimes customers 
hear of product§, or see advertisements, 
and call on the supply company. If 
there are enough inquiries and the prod- 
uct looks good, Satterlee gets in touch 
with the manufacturer. Often the sales- 


men will call new lines to attention. 





L. J. Doherty, manager of the 
supply department and buyer, 
the Satterlee Co., Minneapolis, 
believes that the salesmen’s 
acceptance of a proposed new 
line should be sought. 





Branch in Orlando 
For Cameron-Barkley 


The Cameron & Barkley Co., Charles- 
ton, S. C., is preparing to establish a 
branch in Orlando, Fla., bringing the 
number of its branches to six. The dis- 
tributing firm has three other establish- 
ments in ‘Florida and one in Georgia. 
A piece of land has been purchased in 
Orlando and a building will be erected 
on it. 














“When the Taylor Spiral Pipe didn’t collapse ... Bill did” 


At first glance strength like this IS a knock-out! 


In many plants the cost of piping is too high. It is 
too high because light-but-strong Taylor Spiral Pipe 
will take care of a large percentage of the services ordi- 
narily assigned to heavier more costly Standard Thick- 
ness Pipe! 

Is this heavier pipe used because it is considered safer 
or more durable? No, hundreds of installations have 
proved that Taylor Spiral Pipe can handle run-of-plant 
piping with strength and service life to spare. The fact 
is that Standard Thickness Pipe is used as a matter of 
custom—the time-honored custom of thinking in terms 
of Standard Thickness for everything not requiring 
still heavier pipe. 

It pays to break away from that heavy-pipe tradition 
and change to Taylor Spiral for services like those listed 


’ below. The spiral construction gives Taylor Spiral Pipe 


remarkable strength and rigidity—makes it the strong- 
est type of pipe, gauge for gauge and pound for pound. 
Light weight cuts initial cost, transportation cost, han- 
dling cost, erection cost. As a result, the installed cost in 
many cases is less than half that of the heavy pipe it so 
well replaces. 

Switching to Taylor Spiral Pipe for services like those 
listed is made easy by the complete range of sizes and 
wide variety of fittings. Thicknesses range from 12 to 6 
gauge; sizes from 6” to 42”; joint lengths up to 40 ft. 
All types of end joints and couplings, all kinds of fit- 
tings and specials or fabricated assemblies are produced 
by Taylor Forge & Pipe Works, assuring complete serv- 
ice and undivided responsibility, 


TAYLOR FORGE & PIPE WORKS 


* New York Office: 50 Church St. a 


General Offices & Works: Chicago, P. O. Box 485 








Philadelphia Office: Broad Street Station Bldg. 





SELL TAYLOR 
SPIRAL PIPE FOR: 


@ High and Low Pressure Water Lines 
@ Low Pressure Steam and Air Lines 
@ Steam and Diese! Exhaust Lines 

@ Yacuum and Suction Lines 

@ Blower Piping 

@ Sand and Gravel Lines 

@ Industrial Gas Lines 

@ Oil and Gas Gathering Lines 

@ Swing Pipe 

@ Spray Pond Piping 


@ Hydraulic Mining 
@ Dredge Lines 
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‘LENOX: 
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BAND SAW BLADES 










This type of saw has coarse teeth ... 2, 3, 4 and 6 pe# inch 


Especially adapted for soft metals that have a tend- 
ency to stick or clog in the Gullets of the saw tooth. 


Advantageously used on many operations in sawing. 


Non-Ferrous Metals Hard Woods 




















Aluminum Carbon Fibre 
Magnesium Brake Lining Asbestos 
Plastics Hard Rubber Plywood 


Soft Brass Builder’s Board 


FOR PRECISION-EDGE SAWING 
Sell 

The Best Metal 

Band Saw Blades 

are now packed 
in 

The Best Box 

LENOX 
SAFE-T-BOX 


No wires to cut. 
Stock ready to draw 
out. 


Sponge Rubber 


Ol@ MASTER 





Dangerous loose ends 
can be withdrawn 
into the box. 





FOR SAFETY, SERVICE and SATISFACTION SELL LENOX 








“THE BLADES IN THE PLAID BOX” 
AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS. 


SS SLMGABLLLMMABEL LLAMA AMMAN AAA NWSE NANANAT AS ORNATE UD 
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' Charles Owen Dies, 
Former Chapin-Owen Head 


Charles S. Owen, former president and 
general manager of Chapin-Owen Co., 
Rochester, N. Y., industrial distributor, 
died on Feb. 1 in Rochester of a heart 
attack. He was 77 years old. 

The late Mr. Owen was former Mayor 
of Rochester and Republican candidate 
for State Comptroller in 1932. Among 
the other public offices he held at various 
times were member of the Board of Su- 
pervisors of Monroe County, Commis- 
sioner of Public Safety and Sheriff of 
Monroe County. 

Following Mr. Owen’s unsuccessful 
bid for the State Comptroller’s post he 
resigned from the mayorality to become 
City Comptroller of Rochester. He leaves 
a daughter, two sisters and two brothers. 


Additional Warehouse 
For Syracuse Supply 


The Syracuse Supply Co., Syracuse, 
N. Y., has acquired ownership of the 
former Neal & Hyde warehouse at 332 
W. Fayette St. This building, which ad- 
joins property already owned by the in- 
dustrial supply firm, figures in the expan- 
sion plans of the organization. 


Marwedel Branch 
Being Enlarged 


The Oakland, Calif., branch of C. W. 
Marwedel is being remodeled to afford 
more display and stock space for sup- 
| ply items and power tools. The con- 
cern is also building a two-story addition 
to the present building. It will add 17,- 
000 sq. ft. to the branch’s floor space, 
and will be used for a metal department 
exclusively. 








Looking over a shipment received 
at the J. E. Dilworth Co., Mem- 
phis, W. H. Allen, sales manager, 
wonders how soon the next lot 
of drill presses will come through. 




















THE PRESIDENT’S WAGE-PRICE POLICY 
WON'T WORK 





AMERICAN public had every right to expect 
that the long-awaited wage and price policy would 
break the impasse blocking the way to the swift and 

orderly reconversion of industry from war to peace. 

The policy announced offers little promise of such solu- 
tion, and this may well constitute a national calamity. 

There is only one thoroughly constructive feature of 
the Presidential Statement of February 14 and its imple- 
menting Executive Order. It is the first Government pro- 
nouncement since the defeat of Japan to clearly define 
inflation as the major danger confronting us in the period 
immediately ahead. 

That is a correct appraisal, and one long overdue. Up 
to now Government spokesmen, almost invariably, have 
sought to carry water on both shoulders. The Adminis- 
tration has justified its policy of promoting wage in- 
creases aS @ measure necessary to forestall deflation — 
to keep purchasing power from falling and forcing the 
economy into a violent tailspin. The strict holding-of- 
_the-line on price ceilings has been defended as necessary 
to prevent runaway inflation. Unfortunately, while the 
President now exhorts all to enlist in a crusade against 
inflation with a voice that is clearly Jacob’s, his program 
for dealing with it still employs the hairy hands of Esau 
to promote the very danger which he is urging everyone 
else to combat. 

The “new” policy provides for a continuation of the 
wage increases that have been pressured through by 
Government mediators, “fact-finding” boards, and direct 
seizures until they have been made general throughout 
industry upon the dimension established in recent pat- 
terns. It offers industry the single concession of prompt 
hearings and decisions upon claims for price advances, 
but the yardsticks for judging such claims are exactly 
those which OPA has applied in the past. Since the past 
procedure has led us into our present difficulties, it is 
hard to see how it will serve now to lead us out of them. 


Past Government Policy Fostered Dissension 


At the war’s end, it was obvious to everyone that what 
was needed was the swiftest possible reconversion of in- 
dustry. It should have been equally apparent that we were 
faced with the difficult problem of controlling tremendous 
inflationary pressures which would be particularly insis- 
tent until peacetime production could be mobilized at high 
volume. This was made almost inevitable by the huge 
backlog of accumulated demand, for both capital and 
consumer goods, and by the unprecedented volume of 
liquid funds at the disposal of individuals of all classes. 
- The only circumstance that could have modified the in- 
flationary complexion of the postwar picture was the pos- 
sibility of such wholesale and prolonged dislocation and 
unemployment in the process of readjustment that people 
would have been frightened into freezing onto their sav- 
ings instead of spending thent. 

It soon was apparent that just the opposite was taking 


place. The early transition was extraordinarily swift, un- 
employment was lower than anyone had dared hope, and 
civilian spending outstripped all previous records. The 
circumstances called for strong anti-inflationary fiscal 
measures, along with a firm maintenance of price and 
wage controls alike. 

Instead of adopting such a balanced program, the Gov- 
ernment immediately discarded all wage controls, and in 
addition started an active campaign for promoting large 
wage increases. The President, upon a number of occa- 
sions stated flatly that American industry generally could 
and should grant substantial pay advances without any 
compensating price rises. His Office of War Mobilization 
and Reconversion estimated that average increases were 
practicable to the extent of 24 per cent. Given such Gov- 
ernmental encouragement, it was inevitable that labor 
leaders should do exactly what they did—file extravagant 
wage demands at the beginning of the reconversion proc- 
ess, when accurate appraisal of production schedules and 
costs were least susceptible of calculation, and when the 
shortage of civilian goods multiplied the inflationary 
effect of any increase in purchasing power. 

At the same time, the OPA was fighting to hold the 
price line in a good cause, but with singularly inept pro- 
cedure. It acted, seemingly, upon the premise that it was 
always better to give less price relief than was needed 
rather than enough, that relief provided under its formula 
was preferably to be granted later rather than on time, 
and that the interests of lower-bracket income receivers 
should be protected by a particularly tough resistance to 
raising prices of cheaper goods. The latter procedure 
seems to have boomeranged by virtually driving many 
of the lower-priced lines off the market. 

The sum of these wage-price procedures resulted in 
work-stoppages of epidemic scope. Many business con- 
cerns faced with the prospect of immediately unprofitable 
operation, uncertain that new wage demands would not 
be made with Government support as soon as volume 
production was established, and without assurance as to 
when price controls would end, refused to assume inevit- 
able losses even when confronted with combined union 
and Government pressure, The fight was on. 


“New” Policy Differs Little From Old 


With inflation now clearly recognized as the immediate 
danger, it might have been expected that the new wage 
policy would reverse the former practise of lending active 
encouragement to new wage advances. But that would 
have brought down upon the Administration the wrath 
of all organized workers who had not yet been granted 
increases already bargained through by other groups. 
This was avoided by directing the National Wage Stabili- 
zation Board in effect to approve any wage increases 
necessary to give general advances comparable to those 
already made. The only brake applied on the wage side 
lies in a directive to the Board not to approve, as a basis 





for price relief, wage advances that go beyond the estab- 
lished pattern. 

On the price side, the new directives to the OPA entail 
no important departure from its past procedures. Even 
the concession to review “hardship” cases promptly rather 
than after six months is only a pious hope, since it is un- 
likely that OPA is equipped to deal rapidly with the 
thousands of cases that will arise. A hardship case is de- 
fined as one in which, after absorbing an approved wage 
advance, an industry or establishment in a twelye months’ 
period of normal-rate operation is judged by the Price 
Administrator likely to operate at a rate of profits to net 
worth less than it averaged in the base period of 1936-1939. 

Let us see what this really means. In the first place, the 
rate of manufacturing profits in the base period was only 
moderate. But since the average net worth of manufac- 
turing corporations has increased one-third over what 
it was in the base period, the application of the OPA 
formula, assuming that its Administrator correctly ap- 
praises the twelve-month outlook, seems to provide for 
absolute profits one-third higher than the 1936-1939 aver- 
age. 

The OPA formula, however, applies to profits before 
taxes. What really matters to stockholders is profits after 
taxes. Corporation taxes have been increased from an 
average of 17 per cent in the base period to 38 per cent 
now. This means that the price adjustments granted by 
OPA on average will yield profits after taxes no larger in 
dollar terms than in the 1936-1939 period, although 1946 
manufacturing sales are expected to be more than twice 
as high. Under this procedure the ratio to net worth of 
profits after taxes will be one-fourth lower than the 
1936-39 average. This clearly undermines the incentives 
upon which production at high level depends. 

The workers get wage increases which promote infla- 
tion. The Government, bailed out from its previous mis- 
takes, gets political credit for raising wages. And the 
entire bill is handed to American industry for payment. 


But the Danger of Inflation is Real 


Under these circumstances, there is a growing demand 
on the part of business groups that price controls be 
rescinded immediately. It is argued that, once the restric- 
tive influence of price controls is relaxed, capacity pro- 
duction soon will supply sufficient goods to prevent undue 
price inflation. 

It is understandable that business should wish to be 
rid of Government controls which have operated in such 

‘a thoroughly inconsistent and damaging fashion. Unfor- 
tunately, there is ground for believing that more harm 
might result from this cure than from the disease. 

There is nothing in our situation that could bring on 
the kind of inflation that has been experienced by certain 
countries of Europe and Asia—in which the value of cur- 
rency deteriorates until it takes a cartload to buy a pair 
of shoes. But our situation now is definitely more threat- 
ening than it was in 1919, after the first World War. At 
that time wholesale prices and the cost-of-living sky- 

’ rocketed almost 25 per cent within twelve months. If we 
discard all controls now, as we did then, prices might 
easily go up from 25 to 50 per cent in a year’s time. 

An inflation of that dimension can do tremendous dam- 
age. While it lasts, all those dependent upon fixed incomes 
are damaged—all bondholders, including those who hold 





war bonds, all life insurance and annuity beneficiaries, 
all pensioners. Generally, the purchasing power of wages 


_and salaries would shrink, with white collar and unor- 


ganized production workers hardest hit. Controlled-rate 
industries, such as railways and other utilities, would be 
squeezed. General business would suffer least of all — 
while the boom lasted. 

But such soaring booms cannot last. The 1919 boom 
burst in mid-1920. By summer of 1921 industrial prices 
had fallen 40 per cent and industrial production was off 
35 per cent; farm prices had fallen 50 per cent. This time 
the boom might soar higher and last longer, but that 
would merely result in an even more precipitous drop. 
Business would be hard hit along with everyone else, and 
high wage rates would mean nothing to the unemployed. 


Controls Must be Consistent and 
Progressively Relaxed 


But if the Nation cannot afford to risk disastrous infla- 
tion by immediately abolishing controls, neither can busi- 
ness afford to accept the program which the Administra- 
tion now proposes. 

The wage-price policy will not hold the inflation line 
so long as the Administration is leading the assault to 
breach that line on the wage side, as it has done ever 
since VJ-Day. 

The Administration is now going before Congress to 
ask for a broad extension of its wartime powers for an 
additional year beyond June, 1946. 

Congress must see that this is not granted except upon 
terms that guarantee the use of such power with a con- 
sistency that has been conspicuously absent up to now. 

1, It must provide sufficient price relief to yield profits 
normal to high-level operation. 

2. The basis for price relief must be clearly defined and 
, gg to actual costs of operation at the earliest possible 

te. 

3. OPA administrative procedures must be speeded-up 
and streamlined, or the delays that characterized past ad- 
ministration will become intolerable. 

4. It must see that, once established, the new line is 
held as long as wartime controls are continued by enforc- 
ing restrictions on wages as well as prices. 

5. It must set an early date for the termination of all 
wartime controls and provide for progressive and bold 
steps for de-control to be taken before that date, as soon 
as production levels in any field are sufficiently high to 
restrain runaway prices. 

6. It must proceed without delay to marshal fiscal and 
monetary policies to combat inflation, in order that price 
controls may be discarded at the earliest possible date. 

Unless Congress does this — and it will not be easy in 
an election year—we are headed for an explosion. It will 
come in one of two forms—either in a continuance of in- 
dustrial strife, or in a rocketing inflationary boom that 
can only end in collapse and depression. 





President, McGraw-Hill Publishing Co., Inc. 


THIS IS THE 45rm OF A SERIES 











@ Cash in on the performance record of the Yale 
Cable King. For here’s a production tool that 
works at top speed, with full load, without over- 
heating. @ 

Yes, air cooling permits the Yale Cable King 
Wire Rope Electric Hoist to operate longer, faster, 
and more efficiently, and with complete safety 
because excess brake heat is eliminated. And re- 
member, the Cable King is the ONLY air-cooled 
hoist. 7 

But that isn’t all. Only the Cable King has a 
load brake with positive lubrication that reduces 
brake heat and wear. 

Point out to prospects how this powerful, fast- 
acting hoist saves time, conserves human energy, 
reduces rehandling . . . how it helps to wipe out 
“muscle money”’, those hidden costs which result 


from old-fashioned methods of lifting and shift- 
Yale Cable King Electric Wire Rope 
Hoists, available in types to meet all 
needs, are sturdily-built, power-oper- 
ated production lifting machines. Air- 
cooling assures perfect operation on a 
heavier duty cycle. 


ing materials. You'll rake in cool cash, and pave 
the way for more business, with the Yale Cable 
King! 

The Yale & Towne Manufacturing Company 
4530 Tacony Street ‘Philadelphia 24, Pa. 


Yale Pul-Lift — the tool of a 


Yale Midget King Electric 
Hoist is the ideal, economi- 
cal, light-duty power hoist 
for speedy handling of many 
production and mainte- 
nance tasks in large and 
small plants. Hook and 
trolley types. 


Yale Spur-Geared Chain 
Hoists— “from hook to hook 
a line of steel”—permit 
quick and safe lifting and 
spotting with little effort, 
but maximum efficiency. 
Supplied with trolleys for 
use on overhead track. 








thousand uses—cuts han- 
dling costs, safely and effi- 
ciently performs innumer- 
able hoisting and _ pulling 
jobs both in production and 
maintenance operations, 


‘ a Ses 
MATERIAL HANDLING MACHINERY 


CUTS HANDLING COSTS ... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


HOISTS — HAND AND ELECTRIC + TRUCKS — HAND LIFT AND ELECTRIC 
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The High Cost of Service 


A positive approach to making the small order pay a propor- 
tionately fairer share of the increased costs of doing business 


ALMOST UNIVERSALLY determined to ren- 
Jer superior service to customers, 
industrial distributors are planning their 
approach along two main avenues. First, 
they are seeking to carry larger, more 
representative stocks, and second, they 
are trying to build up larger and better 
trained sales forges. 

To those who remember the supply pic- 
ture after World War I, this pattern is 
familiar. Then, as now, emphasis was on 
service. But, in many instances, the 
standards of service became so inflated 
that profits became non-existent. 

Therefore, today’s picture would be 
especially disturbing but for one impor- 
tant difference—a keen awareness that 
service must pay its way. Perhaps the 
largest single factor in sharpening this 
awareness is the cost of doing business 
which is riding a crest created by higher 
wages and greater taxes. Capping both is 
the ceiling on prices. 


FULL EMPLOYMENT: Increased vol- 
ume, of course, is one of the obvious 
answers to increased costs, but that rem- 
edy means the distributor works harder 
and risks more capital for a questionable 
inicrease in net return. And, it is realized 
generally that the hanging of all hope on 
that single peg, which itself is driven into” 
the dubious “full employment” scheme, is 
dangerous. That the danger is realized is 
demonstrated by the work being done in 
other directions by some distributors, 
such as efforts toward selective selling, 
including devices such as concentration 
of sales effort on more profitable lines and 
the like. Also there is the school of 
thought which is holding up the entire 
matter of pricing for thorough scrutiny. 
Distributors of this school are looking at 
both ends of the pricing problem and ask- 
ing: Are our present pricing methods 
right? They are considering ways and 
means of making the small order pay its 
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Order Breakdown 


Percent to 
Total Number Percent to 
Size of Order of Orders Dollar V olume 
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way, or at least a larger portion of its 
way; and of pricing to get the volume or 
big order business which is associated 
with direct buying habits. 

There are about as many shades of 
opinion on the small order problem as 
there are individual distributors. Never- 
theless, there is a remarkable degree of 
unanimity on the fact that the cost of the 
small order is high. Yet, because the 
small order also is a service demanded by 
the account that places big orders, drastic 
surgery is not considered wise. The ques- 
tion, consequently, resolves itself to decid- 
ing where to operate and how deep to cut. 

No easy decision is involved. However, 
since the matter was given a statistical 
airing in Mitt Suppties (January, 1941) 
with reports by Rhae Swisher, Oscar Iber 
and Dan W. Northup, opinion in distri- 
bution circles has tended to crystallize. 
But there still are two main lines of think- 
ing, and opinions within each vary to a 
marked degree. Roughly speaking, these 
two camps may be described as follows: 
First, there is the extremist who believes 
that the small order always was, is and 
will be and that there is nothing to be 
done about it but to take the bitter with 
the sweet; the second extremist believes 
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all lines may be so priced that the small 
order, no matter how small, will pay its 
own way. Between the two, there is much 
ground for careful consideration. 


BREAKING EVEN: One of the diffi- 
culties in bringing into sharpest focus the 
picture of small orders is the fact that the 
very words “small order” do not mean the 
same thing to all distributors, except in 
the end result, i.e., an order too small to 
produce a profit. The commonest ac- 
cepted definition seems to be an order 
involving $5 or less. Mr. Swisher’s study 
showed the break-even point comes at 
$15.42, a considerably higher figure. The 
$15.42 figure is an average and its main 
usefulness would seem to be in its func- 
tion as a point from which to begin a 
study of small order correction. In ad- 
dition, it has an eye-opening effect on 
those who thought that anything above $5 
was a good order. 

Other statistics in the study included a 
breakdown of order size in relation to the 
total number of orders handled and dollar 
volume. 
above.) 

What the study did not go into was the 
relationship ‘between the orders of dif. 


(See “order breakdown” table, 
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ferent size. By this is meant an analysis 
of accounts which would show how many 
small orders came from the accounts 
which produced the big orders. For ex- 
ample, a company which, from time to 
time, gave a distributor an order involv- 
ing $1,000 might be responsible for many 
small orders. 

At any event, the table does show that 
roughly three-fourths of the orders ac- 
counting for one-third of the dollar busi- 
ness fall below the break-even point of 
$15.42. The table also shows that one- 
fourth of the orders account for two- 
thirds of the business. And, looking at 
the largest order classification—over $50 
—it is seen that a mere 6.42 percent of 
the orders is responsible for nearly 30 
percent of the dollar business. Therefore, 
until it is known exactly which accounts 
are responsible for the profitable, big 
orders, and to what extent they are small 
order offenders, too, it would seem the 
distributor should move slowly in apply- 
ing corrective measures. 


GUIDE POSTS: Such statistics, it would 
appear, can serve the individual distrib- 
utor only as guideposts, aiding him in 
finding the proper solution to weeding out 
hopelessly unprofitable accounts. 

Distributors who have succeeded in 
minimizing small order losses spend a 
considerable amount of time inspecting 
orders. They believe it is only by such 
scrutinizing that the real trends become 
visible. And they recommend that the 
orders for a period of a week or more be 
viewed at one sitting rather than a day’s 
business. It is then that the day-to-day 
sequence of events in the individual ac- 
counts become apparent. 

For example, one distributor who ana- 
lyzes a couple of weeks’ orders at a time 
found one account whose monthly volume 
was excellent but which actually was a 
poor account. Quite frequently this ac- 
count had entered as many as a half- 


dozen different orders in the same day, 


calling for small quantities in each in- 
stance. Regardless of the consolidation 
possible on deliveries, it was an expensive 
practice because each order required sep- 
arate billing. Seeking correction, the dis- 
tributor went to the account and obtained 
permission to render consolidated _bill- 
ings. He hopes later to persuade the 
account to group its orders. 


CHRONIC LOSS MAKERS: In the main, 
an analysis of purchase orders should en- 
able the distributor to spot the chronic 
small orderer: 

(a) who is chronic because he is a 
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Rhae Swisher 


today. 





Oscar Iber 


SMALL orpeRS have always been a problem for industrial distributors. Although 
six years old, the figures disclosed by Mr. Swisher, Mr. Iber and Mr. Northup in 
Mill Supplies (January 1941) serve as a good basis for studying the problem 


Dan W. Northup 








small operator ; 

(b) who spreads his available business 
too thin; 

(c) who gives his big orders to some 
favored supplier ; 

(d) who could be a really desirable 
account if he would bunch his orders. 


Regarding (a)—the small company 
that orders small quantities—the dis- 
tributor cannot well refuse to render serv- 
ice for that would be denying his eco- 
nomic function. Besides, many small ac- 
counts have grown into big ones. There 
is, however, a remedy available which will 
be discussed later in this article. As for 
buyers in the three other classifications, 
intelligent sales work is the indicated 
need. 

For the account that spreads purchases 
too thin, there are many arguments 
against the practice from the standpoint 
of service alone. The account that favors 
one source of supply with its large orders 
and another with its small ones, presents 
a more -difficult problem. Many distrib- 
utors have adopted a “make or break” 
attitude in these cases, trying courteously 
and persuasively to demonstrate the un- 
fairness of the situation but when failing 
to simply request the business be placed 
elsewhere. It is, of course, the (d) type 
of orderer—the one whose purchases in 
aggregate represents a respectable total 
—on which the most careful kind of 
missionary work is indicated. 


THE HUMAN SIDE: Human nature 
being what it is, many distributors believe 
that the most important point in ap- 
proaching such an account is not the fact 
that the-buyer’s loose habits are expensive 
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to the distributor, but rather that they are 
expensive to the account itself. Available 
information in 1940 showed that the aver- 
age cost of placing an order was $1.27. 
It is probably much more under today’s 
conditions. It could be pointed out that 
substantial savings result from bunching 
orders. The experiences of distributors 
who have adopted this tactic show that 
when the dollars and cents fact is pressed 
home, augmented by an appeal to the 
buyer’s inherent sense of fairness (based 
on the argument that the practice is even 
more expensive to the distributor), there 
is a probability of success. 

The big or preferred account which 
also is a small order offender may or may 
not be handled in this fashion and more 
is said about this type of account later. 
As for the emergency small order, it is 
unavoidable and a definite part of the 
distributor’s service. 

The starting point of all of these ap- 
proaches for ameliorating the small order 
problem is in the individual distributor’s 
analysis of his own orders, with use of 
the statistical evidence cited earlier as an 
auxiliary. But, excellent as they are, there 
are many who feel that not one part of 
any of this strikes at the source of the 
real trouble. 

Those distributors who profess an at- 
tack at the central source of the problem 
bring up this question: Why must it be 
necessary to go to all of these various 
lengths merely to keep our customers 
ordering in quantities sufficient to pro- 
duce a profit to us? And they ask the 
next question: Does not this situation in- 
dicate that there is something wrong 
basically with our pricing structure? 

(Continued on page 138) 
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For small lines where straight-through 
flow is required, here is an ideal valve. . 
Especially suitable for sampling, viscous 
fluid and instrument line service. 

Body and bonnet are forged steel and 
the disk is a truncated cone swivel plug, 
giving full contact against a borized con- 
ical seating surface. A-diagonal pressure 
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’ Your STANDARD Gates Vulco Ropes 
Are Today Giving BETTER SERVICE . 
Than ANY V-Belts Ever Built Before! \ 


Earty IN THE Wak, it became perfectly clear that Army tanks, tractors and self- \ 
propelled big guns in combat service simply had to have V-Belts of greater strength : 
and durability than had ever been built before. Gates developed these greatly super- 


ior V-Belts through intensified, specialized research — and here is why this fact is 
\, now important to YOU: — \ 
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¥ Every Improvement developed 
by Gates for these Army V-Belts 
has also been added, day by day, to 
the quality of the Standard Gates 
Vulco Ropes which have been de- 


livered to you. 








This is one of the very few instances in which improvements devel- 
oped primarily for military use. could be passed on immediately to you. 


All Gates V-Belts 

are Built with Ordinarily, you would have had to wait. An exception was made in the 

The Patented case of Gates V-Belts because it was recognized that industry needed the 
best possible V-Belts in order to achieve the greatest possible production 





—and maximum production was vitally essential. 


Se | That is why Gates has been able to pass on to you, day by day, 

4 every V-Belt improvement developed for our armed forces during the 
war—and that is why your Standard Gates Vulco Ropes are today deliver- 
ing far better service than any V-Belts ever built before! 


THE GATES RUBBER COMPANY 


Engineering Offices and Jobber Stocks in All Large Industrial Centers 
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uthorized Bunting Distributors stock Bunting Pre- 
cision Bronze Bars and Standard Stock Bearings. There 
are hundreds of Bunting Distributors, leaders in their 
territories; one of them is near you and ready to serve 
you. The Bunting Brass & Bronze Company, Toledo 9, 


Ohio. Branches in Principal Cities. 


BRONZE BEARINGS x BUSHINGS x PRECISION BRONZE BARS 
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CONTROVERSIAL SOLUTION: As 
viewed by some, the ideal approach for 
solving the dilemma is to price the small 
order so as to make it pay its way. Thus, 
it is argued, the careless purchaser who 
could marry up his orders and get maxi- 
mum discounts would have a real in- 
centive to do his job more efficiently; the 
small purchaser would have an incentive 
to make a given distributor his sole or at 
least chief source of supply. 

The history of attempts to enforce such 
a solution is notable chiefly for good in- 
tentions. This is particularly true in the 
larger centers, such as Chicago and New 
York. At one time or another, the really 
competitive centers have striven for the 
high ideal, usually with one strong house 
attempting leadership. But, in almost all 
cases, a gradual decline from the high 
ideal has been recorded. However, like 
water dripping on a stone, each attempt 
has left its mark. To varying degree, 
price brackets based on volume have re- 
mained in effect, but have they applied to 
the big or so-called preferred accounts? 
Probably not. A number of distributors 
in the larger centers view the possibilities 
of making small orders pay their way as 
simply “a beautiful dream—nice but im- 
practical”. One ‘larger distributor said 
without cynicism that every time he tried 
to operate that way it cost him customers 
—lost to those who thought his example 
fine, but failed to follow. 

In the moderately-sized cities, such as 
Milwaukee and Des Moines, the distrib- 
utors do not have all of the problems 
which beset those in larger centers, and 
in some cases progress has been made. 

Taking a page from some manufac- 
turers’ books—hacksaw blades, grinding 
wheels and bandsaw blades, to name a 
few—distributors in some centers, taking 
independent action, have attempted to set 
up similar tables for other lines which re- 
duce the discount as the size of the order 
diminishes. Naturally, to be included in 
current price ceilings, these prices have 
had to be in effect for sometime. And, 
like the suggested discounts by manufac- 
turers, the distributors’ tables are set up 
individually and are based partly on ex- 
perience and partly on the need for start- 
ing and stopping points. 

DISTRIBUTOR MADE BRACKETS: 
Discount ratios to volume, as worked out 
by various distributors vary somewhat 
but the pattern is the same. One middle- 
west distributor has worked out (and fol- 
lows to a large extent) these discounts for 
high speed jobber drills, using purchases 
in terms of list price as the guide: Pur- 
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chases amounting to $25 list and over, 40 
percent; $5 to $25 list, 33 percent; under 
$5 list, 25 percent. 

For taper shank, high speed drills, his 
table is as follows: $25 list and over, 50 
percent and 5 percent (yielding a margin 
of 20 percent) ; $5 to $25 list, 47 percent 
(yielding a margin of 28 percent) ; under 
$5 list, 40 percent (yielding a margin of 
37 percent). 

Similar graduations on other lines also 
have been worked out. 


THE EXTRA SMALL ORDER: This 
same distributor adds a snapper for the 
really small order—the broken package. 
Where the unit is one dozen, for example, 
and the price, say, is $12 a dozen, the 
price for a single piece from the package 
is not $1, but is $1.20. So, if this ex- 
ample were to cover high speed jobber 
drills, the discount would be 25 percent 
(because the order calls for less than $5 
list price) and, in addition, the price for 
an individual piece would be determined 
by taking the price for a dozen at that dis- 
count and then dividing the dozen price 
by 10. In other words, the decimal point 
would be moved over adding another 20 
percent to margin. He also applies a 50- 
cent minimum. 

Where the unit is a gross, this distri- 
butor arrives at the price for sales of 
less-than-a-gross but more-than-a-dozen 
difierently. , Straight price for units of 
1 dozen is determined by dividing gross 
price by 10. Then the price for the in- 
dividual piece is arrived at by dividing 
the dozen price by 10. Below all is a 
minimum order level of 50 cents. 


BRACKETS AND PROFITS: This dis- 
tributor claims that virtually every line 
he carries is priced in this fashion. “Re- 
cently,” he said, “I analyzed one month’s 
sales of belting, and it was surprising 
how the small orders built up a profit. If 
we did not have the bracket system, we'd 
have lost money on our total belting 
sales.” 

Another distributor who has a similar 
pricing policy credited it with pulling 
him through the trying days of the 1930's. 
“If we had not made a profit on our 
smaller orders,” he said “we might well 
have gone under. As it was, it was a 
narrow squeak.” 

Still another distributor was adamant 
in his position that it is only by constantly 
hammering away at the theme: “Whole- 
sale prices for wholesale quantities; re- 
tail prices for retail quantities”—that the 
mill supply business will ever lick the 
small order problem. “And, at the same 
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time”, he said, “everyone must keep 
shooting at the chiselers.” 


PRO AND CON: However, there is a sub- 
stantial number of distributors—espe- 
cially those in the large, metropolitan 
areas—who while subscribing to the 
theory of price brackets do not feel that 
it is practical or realistic to try to apply 
them uniformly. Many actually do have 
bracket prices for other than their major 
accounts, but even in these instances the 
margins produced by the brackets are 
neither ‘adequate nor consistent in their 
application. Even where manufacturers 
have attempted to establish and police 
recommended price brackets, there are 
records of the maximum discount prevail- 
ing for all sales, irrespective of size, to 
preferred accounts. 

There are metropolitan distributors 
who feel that even if it were possible for 
all distributors in a given area to agree 
to a price policy, that manufacturers’ 
agents in such warehousing areas as Chi- 
cago or New York would continue to be 
an upsetting factor. The case of a lathe 
chuck manufacturer whose salesmen get 
a larger commission than their distribu- 
tors was cited as one example. Other 
examples of where direct selling have 
upset distributors’ price policies have 
been cited to Mitt Suppties, and, for 
the most part, they were in areas where 
manufacturers’ agents had access to 
stocks. And, of course, in any large in- 
dustrial area there is bound to be another 
disturbing factor—the “fringe” element 
which depends on price concessions to 
keep it in business. But this complaint is 
not peculiar to the mill supply business. 

There is something of the pot calling 
the kettle black in such arguments, ac- 
cording to proponents of adequate price 
bracket systems and their firm and uni- 
form application. The real problem, it is 
said, is not so much the manufacturers’ 
agents or the fringe element, but the 
bona fide distributors themselves who 
can give valuable service to customers far 
beyond the reach of any manufacturers’ 
agent or fringe element distributor. 

But, regardless of the pros and cons of 
this particular approach to an old prob- 
lem, one fact does stand out: 

With the cost of doing business in the 
days ahead on the upgrade, and with the 
trend toward larger, more complete stocks 
and more and better personnel, necessity 
may make it mandatory for distributors 
individually to consider early decisive 
action on any proposition which would 
tend to make each order pay a propor- 
tionately fairer share of its real cost. 











When Your Customers Are Pinched by High Production Costs 


.. . Recommend 





Cc. mm ¥ KK Fe 


420 South tilinois Street . Indianapolis 9, Indiana 
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a BUSINESS like yours—well established, with a good reputation 
for competent service to customers; and Clark's Celfor Tools— 
quality leaders for 42 years: think what an ideal business-getting 
combination these two can be. 


The Celfor Franchise gives you a complete line including: 


CELFOR TWIST DRILLS .. . the first high speed drills made by the 
Celfor Process of forged blanks hot twisted. Result . . denser metal, 
better cutting qualities, longer life. 


CELFOR REAMERS .. . the original product of Clark Equipment, 
and for over four decades a standard of tough usefulness and low 
cost performance. 


CELFOR CARBIDE CUTTING TOOLS. . . Newest members of a dis- 
tinguished family, making Clark the only manufacturers of a full line. 





We are both looking for business—and not merely for “tool 
orders” but for permanent connections with the leading tool users. 


Let's work together—to our mutual advantage. Details of the 
Celfor Franchise make interesting reading. If the idea appeals to 
you, write us. 


DRILL DIVISION 


CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 








Products of CLARK ¢ TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS ¢ BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS e GEARS AND FORGINGS ¢ RAILWAY TRUCKS 
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Clifford Sears Back 
With Neal In Rochester 





ENSIGN CLIFFORD E. SEARS 


Ensign Clifford E. Sears, son of C. 
M. Sears, manager of the R. C. Neal Co., 
Inc., branch in Rochester, N. Y., has 
returned to his job as industrial supply 
salesman after having been honorably 
discharged from the Navy. Before join- 
ing the Navy, he sold for Neal in Roches- 
ter from 1939 to 1941. During the three 
years and four months in service, En- 
sign Sears was attached to the Naval 
Air Corps as radar officer and flight di- 
rector. He saw considerable action in 
the Pacific area. 


John Hawkins Retires, 
Emmons-Hawkins Executive 


John L. Hawkins, vice-president and 
treasurer, Emmons-Hawkins Hardware 
Co., Huntington, W. Va., has retired from 
business life. He had been associated 
with the distributing firm since 1891, 
when the establishment was known as 
Emmons & Marr. 

No vice-president has been named to 
succeed Mr. Hawkins, but W. J. Fleming, 
secretary, has been made secretary and 
treasurer. M. W. Dugan was reelected 
president and G. M. Dugan elected to 
the board of directors. 


Perry And Bower Join 
Mau-Sherwood Sales 


Robert E. Perry and R. E. Bower have 
joined the outside sales force of the 
Mau-Sherwood Supply Co., Cleveland. 
Mr. Perry, a graduate of Otterbein Uni- 
versity, is working in the city, while Mr. 
Bower is selling in the Akron area. 


















eee . 
Diamonds in an Improved, VITRIFIED Bond 

Now, the unequalled abrasive properties of diamonds gains 
the advantages of Bay State’s improved, vitrified bonding — 
greater strength and rigidity, plus faster, cooler cutting 
action. Results are longer life, hair-line accuracy and lower 
grinding cost per tool—a definitely increased efficiency 
that is naturally followed by increased sales. Bay State also 
offers Resinoid and metal bonded Diamond abrasives. 











206s , 


Bayflex ... for BALANCED Flexibility 


Bay State’s new Bayflex Wheels — incorporating cotton 
fibres in a newer and tougher abrasive bond—have balanced 
flexibility and are amazingly safer because they are practically 
unbreakable. This new wheel with its fast, free cutting action 
is demonstrating its improved performance in many metal- 


The RIGHT Tools in the RIGHT Place 
Bay State Mounted Wheels and Poinfs are right — run 
absolutely true, are free from hard and soft spots and need 
no breaking-in period. And packaging them in two handy 
sets of the 20 and 12 most commonly used units puts them in 
the right place—within easy reach of the operator, eliminating 





working plants, particularly in cutting-off non-ferrous metals. , fumbling, delay and lost motion. 





Reflecting the very latest practice in the design and manufacture of bonded 
abrasives, these three new Bay State developments are winning friends daily, 
while chalking up enviable sales records. Like all Bay State products they 
are kept prominently before your customers — by steady advertising in 
leading metal-working publications and direct mail for your use. Alert Bay 
State distributors will find this cooperation an effective aid to the increased 
sales of these ultra-modern Bay State achievements for better grinding. 


BAY STATE ABRASIVE PRODUCTS CO. 
12 Union Street, West#oro, Mass. 
Canadian Plant: Brantford, Ontario 





ABRASIVE PRODUCTS. 


HONING AND SUPERFINISHING STONES @ PORTABLE SNAGGING WHEELS 


INSERTED-NUT DISCS AND CYLINDERS Q 
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GRINDING WHEELS 





MOUNTED WHEELS AND POINTS CUT-OFF WHEELS 
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“BALANCED HEAT” 
eliminates excessive 
tip replacements... 


Where soldering joints must be pre- 
cise, the trend in industry towards 
HEXACON irons is indicative of their 
outstanding dependability. 
Noteworthy is their use by Western 
Electric Company. 
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Rugged construction, low power consumption, 
and the application of ‘Balanced Heat" prin- 
ciple of construction, actually increases solder- 
ing efficiency substantially. Costly tip replace- 
ments and element burn-outs are minimized 
because hexagon-shaped barrels dissipate 
20% more excess heat when irons are used 
intermittently. 


P LITERATURE ON REQUEST 


Ranging from 40 to 700 watts, and with tip 
diometers ranging from %4" to 13%,", the HEX- 
ACON line of soldering irons is all-inclusive. 
Detailed information concerning this quality 
line of screw tip and plug tip irons, and the 
patented HEXACON Hatchet type iron will be 
sent on request without obligation; write today. 


HEXACON ELECTRIC CO. 
138 WEST CLAY AVE., ROSELLE PARK, N. J. 
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Philip Thompson Retires, 
Succeeded By Son 


Philip J. Thompson has retired as 
president of the Stambaugh-Thompson 
Co., Youngstown, Ohio, distributing 
firm, and has been elected chairman of 
the board. His son, James B. Thompson, 
with the company since 1923 and its 
general manager since 1930, has been 
made president. 

The elder Mr. Thompson entered 
Stambaugh-Thompson in 1895 shortly 
after completing his education at West- 
ern Reserve University. He was elected 


| general manager in 1907 and president 


and general manager in 1915. Mr. 
Thompson is very civic minded and has 
found time through the years to organize 
and promote several community affairs. 
He helped to found the Youngstown 
Community Corp., the Community Chest, 
and has been interested in the city 
school system and the Boy Scouts. 
Other officers elected during the an- 


| nual meeting of the board are Philip S. 


Stambaugh, Jr., vice-president; William 
J. Gutknecht, Jr., secretary, and F. C. 
Krimmer, treasurer. 


Brittingham Promoted 
By Corning Glass 


Russell Brittingham has been made 


_ assistant to W. C. Decker, vice-president 





in charge of the bulb & tubing and tech- 
nical products divisions, Corning Glass 
Works, Corning, N. Y. Mr. Brittingham 
will work with both the production and 
sales departments of the division. He 
was formerly assistant to the firm’s as- 
sociate director of research and develop- 
ment. 








F. J. White, office manager, Tri- 
State Mine & Mill Supply Co., 
Cumberland, Md., finds a moment 


to check an order. His assistants 
are Jean Shearer, left, and Martha 
Reagan. 
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' | SAVE TIME AND COST Shiota 
BY ORDERING FERRY CAP PRODUCTS BY NAME 
1 
le , 
s- You can save time, effort and cost by ordering Shinyheads and 
a Hi-Carbs by name. No need to write up the order the long way 
giving unnecessary details. The Ferry Cap trade name, as indicated 
ey below, is its own specification and your guarantee. 





Simply specify— Shinyheads NC Shinyheads NF Hi-Carbs 


Shinyheads mean hexagon head cap screws of high carbon C-1038 NC or NF Thread 
steel—full finished—bright, shiny heads—NC or NF thread. 


Simply specify— Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 


These Ferry Cap products are carried in stock in popular catalog Standards & Specials 
sizes in bulk and in attractively labeled packages. by the millions 

















The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS © SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS * FERRY PATENTED ACORN NUTS 
eee Toei eieecinanntiac iin lemeemeeenernaediciaenicn na mms ead 
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When Time Means Money 


22% slash in rates since 1943 
makes this fastest delivery service 
a better business buy than ever 


d something fast — to keep 


ou nee 
mi ss going and men at work, 


your busine 
to serve a customer 
you need Saguenyes wd spee 

i ces 
merchandise or sales pie —_ 
customer happy? Then use Air et 

s. Let its speed save time (a rs 

ter of hours from coast-to-coast). An 
the time you , 
money that makes this fastJ 
est delivery service earn 
its weight in gold! 


AIR EXPRESS EARNS 
ITS WEIGHT IN GOLD 


or to get one? Do 
d’”’ on new 
to keep a 


save means money — 


HERE'S HOW LITTLE IT COSTS (U.S. A.) 


aR 


mies |? * 


$1.00 | $1.00 


40 Ibs 
Cents per tb. 


$1.00} $1.23 3.07 


5 ths. | 25 Ibs. | 40 Ibs. 


1.02) 1.18) 230) 3.68 9.21 


1 


2350 


Re Sas B 


149 
349 
549 1.07 | 142] 3.84) 6.14 
049 1.17) 198) 7.68 
2349 1.45) 3.53 
147) 3.68 


15.35 
30.70 
70.61 
73.68 


12.28 
17.65 | 28.24 
186.42 | 29.47 





Specify Air Express — Better Business Guy Than Ever 


Shipments go everywhere at the speed of flight between principal U. S. 
towns and cities, with cost including special pick-up and delivery. Same- 
day delivery between many airport, towns and cities. Fastest air-rail 
service to and from 23,000 off-airline points in the U. S. Service direct by 


air to and from scores of foreign coun 


tries in the world’s best planes — 


manned by the world’s best crews — giving the world’s best service. 









Write Today for new Time and Rate Schedule 
on Air Express, It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17. Or ask for 
ft at any Airline or Railway Express office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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Tool Exposition 
Scheduled For April 


The Cleveland auditorium will be the 
scene of the American Society of Tool 
Engineers’ Exposition from Apr. 8 to 
12. Built around the annual convention 
of the A.S.T.E., the exposition will cover 
the widest range of products to produc- 
tion engineers yet offered at any time in 
the history of industry. A total of some 
400 different classes of products will be 
on display. 

Many of the items shown will be en- 
tirely new; representing, as they do, 
war time developments not previously 
displayed to the industrial public. The 
key to the exposition will be the ways 
and means of producing goods at lower 
cost while paying higher wages to the 
producers. 


Goss Joins 
Machinery Sales 


J. D. Goss has become associated with 
the Machinery Sales & Supply Co., Dal- 
las distributing firm, in the position of 
assistant purchasing agent. He formerly 
held the same job with the Guiberson 
Corp., Dallas manufacturing of oil well 
supplies and hoisting equipment. 


Omaha Distributor 
Keys Displays to Times 


When he heard that the farm imple- 
ment dealers were holding a convention 
in Omaha, John F. Day, vice-president 
and general manager, John F. Day Rub- 
ber and Supply Co., got busy setting up 
a floor display emphasizing items iden- 
tified with farms. Cordage, stock tank 
water small electric welders, 
lubrication pumps, belting and the like 
were featured prominently. The next 
step was to invite the visiting equipment 
men to take a look. Mr. Day reports 
that things worked out mutually satis- 
factory. 


heaters, 


4 





Floor display set up by the John 
F. Day Rubber & Supply Co., 
Omaha, to catch farm equipment 
dealers’ eyes. 






















SWISS PATTERN FILES 
earn repeat orders 


—Ea7_ 


because... 





These high quality precision tools enable 
users to do faster, better filing work at less 





cost. They are preferred by tool and die- 
makers and machinists for all accurate or intri- 
cate work and for finishing operations because 
of their uniform hardness, clean sharp long- 
wearing teeth, and extra long filing surface. 


More than 3000 different shapes, cuts and 
sizes enable you to offer an exactly suitable 
"American Swiss" file for all Swiss-Pattern file 
i : requirements. Our 100°, dealer cooperation 
OA further makes “American Swiss" files a desir- 
—- \ able and profitable line to handle. Write for 
& on : complete information and prices. 


AMERICAN SWISS FILE & TOOL CO. 


ELIZABETH 1, NEW JERSEY 





ASK FOR THEM 
* 








SWISS PATTERN FILES 
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GRINDING WHEELS 
AND MOUNTED WHEELS , 





Millions of whirling abrasive wheels, trained 
in war's tough school of precision finishing, 
each doing a prime job in laboratory, tool 
room, aboard ship, on production line. And 
—they’re all set and eager to tackle civilian 
goods, now that peace machinery is singing 
again. 


Whether it's removing burrs, smoothing edges, squaring surfaces | 


so accurately that the finish can be measured in micro inches, or 
cut-off work—there's a Chicago ready to do a top-ranking job 
for you. 


VITRIFIED GRINDING WHEELS with a 50-year sili: Up to 3" 


in diameter in various abrasives and bonds including the famous FV Bond. 


MOUNTED WHEELS. The largest assortment made with a shape and 


abrasive to take care of every internal and external finishing job. 


CUT-OFF WHEELS. All types and sizes. Now offered with the sensa- 


tional new special-formula RT Bond (rubber or resinoid). 


— DISTRIBUTORS — 


This advertisement is appearing in leading industrial publications. 
Write for Catalog and Engineering Survey Forms helpful in solving 
your customer's grinding problems. 


Send coupon for Illustrated Catalog 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. MB, Chicago 7, Ill 


— of ization has ame 
* 2° ony, some | es ovr reputation as 





Send Catalog. interested in (] Grinding Wheels [] Mounted Wheels 
(0 Cut-off Wheels [] Send Test Wheel. See... 





ee ane ups esthdhes eeUnaN aaaides kebecadtes boucd 


Address ......... Ci. Picksvcxteeinn tens teavisosiiael ME 
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Letter To The Editor 


Editor: 


On page 103 of the January issue of 
Mitt Suppiies there is a very clever 
cartoon. One of the items which caught 
our eye was artist’s attempt to depict 
a copy of Mitt Suppiies magazine on 
one of the desks. 

We enclose herewith an actual photo- 
graph of a portion of our Medford office. 
You will notice an actual copy (see cut 
below) of your very excellent magazine 
on the desk of our Mr. Cal Hammerly, 
mill supply salesman for a large portion 
of the Rogue River Valley. 

From the president to the office boy, 
and particularly with our outside sales 
force, Mitt Supp iis is one of our prin- 
ciple sales tools—George P. Davis, 
Lorenz Co., Klamath Falls, Ore. 











Headley Honored 
By May Hardware 


Andrew G. Headley was recently made 
a member of the May 20-Year Club at a 


| testimonial dinner given in the May- 
| flower Hotel, Washington. Mr. Headley 
_ started work with the May Hardware Co., 





| 








Washington, as a helper on trucks, and 
was successively a driver, stock clerk and 
counter salesman. He became an out- 
side salesman in 1935 and has continued 
in that capacity for the past ten years. 


Welding Association 
Elects New Officers 


The Resistance Welder Manufactur- 
ers’ Association recently elected 1946 
officers during its regular meeting in De- 
troit. Those elected were H. B. Warren, 
Thomson-Gibb Electric Welding Co., 
Lynn, Mass., president; G. N. Sieger, 
S-M-S Corp., Detroit, vice-president; 
George A. Fernley, Philadelphia, execu- 
tive secretary; and H. R. Rinehart, sec- 
retary-treasurer. 



















How the Helicoid 
Gage Works 


PRESSURE enters the socket (1) connected to 
pressure source. Pressure to be measured 
may be air, steam, water, oil, or any liquid 
or gas. Thru socket, the pressure enters Bour- 


don tube (2). 


BOURDON TUBE (2) is an oval-shaped tube 


of semi-circular form with a sealed end (3). 


Any pressure in the tube, in excess of external 


or atmospheric pressure, causes tube to as- 
sume a more circular cross section. The flat 


sides are therefore forced apart, and the tube 
tends to straighten out at the free end, and 
tip (3) moves outward. The reverse effect 
occurs under vacuum, when the pressure in 
the tube is less than the external or atmos- 


pheric pressure. This movement of the tube 


at the free end is called tip travel. In prin- 
ciple, it’s just as simple as blowing into a 
limp glove, causing the fingers to move as 


they fill with air. As the tube tends to straight- 


en, the tip (3) moves outward. On vacuum 
(pressure below atmospheric) the tip moves 


inward. 


CONNECTING LINK (4) connects the tip of 


Bourdon tube to movement slide nut (5). 
The tip end of the link travels in a straight 
line while the movement cam (6) travels in 
an arc around pivot (7). 

MOVEMENT SLIDE NUT (5) which joins the con- 
necting fink (4) to the movement cam (6) is 
adjustable, and is used for calibrating gage. 
Lengthening or shortening distance of slide 
nut (5) from pivot (7) is necessary to get 
exact relationship required to translate the 
travel at the tip to a 280° revolution of the 
pointer shaft. Moving the slide nut outward 
decreases amount of travel of pointer. Mov- 
ing slide nut inward increases the pointer 
travel. The Helicoid movement is made with 
this adjustment at the rear. Hence, the Heli- 
coid Gage can be calibrated as a unit by re- 
moving the entire system from the case, but 
without removing the pointer and the dial. 
This saves much time when calibrating. 

CAM (6), which is toothless, in contact with the 
Helicoid roller of the movement, multiplies 
the tip travel into rotary motion of the 
pointer shaft. A tip travel of 3/16” is multi- 
plied to a scale length of 10” on a 414” dial. 

Positive and practically frictionless motion 


. 


(This is page 3, of the new Helicoid Gage catalog. Send for a copy.) 








is assured by the rolling action of the polished cam surface 
the polished Helicoid roller. : 

HAIRSPRING (8) holds the lower surface of the roller groove in 
continuous contact with lower surface of the.cam facing. Both 
of these surfaces are polished. 


BOTTOM PLATE (9) of movement is rotatable. Rotating this 
movement changes the relationship between the direction of 
the tip travel and direction of travel of connecting link. This 
relationship must be such that every increment of movement 
of the tip is translated into uniform increments of angular rota- 
tion of the cam, and hence equal increments of travel of the 
pointer. The rotary feature of this movement is advantageous 
when calibrating the gage. 

POINTER (10) travels uniformly around dial for equal changes in 

pressure, if the gage is in calibration. 

The gage shows the difference between pressure in the gage system 

and atmospheric pressure, commonly known as gage pressure in 

contrast to absolute pressure. Zero mark on dial represents 
atmospheric pressure, about 14.7 p.s.i. absolute at sea level. 

A vacuum gage shows the difference between atmospheric pres- 

sure and that pressure to be measured below atmospheric. 


HELICOID GAGE DIVISION 
AMERICAN CHAIN & CABLE 


BRIDGEPORT 2, CONNECTICUT 
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STAR BLADE 


AND MAKE 


a aicGER PRK UF, If 


eS SY 


These two popular fast-cutting STAR Hack Saw 
Blades are establishing outstanding performance 
records, 


STAR HIGH SPEED STEEL “MOLY” TYPE BLADES for 
fast accurate cutting of extra hard materials. 


STAR UNBREAKABLE SPECIAL FLEXIBLE BLADES for 
tough sawing jobs, especially in awkward cutting 
positions. 


Stock the complete line of. STAR Hand and Power 
Hack Saw Blades, Frames, and metal-cutting Band 
Saw Blades — you'll find it pays . . . big. 


CLEMSON 


CLEMSON BROS, Inc., Middletown, N.Y. 


Mokers of hand and power hack saw blades 






frames, metal cutting bond saw blades and 


the Clemson O-17 lawn mochine 
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Neal Promoted 
By Nicholson 





EDMOND A. NEAL 


Edmond A. Neal has been appointed 
sales promotion manager, Nicholson 
File Co., Providence. He will assist Harry 
L. Whitney, director of sales, and will 
specialize in sales and market analysis. 
and in the development of sales terri- 
tories. 

Mr. Neal has represented his company 
in the New York and Philadelphia areas 
for the last six years, and is well known 
to distributors and members of the trade 


in those territories. 
e 


Supply Firm 
Changes Name 


Clarence Holden, head of the indus- 
trial supply division, General Engineer- 
ing Co., Fort Worth, Texas, has an- 
nounced the formation of the General 
Industrial Supply Corp. out of a reor- 
ganization of the original division. With 
Mr. Holden in the new company are 
Bert Pritchett, J. D. Craig, O. K. Miles, 
J. V. Rhodes and C. R. Leverton. 


Carboloy Makes Changes 
In Field Personnel 


F. J. Staroba, formerly representing the 
Carboloy Co., Inc., Detroit, in the Mil- 
waukee district, has been transferred to 
the Chicago office, as has E. Monacelli, 
who was formerly located in St. Louis. 
C. W. Powell has replaced Mr. Mona- 
celli, having been sent to St. Louis from 
the general sales department. R. B. 
Lewis, service engineer in the Carboloy 
home office, has also been transferred to 
Chicago. 



































MATERIALS 





eb ‘ Te a ONT ‘nid * 


de ee ee ee ee ee a en ee ee ee eee eee 


RIGHT MATERIALS 
FOR THE RIGHT JOB 


In today’s competition for increased production, 
‘higher speeds and lower costs, cutting tools 
must be constructed of the very best materials. 


We, at Winter Brothers, are materials conscious. In our extensive 
metallurgical laboratory we make exhaustive tests of materials 
before purchasing and before using. We are constantly testing 
and checking material as it moves from bar stock to finished taps. 
We are proud of our position in the threading tool field and 
zealous to maintain ‘that leadership. 


It pays to specify Winter Taps. 


inter Srothers 


COMPANY r>>' ee 


BRANCH ST SAN FRANCISCO CALIFORNIA: CHICAGO. ILLINOIS: DETROIT. MICHIGAN 
A DIVISION OF THE NATIONAL TWIST DRILL & TOOL CO., ROCHESTER, MICHIGAN 


Peer eRe rere r reer re hr er ee ee PP 


A 
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DESMOND DIAMOND HAND TOOLS AND NIBS 


Gee 


DESMOND DIAMO-CARBO DRESSER 
BEST ALL-AROUND TOOL ROOM DRESSER 


DESMOND SHERMAN DRESSER 


DESMOND BALL 


DESMOND HUNTINGTON DRESSER BEARING DRESSER 
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A Grinding Wheel 
is only as good as the 
Dr esser used on it! 
—Specity 


ESMOND 


DRESSERS! 


Cutters ” 
on the market ! 
feature the oxstusive 

wear a 
oetney're available 
nodels to meet most 


Send for illustrated 


DESMOND 
HUNTINGTON CUTTERS 
Made in All Sizes 


also SIMPLEX 


DESMOND CRACKERJACK DRESSER 


STi! VISES 


Drill Press and 
Milling Machine Vise 


MFG. 


™ DESMOND-STEPHAN * 





OHIO 
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Making their headquarters at 
the Machinists Tool & Supply 
Co., Los Angeles, E. R. Prout, 
left, National Twist Drill & Tool 
Co., and W. I. Simpson, Winter 
Bros. Co. division of National, 
visit other distributors in the 
territory. 








Fred Tobias With 
Pressure Castings 


Fred J. Tobias, internationally known, 
research and metallurgical engineer, who 
has had a prominent part in the develop- 
ment of die castings in this country, has 
taken charge of production and metal- 
lurgy, Advance Pressure Castings, Inc., 
Brooklyn. He has lectured extensively 
before many of the technical societies 
of this country, and is a member of the 
| American Society for Testing Materials, 

American Institute of Mining & Metal- 
| lurgical Engineers, American Society of 
| Tool Engineers, American Society for 

Metals, apd the American Foundrymen’s 

Association. 


| SKF Urges Standard 
| Bearing Sizes 


| 





| The nation’s motor and machine manu- 
| facturers have been urged to join a move- 
| ment to standardize sizes of ball and 
| roller bearings. This move, says S. F. 
| Wollmar, executive vice-president of SKF 
Industries, Inc., Philadelphia, would re- 
| duce overall costs, speed delivery of 
| bearings, aid young industries, and 
broaden American participation in world 
| reconstruction. 
“Ball and roller bearing manufacturers 
are now required to produce and stock 
| as many as 40,000 sizes and makes of 
anti-friction bearings,” Mr. Wollmar says. 
“Some of these products differ from 
others by the merest hair’s breadth. If a 
uniform system of basic sizes were 
adopted, it might be possible to concen- 
trate our capacity on about 2,000 sizes 
of bearings. These would meet almost 
every industrial need without any sacri- 
fice of quality.” 








How Do loa Sed’ Chet 7 


By the Pound... 


or for Specific 








Service Requirements? 


You'll sell more McKAY Chain when you engineer it to the specific requirements 
of your buyers. Whether you are selling chain for lifting, for loading or for 
logging—“Engineer the Chain to the Job’! 

McKAY Chains are made for hundreds of uses and because of wide variance 
in material, design and construction—one type is usually better for a given job 
than another. Help your customers pick the right chain for the right use from 
McKAY’S complete line of iron, steel and alloy-steel chain. 

McKAY Chains are loaded with profitable sales opportunities. When you 
sell McKAY, you are selling chain that virtually is made-to-order for any job. 
Play up McKAY Chains for specific “job-uses.” You'll sell more chain... you'll 
make more profit . . . you'll pull more repeat business from satisfied customers. 

Sell McKAY, the “Engineered Chain.” 


GENERAL SALES OFFICES: YORK, PA. 








PRODUCTS 


McK-Alloy Chain 
Hi-test Chain 
Steel Loading Chain 
Proof Coil Chain 
XX Dredge Chain 
Crown Dredge Chain 
Dredge 
Steam Shovel 
Hoisting Chains 
Twist Link 
Machine Chain 
Victor Pattern 
Coil Chain 
Ohio Pattern Cow Ties 
Twist Link Coil Chain 
Victor Breast Chains 
Passing Link Chain 
Sash Chain 
Conveyor Chain 
BBB Coil Chain 
Harness Chains 
Tie-Out Chains 
Machine Chain 
* Halter Chains 
Wagon Chains 
Breast Chains 
* Sling Chains 
¢ Anchor Chain 

Trace Chains 

Repair Links 

Feed Chains 
* Heel Chains 

Tire Chains 
* Pump Chain 
* Log Chains 

Well Chain 

Chain Hooks 

Stage Trace Chains 

Stretcher Chains 


“PITTSBURGH, PA. 


WELDING ELECTRODES COMMERCIAL 
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TIRE CHAINS 
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LOOK 10.S/o04.. FOR i 


BETTER BRONZE BUSHINGS 


Your success as a distributor depends to a large extent on the quality of 
products youhandle and your ability to deliver the sizes and types as required. 
That's why you should carry the Shook line of replacement bronze bushings and 
machined bar stock. Shook products are the of Shook 664, an improved 
alloy, which possesses an unusually high load carrying capacity, and are 
machined to very close limits which permit easy, fast installations. There are 
over 800 stock sizes of Shook bushings and over 450 sizes of bronze bar stock. 
ie that wide selection you can furnish your customers with whatever they 
need, 

.. Yes, quality is right, there are sizes for every requirement, but that isn't all. 
Shook gives you generous advertising support to make selling easy and com- 
petent field engineering assistance to make your service complete. Add to this 
a liberal guarantee which permits you to go “all out" in your recommendations 
and a dealer policy which offers you full protection and you have the perfect 
set-up for a profitable bearing business. 


LOOK! THE SHOOK CATALOG LISTS OVER 800 SIZES 
One of the best selling tools is a good catalog. Send for Shook's. Look it over 
and see if you don't agree with us that it's the best in the field. It lists all sizes 
of bushings and bar stock in easy-to-use tables . . . gives full details on Shook 
alloys . . . tells how to order grooving and special flanged bushings. Write for 
your copy today, or better yet, ask ae our representative to call. gu.) 


SHOOK BRONZE 





152 


MILL SUPPLIES © MARCH, 1946 








| 





DAVID FINDLAY 


David Findlay Retires, 
Starrett Heads Firm 


David Findlay, president of the L. S. 
Starrett Co., Athol, Mass., has retired 
after 55 years of service, the last seven 
of which were spent as head of the or- 
ganization. Arthur H. Starrett, of the 
third generation of the founding family, 
has been elected president. 

Mr. Findlay, starting with the firm in 
1891, is credited with doing much of the 
pioneer work of introducing Starrett 
tools. He became general sales manager 
in 1900 and Jater served as director and 
vice-president. 

Mr. Starrett entered the company in 
1902, was appointed master mechanic in 
1920, became a director in 1922, and 
vice-president in 1939. He is on the exec- 
utive committee of the Associated Indus- 
tries of Massachusetts and the National 
Metal Trades Association. 

William J. Greene, vice-president in 
charge of sales since 1941, has been 
elected vice-president and director of 
sales. Mr. Greene has had a long asso- 
ciation with the firm and is well known 
to industrial distributors. 


Mathieson Alkali 


| Makes Appointments 


Nelson F. Wilmot was appointed Chi- 
cago District sales manager and Merle 
S. Clark became St. Louis District sales 


| manager of The Mathieson Alkali Works. 





Mr. Wilmot has been with Mathieson 
since 1931. He is a native of Rochester, 
N. Y., and attended Massachusetts In- 
stitute of Technology. Mr. Clark joined 
the firm in 1931, was born in Indiana 
and completed his education at the Uni- 
versity of Indiana. 





ie 








lift 


pressure losses! 


hig 






for you! 


Don't be shocked! Readers of 17 February engineering publications 
will testify that | gave them the solid, hard-hitting facts about 
FARRIS Safety and Relief valves! 


After seeing my demonstration of ‘‘high-lift'’ . . . those engineers 
should remember the advantages of High-lift FARRIS Valves — 
dependable, quick, non-shock relief of over-pressure. 

















I've paved the way for you, Mr. Distributor — you won't need any 
introductions now! But... let the safety and relief valve users in 
your territory know you're the distributor of the complete line of 
high-lift FARRIS Safety and Relief valves. Your prospects will re- 
member the outstanding FARRIS technical features symbolized by 
me (and the other FARRIS girls each month) and they will be inter- 
ested to hear what you have to say. 

So if you want fast turn-overs — with long discounts — take 
advantage of our fast-stepping advertising and sales promo- 
tion. Write today for the new FARRIS catalog. And if you're not 
already a FARRIS distributor — also ask for full details on our FARRIS high-lift Venturi Port. Type 


sales set-up. 1650, high-pressure, high-temper- 










FE-523 P ature Safety Relief Valve. Sizes 
Write today for, new FARRIS catalog! 114" to 4", preewres up 10 900 
lbs. — 1000°F. 


SAFETY AND i 
RELIEF VALVES FARRIS ENGINEERING ne gt 


360 Commercial Ave., Palisades Park, N. 
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. . under the Stanley 
FL eRe ITE” Magnifier, enlarged, illu- 
> od. a tiny crack in the outer =~ 

apuutive “edge” cutting the wrong way- 


SELL the difference 
that makes ALL THE DIFFERENCE 


One look . . . that’s all it takes to convince a plant man 
that his shop stands to profit and improve work by installing 
Stanley “FLUD-LITE” Magnifiers. What they'll show him 
about his own product and his own methods will show him 
what his product’s missing, how to add a “competitive edge.” 

Available for the bench .. . friction-arm, swivel-jointed 
frame with steel base, easily adjustable to individual work- 
er’s vision and position. For machine and other permanent 
installations . .. easily mounted by removing base. For hand 
use as in inspection tours and tool examination, a portable 
model with light frame and comfortable handle. Magnifying 
lens, 5” diameter, 13” focal length. Scientifically focused 
fluorescent lamp gives shadow-free illumination. 

Use Stanley “FLUD-LITE” Magnifiers to plus your 
orders. Carry one with you and let your customers dis- 
cover its advantages for themselves. Available now for 
immediate delivery. Write for illustrated folder. Stanley 
Electric Tools, New Britain, Connecticut. 











STANLEY |— 


STANLEY ELECTRIC. TOOLS 
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Patterson Display 
Draws Crowds 


“After watching crowds press their 
noses against the glass of our window 
display, nobody need wonder any longer 
about John Q. Public’s interest in every- 
thing that has to do with machines and 
industrial production lines,” says K. H. 
Cummer, advertising manager, Patterson 
Bros., New York distributing firm. 

Patterson devoted one of its windows 
to a display of precision tools and Du- 
more bench and portable machines. For 
several weeks, Mr. Cummer says, me- 
chanics and engineers, bankers and busi- 
ness men showed keen interest in the 
window’s contents. 

















This window display of precision 
instruments and power tools 
proved a_ two-week attraction, 
according to Patterson Bros., New 
York distributors. 





Connecticut Supply Club 
Elects New Officers 


During a recent meeting of the Con- 
necticut Industrial Supply Club, the mem- 
bers elected the following officers for 
1946; James P. Sprague, L. L. Ens- 
worth & Son, Inc., Hartford, president; 
Henry A. Johnson, Charles A. Temple- 
ton, Inc., Waterbury, vice-president; 
and Nelson W. Flagg, Page, Steele & 
Flagg Co., New Haven, secretary and 
treasurer. 


Harry Tyler Returns 
To Graton & Knight 


Harry N. Tyler, who has been serving 
in the Navy since 1943, has resumed his 
former territory in the interests of the 
Graton & Knight Co., Worcester. He will 
again cover the District of Columbia, 
sections of Pennsylvania, Delaware, 
Maryland, North Carolina and Virginia. 
While in the Navy, Mr. Tyler dealt with 
power transmission problems in the Naval 
Inspection Department. 

















Rorary FILES—especially when driven through flexible shafting—enable 
filing operations in hard-to-get-at places . . . in grooves, cups, corners, 


deep or irregular slots, under ledges, behind offsets, through narrow necks, , 


for example. 


Burring, enlarging and elongating holes, removing scale and fins, 
breaking and chamfering corners, smoothing interior or concave surfaces 
—these are some of the jobs they handle in die sinking, metal pattern 
making, mold finishing, tool and jig making, finishing intricate parts for 
innumerable uses. 


The prerequisites to maximum performance in rotary files are: High- 
quality high-speed steel; keen, accurate cut; ‘“‘no wobble” (true-centered 
shaft and perfect radius at all cutting circumferences). 


That you get all these qualities in Nicholson Rotary Files is sensed 
in the guarantee which has supported Nicholson hand files for three 
generations: Twelve perfect files in every dozen. 


WRITE FOR CATALOG AND PRICE LIST—and for any special information you desire. 


NICHOLSON FILE CO. © 91 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
& 
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16 susge2 


(In either Hand Cut or 
Ground.) 3 cuts— 
Coarse, Medium, Fine. 
Stock diameters — ‘/s” 











uses, applications, etc. 


@ Socket Set Screws 
@ Socket Head Cap Screws 


® Socket Head Stripper 
Bolts 


@ Socket Screws— 
Dardelet Thread 


iret OO ChE 


4445 N. KNOX AVE. 


PPP ERRLL 


TUNED TOTHE NEW 


SELLING ERA « « @ e 


Newer and greater selling markets are needed now for BLUE 
DEVIL Socket Screws because of their established place in today’s 
manufacturing plans. BLUE DEVIL Products are tuned to this new 
> selling era—they are known for quality, strength, and toughness. 
Our strict adherence to right manufacturing methods and our close 
inspection of all materials assures products just right for the job. 
There is no limit to the sales potentialities for you when you sell 
BLUE DEVIL SOCKET SCREWS—let us give you sales facts ag to 





VPERE RGR 





® Socket Screw Keys 
© Socket Pipe Plugs 


@ Square Head Set 
Screws—Alloy Steel 


® Tool Post Screws— 
Alloy Steel 


SBE CONIPAIT 


" CHICAGO 30, ILL. 





A. G. Rickert has concluded nego- 
tiations with the estate of the late 
G. V. Blades and is now sole 
owner, Camm-Blades Machinery 
Co., Milwaukee. He had been a 
partner and general manager of 
the supply company. 
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Industries Supply 


Adds To Facilities 


The Industries Supply Co., San Diego, 
Calif., has acquired a 50 by 100-ft., 2- 
story building adjoining its present 
quarters and is remodeling it to house 
the entire office force and dairy division. 
The distributing firm’s present office 
quarters will be turned over to the indus- 
trial order department, with space for 
elaborate displays of machinery and 
equipment. 

John Horrell, formerly purchasing 
agent, is now in the field as industrial 
salesman. O. F. Rigley, recently gen- 
eral purchasing agent for the Ryan Aero- 
nautical Co., has taken over Mr. Horrell’s 
old position, and W. W. Wires is now 
heating and ventilating engineer. C. W. 
Watson, formerly manager of a milk 
processing plant, is a salesman in the 
dairy division. 


Wagner Electric Makes 
Manager, Area Changes 


The Wagner Electric Corp., St. Louis, 
has made branch manager and sales ter- 
ritory changes in its electrical sales di- 
vision. The Kansas City area has been 
split in two; the southern portion being 
serviced from Houston under the man- 
agement of L. C. Dicianne, while A. G. 
Viola enters the Kansas City branch as 
manager. J. L. Pasher, manager of the 
Pittsburgh automotive division branch 
for many years, is pow in charge the elec- 
trical and automotive divisions there. 





ae. 


In a supercharged, high-output engine, if an oil- 
leak develops, fire breaks out. Yet, at the begin- 
ning of the war, the gasket-material did not 
exist that could stand up in some of the newer 
aircraft engines. 


Wright Field and the aircraft industry needed 
material to meet a new specification “AMS 
3232” . . . a material that didn’t even exist! 
They wanted elasticity to take care of expan- 
sion and contraction in hot engine-parts; heat- 
resistance to withstand the scorching tempera- 
tures; oil-resistance; strength. 


When Raybestos-Manhattan were asked to 
work on the problem, they developed K-68. It 
had extraordinary heat-resistance; unusual ten- 





K-68, the War-Born, Heat-Proof Sheet Packing That Stops Oil-Leaks in Hot Spots 


sile strength; was highly resilient; impervious to 
oil. Throughout the war, it was used in thou- 
sands of hot spots in fighting engines. Now it 
is available for refineries . . . gas plants. . . 
Diesels . . . gasoline engines . . . wherever heat, 
oil, and distortion are problems. 


K-68 is just one of more than seventy R/M 
packings for every industrial use, but it is 
typical of all R/M products. Behind every 
R/M packing, the research and engineering 
skill that produced K-68 is constantly at work 
developing better packing for your customers. 
Note: K-68 and other R/M packings are distrib- 


uted only through authorized R/M distributors. 


It's” Packed with Satisfaction” when you use RIM 





RAYBESTOS | 


RAYBESTOS-MANHATTAN, INC. [-}7q 


ASBESTOS TEXTILE AND PACKING DIVISION | 





Manheim, Pa. « Bridgeport, Conn. e« North Charleston, S. C. ¢ Passaic, N. J. 
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A 
WAR VETERAN 


Distinguished 
Service Record 


Distributors are discovering the 
pleasant profits to be found in sell- 
ing Dremel Moto-Tools and Acces- 
sories. Respected long before Pearl 
Harbor in tool rooms, machine 
shops and production lines, MOTO- 
TOOLS by the thousands were put 
to work when American industry 
swung its full weight into war pro- 
duction and our armed forces 
established far flung assembly and 
repair bases. Operators of Moto- 
Tools are ever discovering new 
jobs ... new ways to save time and 
cut costs...with these pocket-size 
machine shops. Girls quicky be- 
come proficient with them because 
a Moto-Tool weighs but 13 ounces, 
is shaped to fit the hand, has a bal- 
anced armature to prevent vibra- 
tion. Moto-Tools helped make the 
atomic bomb ... were used to 
establish production records in 
plants such as General Electric, 
Westinghouse, Remington Arms, 
Ford, Nash-Kelvinator, Consoli- 


dated Aircraft, Northrup, Douglas, 
and many others. 


Model 2 Moto-Tool, 
complete with 23 acces- 
sories, in felt-lined hard 
wood case. . . $23.50. 
Model 2 Moto-Tool only, 
with one emery wheel 
voint. . . $16.50. 

















A FEW OF THE 
MANY JOBS THAT CAN 
BE DONE BETTER AND 
FASTER with MOTO-TOOL 











Cleaning Burring 
Finishing {Grinding 
Cutting Polishing 
Sanding 
Drilling 
Mortising 





Sharpening 









Routing 










Touching-Up 






Burnishing —Rasping 






Carving 





Inlaying 





Sawing Brushing 
















Scoring Dressing 





Engraving 


A Model 2 Moto-Tool develops 
27,000 rpm. . . . the proper 
speed for clean, smooth, accu- 
rate work, and long life from 
points and cutters. It is sturdily 
built throughout and has a 
shock-proof bakelite housing 
and oil-less (oil sealed) bear- 
ings. Uses 110-120 volt AC or 
DC current. 


DISTRIBUTORS! 


Add this busy “war vet- 
eran” to YOUR line. All 
he needs is an invitation. 
Write today for catalog 
and distributor prices on 
Dremel MOTO-TOOLS,. 
Moto-Tool Kits and Acces- 
sories, or contact any of 
the Dremel _ representa- 
tives shown below. 


DREMEL MANUFACTURING CO., Dept. T436-C, 
Racine, Wis. 


Federated Sales Mill Factor Products 
2437 W. Valley 53 W. Broadway 
Alhambra, Calif. New York, N. Y. 


F. W. Fowler J. J. Backer 
137 Federal - 2321 Second Ave. 
Boston 10, Mass. Seattle, Wash. 
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ROBERT “BOB” MONTGOMERY 





| Pattison Transfers 
Montgomery To Sales 


Robert “Bob” Montgomery, returning 

to the W. M. Pattison Supply Co., Cleve- 

| land, after duty as a technical sergeant 
in an anti-aircraft unit, has been pro- 
| moted to outside city salesman. Mr. 
| Montgomery joined the supply firm in 
1935 as a stock boy and worked upward 


| through several departments until join- 
| ing the Army in 1944, 


Providence Firm 
Shortens Name 


The Franklin Auto Supply Co., 
Providence, R. I., and its subsidiary, the 
Franklin Industrial Supply Co., have 
combined under the shortened name of 
the Franklin Supply Co. Until 1940, 
the firm distributed automotive, paint 
and hardware supplies, but the indus- 
trial supply division added in that year 
developed to such an extent that it is 
now comparable to the older branches of 
the business. The firm has outside sales- 
men on all lines traveling in Rhode 
Island, eastern Corinecticut and south- 
eastern Massachusetts. 


Three Veterans 
Return To Masback 


August Wilkens, Donald LaPenna and 
James O'Neil have returned from service 
with the armed forces and resumed their 
| duties at Masback Incorporated, for- 
merly Masback Hardware Co., New 
York. Mr. Wilkens resumes as tool 
buyer, Mr. LaPenna as seasonable goods 
buyer, and Mr. O'Neil as electrical and 





cutlery buyer. 








BRANCHES 








A complete line of standard types 
.. for all industrial V-belts 


As the oldest domestic manufacturer of pulleys, T. B. Wood’s Sons Company quite 
naturally pioneered in the design and production of cast iron sheaves. These early 
sheaves equipped with rope drives were supplied to industry by Wood's for many years. 

Also among the first to place V-Belt sheaves on the market, Wood’s today are 
recognized specialists in the design and manufacture of cast, semi-steel V-Belt sheaves. 


Wood's offer a complete line of standard type 
sheaves for all industrial V-Belts. The grooves 
on a given sheave are accurately finished to 
gauges for width, depth and angle and ma- 
chined to a smooth surface to reduce fric- 
tional wear on belts to a minimum. Uniformly 
spaced with relation to each other, grooves 
i conform to standards set in 
the industry. Arms, rim thick- 


Pulleys 


LONG LIFE — 


LINE 





Clutches 


ness and hubs are correctly designed to with- 
stand every demand of usage. 
FLYWHEELS: Wood's also have designed and 
built many types of large fly wheels. During 
89 years in business Wood's have biilt up a 
reputation for quality products representing 
outstanding value in the field. Write us for 
detailed information—some attractive terri- 
tory available for progressive dealers. 


WOOD'S PRODUCTS ~ 
FOR POWER TRANSMISSION 


Hangers e 
Bearings 
and Complete Drives 


Pillow Blocks 
e V-Belt Sheaves 


T. B. WOOD’S SONS COMPANY, CHAMBERSBURG, PENNA. 


BOSTON, MASS 





NEWARK, N. J. 
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IN YOUR HANDS 
2 Laughlin Sales Clinchers 


Customers quickly get the idea when you show how the action of Laughlin 
“Fist-Grip” Safety Clips on wire rope is like the natural closing of your 
fist — how the identical saddles and flat sides hold the rope firmly with 
even pressure everywhere, in contrast to the uneven, crushing grip of 
ordinary U-bolts. And when you explain that Laughlin “‘Fist-Grip”’ Clips 
go on faster, can’t be put on backwards and that 3 of them do the work of 
4 U-bolts — you’ve got unbeatable sales arguments. 





Your hand, too, can give a graphic picture of how Laughlin Safety Hooks 
operate. Your thumb is the safety feature — the easy-action stainless steel 
spring latch that allows a 25%-40% wider throat opening, and Jocks the 
load. The latch also acts as a warning signal: if it doesn’t snap back it 
means overcrowding; if it opens outside the hook it means the overloaded 
hook has started to spread. Greatly reduced risk is an unequalled sales- 
getter, and to this you can add Laughlin’s rugged, drop-forged, heat- 
treated-steel construction. 


Exclusive features like these give you the edge over competition. You'll 
find plenty of them in the whole fast-moving Laughlin line. The Thomas 
Laughlin Company, Portland 6, Maine. 


Laughlin Protects the Distributor 


[AUGHLIN §6@ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE "AND CHAIN FITTINGS 
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Fuchs Machinery 
Underlines Specialization 


War gained experience has convinced 
managers of Fuchs Machinery & Supply 
Co., Omaha, Nebr., that the most effi- 
cient future course lies along the special- 
ization route, according to J. J. Fuchs, 
sales manager. 

Accordingly the firm, which has em- 
barked on a broad expansion program, 
has set up new departments within itself 
and has increased and departmentalized 
other activities. 

Among the departments set up or ex- 
panded are: Engineering and power 
equipment, machine tools, power trans- 
mission, welding, wood working tools, 
construction equipment, country sales 
and, of course, mill supplies. The en- 
gineering and power equipment depart- 
ment, a new one, will focus attention on 
power plants, municipal operations and 
the like. The country sales department, 
another new one, is aimed at developing 
a larger sales outlet through country 
hardware and farm implement dealers, 
with the emphasis on the latter. 


Dollison Manages 
Republic Rubber 


O. S. Dollison, formerly vice-president 
in charge of sales, Republic Rubber Di- 
vision, Lee Rubber & Tire Corp., Youngs- 
town, Ohio, has been promoted to vice- 
president and general manager. Mr. Dol- 
lison has been associated with the firm 
for 23 years, during which time he has 
experienced virtually every step in sales 
work from field salesman to vice-presi- 
dent in charge of sales. Upon graduation 
from Marietta College in 1907, he en- 
tered the rubber business with the B. F. 
Goodrich Co., Dayton, but left that firm 
to join Republic in 1922. 


0. S. DOLLISON 
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EXTERIOR 


OIL-TYPE READY-MIXED PAINT 
T-1215* 


This is a medium grade paint which is 
ready to use and inexpensive. It produces 
a flat finish when brushed or sprayed on 
the surfaces to be protected. It is suitable 
for the great bulk of exterior maintenance 
painting where very high oil-content 
paints are not required. T-1215 may be 
used also as a first coater or undercoat 
over previously painted surfaces. It dries 
in a few hours. Write, wire or phone any 
of the War Assets Corporation Regional 
Offices below or mail this coupon. 





SALE PRICE COLORS 
Black 
Dark Green 
¢ Loam 
Olive Drab 
per gallon Haze Gray 
Minimum sale 200 my a 0 
gals. of any one a 
color, F.O.B. Lo- Earth Brown 
cation, subject to pe tJ ral. con. 
prior sale. 50 gal. aes 

















*T-1215 may be mixed in with linseed-oil- 
white-lead or other oil paints to obtain lighter 
; shades or higher gloss. 
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MARKETS AND WAREHOUSES 








FREE 
INFORMATION 





SALE 


INTERIOR 


OLEORESINOUS EMULSIFIABLE PAINT 
T-1279 


This paint is best suited to interior use. 
It is an oil-in-water emulsion type paint 
which may be thinned for application 
with water or organic solvents, such as 
naphtha or mineral spirits. It produces a 
flat finish when brushed or sprayed on the 
surface to be protected. T-1279 contains a 
fungicide for mildew prevention. It may 
be mixed in with white or light casein 
paints to produce lighter shades but not 
with conventional oil paints. Suggested 
uses include walls and ceilings of plaster, 
composition board, concrete, stucco and 
brick; also concrete floors. 





COLORS SALE PRICE 
Light Green 
Dark Green 
Field Drab 6 5 ¢ 
Earth Yellow 
Black per gallon 


Earth Brown 
Loam ...Sand 
Olive Drab 
Earth Red 


In 5 gal. ccn- 
tainers— some in 
50 gal. drums 


Minimum sale 200 
gals. of any one 
color, F.O.B. Lo- 
cation, subject to 
prior sale. 

















vou oe WORLD WAR II: To help 
you in purchasing surplus property, a veterans’ 
unit has been established in each War Assets 
Corporation Regional Office. 
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. To War Assets Corporation: Please send me, without obligation, information on the following: 
t a Oil-Type Ready-Mixed Paint, T-1215; Oleoresinous Emulsifiable Paint, T-1279; ' 
1 BN head Shh Oe aM ute Pate db os dS ES OH Mae ING 2s 33°55 Kas ed OA Rae aT CORE SRS | 
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War ASSETS CORPORATION 


(A SUBSIDIARY OF RECONSTRUCTION FINANCE CORPORATION) 


RFC OFFICES (INCLUDING FORMER DEPARTMENT OF COMMERCE REGIONAL SURPLUS PROPERTY OFFICES) LOCATED At: Atianta 
Boston + Chicago « Denver « Kansas City, Mo. « New York « Philadelphia « San Francisco « Seattie « OTHER RFC SURPLUS 
PROPERTY OFFICES LOCATED AT: Birmingham « Charlotte « Cleveland « Dallas « Detroit « Helena « Houston « Jacksonville 
Little Rock « Los Angeles « Louisville * Minneapolis « Nashville « New Orleans « Oklahoma City « Omaha « Portland, Ore. 
Richmond «+ St. Lovis « Salt Lake City + San Antonio + Spok 

SURPLUS PROPERTY OFFICES LOCATED AT: Cincinnati and Fort Worth 


e OTHER FORMER DEPARTMENT OF COMMERCE REGIONAL 
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SHELDON 


Now Available! 


Coming off the new production lines in Chicago, the 
SHELDON-built SHELDON-Vernon Precision Ma- 
chine Tools are now available at the same moderate 
prices that made them first in the moderate priced 
field. Built in the new modern SHELDON plant 
which is equipped with every advance machine tool 
building facility, they are better than ever—even more 
accurate, more rugged and better finished. 

Lighter and smaller and less costly than machine 
tools of equal accuracy, they provide a faster, more 
convenient and economical means of doing-all but the 
heaviest operations. Leading in the trend to multiple 

units of light fast 
equipiment, they offer 


















an unusual opportun- 


ity for volume sales. 


Write for Bulletin on: 


e Sheldon-Vernon 
Horizontal Milling 
Machine 


: © Sheldon- Vernon 
Vertical Milling Ma- 
chine & Jig Borer 


© Sheldon- Vernon 
12" Shaper 


Builders of 
GOOD LATHES 
Since 1919 





SHELDON MACHINE CO., INC. 


4232 N. Knox Ave., Chicago 41, U5S.A. 
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Globe Machinery Opens 
Branch In Illinois 


A new branch office has been opened 
in Moline, Ill., for the Des Moines dis- 
tributing firm, Globe Machinery & Sup- 
ply Co. It is under the management of 
B. J. Cook, recently a lieutenant com- 
mander at the Naval air station in 
Jacksonville, Fla. Having recently com- 
pleted a survey of the section, Mr. Cook 
feels that prospects for sales in the Day- 
enport-Rock Island-Moline area are bet- 
ter than during any previous peace time 
period. He is assisted by four new 
Globe salesmen, A. G. Dyson, N. E. 
Wolfe, E. H. Spencer and F. C. Foster. 





Globe Machinery’s new Moline 
branch personnel, left to right: 
A. G. Dyson, N. E. Wolfe, B. J. 
Cook (manager), and E. H. 
Spencer and F. C. Foster. 





Phoenix Rubber 
Is Host With Thermoid 


The Phoenix Rubber Co., Memphis 
industrial distributing firm, and the 
Thermoid Rubber Co., Trenton, N. J., 
were hosts to almost 500 engineers, pur- 
chasing agents. managers and plant 
maintenance superintendents for a ban- 
quet and entertainment at the Chisca 
Hotel recently. Mr. and Mrs. Vern Berry, 
owners of the Memphis firm, D. L. Myers, 
Chicago representative, Thermoid Co., 
and Ray Kay of the manufacturer’s home 
office received the guests. The entertain- 
ment was given in cooperation with a 
meeting of the National Association of 
Practical Refrigerating Engineers in 
Memphis. 


Eugene Dolan With 
Dayton Rubber 


Eugene Dolan, a member of the Mar- 
ine Corps for 33 months and a graduate 
of Notre Dame University, has joined 
the New York sales force of the Dayton 
Rubber Co., Dayton. Mr. Dolan was con- 
nected with Standard Brands Corp. for 
four years prior to his military service. 











FORD 


The Complete 
Quality Line 


HAND CUT FILES 
GROUND FROM SOLID CUTTERS 
CARBIDE CUTTERS 


//oos-TERRITORIES ARE AVAILABLE 


Ford—America's oldest rotary file manufacturer. 

Nationally recognized throughout metal, wood and plastics industries. 
Quality product, intensively and extensively advertised. 

Most complete line—a right file for every job. 

* Easy to sell—comparable prices. 

* Quick turnover—many uses. . 

¢ Immediate delivery:from stock. 


SEND FOR COMPLETE DETAILS — C ATALOGS — PRICES — DISCOUNTS 


FORD | 
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MORE SALES 
MORE REPEATS 


MORE PROFITS 
FOR YOU 








ls 
a U N T i N GTO N . * J. H. Maddocks is gearing the 


Halifax, N.S., branch of the A. R. 
IMPR re) VED J Williams Machinery Co., Toronto, 
for the export trade. The branch 


GRINDING WHEEL DRESSERS and CUTTERS | ws: cststenes two vears soot 


take care of war business. 





Vincent Grinding Wheel Dressers and Cutters sell more 


easily and repeat faster because they provide your LeMay In Chicago 
customer with more efficient and economical grinding For Bay State 
wheel dressing. Vincent Cutters are made of a special Henry L. LeMay has been made man- 


ager of the Chicago office and warehouse 


analysis steel heat-treated to the exact degree of hard- of tin Tar'Biats: Rhseshee Pacha Co, 
ness required for best service in one of the country’s Westboro, Mass. Before the war Mr. 
largest heat-treating plants. The teeth will not break LeMay was connected with the automo- 

- 2 bile industry, having been associated in 
off or mush over. Recommend these high quality manufacturing and sales with Dusen- 
dressers and cutters -to your berg, Mercedes Benz and Lincoln Mo- 





tors. For the past three years, he has 
been active in the abrasive sales field 
in Chicago where he was connected with 
the Norton Co., Worcester. 


customers. They will appre- 
ciate it and come back for 
more. Complete data sheets 
punched to fit your binder 
are available on request. 











Awaiting jnstructions on some 
bills in the office of the Fuller 
Supply Co., Utica, N. Y., is Doris 
Madden, billing clerk. Agnes 
Warren, secretary to Lester N. 
Ehart, firm secretary, makes 
some notations. 





vuUl AVE » DETROIT 7, 
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THE ONLY ALLOY FOUNDRY 


| WITH ALL THESE FACILITIES 


| © Laboratory control over raw mate- 


rials and finished products. 


F ® Dual foundry . . . both hand and 
machine molding. 


: ®@ Electric arc and high-frequency- 
| induction melting furnaces. 

|, © Centrifugally-cast castings. 

F © Heat treating of castings up to 
: six feet. 

} @ X-ray and Gamma-ray inspection. 


© Zyglo detection of surface imper- 
fections. 


© Precision Castings. 


@ Machine shop . . . specially 
equipped for finishing stainless 
steel. . 


®@ improved cleaning . . . including 
Lustracast electrolytic finishing 
which leaves all surfaces bright. 


© Castings furnished rough, polished 
or fully machined . . . one ounce 
to two tons. 


® Development of special alloys to 
meet unusual requirements. 


@ Technical consulting service, 


2 
THE Cooper ALLOY FOUNDRY CO. 


STAINLESS STEEL FITTINGS 
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SHORT DISTANCE 
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Vath 
pes 


"Patents make Gola" 


® Shaft Hangers Chain Drives * Rigid Shaft Couplings 

* Bicycle Type Sheaves © Set Collars e Flexible Shaft Couplings 
© V-Belt Drives * Hercules Pulleys « Universal Shait Couplings 
® Cast Iron Pulleys ¢ Wood Pulleys e Medart-Timken-Bearings 
* Steel Rim Pulleys * Shaiting e Iron & Semi-Steel Castings 


® Ring Oiling Bearings 
* Wick Oiling Bearings 
© Belt Tighteners 
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® Friction Clutches 
¢ Sprockets 
* Pattern Work 


TO THE ANSWER ON POWER 
TRANSMISSION PROBLEMS 





eeeeeeoneevveeeeeeeeveeee8@ 


e Wire Rope Sheaves 
e Cut Tooth Gearing 
© Molded Tooth Gearing 
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Technical advances resulting from atom 
bomb development may save industry 
more than the bomb cost. Some of them 


are: improved countermeasures against 
industrial poisons; new methods of sep- 
arating gasoline fractions; better heat 
exchangers; better mass-spectograph ah- 
alysis; more efficient gas pumps; and dis- 
coveries leading toward a cheaper and 
better cancer cure. 


Airplanes now land safely in “visibility 
zero” fog with the help of the heat dis- 
persal method first used in England. 
Equipment includes fuel storage tanks, 
pumps and a piping system leading to 
long lines of burner units surraunding 
the runway. Heat from the 60-octane 
gasoline burns a hole through the fog 
ceiling through which the pilot makes a 
normal landing. 


Ground walnut shells, conveyed in a 
high-pressure air blast, were used during 
the war in place of the conventional sand 
or steel shot to remove burrs from inter- 
nal surfaces of precision aluminum-alloy 
hydraulic equipment. 


Eighteen domestic airlines have cut air- 
express rates 13 percent. The basic rate 
is now about 61 cents per ton-mile, as 
against the former rate, established in 
July, 1943, of about 70 cents. The new 
rate amounts to about 73 cents per lb. 
coast-to-coast. 


The arc-oxygen electrode, a war develop- 
ment, can cut quarter-in. steel plate at the 
iate of a foot per second while under 
40 ft. of water. 


Southern yellow pine, after plastic im- 
pregnation, remained sound throughout 
18 mo. service in 10 to 15 percent sul- 
phuric acid at temperatures up to 180 
deg. F. Untreated wood lasted two to 
three weeks. Liquified by heat and forced 

















. .. the world won't necessarily ‘‘beat a 
pathway to your door.’ You have to sell 
just the same. But the ‘‘better mousetrap,”’ 
by which, of course, we mean Metro 
Precision Gages and Carbide Tipped 
Tools, will enable you to make easier 


sales and more of them. Metro Tools 





and Gages are well and favorably known 
to industry, carry an attractive margin 
for you, and are nationally advertised 
to the entire metal trade. 
Distributorships now open in good 
manufacturing territories. Ask today 


for further information. 





TOOL AND GAGE CO. 


4240 Peterson Avenue 


Chicago 30, Illinois 
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DeE-STA-CO 
PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOU 


De-Sta-Co & ane STOCK 


Steel or Brass + 12 Standard Thicknesses 
from .001 to .015 


Made from selected materials, rolled to precision limits. 
Carefully oiled to resist rust and stains. All stock is 
clean and free from burrs or ragged edges. De-Sta-Co 
is the finest shim stock available. 














(A) Sheets 6” x 12” 
Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12”, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120’, with 
thickness indicated every six inches of its length. These ; 
packages allow ease in storage—prevent waste and 

damage to stock. (B) Rolls 6” x 120” 


De.Sta-Co 


| A PRECISION PRODUCT 


| Essential for close tolerance work. 
| Used for fitting piston, valve tappet 
| clearance, spark plug gaps, for 
| inspection and production work 
where accuracy is vital. 
12” lengths + Y2” wide 
Rounded on Both Ends 


14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
packed in moisture-proof cello- 
*phane envelope; 12 pieces of a 
thickness to a box. Display carton 
containing ten boxes of most pop- 
ular thicknesses now available. 
25-Foot Rolls 


Also supplied in 25-foot rolls packed 
| in clear plastic case. 


: De-Sta-Co © 


ARBOR SPACERS 


| For fast, accurate spacing of Milling Cutters, 
Gang Saws, Slitters, etc. 


Thicknesses .001 to 3” 
20 Standard Sizes from %" to 4" 


DETROIT STAMPING Co. 


Finished Products Division 
An old-established institution with a record 
of more than 30 years’ continuous operation 
332 MIDLAND AVENUE ° DETROIT 3, MICHIGAN 
































SHIMS 


For Gears, Bearings, etc. 



































168 MILL SUPPLIES © MARCH, 1946 


into the wood under high pressure, the 
plastic increases the weight and hardness 
and gives a black surface which requires 
no paint. 

Corrosion resistance and reduced ma- 
chining are the most desirable metal 
qualities, according to results of a survey 
among 551 metal fabricators, 65 per- 
cent of whom use stainless steel. Powder 
metals are used by one in four makers 
of metal products, half of whom expect to 
increase their use. 





This “electronic navigator”, the 
first commercial application of 
radar, is available to merchant- 
ship owners to detect obstacles at 
night and in fog. The navigator 
antenna rotates at 11 rpm and 
sends out a beam which is ex- 
tremely narrow in the horizontal 
plane, but spreads 15 deg. in the 
vertical. The reflected signal, 
applied to a cathode ray tube, 
shows on a fluorescent screen the 
outlines of objects in the vicinity. 


Fire-control micro-wave radar has suffi- 
cient speed and accuracy to enable coast 
artillery to hit maneuvering PT boats, 
and it should be useful for peacetime har- 
bor control. Its resolution is such that it 
will distinguish ships separated by less 
than 300 yd. of open water. 


With a vertical lift of 5,800 ft., the world’s 
longest tramway will be built at Palm 
Springs, Calif. Cars traveling about 1,000 
fpm. will each carry 46 vacationing pas- 
sengers from the warm climate of Palm 
Springs to the snow at 8,400 ft. in 12 
min. 


To discourage thirsty seagulls from stop- 
ping off and polluting Seattle’s new Mag- 
nolia reservoir, criss-crossed wires in 
pairs an inch apart and spaced at yard 
intervals are strung about 6 ft. above the 
water. One wire of each pair is electrified 
just enough to remind a visiting gull that 
he better quench his thirst elsewhere. 

Power will be supplied to an Asiatic can- 
nery by a new type of solar energy con- 
verter. Russia has worked out a way to 
make huge paraboloidal mirrors which 




















CCURACY — 
Demands these Tools— 


In almost every field of manufacture, production is 
assisted — nay, maintained, both in rate and in qual- 
ity by precision tools. With Brown & Sharpe Tools to 
define measurements, the maintenance of the accu- 
racy required in manufactured goods is simplified 
— manufacturing costs kept within minimum limits. 


“The Choice of Over Three Generations of Machinists’ 


“~ 


Styles and Sizes 
for Most 
Requirements 


MICROMETER TOOLS 
RULES 

COMBINATION SETS 
PROTRACTORS 
SQUARES 

VERNIER TOOLS 

GAGES 

INDICATORS 
TOOLMAKERS’ TOOLS 
CALIPERS and DIVIDERS 
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BROWN & SHARPE MFG. CO. 
PROVIDENCE 1, R. I., U.S.A. 











TODAY, when high 
quality is more important than 
ever, Griffin Distributors are 
enabled to meet all competi- 
tion with hack saw blades that 
are: 


] Genstetently advertised to blade users in 
many industries 


2—Provided in a complete line of power and 
hand saw blades for every type of metal cutting 


3—sacked by the prompt service and coopera- 
tion of a progressive factory 





— 


GRIFFIN ."BEST BUY" BLADES 


GRIFFIN HIGH SPEED STEEL . . Cuts hardest, toughtest alloys 
GRIFFIN MOLYBDENUM HIGH SPEED STEEL For most 


economical production metal-cutting. 


GRIFFIN SOFT CENTER .. . A non-shattering, general-purpose 
hand saw blade—exclusive with Griffin. 


GRIFFIN NON-STRIP . . . Saws thin sheet and tubing safely. 











DISTRIBUTORS: Write for information regarding available Griffin territory. 


General Sales Agent 


JOHN H. GRAHAM & CO. Inc. 
105 Duane St., New York 8, N. Y. 


‘GRIFFIN *: 


Mack Saw Wlades 


W GRIFFIN CO. FRANKLIN N W 


ng Saw Blode Speciolists Since 1880 


MADE BY C 


Hock and Cop 
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afford high concentration of the sun’s 
energy with installations that do not re- 
quire any extraordinary precision to man- 
ufacture, and which produce steam at all 
temperatures and pressures. 


The number of U. S. frozen food packers 
has grown from 20 in 1940 to over 800, 
with 2,000 predicted for the near future. 
New centers will prepare food for freez- 
ing, freeze and store it for customers; re- 
tail departments will handle fresh-frozen 
fruits and vegetables, ice cream and other 
frozen products; and commercial depart- 
ments will be substations for milk routes. 


The largest pumps in the world will be 
installed at Grand Coulee Dam to provide 
water for irrigating 400,000 acres in 
the Columbia Basin Project. Driven by 


| a 65,000-hp. motor, each is powerful 


enough to lift 100,000 lb. of water per 
sec. 270 ft. The pumps will force water 
from Lake Roosevelt up into Grand Cou- 
lee, where a 27-mi. lake will be formed 


by two new dams. 


Training cost per worker during the war 
was $280, according to one company. 


Cost is lower now because new workers 








have some mechanical background. 


Sensitive enough to detect one part of 
mercury in 200,000,000 parts of air, an 
electronic detector will protect employees 
from exposure to mercury poisoning. 
Vaporization of a single calomel pill af- 
fects the device. 





is blasted 
from optical instrument parts by 
plastic pellets blown from an 


Oxide surface smut 


ordinary blasting machine. This 
completely removes the minute 
particles of dust which are given 
up through the pores of sand cast 
aluminum-alloy castings and which 
would otherwise interfere with 
accurate functioning of powerful 
optical instruments. 
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American phillips Screws: 

iscard hand drivers. nd speed 
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heads. This keeps 

and dropping 

screws-+- ive every 
American ‘lips screw fasts straight 
‘and flush. No § or burred heads. 
red and spoiled work. So out- 
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Here are some facts you 
overlooking, PhillipsScrew’ 
“specials.” They're the stan 


metal screw (3 types)» 
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practical metals. 
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FASTER. 
LONGER L 














... ONE REASON WHY 
(PUTNAM DISTRIBUTORS 
TELL US THEY Sc{/ FASTER 


TODAY'S Putnam Hi-Speed End Mills—correctly designed 

to cut faster and last longer—are the result of years of 

technical development by Putnam engineers. To produce 

end mills that are recognized as the world’s finest, how- 

ever, is not enough; Putnam is constantly engaged in 

research to still further improve the product and make to- 
' morrow’s Putnam End Mills even better cutting tools. 


{ 


Correct design is but one reason why Putnam End 
Mills enjoy a customer-preference in the field second to 
none . . . why distributors are completely sold on this 
profitable, increasingly popular line. Another reason is 
Putnam’s reputation for fast delivery to you or your cus- 
tomers of any of the more than 800 standard types and 
sizes of Putnam End Mills carried in stock at all times. 


Send for your copy of the new 92-page Putnam 
catalog illustrating and describing the complete line. 


COMPANY 


Detroit 


TOOL 


Ave. ° 


HO. PUTNAM 


PO81 Charlevoix 





7. Michigan 
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25 Years Ago 


G. M. Bockstahler, manager of the 
Indianapolis Belting & Supply Co., In- 
dianapolis, believes in absolute orderli- 
ness in stock rooms, offices, etc. This 
not only creates a favorable impression 
on customers, he maintains, but enables 
the company to do its business accu- 
rately. One illustration of the firm’s 
thoroughness is its library of almost 
2,000 catalogs of leading manufactur- 
ers. Every price change made by any 
company is immediately noted in that 
firm’s catalog. 

Maintaining an aggressive attitude 
toward advertising and sales campaigns, 
the Fulton Supply Co., Atlanta, re- 
cently issued a statement deploring the 
action of some manufacturers in cur- 
tailing and retrenching in their sales and 
advertising plans. 

By providing a special rush order 
blanks, and keeping a truck ready for 
quick deliveries, E. D. Morton & Co., 
Louisville, is able to render prompt and 
efficient service. Part of the rush order 
blank is already filled in with items that 
are usually needed speedily, and the 
customer has merely to fill in the num- 
ber required. 

Mahlon H. Timberlake, president of 
the Biggs Pump & Supply Co., Lafay- 
ette, Ind., died on Mar. 14, 1921. He 
had been identified with the distributing 
firm since 1868, and was 72 years old at 
the time of his death. 


10 Years Ago: 


The Buhl Sons Co., Detroit, cleared 
out most of the main floor for an indus- 
trial show that drew 97 exhibitors and 
almost 2,500 visitors during the two 
afternoons and evenings it was in prog- 
ress. Bill Bridges, industrial sales 
manager of the supply firm, guaranteed 
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Two-piece yoke with 
pressure lubricated yoke 
sleeve. Longer trouble- 
free thread engagement. 


© 


Deeper stuffing box. 
Longer cooling chamber. 
Corrosion-resistant 
bushings. 


© 


Cast carbon-molyb- 
denum steel bodies 
and bonnets. Stronger 
bonnet flanges. 


































Fig. 3002. OIC 
Cast Steel 300- 
ound OS&Y Gate 
alve. 


e 


Trim alloys carefully 
selected to insuregreater 
utility and durability. 


5) \ 


Heavier I-beam solid wedge 
with mirror-finish seating sur- 
face. Straight-thru ports to 
minimize turbulence and pres- 
sure loss, 





The Inside Story 
of a Great 


VALV E 


ET the full inside story of 
this great OIC Cast Steel 
Gate Valve and you’ll understand 
why so many Industrial Distribu- 
tors are making OIC their 
Number 1 valve line. 
They’ re joining the growing army 
of OlC-franchised Distributors 
who are profiting more by serving 
better the increasing number of 
valve users everywhere who are 


replacing with and standardizing 
on OIC’s. 


The exclusive OIC “Lift-Lok” 
repacking feature is just one of the 
many reasons why OIC’s give 
longer uninterrupted service with 
quicker, easier repacking under 
pressure and lower maintenance 
costs. 


You will profit by getting the 
details on the complete lines of OIC 
bronze, iron and steel valves, and of 
the Selective OIC Distributor Fran- 
chise. Write for them today to OIC 
in Wadsworth, Ohio— headquarters 
of the Quality Leaders in Valve 
Manufacture since 1883. 


There’s a superior OIC 
Bronze, Iron or Steel Valve 
in every size for every service. 











Tue Onto Insector Company -- Wapswortu, Onto, U.S. A. 
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Look over te BMF in. 
we 


There's a caster for every industrial 
use. That means you can select the 
right truck casters to do your cus- 
tomers' jobs right. All BU 
built-for-the-job casters roll smoothly 
.. swivel easily ... stand the strain 
of long, hard service. Pick the right 


truck caster for your customers’ 


needs. Send for the won 
Ae par OFF 


catalog. 


BOND FOUNDRY & MACHINE CO. 
MANHEIM, PA. 








Bond 136-A Caster. Combines 
easy swiveling with long service. 
Special double ball race design... 
built of durable Bond Caster metal. 
Pressure lubricated throughout. 
Wheel sizes from 4” to 12” dia.; 
load capacities from 600 to 1700 
Ibs. per caster, 
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good attendance by his efforts to publi- 
cise the event. 

W. C. Hollinger, manager of the mill 
supply department, Canton Hardware 
Co., Canton, O., drew almost 2,000 per- 
sons to his company’s industrial show, 
despite adverse weather conditions. 

The Georgia Supply Co., Savannah, 
has installed a card system to keep a 
running check on all sales. The sys- 
tem, which calls for the assistance of 
the salesmen as well as the office force, 
immediately spots a falling off of sales. 

B. L. Fuchs, C. L. Waldron, W. J. 
Charnley and W. F. Walter have formed 
the Fuch Machinery & Supply Co., 
Omaha. The new distributing firm is 
in the process of building up a sales 
force to cover Nebraska and western 
Towa. 

The distributing firm of Allen & 
Webb, Charleston, S. C., has been in- 
corporated, and the following men 
named to the board of directors: 
Thomas B. Allen, president and treas- 
urer; William P. Webb, vice-president, 
and Alfred O. Halsey, Jr., secretary. 

Commemorating its 80th anniversary, 
W. J. Holliday & Co., Indianapolis, held 
an industrial show to which the entire 
third floor of the firm’s warehouse was 
devoted. Between 40 and 50 of the 
distributing firm’s suppliers had private 
booths for the exhibition. 





W. C. HUNTER 


W. C. Hunter, president and general 
manager of the Ross-Willoughby Co., 
Columbus, advises distributors (March 
1936) to take up direct mail advertis- 
ing. His company circularizes a selected 
list every two weeks. 





BEST FOR SPINNING LINES 


Men whose jobs are hard on them are apt to be rough on 
their equipment. Take for example the beating a spinning 
line gets, backed up by the power of a big winch. 
“AMERICAN BRAND” ROPE is built for that kind of 
service. Selection of fibre, lubrication and manufacture are all 
done with the objective of making “AMERICAN BRAND” 
ROPE the strongest, most durable that money can buy. 


“AMERICAN 


However, the import of Abaca (Manila) 
fibre doesn’t anywhere near approach 


MANILA ROPE RELEASED 


minimum needs. 


BRAND” 


Yes, we can now manufacture and sell 
without restriction, ‘AMERICAN BRAND'’ 
PURE MANILA ROPE in I'4” diameter 
(3%’" circumference) and larger sizes, 
within the limits of CPA Order M84. 


Only as this situation 
improves can production be stepped up. 
Meanwhile, we will do our very best to 
distribute fairly the ‘AMERICAN BRAND”’ 
PURE MANILA ROPE we are able to make. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. + DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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Your customers will be interested to learn 
how this Paasche-designed and built unit 
pioneered a new method in the applica- 
tion of flock. Typical of the economy it 
effects, is one manufacturer’s report that 
it cut costs to the extent of $2400 in a 
single year. A fully automatic installation, 
it applies flock to the product in three 
continuous steps — Applies adhesive in 
the “water wash” booth; then flock is 
applied; and finally the Rotoclone unit 


raws off sur- S aved One Manufacturer $2400 


plus flock, it is 
recirculated 
the first Year of Operation... 


and used again, 
eliminating waste. 


Whether it’s a product that requires a 
special finishing technique, like the one 
shown here — or a standard finishing 
process; whether it’s a one-man depart- 
ment or a mile-long production line . . . 
Paasche products meet any requirements 
of your customer, for quality finishing 
equipment — manual or automatic 
operations, 










Paasche WATER WASH BOOTHS save 
your customer cleaning time, conserve 
paint and reduce fire hazards. 





r 


Geaschs Herbrush be: 


1506 1962 Diversey Parkway, Chicago 14, Illinois 
Paasche Airbrush (Canada) Led., 300 Main Street, Toronto 13 


41 YEARS PIONEERING IN AILRPAINTING 
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Interstate Machinery 
Adds To Sales Force 


An aggressive campaign to not only 
hold but to improve its competitive situ- 
ation in the Nebraska-Iowa territory 
was launched this year by Interstate 
Machinery & Supply Co., Omaha. D. M. 
Edgerly, vice president and sales man- 
ager, said that nine new salesmen have 
been added, as follows: Mill Supplies, 
four—one in the city, two in Nebraska 
and one in Iowa; refrigerator supplies, 
one; construction equipment, three; 
and engineering sales, one. Hand-in- 
hand with this program for increased 
service is a sales training program to 
take fullest advantage of the additional 
manpower. And, tied in with the whole, 
is an inventory policy directed at fuller 
representation of all components of 
lines, Mr. Edgerly said. 





Pidgeon Thomas Again 
Publishes House Organ 


Discontinued during the four years 
the distributing company was too busy 
on war work, “The Pidgeon Messenger”, 
house organ of the Pidgeon Thomas 
Iron Co., Memphis, has resuméd publi- 
cation. The publication is a four-page 
folder, illustrated with pictures showing 
completed jobs done by the firm and 
others under construction. 








Congratulations are extended to 
Charles S. Kuntz (left) by L. E. 
Hall, vice-president, Smith Bros. 
Hardware Co., Columbus. Mr. 
Kuntz recently was made sales 
manager of the company’s indus- 
trial supply division. 








* One of a series of advertisements explaining how Kennedy 
gives careful attention to the details of valve design, con- 
struction and workmanship that provide maximum effec- 


5 Features tirenemn, covenionen, end length of serve 
that make KENNE DY _valves 


lastingly leak-proo, B 


Bring these important features to the attention of 

your customers — they will help you sell these 

extra-value valves. ap 

@ LEAK.PROOF at the STUFFING BOX ... withour Moulded packing 
excessive friction . . . because of accurately fitting out excessive 
glands, stems and bushings with moulded packing. _ pressure 


LEAK-PROOF at BODY-BONNET JOINT .. . be- 
cause of gaskets of specially tough composition and 
large number of heavy bolts at body flanges. 


€ LEAK-PROOF between DISCS and SEATS . . . be- 
cause of extra wide faces of seat and disc rings, with & 
accurate machine work and rigorous factory tests. 












oe. 
‘3 


re 


Large number of 
heavy bolts at 
body flanges 


‘2p 


iin 


abs 


| 


Gaskets of spe- 
cially tough com- 


@ LEAK-PROOF between SEATS and BODY ... be- _pasition 
cause seat rings are securely screwed into body and 
bear tightly against shoulder in body. 


LEAK-PROOF at END CONNECTIONS. . . because 
of accurately aligned pipe and threads and flanges. 











Lasting tightness is but one of the many details to 
which Kennedy gives extra care .. . and extra value 

. in valve design and construction. Distributors 
everywhere find that Kennedy Valves sell easily and 
earn repeat orders. Write for Catalog and discount 
sheet. 


Extra wide faces 
of seat and disc 
rings 


0 LLL LLL 


The Kennedy Valve Mfg. Co. 
Elmira @ New York 










Accurately aligned 
pipe-end threads 
and flanges 





Seat rings bear 
against machined 
shovider in body 


KENNEDY valves... pine fittings... fire lyddeants 
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DIAMOND DRESSING TOOLS 


Hand tools in the following 
six sizes are available in the 
Calder line: #1, 2, 3, 4, 5, 6. 
“Ga" diamonds in any size 
diamond or nib are also 
availabie. Calder’s uncondi- 
tional guarantee of satisfac- 
tory service assures full pro- 
tection to both distributor and 
user. 








CALDER 


N. PRINCE 


ATA 


svi AA 





PROFITABLE 
DISTRIBUTOR 
SERVICE 


All requirements of grinding wheel 
users are covered by the 7 sizes in 
which Calder Dressers are avail- 
able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 
simple stock inventory. 


The value of the Calder line has al- 
ready been established and is the 
result of faster cutting, greater ac- 
curacy in dressing and longer cutter 
life. These advantages are being 
capitalized on by alert distributors 
everywhere. 

Calder Dressers feature cutters of 
electric furnace-heat treated high 
carbon tool steel. Greater hardness, 
toughness and maintained clean, 
sharp cutting action are assured. 
Bushings are threaded right and left 
hand for automatic tightening by 
cutter rotation. They are long wear- 
ing, cannot become loose and are 
easily replaced when necessary. 


NUFACTURING 
LAN‘ 


VASTER 
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Service Men Return 
To Fort Dodge Firm 


J. R. Sullivan, H. L. Prime and R. F. 
Kreger have returned to the sales force 
of the Fort Dodge Machinery & Supply 
Co., Fort Dodge, Iowa. Mr. Sullivan 
was in the Army for three and a half 
years, Mr. Kreger served in the Navy 
during the same period, and Mr. Prime, 
also in the Navy, served for 18 months. 
They will work within a 50-mile radius 
of Fort Dodge, selling the full line 
which includes automotive as well as 
mill supplies. 





E. G. Fletcher, secretary-treas- 
urer, Fort Dodge Machinery & 


Supply Co., Fort Dodge, lowa, 
stands with the new salesman: 
H. L. Prime, J. R. Sullivan and 
R. F. Kreger. 





Buffalo Bolt Co. 
Organizes Subsidiary 


Buffalo Bolt Co., North Tonawanda, 
N. Y., manufacturers of bolts, nuts and 
rivets, has incorporated the Buffalo In- 
ternational Corp., with J. C. Walker as 
president. A wholly owned subsidiary, 
the Buffalo International Corp. will han- 
dle all overseas selling for the parent 
company and manufacturing subsidiaries 
—S. M. Jones €o., Toledo, Ohio, manu- 
facturers of sucker and pull rods, and 
Eclipse Lawn Mower Co., Prophetstown, 
Ill., manufacturers of power and hand 
lawn mowers. Headquarters for Buffalo 
International Corp., will be at 50 Church 
St., New York City. 


Crocker-Wheeler Names 
Smith Chief Engineer 


I. C. Smith has been made chief en- 
gineer of the Crocker-Wheeler division, 
Joshua Hendy Iron Works, Ampere, N. 
J. Prior to joining the firm in 1942 as a 
designer of d.c. motor and generator 
equipment, Mr, Smith spent more than 
12 years with the Elliott Co., Ridgway, 
Pa., where he was in charge of d.c. 
design. Prior to that he was a design 
engineer with Westinghouse. 





' indorsement for AMPCO tools, 


Kea 


AMPCO TWIST DRILL COMPANY 








FACTORY AND MAIN Om ee ie Ou = 
ackror. Mech CGadsve 


CHICAGO ot DETROIT ut 


PHILADELPHIA 
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RAINFAIR WORK CLOTHING 


TAKES AN hese Bath. f 





An acid bath is “duck soup” for Rainfair-Vulcan- 
ized Utility Suits berause Rainfair fabrics are 
engineered to withstand the severest job conditions 
imaginable, such as the one pictured in the pickling 
room of the Borg-Warner Corp., Rockford Clutch 
Div., Rockford, Illinois. 


Since Rainfair-Vulcanized Work Clothing is rugged, 
longer lasting . . . wearers get a full measure of pro- 
tection, plus extra service, resulting from Rainfair 
quality features: (1) Vulcanized; (2) Seams 
cemented and reinforced; (3) Points of strain 
riveted; (4) Buna-S fabrics are 100% waterproof, 
resistant to wear and deterioration. 


Let Rainfair help you uncover the big market for pro- 
tective clothing. Consistent Rainfair national adver- 
tising reaches the prospects in your area . . . sells 
them on full protection against acids, oils, alkalies, 
water. Write for details of Rainfair’s profitable dis- 
tributor franchise. 


RAINFAIR INCORPORATED ¢ DEPT. 56-C © RACINE, WIS. 


RAIN E AIR: VULCANIZED 


WATERPROOF WORK CLOTHING 
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Bob Keach, shipping and receiv- 
ing clerk at A. V. Wiggins & Co., 
Syracuse, prepares to package a 
pipe vise for immediate delivery. 





Marvin Given Expanded 
Territory By Stanley 


Frank E. Marvin, district manager of 
the New England territory, the Stanley 
Works, New Britain, has taken charge 
of the combined territories created by 
the recent retirement of Sheridan Mc- 
Clelland, former head of the Cleveland 
area, and will direct sales in the New 
England-Cleveland territory. Working un- 
der his direction will be J. B. Kiely in 
New England, A. O. Gustafson in New 
York State and western Pennsylvania, 
and H. H. Hurt in Ohio, Kentucky, west- 
ern Virginia and Pittsburgh. 








Carl E. Anderson, president and 
general manager, Leighton Supply 
Co., Fort Dodge, lowa, succeeded 
to his position after the retirement 
of E. I. Leighton some months 
ago. 








Why Nationat Pipe 5 %4e Wario 





Ten Reasons 
Why National Pipe 
is Preferred. 











Columbia Steel Company, San Fr 


best seller,/ 





1. It is made by the largest and 
most experienced manufacturer 
of tubular products in the world. 
2. It is manufactured from raw ’ ° wah ° 
cael te Gelieed amadees HERE'S only one thing that makes a certain brand 
one organization. of pipe or any product a best seller year after year 
3. The original scale free pipe . . . —and that’s all-round high-grade performance! Cus- 
butt-weld sizes 44” to 3” are ~ 3 , . ; 
made by a special mechanical tomers who use NATIONAL Steel Pipe, like it—find it 
cat good—and buy it again and again. 
4. It is uniform, ductile, and strong. _ : 7 ‘ 
; For a hundred-and-one jobs around an industrial 
5. All butt-weld sizes are Speller- : , , 
ized to minimize corrosion. plant, factory, shop or mill, NaTIoNAL Pipe gives the 
6. It threads easily; coils and bends most service per dollar of cost. Of course, for unusual 
readily. be , . ; Z 
conditions involving high temperatures and high pres- 
7. It is available in copper-steel to , Tha A ; 
resist atmospheric corrosion. sures, special varieties of NATIONAL Pipe are available 
8. It is given the most thorough to meet those needs. 
and exacting tests and inspec- i - ° ‘ 
Hoes Look over the ten points of preference listed in this 
9. It is sold by only high-grade dis- advertisement. These are the reasons why architects, 
t ; q . . 
ene: Sees engineers, contractors and maintenance men con- 
10. It is th t widely used pi . . . 
—ae tinually specify NaTIoNaL Pipe above all others. 
National Pipe has national acceptance. It outsells 
any other brand and offers most in pipe satisfaction. 


NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


, Pacific Coast Distributors 





United States Steel Export Company, New York 


ns 








STATES @LEEL 
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Your reputation is at stake selling a prod- 
uct like a micrometer. So you prefer to 
handle a line commonly acknowledged 
to be ay | rank. 

How do you feel about bolts and nuts 
in this respect? Your reputation is just 
as much at stake — perhaps even more 
so. Because if you compare bolts and nuts 
with other products you carry — in fre- 








quency of sale and annual dollar volume 
— you'll probably find they constitute 
a@ major item in your business. As such, 
they present more opportunity than 
many so-called “specialties” either to 

lease the customer or cause dissat- 
isfaction. 

That’s why so many distributors put real 
selling emphasis on bolts and nuts— hand- 





in Portland, Me., and Portland, Ore. 
- + the identical quality 
Select at random any RB&W EMPIRE Bolt from a distribu- 


tor’s stock. You can depend on that bolt being identical with 
one of similar specifications obtained from any RB&W dealer’s 
stock. Clean-cut head; accurate, well-finished barrel; perfect 
threads — every one the result of hundreds of thousands of 
dollars invested in research and development work. 





ities 


LL 


Pee nay A RE 





27 LO7> 


customers. 


1 Se oteeen anes 


laa 


ling a quality line, RB&W EMPIRE, 
and merchandising that line, not as 
a commodity, but as a source of extra 
values in a vital manufacturing operation. 
Such distributors are getting the re- 
peat business, and are strengthening that 
intangible, but very real, bond between 
customer and supplier that always re- 
sults from satisfactory performance. 


A Name Associated with Extra Values 


Purpose of this advertising is to make the name RB&W 
EMPIRE mean extra value to your prospects and 


* gig ye OY eRe, et pia 
eisai. at a Ni cilia i af: 





Russell, Burdsall & Ward Bolt and Nut Company. Factories at Port Chester, New York, Coraopolis, Pa., Rock Falls, Ill. 
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FHE COMPLETE QUAEITY ting 
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RUSSELL, 


BOLT A.N 





Offices at Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland 
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3 STEPS 
TO MORE PROFITABLE 
PACKING BUSINESS 





1 Prospect sees Bel- 
mont advertising* fea- 
turing handy PACKING 


RECOMMENDATION 
CHARTS. 








2. Belmont distribu- 
torsalesman uses PACK- 
ING RECOMMENDA- 
TION CHARTS to help 
prospect select right 
packing. 








5. ¢ Satisfied customer 
decides to standardize 
on Belmont Packings to 
avoid power-wasting 
leaks and time-wasting 


replacements. 








*in POWER, POWER PLANT ENGINEERING, SOUTHERN POWER & 
INDUSTRY, INDUSTRY & POWER, MILL & FACTORY, NATIONAL 
ENGINEER. Also in THOMAS’ REGISTER and REFINERY CATALOG. 


THERE’S BELMONT PACKING FOR EVERY SERVICE 


Rings, Spira C 
Reels, Spools 


BELMONT PACKING & RUBBER COMPANY 
TLER AND SEPVIVA STREETS e PHILADELPHIA 37, PA 
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WYER 


LOOKS AT 











The general business situation is the 
same, or less favorable, than a month 
ago, according to the February survey 
of the business survey committee, Na- 
tional Association of Purchasing Agents. 
Although the strike situation, at the mo- 
ment, is less acute, the belief is that 
some time will be required to recover the 
ground lost. With few exceptions, all 
types of industry are experiencing much 
greater demand than can be satisfied 
with the supplies that can be produced 
in the near future. 


General 


Many manufacturers are still strug- 
gling with materials shortages caused by 
current and recent strikes, while con- 
fronted with the possibility of further 
labor trouble in important producing in- 
dustries. Some ponder the alternatives 
of curtailing the work week to stretch 
supplies, or of going full blast as long as 
materials hold out and facing the pos- 
sible loss and delay of a later complete 
shutdown. Obviously, some plans for ex- 
pansion of plants or production have had 
to be postponed, at least temporarily. 

Some industrial buyers seem definitely 
of the opinion that inflexible pricing 
policies and slow adjustment procedure 
of OPA have contributed to the recon- 
version troubles of industry. General 
and severe criticism of unrealistic price 
administration are evident in the reports 
by these buyers who are, generally, in 
favor of some price regulation until sup- 
plies come into closer relationship with 
demand. Many believe the cure for in- 
flationary prices, prescribed recently by 
OPA, could set up more dangerous com- 
plications than the maladjustments it is 
intended to remedy. These purchasing 
men believe that some production is be- 
ing curtailed, shifted or stopped because 
of rigid, unprofitable prices, making in- 












STOP 
SERVICE 







UNIVERSAL 
BRONZE BARS 







GENERAL PURPOSE per Call 


BEARINGS @ Distributors of Johnson QUALITY 
Bronze make more profit per call 
because they have more to sell. It 
makes litile difference what type of 
industry they serve, or the territory 


that they cover, they find a ready ELECTRIC MOTOR 
market for our products. BEARINGS 


To the manufacturer who produces 
his own bearings or parts, they sell 
Johnson UNIVERSAL Bronze Bars. 
Concerns that use plain bronze bear- _ 
ings find their requests are easily a —_ / 6 

obtained from our list of GP Bearings. GR APHITED 





The electrical department is ade- 


& quately served from our list of E. M. BRONZE 


Bearings. Practically every manufac- 





turer uses babbitt for one purpose 


or another. And every item in the 
SELF LUBRICATING Johnson line is the highest quality 
BEARINGS available. 


Why not check over the demand in 
your district? See for yourself ‘how 
you can make a profitable and pleas- 
i ant connection with Johnson Bronze. 


JOHNSON BRONZE 


SLEEVE BEARING HEADQUARTERS 
535 $. MILL STREET NEW CASTLE, PA. 
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[ = LOCK COUPLING 


| 
a SPOT-LIGHT NEWS 
| for Mill Supply Houses 


Naylor’s New Low-Pressure Coupling Gives 
You the Connection for Bigger Profits 


Your trade will want to know about this revolu- 
tionary new coupling for low pressure service and 
temporary lines. Providing the fastest and most eco- 
nomical method of coupling yet devised, the Naylor 
Wedge-Lock is so simple that a hammer is the only 


tool required to connect or disconnect it. It will pay 





you to get the full details without delay. 


Write for new 
Naylor Catalog No. 44 


NAYLOR PIPE COMPANY 


: General Office 
1253 EAST 92ND STREET 





* CHICAGO 19 ILLINOIS 
New York ehiita 


350 Madison Avenue + New York 17, NY 
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evitable increased price pressure in 
those materials and producing indus- 
tries. Where prices are permitted to re- 
strict production, the policy is considered 
penny-wise and pound-foolish. 


Prices 


Reports from industrial purchasing 
agents confirm the statement of Adminis- 
trator Chester Bowles, that inflationary 
pressures on prices have reached the 
bursting point. A majority of those re- 
porting believes a period of complete 
chaos would follow the removal of all 
price controls under prevailing condi- 
tions. They say that, when the bursting 
point has been reached, something must 
give, and their unanimous choice is an 
orderly increase in prices rather than a 
curtailment of production. 

A few of those reporting believe that 
complete removal of price controls would 
bring the quickest and most satisfactory 
solution of the wage-price-production 
problems; that conditions under which 
purchasing agents must now operate 
could hardly become any worse, and that 
direct negotiations between sellers and 
buyers might result in a more definite 
knowledge of costs, while promoting 
production and stabilizing trade rela- 
tions. 


Escalator Clauses 


The use of escalator, or price adjust- 
ment, provisions in sales agreements is 
rapidly increasing because of the need 
for protection against increased labor 
and material costs. Open-pricing for all 
steel has been authorized until the new 
ceilings are announced, and the new 
maximum prices will be retroactive, to 
apply to deliveries made after February 
15. Some cotton textiles are on an open- 
pricing basis. The addition of a few 
more major commodities to an open-pric- 
ing, retroactive billing status would prob- 
ably add more converts to the group 
which prefers removal of all controls 
so that costs and prices may be known 
and anticipated. 

On the other hand, many escalator 
clauses are being used without authoriza- 
tion by OPA and the legality of their 
use may later be questioned. Other price 
adjustment provisions are so loosely 
drawn as to amount practically to a 
blank check, with the buyer having no 
yardstick to measure the adjustment and 
no escape clause if it is exorbitant. Ex- 
perienced buyers report no difficulty in 
negotiating, with representative suppli- 
ers, adjustment provisions that are mu- 















Reporting on 
Our Post-war X-Pandotite and X-PANDO Pipe Joint Com- 


Exp ansion pound —to assure more frequent contact, closer 
Program and cooperation, faster delivery, speedier handling 


a 
helfr of special requests, more effective merchandising 


y 4 IMPROVE post-war service for distributors of 














and promotional support, the X-PANDO COR- 


HARDWARE PORATION announces that all sales to distributors 
JOBBERS= throughout the United States will be directed by 


MILL SUPPLY 

DISTRIBUTORS JOHN H. GRAHAM & Co., Inc. 
105 DUANE STREET 
NEW YORK 8, N. Y. 





NATIONAL SALES a Agents for 








<=, X-PANDOTITE 


ae § The only interior, white mortar-like repair cement that 
EXPANDS AS IT SETS 


An all purpose repair cement for thousands of home and commercial repairs. 
Easy to use, economical, makes long-lasting, leak-proof, heat-proof repairs. With- 
stands water, unaffected by oil, soap or caustic solutions. Completely fills any 
space. The best repair cement for terrazzo, tile, wood, plaster, etc. 

May be drilled, tapped, ground, polished or colored to match adjoining 
surfaces. Used by thousands for anchoring, household and commercial repairs, 
molding and casting. 










X=-PANDO PIPE JOINT COMPOUND 
The only pipe joint compound that EXPANDS AS IT SETS 






Positive expansion strengthens the joint, prevents leaks, ends pipe joint problems 
permanently. One formula for all uses. Its expanding action corrects imperfec- 
tions in pipe threads. Smooths flange faces. Economical. Withstands vibration, 
sharp temperature changes, deflection. Withstands any pressure the pipe will 
hold. The standard compound for American Industry. It is listed in the re-exam- 
ination service of the Underwriters’ Laboratories. Write for further information. 


4 














X-PANDO CORPORATION 


43-15 36th STREET * LONG ISLAND CITY, N. Y. 
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And 


Retdined i in our designing is Rand 
famous Trigger-Touch valve...an exclu- 
sive fire protection feature that clinches 
the claim ‘‘Here’s one of the fastest and 
easigst-to-operate extinguishers on the 
ef!’’ Equally important to buyers 
aré the fire-fighting qualities of carbon 
dio 
captured the praise of safety ope 
and employees. alike. 







gger-touch fire 
fighting line! 


It's the NEW. Randolph extinguisher .. . 
ready now to mobilize your customers’ 
( ‘fire ¢ 
« f appro 
periority and sales teadership. 


fense. Here’s a complete line of 
fire-killers that combines su- 


we're introducing two fast-action 


newcomers«—Randolph ''10” and “15” Ib. 


units; ideal for airport, refinery, power 
and chemical plant, fleet and* bus pe 


installations. 








gas—the “magic snow” that’s 


Randolph carbon dioxide products are 


Please send me your FREE booklet 
Flames and Profits." 
bon di 


NAME 


COMPANY 
ADDRESS 


sold exclusively through selected distribu- 
tors. For complete profit data, send in 
the coupon or or write us — 





“Aiming At 
Also rush details on new car- 
ioxide fire extinguishers. 











RANDOLPH LABORATORIES." 


aie @h D4 - 





STREET 


CHICAGO 11, /LL 
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tually satisfactory and furnish necessary 
protection. 

Prices, with few isolated exceptions, 
are’strong and are expected to advance, 
at least to meet the increased costs au- 
thorized by the Government for labor 
and materials. With pressure at the 
bursting point, creeping price relief, 
through flexible administration of con- 
trols, would seem to be the only satis- 
factory policy. 


Specific Changes 


Reports show that, in a few instances, 
prices have declined or weakness is an- 
ticipated because of increased supplies; 
gasoline and synthetic alcohol are men- 
tioned as examples. 

Most commodities are reported to be 
strong and numerous price increases are 
certain or probable, as steel and cotton 
textiles are sure to advance and paper, 
lumber and the nonferrous metals are 
likely to follow those leaders. The “cost 
of manufacture” as well as the “cost of 
living” must be considered as being on 
the move. 

Supplies of stationery and paper may 
improve shortly through the curtailment 
of advertising programs by companies 
whose total possible production has been 
sold far in advance of its availability. 
However, no easing of the container sit- 
uation is anticipated in the near future. 

Some heavy chemicals are reported to 
be in easier supply: Chlorine, soda ash 
and caustic soda, for instance. Scarci- 
ties and extended deliveries of materials 
have multiplied, however, because of the 
production curtailments and stoppages 
resulting from labor difficulties. 

Price advances are reported specific- 
ally on lumber, scientific instruments, 
waxed paper, hardware, oil drilling 
equipment, laboratory glassware, cast- 
ings, heating furnaces, steel, cotton tex- 
tiles, fuel oil, bronze castings, plumbing 
supplies, malleable castings, printing 
machinery and parts. 

In a number of lines, there is reported 
a tendency to withhold quotations, ap- 
parently to permit the making of prices 
at time of delivery; in other lines, es- 
calator clauses are used to accomplish the 
same purpose. 

Lime and building materials generally 
are in a strong position and, in the 
opinion of buyers, are likely to advance 
or be subsidized. 

Many items of machinery and equip- 
ment are expected to advance to meet 
increased costs of materials and labor 
thus affecting the estimated costs for 
those planning future purchases. 
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benchmaster OFFERS A 


LOW-PRICED BENCH MACHINE 


FOR BOTH HORIZONTAL 
AND VERTICAL MILLING 


This versatile benchmaster milling machine 
is an indispensable item for every wood, 
plastics and metal working shop. Simply by 
interchanging spindle attachments, it is 
quickly and easily converted from a vertical 
miller to a conventional horizontal milling 
machine with overarm and arbor. 
Unsurpassed for precision die making, die 
sinking, slotting, facing, side milling, key 
seating, jig boring, angle slotting and many 


other jobs about the shop... yet this bench- 


master milling machine costs so little and 
saves so much space that it practically sells 
itself to your customers. 


The milling machine is typical of all bench- 


master tools. Their top quality, versatility 
and low cost guarantee sizeable initial sales 
in every branch of industry. Add to this a 
hard-hitting national advertising campaign 
plus full distributor cooperation and you'll 
realize why benchmaster offers you such 
high-profit opportunities. 

Whether it’s machine shop, workshop or 


benchmaster mill with horizontal spindle and overarm 


school-shop...and whatever the industry... 
you'll find that benchmaster’s products are 
the kind that are needed and bought. In the 
biggest industries — steel, shipbuilding, air- 
craft; in the precision plants — radio, watch- 
making, musical intruments; in the smallest 
shops—toy manufacturing, technical schools, 
job shops; everywhere you go there is a score of 
reasons why benchmaster tools are preferred. 


WRITE FOR FULL INFORMATION ABOUT 
THE MILLING MACHINE AND THESE OTHER 
HIGH QUALITY benchmaster TOoLs 


benchmaster’s sturdy inclinable 4-ton punch 
press...6” rotary table...precision collets... 
swivel vise, etc. are in use in hundreds of 
machine shops in over 50 industries. Proved 
operating ease, maximum safety and negli- 
gible maintenance costs make them ideal 
for every kind of shop installation. Write 
today for FREE pamphlets giving complete 
information and engineering specifications 
of the entire benchmaster line of tools. 





MANUFACTURING COMPANY 


2932 WEST PICO Beuvrrsvare 
LOS ANGELES 16, CAtCIFOR NIA 
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your soldering tools 
is definite assurance 
of sont uninter- 
rupted service. Spe- 
cify ESICO — the 





trial plants 
everywhere. 








Write Today for 
Complete 





Information 
On the Esico Line 




















































A real time-saver. 
Treadie-operated. Au- 
tomatical advances 
iron and solder, 

leaves operator’s 
hands free for work. 


ESICO 
SOLDERING IRON 
CONTROLS 


Positive TIP control pre- 
vents over-heating — tip 
cannot fall below solder- 
ing temperature. The only 
practical method of con- 
trolling heat in the tip—an 
exclusive ESICO feature! 


EsICO 





Rugged construction. 
Variety of sizes. Designed 
for continuous non-stop 



















* Reg. US. 


Pat. Off. 


ELECTRIC SOLDERING IRON CO. Inc. 
2745 West Elm Street, Deep River, Conn. 


Once in a blue moon: Mack Marshall, Marshall Tool & Supply Co., 
Los Angeles, is about to marry Doris Rosoff, who is the identical twin 





sister of Syivia Marshall, who is married to Mack’s identical brother, 


Carl. 


It is probable that such a combination has never come up 


before in the industrial supply industry. 
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Gives Reasons Why 
Salesmen Lose Heart 


R. L. Cain, Pennsylvania Salt Mfg. 
Co., Philadelphia, examines selling as a 
whole and gives 17 reasons for their los- 
ing heart in a recent issue of Sales Man- 
agement. He lists the following reasons: 


1. Knowledge that sales call reports 
are not studied and used to advantage 
at the home office. 

2. Failure of the home office staff to 
send out samples, literature, and price 
confirmations to customers and_pros- 
pects as salesmen request. 

3. Failure of the office to act promptly 
on other matters, such as complaints, 
which salesmen have referred to it. 

4. Failure to keep salesmen advised 
daily of orders and other important mail 
received at the home office from customers 
in their territories. 

5. The direct contacting of their cus- 
tomers by the home office without their 
being fully informed. 

6. Failure to keep them informed about 
price changes and stock positions of all 
products. 

7. Obvious failure on the part of the 
sales manager to keep informed about 
salesmen’s activities. 

8. Worry over whether the boss and 
the company are pleased or displeased 
with their efforts. 

9. Failure to keep them informed about 
company news of general interest. 


10. Slow and irregular receipt of ex- 
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pense checks—no salesman is ever 
happy without money in his pockets. 

11. Slow and irregular receipt of mail 
or mis-directed mail. 

12. Indifference on the part of the 
home staff. 

13. Failure on the part of the home 
office to notify them of changes in per- 
sonnel or procedure which affect them— 
changes they learn by accident. 

14. Fear that their absence from the 
home office may result in their being 
passed by when promotions or expansions 
are considered. 

15. Fear that they have ceased to be 
“one of the family.” 

16. Failure of management to detect 
misfits. 

17. Frequent failures of management 
to support actions taken or statements 
made by salesmen with customers in their 
territories. 


Rayl Takes Long 
Lease on Building 


The Ray] Co., Detroit distributing firm, 
has taken a 30-year lease on the 12-story 
building at Griswold and State Sts. The 
organization, celebrating its 70th year 
in business, will presently occupy five 
floors in the building, but plans call 
for the occupation of at least four more 
within the next two years. In 1945, Rayl 
purchased the separate five-story building 
to house the industrial supply division. 
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th ” 
a drill presse 


Mich 


Manufacturers caught between the OPA and rising labor costs have only one good way to 
improve profit possibilities: reduce machine-hour costs. Sometimes this can be done by 
investing in elaborate automatic equipment requiring little personal attention. But more 
often the answer is versatile, low-cost tools with fast production capabilities. Atlas drill 
presses, lathes, milling machines, and shapers are helping many manufacturers keep ma- 
chine-hour costs to the absolute minimum. Cost-conscious production engineers will appre- 
ciate your helpful suggestions on special Atlas tool set-ups to economize on their operations. 
To be sure you’re up to date on Atlas facts, send for a fresh copy of the latest 


catalog. Atlas Press Company, 310 South Pitcher St., Kalamazoo 13D, Michigan. 


ATLAS PRESS COW 
tamer 00, mem, 
wha. 
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WITH TAYLOR MADE 
ALLOY STEEL CHAIN 


Your safety margin is increased—your costs reduced, when 
you specify Taylor Made Alloy Steel Chain. Alloy steel—its 
greater strength and other superior characteristics, plus Taylor’s 
well known skill in chain manufacture, make this possible. 

Safety engineers, superintendents, foremen—chain users 
everywhere—agree that use of Taylor Made Alloy Steel Chain 
reduces chain wear, lowers maintenance costs, increases safety. 

Its application is unlimited—steel mills . . . foundries... 
forge shops... water-ways... construction projects—where- 
ever chain of high tensile strength is desired. Write today 
for further details or phone your mill supply distributor. 


§.C. TAYLOR CHAIN CO. 
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NEW LINES 


“Jaken ou by 


DISTRIBUTORS 


Standard-Shannon Co., Philadelphia, is 
distributing the products of the Elas- 
tic Stop Nut Corp. of America. 

George Worthington Co., Cleveland, is 
distributing the small industrial pre- 
cision tools of Brown & Sharpe Mfg. 
Co. 

S. B. Hubbard Co., Jacksonville, Fla., 
is handling the power transmission 
equipment and allspeed drives of the 
Worthington Pump & Machinery 
Corp. 

Riechman-Crosby Co., Memphis, is 
stocking the magnetic separators of 
Eriez Mfg. Co. 

Hollis & Co., Little Rock, Ark., is dis- 
tributing the industrial machinery 
equipment of the Worthington Pump 
& Machinery Corp. 

Harris Iron & Supply Co., Memphis, is 
handling the products of the Acorn 
Refining Co. 

Foltz Mfg. & Supply Co., Hagerstown, 
Md., is stocking the industrial ma- 
chinery equipment of the Worthing- 
ton Pump & Machinery Corp. 

Industrial Supply Co., Inc., Salt Lake 
City, Utah, is stocking the safety 
equipment of Willson Products, Inc. 

Mau-Sherwood Supply Co., Cleveland, 
is stocking the fittings of the Weather- 
head Co. 

Mahoning Valley Supply Co., Youngs- 
town, Ohio, is distributing the indus- 
trial leather items of the Graton & 
Knight Co. 

Casper Supply Co., Casper, Wyo., is dis- 
tributing the protective devices of Will- 
son Products, Inc. 





John Leslie On Board 
Of American Foundry 


John W. Leslie, president of the Sig- 
node Steel Strapping Co., Chicago, has 
been elected to the board of directors, 
American Foundry Equipment Co., Mish- 
awaka, Ind. Mr. Leslie is also a director 
of the Pyle-National Co., and the Ham- 
mond Instrument Co., both of Chicago. 
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READY TO FABRICATE 
SURPLUS 






AT 15% TO 45% LESS 


(FOB Location) 


GOVERNMENT-OWNED STOCK 


Here—in production quantities—isthe aluminum you need 
at fixed prices, 15% to 45% off current mill prices, depending 
on be gene oe alloy. Much of this special value stock, 
originally ordered for war plane construction, is still in 
its original packing. It may be readily fabricated and is 
available in standard sizes and shapes. Perhaps this ma- 
terial is just what you need to get into full civilian pro- 
duction faster and it costs nothing to find out. Take these 






ATTENTION 


POWDER 
METALLURGISTS§ 


Atomized Aluminum powder 
—not suitable for paint with- 
out further processing—is 
available in enormous quan- 
tities at 10¢ per pound. Can 





three simple steps today: you find a major use for this 
‘ : roduct? If you can.....!!! 

1. Estimate, for any convenient period, your pro- Get detailed specifications 

2 4 . : M4 rom your ar sse or- 
duction needs in each specification, » gauge, etc. pesation office listed below. 


2. Then write, wire, or phone that data to your 
nearest War Assets Corporation office* below. We will 
advise you of the location of the stock you need, estimate 


TYPES AVAILABLE 





possible delivery dates, quote prices and help arrange SHEET STRIP 
credit where indicated. 
3. When satisfactory arrangements have been 
made, we will start shipments. = 
* NEW SURPLUS STOCK ROD PLATE 


RELEASED DAILY 


War Assets Corporation is a Reconstruction Finance 
Corporation subsidiary in charge of ws rong, re surplus 
war materials constantly being released to War Assets 
Corporation. To reach War Assets Corporation, simply 
contact your nearest R.F.C. office listed below. 


VA BAR TUBING 


EXTRUDED SHAPES 


War ASSETS CORPORATION 


(A SUBSIDIARY OF RECONSTRUCTION FINANCE CORPORATION) 


RFC OFFICES (INCLUDING FORMER DEPARTMENT OF COMMERCE REGIONAL SURPLUS PROPERTY OFFICES) LOCATED AT: Atianta 
Beston + Chicage + Denver + Kensas City, Mo. « New York + Philadelphia + Sean Francisco + Seattle « OTHER RFC SURPLUS 
PROPERTY OFFICES LOCATED AT: Birmingham «+ Charlotte + Cleveland + Dallas « Detroit « Helena « Houston + Jacksonville 
Little Reck © Leos Angeles « Louisville « Minneapolis « Nashville «> New Orleans « Okiahome City « Omaha « Portiand, Ore. 
Richmond « St. Louis « Salt Lake City « San Antonie + Spokane « OTHER FORMER DEPARTMENT OF COMMERCE REGIONAL 
SURPLUS PROPERTY OFFICES LOCATED AT: Cincinnati and Fort Worth 157-3 


VETERANS OF WORLD WAR II: 


To help you in purchasing surplus property from 
War Assets Corporation, a veterans’ unit has been 
established in each War Assets Corporation Regional 
Office listed below. 
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GEO. D. ROPER CORP. 
333 Blackhawk Park Ave. 
Rockford, Illinois 


Builders of Pumps for Manufactur- 
ing, Marine, Petroleum and Process 
Industries. 


Capacities % to 300 G.P.M.; pres- 
sures up to 1000 P.S.1.; speeds up 
to 1800 R.P.M. 
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HOW YOUR CUSTOMERS 





ee Four-port design offering eight optional piping | 


connections cuts installation time and cost. Four 
piping arrangements are possible with pump 
operating clockwise ... 4 other arrangements with 
pump operating counter clockwise. 


Hydraulic self-lubricating principle prolongs pump 
life with less service attention. There is positive 
continuous bearing lubrication. Liquid pumped 
enters grooved bearings from pressure side, is 
drawn to suction side through grooves in opposite 
bearings. 


. 
Easy accessibility to working parts cuts down “‘out- 


of-service” time. It is not necessary to disturb 
piping, power unit, or pump mounting to inspect 
or replace gears, case, bearings or packing. 


Send for Bulletin of Pumping Facts. 
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Haven Branch 
Expanding On Service 


Building their business on the prin- 
cipal of “immediate service,” Claude 
and Allen Haven, managers of the San 
Francisco branch, Haven Saw & Tool Co., 
Oakland, are extending their activities 
and plan even greater stocks of industrial 
items. The branch was opened in 1937 
with a personnel of two men, but now 
employs ten, five of whom are salesmen. 
Haven offers a two-day saw sharpening 
service, and is able to weld band saws in 
any length within a few minutes. 





Claude and Allen Haven, sons of 
C. E. Haven, president of the firm, 
run the San Francisco branch of 
the Haven Saw & Tool Co., Oak- 
land. 





Head Of Foremen's Group 
Sees Need For Support 


Unless the new wage incentive plans 
and revisions of existing plans win em- 
ployee understanding and support, more 
rather than less labor strife lies in store, 
A. C. Croft, president of the National 
Foremen’s Institute, recently warned 
members. 

In developing or modifying incentive 
wage plans, workers must believe the pro- 
posal to be just, Mr. Croft stated. 
“Otherwise, example after example 
proves, they will sabotage it into total 
chaos. They can have faith in its fairness 
only when they understand it and from 
experience know that it does reward 
them equitably for increased effort or 
‘know-how.’ ” 

Management prerogatives were not at 
stake when a company decides to take its 
employees into its confidence by advis- 
ing them of the steps to be taken in 
modifying prevailing incentive plans, Mr. 
Croft asserted. He stressed that in plans 
where employees have learned that the 
system redounds to their benefit, any pro- 
jected revision of it especially upsets 
morale and production by evoking again 
the old-age spectre of the “speed-up.” 
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WRIGHT HOIST UNIT 



























Here is a compact lifting unit you can sell as a package 
item. It’s an abbreviated tram-rail system with all the 
so-called “engineering” taken out of it for your con- 
venience. Your customer’s mechanic can install it in 
a few minutes. 


This Wright hoist unit consists of an Improved High-— 
Speed hoist, a Self-Aligning Roller Bearing trolley, 
15 feet of I—beams with end stops, and two 

Utility universal hangers. 

It is speedy, convenient, indispensable in the 
garage, receiving or shipping room, or any place 
where loads must be moved a short distance. 
Capacities: 4} to 2 tons. There are hundreds of 
places, right in your own territory, where this unit 
is needed. Talk it up to your customers. Use it as 
an item to "get your foot in the door." 


3 ove Asst at 


vind ont 


\ 


York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 





WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Here is a quality spur-—gear 
hoist that is built under a sys- 
tem of control which processes 
every part to absolute accuracy. 
All parts required to build the 
Ford Tribloc are machined to 
very close tolerances, thus 
assuring maximum operating 
efficiency. But more than this, 
Ford "controlled manufacture" 
starts with design which 
embodies a number of features 
exclusive to Ford. 


For instance, the Ford Tribloc has fewer parts 
than any hoist in its field. Fewer parts means 
less wear, greater efficiency, lower mainte— 
nance. Simplicity means rugged durability, 
longer life. Yet the Ford Tribloc is 
surprisingly low in first cost. 

Capacities: % to 40 tons. 


Acco York, Pa., Philadelphia, Chicago, San Francisco, 
Denver, Los Angeles, Portland, Bridgeport, Conn. 


mu 
Asx. FORD CHAIN BLOCK DIVISION 


" AMERICAN CHAIN & CABLE 
= ‘“” In Business for Your Safety 
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Great Lakes Promotes 
O'Brien And Tiernan 


William R. O’Brien has been made 
vice-president, and Louis P. “Ted” 
Tiernan promoted to manager of equip- 
ment division sales, the Great Lakes 
Supply Corp., Chicago. 

The vice-presidency climaxes 22 years 
of association by Mr. O’Brien with the 
distributing firm. Joining Great Lakes 
as a youth, he worked as a packer, 
stock clerk and up into the sales de- 
partment. Mr. Tiernan joined the or- 
ganization in 1940, starting in the equip- 
ment division. Formerly connected with 
the Illinois State Highway Department, 
he has had a career of selling heavy 
equipment. 













































Ted Tiernan, left, and William 
R. O’Brien, Great Lakes Supply 
Corp., Chicago, talk over plans 
for a vigorous spring sales 
campaign. 





Packaging Exposition 
In Atlantic City 


The Packaging Exposition of 1946 will 
be held in the Atlantic City Auditorium 
from April 2 to 5. Previously held in 
hotels, the American Management Asso- 
ciation’s exposition drew so many exhibi- 
tors this year that a larger place was 
needed. There are expected to be more 
than 140 exhibitors, and visitors will see 
a large array of new products and pro- 
cesses, new machinery and materials 
used in manufacturing, expediting and 
improving procedures in packaging, pack- 
ing and shipping. 





Bristol Manages Sales 
For Prentiss Vise 


Mark L. Bristol, who joined the Pren- 
tiss Vise Co., New York, in 1922, has 
been made general sales manager of the 
concern and its subsidiary, Henry Cheney 
Hammer Corp., Little Falls, N. Y. Mr. 
Bristol is a veteran of the first World 
War and served in India with the Ameri- 
can Red Cross during the last war. 








The most important question about Chain: 


“WHO MAKES IT?” 


AMERICAN 
CHAIN 


There's more to a chain than material, type and size. Equally 
important are the experience and facilities of the manufacturer 
who made it. For these affect chain quality. The war greatly 
increased the guantity of chain produced by American Chain 
Division. But nothing will ever lower the quality of ACCO Welded 
Chain, Weldless Chain, or Attachments. We will not compromise 
with quality. On the contrary. our research department is 
constantly endeavoring to, improve the quality of American Chain, 
thereby increasing its service to the user. 


& 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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GE ying ELECTRODES 


HELP YOU TO KEEP WELDING COSTS 








e@ Type and cost of current used —weld- 
ing position — fit-up — efficiency of the 
operator—all these affect the over-all cost 
of production welding. Quite as impor- 
tant as any of these are the type, size and 
make of electrode used. And that’s-where 
PAGE comes in. Here’s why. 





1 ¢ PAGE electrodes are of uniformly high 
quality. Experienced welders take that for 
granted. 
2 « The wide range of PAGE electrodes and 
gas welding rods includes the one most 
economical rod for practically every type 
of production welding. 
3° Through long and close contact with 
welding engineers and welders, PAGE is 
often able to help on problems of welding 
technique and the selection of rods. 
PAGE specializes in stainless steel. But 
whatever your problem, if it has to do 
_with welding, it will pay you to... 





“AMERICAN CHAIN & ue 
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G. W. Donahue, president, and C. 
D. Jersey, manager, Stacy Supply 
Co., Springfield, Mass., cast criti- 
cal eyes over a new piece of 
manufacturers’ literature. 





Hurt Manages Sales 
For Ohio Stainless 


Allen Hurt has joined the Ohio Stain- 
less Steel Co., Cleveland, as sales man- 
ager. Ohio Stainless is direct mill rep- 
resentative and distributor for stainless 
steels, alloy billets, carbon bars, die 
blocks and small-size copper tubing. 

Mr. Hurt completed his education at 
the University of Baltimore in 1936, and 
joined the Baltimore Valve Co. as sales 
promotion manager. He became affiliated 
with the Eastern Rolling Mill Co., Bal- 
timore, in 1937, and was made Cleveland 
district sales manager in 1941. From 
1944 until joining Ohio Stainless, he 
was with the Federal Telephone & Radio 
Corp., Newark, N. J. 








H. C. Jones, C. W. Farmer Co., 
Macon, Ga., doesn’t find office 








REGISTERED U.S. PAT OFFICE 





¢ These Four New Marquette Welders are 
the latest Marquette achievement. Note a 
few of the advanced features. Model 262 C 
has built-in capacitor for high power factor. 
Telnic Bronze (new copper-nickel alloy) plugs 
and sockets doubles current carrying capac- 
ity. Newly designed transformer gives im- 
proved welding characteristics and /nstant 
arc striking without high frequency or 
booster gadgets. Front panel designed for 
greater convenience. New aluminum alloy 
construction reduces eddy current losses and 
increases transformer efficiency. Ranges: 
Model 261 and 261C, 20-200 amps.; Model 
262 and 262 C, 20-275 amps. All Marquette 
Welders are Fully Equipped. 


LOOK TO MARQUETTE FOR LEADERSHIP 


MARQUETTE WELDING EQUIPMENT SOLD EXCLUSIVELY 
THRU THE NATION'S LEADING DISTRIBUTORS 





A.C. ARC WELDERS + ELECTRODES 
ETA TNT Tag OAS WELDING And CUTTING EQUIPMENT 
belolt bh aes Ratan REnEE ACETYLENE GENERATORS - ACCESSORIES 


work as exciting as being a gunner 
on a B-24 but its perfectly all right 
with him. Mr. Jones flew 35 
missions, received seven battle 
stars, the D.F.C., and air medal. 
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MATERIALS 
HANDLING 


EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full con- 
fidence of long-life and quality per- 
formance. Conco has been a leading 
name in the handling equipment field 
for a quarter of a century. Write for 
full information on this profitable line. 


T 









Differential Hoist. 
Torpedo Electric cities 14, Vp. I-Beam Trolley in ur Gear “Hoist. 
Hoist. Capacities Ys, and 2 tons four models, plain gh speed, high 
A fast-selling. low- 


cost hoist, with a 
large market. 





quality. in capaci- 
ties rangin 
l4 through 


or geared types in 
capacities from 1, 
through 10 tons. 


from 


trolley suspension. tons. 


CONCO (Cee ee 


ATTENTION | 


If you want a complete life of FILES (American 
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and Swiss Pattern in all sizes, shapes and cuts, 
Rifflers, Needle, Coil) Rotary Pattern in Hand 
Cut and Ground from Solid. Outstanding for 
their metal cutting qualities, Backed by 34 
years time tested, time proven years of satis- 
factory service and a sales policy that protects 
stocking distributors then write us. 


The franchise may be open in your territory. 
YOU CAN'T BUY OR SELL A BETTER FILE 
“ALLIGATOR” “CARSON” “NEWTON” 


SWISS PATTERN AMERICAN PATTERNS 
ROTARY PATTERN 


CARSON-NEWTON CO., BELLEVILLE, N. J. 





mM 


WT 












PALMGREN 


VISES AND MILLING ATTACHMENTS 
Profitable Items To Sell 


ANGLE VISES. 

1Y2""-2V2""9G'"-6'"-8"" Jaws 
Solve difficult 
angle job. Quick 
accurate angle 
set-ups, save time 
and loss. Ideal 
for Drilling, Mil- 
ling, Grinding, 
Fitting, Filling, 
Etc. Accurately 
machined and 
graduated. Hard- 













ened steel jaws, 
plain or grooved. 
DRILL PRESS VISES 
1T¥2""-2V/2"'-4"" Jaws 
Accurately machined. 
Best semi-steel cast- 
ings. Long bearing ad- 
pease ng screw. Jaws 
ardened steel — plain 
or grooved. 
—. ATTACHMENT 
AKES MILLING Creations 
POssiBLe ON LATHE. Fits — 
Bend, Atlas, Craftsman, L 
5 and all other lathes. 
Graduated vertical feed screw and 
360° graduation 4 — angle ad- 
Justments. by strad- 
eo lathe’s yl tool 
150—i'4" Jaws, I” een, 
by 18.75. No. 250-—24" Jaws, 
' 7/1 grooved 


6” 
one plain, $24. 75. No. 
— 4” Jaws, 14,” 
oo. $39.75. 


“° IMMEDIATE DELIVERY 
Write for Circular No. 350 


CHICAGO TOOL and ENGINEERING CO. 
Mfrs. of PALMGREN PRODUCTS for over 28 years 
8392 South Chicago Avenue, Chicago 17, Ill. 


CLLOBE 





WOVEN 
BELTING 


to 
your 


list 
of 
profit 


producers! 


Supply your customers belting 
needs for conveyors, elevators 
and power drives from Globe's 
ample selection of textile belting. 
The consistently fine service 
these belts deliver means greater 
dollar-volume for you in extra 
sales and repeat orders. Write 
for details and catalogs today. 


GLOBE 


Woven BeltingCo.. Ine. 
1405 Clinton St. 


Buffalo New York 





Pe 








v 


Just back from the Navy, Walter 
Henderson, left, catches up on 
details with the help of William 
Turner, Chase & Cooledge Co., 
Holyoke, Mass. 





New Salesmen 
In Groves Branches 


N. A. White and Charles E. Sullivan 
have joined the sales force of the Seattle 
branch, Frank Groves Co., San Francisco. 
Mr. White was formerly with Charles 
H. Harden & Co., Seattle distributing 
firm, and Mr. Sullivan had been con- 
nected with the United States Rubber 
Co. 

In the Portland, Ore., branch, Arlie 
Shirley has been advanced from the 
shipping department to the outside sales 
force, and A. Green, formerly with the 
Marshall-Wells Co., Duluth, Minn., is 
operating out of Eugene, Ore. 


Brown Instrument Adds 
Many Salesmen To Staff 


- The Brown Instrument Co., Philadel- 
phia, has added 24 sales engineers to its 
staff. They have been assigned to branch 
offices of the Minneapolis-Honeywell 
Regulator Co., of which Brown is an 
industrial division. 

The sales engineers and the offices to 
which each has been assigned are as 
follows: 

D. L. Russell assigned to Boston; A. 
F. Cecere, to Hartford, Conn.; J. A. 
Rorex, to Houston, Tex.; R. Mitchell, 
A. D. Mayo, Jr., and H. W. Greisback, 
Chicago; C. C. Spousta, Jr., and A. R. 
Willy, Indianapolis; D. F. DeVine, Port- 
land, Ore.; W. H. Palmer and Ross 
Hubley, Minneapolis; J. Dunlap, Toledo; 
H. W. Araucz, Detroit; A. T. Challman, 
San Francisco; H. T. Noonan, Buffalo; 
L. T. Macgill and A. M. Zellar, Philadel- 
phia; C. McIntire, Cincinnati; R. D. 
Bailey, Washington, D. C.; J. F. Stein, 
St. Louis; H. W. Sinewe, Pittsburgh; 


R. A. Wolfe and E. G. Brown, New York | | 


City, and R. F. Bruckart, Cleveland. 





Give Your Men 
a Product They Can 


~ -. > 
















, RUST PREVENTIVE 


be, 
™ YOUN rust thouble away 
AVAILABLE IN 
ALUMINUM 

AND COLORS 





No Shortage of PUST.QLEUM 


© The Rust Preventive that Industry Is Looking For 
© Available Today for Prompt Delivery 
© Easily Sold with Simple Sales-Clinching Story 





Have reconversion and plant shutdowns 
curtailed some of your lines—left your sales- 
men with too few items to sell? Then solve 
the present supply-famine with RUST- 


Use This Sales-Making 
5-POINT SALES TALK 


OLEUM Rust Preventive. Here's a ‘‘natural’’ ° a A Guoatty oe = rusted 
your men can go to town on. They sell it to blasting required—just wire brush 


' to remove loose paint, scale 
the same prospects they've always called pag my P 


on—factories, utilities, contractors, public 
work departments. All of these need this 
proved rust preventive—and will buy it 
when it’s brought to their attention. For a 
fast-seller to bridge the present gap and 
give you another steady future profit-maker, 
give your men RUST-OLEUM now! 

Write today for full details 


© Penetrates rust, incorporates it in 
the film — spreads an unbroken 
protective coating on the surface. 


© Covers up to twice the area per 
gallon of ordinary paint. 


@ Easy to apply—an important sav- 
ing in time. 

¢ Full range of colors. Immediate 
delivery! 
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“HANDI’...1s THE WoRD FOR IT! 





ALL-PURPOSE ELECTRIC HOIST 


Here is the handy, easy to install, simple to operate elec- 
tric hoist. They do all kinds of lifting jobs up to 500 lbs. 
They free workers from handling tiring loads, allowing 
pone to work better. They save manpower, speed produc- 
tion, cut costs. 

Low in price, P&H Handi-Lifts are available for three 

of mountings—bolt, hook or trolley. Operate on 3- 
phase 60 cycle, 220 or 440 volts. They are sturdily built 
years and years of service—compact and lightweight. 










Use them anywhere—they're dust, Send for 
weather and acid-proof. Have flexi- i°™, —— 
: © fa: oh. = gives 
ble chain lifting, safety limit stop . complete 
aioli for smooth, safe operation. story! 
of wire repe elee- General Offices: 4538 W. National Ave., Milwaukee 14, Wis. 








They give you an 
Edge on competition 










For 
DRILLING 
REAMING 
TAPPING 

COLLET 


EQUIPMENT 














@ Get these time and equipment 
saving tools into your customers’ 
hands right now — they need them. 
COLLIS tools are made by men 
skilled in making taper products 
and with many years of experience 
in their field. COLLIS Collet Equip- 
ment has always been good for 
business and it will continue so. 
We will give special attention to 
your requirements and serve you 
promptly. 


THE COLLIS COMPANY 
CLINTON, IOWA 
























Wherever constant power 
in a portable tool isneeded, 
Elliott Flexible Shaft equip- 
ment will do it better, faster 
and more economically. 
These rugged machines are for 
use on all metals. plastics. por- 
celain and wood. With the 
wide variety of accessories and 
interchangeable hand-pieces, 
it is possible to work in corners 
and irregularly shaped parts. 
Even with unskilled labor you 
can maintain efficiency and 
economy by eliminating time- 
consuming hand work. 












Normalized steel edges in Magor Tools 
prevent turning an splitting. Feature 
that point—customers won't settle for 
anything less than a genuine Magor 
tool once they know the extra service 
that normalized edges mean to them. 
ped for YOU —Magor means profits, 

ured by a generous sales policy and 
a protective Magor guarantee! 
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Distributors ii of the Filion 
Unit Drive . . Write for Bulletin 44B giving com- 
plete information and prices. Franchises for Elliott 
Flexible Shaft Mochines ond Unit Drives are still 
loble for many t 
ESTABLISHED 1932 


ELLIOTT 


gate the adi tog 











wbalptade eu: ke para 


PECT AVE. BINGHA ON NOY 
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FLEX FITTINGS 






















nnect co 





lf your customers ©O 
imilar tubing, epend © 
d styles) and t 


steel or S 
rings (over 1500 sizes, types an 
tools. A great combination that mean 
__ means extra business for you. 
you re der a well-rounded service be- 
right tool for virtually 
Folder 


Imperial can elp 
"W1 find the right fitting a 
jon job. Folder 295 0" fittings and 


Je for your use. 
S. Racine Ave. 


n 
ls availab 
Chicage 7. 







ey 


—_ 
we 


TUBE BENDERS 


FLARING TOOLS % 


eset Asan sw 


IMPERIAL 
ad SOLDERING 


OUTFITS 
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_. Hard Hitting 
Sales Messages 
like these... 


Dayton V-Belt advertising is on the job con- 
tinuously, day after day, helping Dayton V-Belt 
Distributors sell more Dayton V-Belts. During 
1946 over 150 pages of advertising in leading 
industrial publications, reaching into every 
industrial market, will tell plant executives 
and maintenance men why Dayton V-Belts can 
help to increase the efficiencies, reduce the 
costs of their power transmission drives. 
Because such vigorous advertising and sales 


iz 


THE 





WORLD'S LARGEST 


MANUFACTURER OF 
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EVERY MONTH DURING (946 


§ eH 


Selling DAYTON V-Belts 


for you! 





promotion support is specifically planned to 
direct industrial V-Belt buyers to your place 
of business, it will pay you to learn ALL the 
details of the Dayton advertising-sales pro- 
motion program. Write today to find out how 


_ you, too, can increase your power transmission 


equipment sales by becoming a Dayton 
Distributor. 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1, OHIO 





a hull benr 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 





V-BELTS 























‘BECAUSE MORSE TOOLS HOLD UP 20 WELL, 
REPLACEMENTS ARE HELD DOWN 70 A MINIMUM" 


S—THROUGH DISTRIBUTORS. 


Morse Tools make a substantial contribu- 
tion to production efficiency and economy. 
For significant savings and better quality 
work, use Morse Tools. 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 


FAYETTE ST. © CHICAGO STORE: 570 WEST RANDOLPH ST. *® SAN FRANCISCO STORE: 1180 FOLSOM 5ST. 
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When your salesman offers VICTOR Hack Saw 
Blades to your customers, he has the confidence 
born of the knowledge that his sales presenta- 
tion is-backed by consistent promotion effort on 
the part of the manufacturer. 


This “Backing” takes three forms — 


1 Catalog No. 43-V which is really a sales 
manual, giving details of the complete VICTOR 
line of Hack Saw Blades, Band and Contour 
Blades, and Hack Saw Frames. 


2 The booklet “Metal Cutting’—a miniature 
* textbook giving practical suggestions on the 
selection, care and use of hack saw blades 
and other VICTOR products. 

3 Advertising and sales promotion—regular 
and consistent advertising in leading industrial 
magazines, reaching thousands of potential 
buyers every month. 





THE VICTOR PLAN 
The five basic principles, set forth in the 
“VICTOR Plan of Selling” guarantee distribu- 
tor protection. They furnish the ultimate in 
backing up the efforts of your sales force. 
Victor Saw Works, Inc., Middletown, N. Y. 


VICTOR 


Makers of hand and power hack saw blades, ne 
frames and metal cutting band saw blades. © 
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Jones Hardware's Swing 
To Industrial Items 


Established in 1913, the Jones Hard- 
ware Co., Ltd., Long Beach, Calif., was 
a retail concern until 1930, when the 
firm started the elimination of retail 
business. Under the “management of 
L. R. and A. F. Jones, sons of the 
founder, and president and _ vice-presi- 
dent respectively, the business has 
turned progressively toward the whole- 
sale distribution of industrial supplies. 
At present, these items constitute 90 per- 
cent of the business. 

The company occupies a good-sized 
building, a steel warehouse, and several 
garages and temporary buildings for 
overflow stock. When the building ma- 
terial situation is relieved, a new build- 
ing will house all operations. 





The 33-year-old Jones Hardware 
Co., Ltd., Long Beach, Calif., is 
waiting for building materials to 
erect a larger building to house 
all facilities. 





Servicemen Organize 
Manufacturing Firm 


Joseph F. Patten, former chief machin- 
ists’ mate, and Lawrence A. Feirberg, 
former Signal Corps officer, have organ- 
ized the Jewel Tool Co., in Richmond 
Hill, N. Y., and are now manufacturing 
and marketing a new, patented quad- 
ruple key capable of fitting four sizes 
of socket\ head and hollow head screws. 

The firm is intefested in nation-wide 
distribution and is negotiating with dis- 
tributors in various parts of the country. 
Mr. Feirberg, sales’ manager, stated that 
he has several excellent territories avail- 
able for distributors. Plans are under 
way for a widespread advertising cam- 
paign to acquaint industry with the ad- 
vantages of the line. 

The Jewel Tool Co. also manufactures 
a set of three keys designed to fit eleven 
different sizes of hollow-head set screws 
and socket-head cap screws. This set 
eliminates the need for eleven different 
individual wrenches and is the first of a 
series of unique items for the industrial, 
radio and automotive fields. 





















CLEARING YOUR Jea.Be eee seen 

















Harda-hitting direct mail cam- 
paigns and national trade paper adver- 
tising continuously pre-sell the user- 
benefits of Valdura Machinery & Floor 
Enamels to management executives, pur- 


chasing agents and maintenance men. 


Live leads from this sustained promotion 
conserve your time and travel; they help 
you constantly to maintain maximum 


selling effectiveness. 


For years a favorite with important in- 
dustrial users, Valdura Heavy Duty 
Enamels enjoy a reputation for durability 
and excellence which always commands 


a respectful hearing. Effective 






& 


FAS*. ORG 
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WEDGE 
elm YP MAERTISING | 















supplementary sales ammunition helps 


to close deals quickly. 


Because they are of finest quality, 
Valdura Enamels produce a substantial 
volume of profitable repeat business. 
They also provide an entrée for sales of 
companion items from the complete 


Valdura line. 


Send for Free Sample Sales Helps Now 


In addition to sending complete details 
on how you enjoy increased profits selling 
Valdura Machinery & Floor Enamels— 
let us include free samples of the Valdura 
Painting Guide and the Heavy Duty 
Maintenance Paint Catalog. Both have 
proven highly popular with the trade. 
Write today, address department 312. 





“A GOOD NAME WORTH REPEATING" 
AMERICAN-MARIETTA COMPANY 


STR EER CHISAGO tae, FLEA O'S 









George Lewis to Retire, 
Armstrong-Bray Veteran 


George R. Lewis, Armstrong-Bray & 
9 Co., Chicago, is retiring this year after 
q& ar representing his company on the road 
for 45 years. He plans, he says, “to sit 
on the frent porch of my home in Liberty- 

eee 


ville, Ill., and enjoy the summer heat.” 
Roy Miller is successor to Mr. Lewis’ 
Armstrong-Bray territory. 











George R. Lewis, second from 
right, introduces his successor, 
Roy Miller, right, to S. F. Pecaut, 
| Pecaut Industrial Supply Co., 
Sioux City, lowa, left, and S. K. 
Taylor, Ball Crank Co., Cincinnati. 
Mr. Miller will represent Arm- 
| strong-Brady & Co., Chicago. 





| Five New Furnaces 
For Carnegie 
The Carnegie-Illinois Steel Corp., Pitts- 


TWO BRONZE SEATS GROUND | burgh, has contracted for two new slab 


heating furnaces and the rebuilding of 


TO A TRUE BALL JOINT PERMIT three existing furnaces for its Gary, Ind., 


works. It is said that the expansion will 


EASY CLOSING AND OPENING |. give the Gary strip mill one of the largest 


capacities in the world. Each of -the five 





furnaces will have a capacity of 105 tons 
an hour, in contrast with the rated capa- 


Because the two bronze seats in a Dart Union 


close to form a true ball joint, ruinous wrenching city of 60 tons for the three existing 
is unnecessary. And if the union is needed for furnaces at present. No other strip mill, 

. a say the manufacturers, is served by more 
some other service, uncoupling is effected with a a Vg eh ig 


equal ease. Body and nut are of high-test air- 
refined malleable iron—are practically inde- 
structible. That's why Dart Unions are cheapest 
in the long run. 


Wehnes Joins Oliver, 
Quits Cleveland Pneumatic 
Wilfred C. Wehnes, formerly pur- 


chasing agent, Cleveland Pneumatic Tool 
Co., Cleveland, has been made vice- 







SS [Ras ' : 
Show your customers the con- SS 2 president of Oliver & Co., newly estab- 
struction of Dart Unions. When S . | lished Cleveland Heights distributing 







firm. Oliver & Co., presently represents 
several forging and casting companies, 
but expects to add other lines including 
machine tools. Mr. Wehnes had been 


you sell Darts, you sell satis- 
faction. 


"mil 


E. M. DART MFG. COMPANY 


PROVIDENCE 5, RHODE ISLAND - Unw~eons 


with Cleveland Pneumatic for eleven 
years. 
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Ready made to fit the distributor's merchandising plan, Simonds* Grind- 
ing Wheels offer fast turnover, quick, steady profits. 


For rough grinding and snagging; for micro-inch accuracy finishing—on aa nant Sunnie and 


Electrolon Abrasive Products 


through the entire range of production and tool room requirements, are now distinguished by the 
Simonds Borolon and Electrolon Grinding Wheels meet the major needs of name Simonds. 

all industry. Thousands and thousands of combinations of various types SIMONDS ABRASIVE CO. is a 
and sizes of grain in as many different structures with Vitrified, Silicate Division of 


or Resinoid Bonds complete a “ready-made” line of abrasive products 
which permit perfect “fit” for all conditions. Simonds Grinding Wheels; 
Segments; Mounted Wheels and points; Grains, Bricks and Sticks, effect 
production economies; bring new abrasive efficiency when requisitioned Other affiliated companies: 
for specific jobs on specific materials under specific machine conditions. ey pee 
Simonds Abrasive Company engineers in co-operation with distributors 

have shown many leading industries how Simonds Abrasive products 

help increase production and decrease grinding costs. 





, SIMONDS 


ABRASIVE CO. 





SIMONDS ABRASIVE COMPANY °* PHILADELPHIA 37, PA. + DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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As long as there's industry there'll be 
MOGSTS... 
7” Aslong as there's a need for HOISTS 

there'll be COFFING HOISTS to suit 
a the job... 

As long as there are COFFING 

HOISTS you'll have the opportunity 
Bg to SELL all requirements... 


As long as you SELL COFFING 
HOISTS you'll be rewarded with 
4 900d, steady, profitable returns . . . 



































SPUR “SAFETY- e 
GEAR PULL” QUICK: 
CHAIN RATCHET LIFT 
HOST. LEVER ELECTRIC 
HOIST HOIST 





COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS-- TROLLEYS 


DANVILLE, ILLINOIS 
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_ Roy Jeggel (right) has been ap- 
pointed general manager, Mechani- 
cal Supplies Co., Cincinnati. He is 
seated with K. L. Miller, vice- 
president of the concern. 





Herman Everlien Dies, 
U. S. Rubber Manager 


Herman A. Everlien, general sales man- 
ager, mechanical goods division, United 
States Rubber Co., New York, died sud- 
denly of a cerebral hemorrhage on Feb. 
21. Mr. Everlien had been associated with 
the rubber industry for 43 years, hav- 
ing begun his career as a clerk in the 
Chicago office of the Revere Rubber 
Co., a firm later consolidated with U. S. 
After a steady rise in the industry, he 
became mechanical goods sales manager 
in the Pittsburgh district in 1920. Four 
years later he was transferred ‘to New 
York to take charge of mechanical goods 
branch’ sales and to eventually become 
general sales manager of the division. 

Mr. Everlien is survived by his wife, 
Mrs. Gertrude E. Everlien; a brother, 
Louis, of Philadelphia; a sister, Mrs. 
Bertha Toman of Chicago, and a stepson, 
Carl Oatman of Muskegon, Mich. 





-ow 





William J. Owen, purchasing 
agent and sales manager of the 
M. J. Kelly Supply Co., Syracuse, 
N. Y., looks up from a pricing 
task. 








LIKED BY 
PROFESSIONALS... 


THEY KNOW WRENCHES 









LIKED BY 


DISTRIBUTORS ... 
THEY KNOW MARKETS 


Billings Distributors find it easier 
to give the market what it al- 
ready knows and likes. 
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Avoid all these 











‘HOOK STRAIGHTENING: 


K 
© \ 
ZA 


HATCH SNAGGING 


with the ONLY HOIST HOO 
ngunccced 


FOR UTMOST SAFETY 


















/ 


@ The very dangers which 
most often threaten life, limb 
and load simply don't hap- 
pen when you use ACLC 
Safety Hoist Hooks. 
Makeshift mousing gives 
place to automatic mousing. 
Snagging can't occur be- 
cause no protruding point 
“asks” for it. Hook straight- 
ening and load slippage 
are avoided because the 
patented shoulders and 
lip LOCK the load in 
perfect alignment. 
Time saved—men 
spared—cleaner 
jobs; hence more 
profit. Send for 
details Now! 


ACLC Safety Hoist 
Hooks are manu- 
factured in three 
models — Eye Type, 
Shank Type, Shackle 
or Clevis Type. 


io 





i 


American CHAIN LADDER CO., INC. 
” 151 East 50th St., New York 22, N. Y. 
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Sees Atomic Power Use 
Only After Research 


Many of the proposed applications of 
atomic power seem to be within the 
realm of possibility provided the eco- 
nomic factor is ruled out completely, and 
the doubtful physical and chemical fac- 
tors are weighted heavily on the optimis- 
tic side, declared Dr. C. G. Suits, vice- 


president of the General Electric Co., 


Schenectady, and director of its research 
laboratory, at a recent meeting of the 
American Institute of Electrical Engi- 
neers. 

“The development of economical 
atomic power is not a simple extrapola- 
tion of knowledge gained during the 
bomb work. It is a new and difficult 
project and great effort will be required 
to reach a satisfactory answer. Needless 
to say, it is vital that the atomic policy 
legislation now being considered by the 
Congress recognizes the essential nature 
of this peacetime job, and that it not 
only perr) ts but encourages the co-opera- 
tive research-engineering effort of indus- 
trial, government and university labora- 
tories for the task.” 

“Atomic power plants for electrie- 
power generation will probably at some 
time in the distant future compete suc- 
cessfully with coal, oil and water power 
energized plants,” he predicted. 

Dr. Suits warned, however, that there 
is nothing in sight at present which 
leads us to suppose that atomic energy 
may be converted directly to electrical 
energy, and that on the contrary a nu- 
clear pile will probably operate as the 
heat source of a conventional electric 
power generating system. Under present 
conditions, the cost of fuel is only about 
a quarter of the whole cost of power pro- 
duction, and therefore “a reduction in 
the cost of fuel to zero would not pro- 
vide a spectacular reduction in the cost 
of electric power.” 


Penn Instrument Expands 
Cochran Meter Line 


The Penn Instrument Corp., Philadel- 
phia, has purchased the Flow Meter di- 
vision, Cochran Corp.. Philadelphia. 
Penn will manufacture the present line 
of Cochran meters for the Hays Corp., 
Michigan City, Ind., who will market 
them under the name of Hays-Cochran 
Meters. In the near future, Penn expects 
to manufacture a line of air-operated 
controllers for temperature, pressure, 
flow and level to be marketed by Penn 
through the present Cochran representa- 
tives. 





PRODUCTS OF: 


a 


War happens when this Red Elastic Collar becomes part 
of a nut? The nut becomes an ESNA Elastic Stop Nut! And 
it provides permanent protection for any detachable or 
adjustable assembly. 

How? 

First, an Elastic Stop Nut locks in position anywhere on 
a bolt or stud. Every bolt can be precisely prestressed to 
carry its full load. Positioning devices can be adjusted with 
precision. Vibration cannot disturb these settings — because 
the Red Elastic Collar eliminates all play between bolt and 
nut threads with its full contact, permanent grip. 

Second, it prevents thread corrosion. Moisture is 
sealed out. Adjustment or removal is easy — any time. 

Third, it prevents thread damage. Full thread con- 


the 


RED 
ELASTIC 
COLLAR 


protects 
permanently 


an ESNA product — ts 


pol A 
ax: 


tact in the Red Elastic Collar keeps the metal threads firmly 
seated, Axial play caused by vibration or stress reversal is 
dampened. 

Fourth, it prevents seepage of liquids past bolt threads. 
Permits nut to be used as a sealing device. 

Fifth, it prevents maintenance waste. The Red Elastic 
Collar, which does not injure the bolt or its plating, per- 
mits repeated usage. 

Here’s a challenge: Send us complete details of your 
toughest bolted trouble spot. We'll supply test nuts — FREE, 
in experimental quantities. Or, if you want further informa- 

tion write for literature. Elastic Stop Nut Corporation 
of America, Union, New Jersey. Representatives and 
Agents in principal cities. 


ELASTIC STOP NUIS 


INTERNAL 
WRENCHING 


INSTRUMENT 
MOUNTING 


ip ANCHOR 


| SPLINE % CLINCH rere re CHANNEL 


ELASTIC STOP NUT CORPORATION OF AMERICA 


GANG 
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Ezy-Kleen 


Strainers 


Refueling Direct-Connected Single Reduction Double Reduction 


Pipe Mounted 


Barrel or 


ALL BLACKMER PUMPS ARE SELF-ADJUSTING FOR WEAR 


Pumps 


Pumps Pumps 


Tank Pumps 


Due to the BUCKET DESIGN (swinging vane principle). 


GLUCOSE 
RUBBER CEMENT 


GASOLINE 


PRINTING INK 


FUEL OILS 


PAINTS 


CORN 
NAPHTHA 


ASPHALT 


OILS 


& 
SOLVENTS 


° ALCOHOLS 


ACIDS 


LARD 


LACQUERS 


YEAST 


TOMATOES . 


TAR . 


SIZINGS 
POWER PUMPS 


, SOUPS 


HAND PUMPS 


STRAINERS 


Sizes 1 to 6 inches 


1 to 25 GPM 


1 to 750 GPM 
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Good news in the form of a letter 
reporting early delivery is being 
shown to A. P. Chase, president, 
Chase Parker & Co., Boston, by 
Alfred Carpenter, left, a supply 
salesman. 











industrial Leaders 
On Edison Committee 


The Thomas A. Edison Centennial Com- 
mittee, formed to coordinate interest in 
commemorating the 100th anniversary of 
Edison’s birth on Feb. 11, 1947, comprises 
world leaders in the fields of science, 
education and industry. 

The Centennial Committee, of which 
Henry Ford is honorary chairman, has 
many members from the ranks of in- 
dustry, among whom are the following: 
George A. Bucher, president, Westing- 
house Electric Corp., Pittsburgh; W. 
Gibson Carey, Jr., president, Yale & 
Towne Mfg. Co., New York; David M. 
Goodrich, chairman, B. F. Goodrich Co., 
New York; Eugene G. Grace, Bethlehem 
Steel Co., Bethlehem, Pa.; Charles R. 
Hook, president, American Rolling Mills 
Co., Middletown, Ohio; H. Don Keresey, 
president, Anaconda Wire & Cable Co., 
New York; F. W. Magin, president, 
Square D Co., Detroit; Walter E. Poor, 
president, Sylvania Electric Products, 
Inc., New York, and Philip D. Reed, 
chairman General Electric Co., Sche- 
nectady, N. Y. 








Wilmot F. Wheeler has been made 
president of American Chain & 
Cable Co., Inc., Bridgeport, Conn., 
and Cyrus N. Johns elected execu- 
tive vice-president. 















FOR TROUBLE-FREE 


Tube Couplings 


LOOK FOR THE 


Easier to install, safer to operate, quicker to service—in tube 
couplings the Parker trade-mark means all these. 

The exclusive patented design of the Parker Triple Cou- 
pling insures a joint that is pressure-tight, leakproof—and 
vibration-protected. Parts are self-aligning. That cuts instal- 
lation time. They’re completely interchangeable, too. You 
can disassemble them in a matter of minutes—even in 
tight spots. 

Regardless of the size or type of fitting you need, there’s a 
standard Parker Coupling to meet your requirements—and 
each has the same outstanding features. The Parker line is 
complete. It includes a wide variety of types—in brass, 
steel, stainless or aluminum—and in sizes from 14” to 14%”, 
standard or heavy weight. 

If you don’t see the style you require pictured here, ask 
us for it. Complete stocks are available in our warehouses— 
or from your jobber. For detailed information see our new 
Catalog 201-C. The Parker Appliance Company, 17325 
Euclid Avenue, Cleveland 12, Ohio. In Canada, Railway & 
Power Engineering Corporation, Ltd., Montreal, P. Q. 

*This famous trade-mark symbol is derived from the 
initials of our founder, A. L. Parker. Let it serve to remind 


you that for Alignment, Leak-protection and Pressure- 
tightness you can’t beat Parker Triple Type Couplings. 


THE PARKER APPLIANCE Co. 


CcCLEeEeVeEtA N*O * tos AN GEteé S 


in 


FLUID POWER PRODUCTS FOR ie INDUSTRY 


MILL SUPPLIES © MARCH, 1946 215 











THERE’S 


LN) i We ee 
DISCUSS... 


DEMONSTRATE... 


MILL SUPPLIES © MARCH, 1946 





KNOWN NAME 


Your customers are guided by reputa- 
tion in selecting products. They associ- 
ate performance closely with the brand 
name. And, even more important with 
you as the supplier. That is why it 
makes sense to feature quality lines in 
building acceptance, satisfaction, and 
steady repeat business. 


Furthermore, just consider their market 
potentials alone. In your territory, nearly 
every plant...in metal, plastics and wood 
particularly...has a variety of applica- 
tions. Totalled, they add up to profita- 
ble day-in, day-out business. One of the 
best ways to be sure you are getting 
your share is to feature a well-known 


line... products by CARBORUNDUM. 


Abrasives by CARBORUNDUM have 
a name favorably known throughout 
Industry. Wherever there are grinding, 
sanding or finishing operations, these 
—— are widely accepted and pre- 
erred, You take no chances on a “boom- 
erang” when you recommend them to 
your prospects and customers. 


The Carborundum Company does not 
sell on name value alone, either. Our 
abrasive engineers welcome the chance 
to work with you on jobs involving 
technical problems. The down-to-earth 
service they can render your accounts 
does a lot to sell you as the supplier. 


And in our large, modern laboratories 
we have a group of scientists and tech- 
nicians who, through experiments and 
research, are responsible for many im- 
portant advances in our products and 
recommended practices. This pertinent 
information, quickly passed on to you, 
is an added assurance to your customer 
of the latest and...the best. 


As a result, it is only logical to expect 
easier, profitable selling, plus proven 
performance and profit when you tie-u 
with this well-known line. Feature said. 
ucts by CARBORUNDUM during *46. 
The Carborundum Company, Niagara 
Falls, New York. 





Abrasives by 
CARBORUNDUM 


TRADE 


MARK 
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CROSBY CLIPS 
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TO INCREASE 


TURHOVER 


Throughout 1946, Crosby Clips are 
being advertised in trade papers, 
reaching most of the riggers and 
other actual users of clips. These 
users are reminded of the extra 
strength and durability of Crosby 
Clips—their oversize U-bolts, forged 
bases and all-over galvanizing. Re- 
sult: brand preference is going still 
higher, dealers’ turnover and profits 
are increasing. American Hoist & 
Derrick Co., manufacturers, St. Paul 
1, Minn. 
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Lt. Comdr. John D. Stoddard, now 
a civilian and partner with his 
father in the lowa Machinery & 
Supply Co., Des Moines, is pic- 
tured beside the world’s largest 
boring, milling and drawcut 
machine. Its installation was 
under his supervision. 


lowa Firm Plans Expansion 
With Partner's Return 


Lt. Comdr. John D. Stoddard, USNR, 
has returned to his former position in 
civilian life as his father’s partner in 
the Iowa Machinery & Supply Co., Des 
Moines. According to the elder Mr. 
Stoddard, the first major job on the 
partner’s agenda is expansion of the 
present business. To that end, quarters 
next door have been purchased which 
will permit a 50 percent enlargement of 
the present establishment. 

While on active duty, Comdr. Stoddard 
was charged with the responsibility of 
the engineered selection of many millions 
of dollars worth of new machine tools, 
portable power tools, and associated shop 
equipment for the huge Naval repair 
base at Hunters Point, San Francisco. 
Starting with a personnel of less than a 
hundred workers, it grew during the war 
into a 22,000 man yard with the most 
modern shop equipment and methods, 
and, with the exception of Pearl Har- 
bor Naval Base, was the United States’ 
only Naval establishment in the entire 
Pacific Ocean fully equipped to handle 
the largest new battleships and carriers. 

Equipping overhaul shops to service 
fleet units of course reflected in the 
wide range of tools required. For ex- 
ample, selection of lathes alone neces- 
sarily included innumerable sizes and 
variations from the smallest jewelers 
model for instrument work along through 
bench, tool room, turret, stub, automatic, 
crankshaft, chucking, boring, multi- 
spindle, multi-cut, relieving, vertical, 
speed, gap, spinning, pattern, large spin- 
dle, etc., and engine lathes with swings 














Contractors 






DUFF-NORTON 
JACKS 


* A new, bigger, better 
CATALOG 
with complete details on every 
DUFF.NORTON JACK 
—off the presses soon! 





BULLETINS & ENVELOPE ENCLOSURES 
now in preparation 

— AVAILABLE WITH YOUR IMPRINT 
without cost to you! 





> Duff-Norton Jack sales provide a real 
profit-builder for you—mean added 
dollars on each order. Remember: Every 
one of your customers is a prospect 
for Duff-Norton Jacks! Make use of 
Duff-Norton’s effective promotional ma- 
terial to boost your Jack sales. Write for 
details and samples today! 


A FULL-SCALE 
TRADEPAPER ADVERTISING 
CAMPAIGN 





THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH, PA. 
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PHILIP CAREY COMPANY ADVERTISING 


IN FACTOR Y supports your SELLING 


TO THE PLANT OPERATING GROUP 


“We use FACTORY MANAGEMENT and MAINTENANCE, not only because of its wide coverage of plants 


but also because of its coverage of management and maintenance men within these organizations,” 





states Mr. H. D. Bates, Advertising Manager pf The Philip Carey Manufacturing Company, 
manufacturers of building materials and indpstrial products. 

Rating industrial plants as one of the most important markets for his company’s products, 

Mr. Bates goes on to say, “The results of our;consistent use of FACTORY have been more 

than satisfactory and we are therefore continuing with a full schedule in 1946.” 

The Philip Carey Manufacturing Company is Hut one of the many leading manufacturers who are using 
dominant advertising campaigns in FACTORY to tell the busy men of the Plant Operating Group 
what their products can do to cut manufactufing costs and speed the production 

of capital and consumer goods. FACTORY’s &ditors, by their practical approach 

to the complex operating problems of today,j have attracted to its pages 

the largest paid audience of plant operating hen in America—the men industrial salesmen rate 
as the most important buyers of materials, equipment and supplies. 


We shall be glad to send you a sample copyjof FACTORY so that you can see 





the kind of useful information your best prospects and customers in industry are reading 
i of FACTORY. 


each month in the editorial and advertising 





FACTORY 

SHOWS HOW 

TO MANAGE MEN AND 
MACHINES 

TO SAVE TIME 

AND MATERIAL 


ADVERTISING 

IN FACTORY 

HELPS DISTRIBUTORS 
SELL TO 

INDUSTRY 


% 


““ FACTORY 


MANAGEMENT & MAINTENANCE 


A McGrow-Hill Publication, 330 West 42nd Street, New York 18, N.Y. 










































There's a Type 
for 
Every Need 


STUD 


END 


URED AND DISTRIBUTED SOLELY BY 


SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
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up to 132 in. and bed lengths as long as 
140 feet. 


Other interesting large installations 


‘included a 20 foot vertical boring mill, 


planers with tables 11 feet wide by 40 
feet long, a shaper with an 8 inch stroke, 
dynamic belancing equipment able to 
balance in motion the smallest 8 oz. 
gyro motor or a 60,000 lb. battleship 
propellor, a portable boring mill with 
the boring bar 12 in. in diameter and 34 
ft. long, a heat treating furnace meas- 
uring inside 40 ft. by 40 ft. at the base 
and 30 ft. high, ete. 

Before separating from the service, 
Lt. Comdr. Stoddard received a citation 
from Rear Admiral Rawlings of the 
Bureau of Ships for services during the 
war period. 


John Guthrie With 
Fidelity Chemical 


John M. Guthrie has been made tech- 
nical director of the Fidelity Chemical 
Products Corps., Newark, N. J., manu- 
facturers of cleaning compounds and 
detergents. Mr. Guthrie has been en- 
gaged in research and development work 
for the Aluminum Co. of America and 
the Bell Telephone Laboratories for the 
past twelve years. 

Fidelity has also appointed three new 
sales service engineers: Allen A. Ains- 
worth for northern New Jersey; Seymour 
B. Lonyai for Newark and south Jersey; 


| and Abraham Schorr for Manhattan and 


| the Bronx. 



















Paul. Baldy has joined the McJun- 
kin Supply Co., Charleston, W. Va., 
and is handling the firms inven- 
tory system. He was recently a 
lieutenant colonel. 



















Portable Grinders! 


More Sales and Profits when you can Sell Either! - 


Van Dorn Portable Grinders and Die Grinders are 
so versatile that your customers are sure to have 
scores of jobs where they'll save time and money. 
That means more profits for you—in selling the 
tools themselves—in continuous repeat orders for 
grinding wheels, wire brushes, buffers, shaped 
wheels and burrs and other accessories. 


Van Dorn Electric Portable 

Grinders ... save countless 

» hours of slow, laborious hand 

filing, sanding, chipping or 

rubbing in preparing surfaces for welding .. . smoothing 
welds ... snagging and grinding castings . . . cutting off 
old rivets, bolts and studs . . . removing rust, scale, oxida- 
tion, old paint... cleaning tanks and structural metal . . . 
spark testing . . . grinding, cleaning and buffing frames, 


~ 
re 


<a e Brushes 
Sell Whitin ee cent 


U.S. Pat. OF 


. . sadle. 
any We ade-Mark Res. me 
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Die Grinders! 


cabinets and other assemblies. There are two popular 
models: 5” Portable Grinder at $80.00 and the 6” Port- 
able Grinder at $100.00. 


Van Dorn Die Grinders... 

drive a wide variety of shaped 

wheels and burrs for cleaning, 

grinding and burring opera- 

tions on stamping, casting and forging dies ... or for 

grinding and burring in hard-to-reach spots on other parts 

.. delivering high precision work at high speeds and with 

exceptionally smooth power flow. The No. 12 Die Grinder 
with the bonnet cap lists at $40.00. 


The demand for these Grinders still exceeds our 
ability to turn them out... so, to insure earliest 
possible delivery, urge your customers to get their 
orders now. The Van Dorn Electric Tool Company, 
717 Joppa Road, Towson 4, Maryland. 


FOR POWER SPECIFY 


(DIV. OF BLACK & DECKER mFG. co.) 


PORTABLE ELECTRIC T Oo Oo L S 
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Cc. E. Howard, formerly purchas- 


ing agent, Wood Alexander & 
James, Ltd., Hamilton, Ont., and 
a member of the firm for 30 years, 
has been appointed sales manager. 








Survey Shows Large 
Fluorescent Market 


According to a commercial lighting 
survey recently completed by Sylvania 
Electric Products Inc., New York, not 
more than 10% or 12% in the entire 
commercial field has been converted to 
fluorescent lighting. The survey also re- 
vealed the surprising fact that 85% of 
those who have already installed this 
newer type of lighting initiated the pur- 
chases themselves. 

The need for salesmanship in this 
commercial field is further emphasized 
in the following findings: 

1. All but 5% of the non-users are 
of the opinion that fluorescent lighting 
has advantages over incandescent light. 

2. Three out of 10 non-users don’t 
even know enough about fluorescent 
lighting to decide whether to install 
it or not. 

Conducted in of 2,000 and 
over, from coast to coast, the survey 


cities 


is the first in a continuing series of 
studies on commercial establishments. 
It was designed to help Sylvania Eleé- 


tric determine the market for fluores- | 


cent lamps and fixtures and to find the 
most popular channels of distribution. 

Commercial establishments covered in 
the study included retailers, wholesalers, 
service organizations, hotels, banks, 
apartments and public buildings and 
professional offices. Hospitals, schools, 
churches and amusement places were also 
included. 


An indication of the ripeness of this | 
particular market is the fact that owners | 


of 22% of the establishments surveyed 
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OUTLIVE TWO! 


LUBRIPLATE Lubricants actually 
condition bearing surfaces and 
stop progressive wear. They pre- 
‘vent rust and corrosion and resist 
steam, hot water, many acids and 
other adverse conditions. LUBRI- 
PLATE is in a class by itself. Use 
it and make one bearing outlive 
two. Write or phone for facts 
and figures. 


FOR yYouR 
MACHINERY 
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YOU CAN INCREASE 
LIFE EXPECTANCY 
OF ANTI-FRICTION 
BEARINGS 


While manufacturers and users of 
all types of machinery base operat- 
ing cost figures on a definite pe- 
riod of time, over which they can 
safely predict that their equipment 
will operate, they fully realize the 
economy that will result from in- 
creasing the “life expectancy” of 
bearings. Ball and Roller Bearings 
represent a sizable investment. In 
order to secure a paying return on 
the investment, considerable care 
must be exercised in installation 
and in lubrication. Manufacturers 
and users of anti-friction bearings 
have been able to increase the life 
expectancy of their bearings by the 
use of LUBRIPLATE Lubricants. 


. There is a reason for this phenom- 


ena. Through long and careful re- 
search, the manufacturers of 
LUBRIPLATE have been able to 
combine all those desirable quali- 
ties that are vital to the continuous 
operation of anti-friction bearings. 


LUBRIPLATE Lubricants stay 
put when applied. They don’t drip 
away nor are they dissipated at 
high temperatures. LUBRIPLATE 
maintains an extra protective lu- 
bricating film on bearing surfaces 
at all times and prevents them from 
scoring. Since LUBRIPLATE sheds 
water, it provides that necessary 
protection against the destructive 
forces of rust and corrosion. A 
comparatively small amount of 
LUBRIPLATE does the job—mak- 
ing it economical as well as lon 
lasting. A durable LUBRIPLATE 
“film” ne, metal surfaces apart, 
no matter how heavy the load nor 
how high the speed, and reduces 
heat and friction, the exponents 
of wear, to a minimum. Bearings 
thus retain their newness longer. 


Specially developed to meet the 
operating requirements of anti- 
friction bearings, BALL BEAR- 
ING LUBRIPLATE provides cool 
and quiet performance for grease 
type bearings operating at speeds 
up to 5000 R.P.M. and tempera- 
tures to 300°F. For conditions 
other than above, consult the 
LUBRIPLATE recommendation 
chart. Write for a copy of the 
“LUBRIPLATE SERVICE 
HANDBOOK” containing valu- 
able information on the subject of 
lubrication of anti-friction and 
other bearings. Adv. 
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Millers Falls Company 










A New Way to Cut Hack Sawing 
Costs with Proper Tension 





It has been definitely proved that properly regulated tension promotes accurate 
cutting, minimizes breakage, provides shock absorbing action, and prolongs the useful 
life of power hack saw blades. 

Now your customers can be sure of having the proper tension. By simply sliding an 
indicator on the new Millers Falls calculator it is possible to determine this tension 
at a glance, as well as the feed, pitch and strokes per minute for operating a given 
width of blade on different classes of materials to get the greatest number of cuts. 

This new calculator is but one phase of Millers Falls hacksawing service. Another 
even more important one is the ““Tensiometer.’’ A small, easily attached cylinder, 
it is the only device made that will apply and maintain the proper tension regardless of 
blade temperatures, blade stretch, or eye elongation. 

Che calculator coupled with the ‘““Tensiometer”’ offer an entirely new and powerful 
sales approach to greater machine blade business. Supporting them is a large force of 
trained field men who will work closely with you. And back of all are the famous 
Blu-Mol single and double edge blades. 

Drop us a line and let one of our salesmen tell you just how the Millers Falls correct- 
tension program can increase your sales. 


Greenfield, Mass. 
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One Thing in Common — Quality! 


MILLERS FALLS 
TOOLS 












A Proven Working Tool for 
AGGRESSIVE 
COMPETITIVE SELLING 


A carefully compiled new general catalog will— 


* Help your salesmen do'a more informative job of sell- 


ing. 


* Keep your hundreds of present-day products before the 


buyers “round the clock.” 


* Reach into the larger plants to influence the men who 
originate the requisitions for tools and supplies. 


* Give you an economical means of soliciting the smaller 
shops on whom your salesmen call infrequently. 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET 
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CHICAGO 16, ILLINOIS 
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expected to install fluorescent lamps and 
fixtures. A third said they will continue 
to use incandescent bulbs, and 46% 
were undecided about changing to fluor- 
escent. " 

However, Sylvania points out that from 
the jobber’s viewpoint the big problem 
in getting to this market is profit engi- 
neering. Although the lamp and fixture 
sales potentials and the power potential 
for utility companies is great, the market 
is spread all over the country. More- 
over, it is probable that approximately 
75% of the volume of business would go 
to accounts that would buy less than $25 
worth of lamps a year. Despite these 
drawbacks, the company predicts that 
some distributing organizations are going 
to find a way to make this commercial 
lighting market profitable. 


Tube Turns Advances 
Green And Pike 


Jack Green has been made sales man- 
ager of the welding fittings division, Tube 
Turns, Inc., Louisville, and Thomas Pike 
has become his assistant. Mr. Green 
joined the firm in 1941, having previously 
been connected with the American Radi- 
ator & Standard Sanitary Corp. in Mans- 
field and Akron, Ohio. He was Tube 
Turns’ district manager in Chicago be- 
fore becoming assistant sales manager of 
the division in June, 1943. Mr. Pike, 
formerly connected with the Republic 
Supply Co. of California, Los Angeles, 
took over management of Tube Turns’ 
Los Angeles office in 1940, and was later 
made district manager in charge of West 
Coast territory. 








Gerald E. Grace has returned to 
the Columbus McKinnon Chain 


Corp., Tonawanda, N. Y. Mr. 
Grace, who was in the Navy for 
almost three years, bears the 
rank of lieutenant, U.S.N.R. 


















When a customer orders endless V-Belts for 
a drive that calls for extra gripping and pulling 
power, plus the ability to stand up strong and long in 
service, recommend Gilmer Endless Multiple V-Belts. 


The Gilmer straight side construction causes belts 
to push outward as they flex around sheaves, thus 


process of precision molding assures “matched” 
lengths to within very small tolerances. Normalized 
pulling cords, with their resistance to stretching, 
help to maintain this uniformity. And the tough, 
multiple jackets assure long wear. 


Full particulars regarding these highly efficient, 


exerting a grip like a friction clutch. The Gilmer 


easy-to-sell V-Belts will be sent to you upon request. 


THERE IS A GILMER BELT FOR 
EVERY POWER TRANSMISSION NEED 


V-Belts—F.H.P. and multiple—in standard and special sizes. Gilmer has the largest assort- 
ment of V-molds in the world. 


Kable Kord Flat Endless Belts. The Gilmer first-line belt for flat pulley power transmission. 
Its “'two-belts-in-one"’ continuous cord construction (contactor and power) offers an effec- 
tive selling point. 


Kable Kord Non-Endless Flat Belting. Same genera construction and features as Kable 
Kord Endless Belts. Supplied in rolls. 


Standard Cut Edge Fiat Belting. A competitively priced, rubber-fabric belting of first quality. 
Tough structure provides a firm foundation for connectors. 

High Speed Belts, from 7,400 f.p.m. up to 10,000 f.p.m. and over... flat, endless, fabric 
belts of different types... each noted for grip, toughness and extreme flexibility. 

Light Duty Power Tr Belts. A pl line, including Spliced Endless Cotton Belts, 
Solid Woven Endless Belts, Special Cotton Duck Belts spliced according to special require- 
ments, and Gilmer F.H.P, V-Belts. 


Light Conveyor Belts for a wide range of applications including confectionery, bakery, paper 
box, cannery, fruit sorting establishments, etc. 








Round Endiess Belts for drives on small high-speed drills, hammers, tappers, saws, light 
woodworking machinery, valve refacers, etc. 


Special Industry Belts widely used in textile plants (cone, lickerin, winder, spinner, gainer), 
for the lumbering industry (Planer Belts), and the like. 


Gilmer regular belts and belting are for general applications—industrial plants, 
quarries, mines, shops. Becouse of their general use, they are carried in stock by 
the distributor. Besides the Gilmer Belts which the distributor should stock—con- 
sisting of V-Belts (F.H.P. and multiple), Kable Kord Flat Baiting and, where desired, 
Standard Flat Belting—Gilmer offers a line of Special Purpose Belts that open up 
a broad sales field. Since these belts meet the specialized requirements of plont 
engineers, need not be carried in stock, and ore not subject to general competition, 
they ore attractive to sell for prestige as well as profit. 
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“Bending various sizes of conduit, 
pipe, and tubing is simple, fast work 
with the highly adaptable GREENLEE 
Bender,”” say C. H. Simpson & Son, 
electrical contractors, Cheyenne, 
Wyoming. ‘‘And another outstanding 
feature is the fast-working bus-bar 
bending attachment.” 

Tell your customers about this great 
versatility feature of the GREENLEE 
Bender, which is easily carried from 
jeb to job and quickly makes bends 
when, where and exactly as needed! 

Illustrated above is a GREENLEE 
No. 770 Bender with I. P.S. Radius 





Spite os 


athe pecicii 





Shoe attachment for making full 90° 
bends with one stroke. And remember, 
whatever the bending job there's a 
GREENLEE Bender for it . . . one man 
operated for precise, smooth bends in 
pipe up to 4%”, rigid and thin-wall 
conduit, tubing, bus-bars. 

Get complete information now on 
GREENLEE Hydraulic and Hand Bend- 
ers and other timesaving | i 
tools. Write Greenlee i 
Tool Co., Division of a ” 
Greenlee Bros. & Co., tools 
1923 Herbert Avenue, 
Rockford, Illinois, U.S.A. 


\ REGISTERED TOOLS 


GREENLEE 


YOUR SALES OPPORTUNITIES WITH 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers « 


Knockout Punches and Cutters 


THE GREENLEE LINE 


Steel and Copper Tube Benders ¢ Hydraulic 


* Radio Chassis Punches «© Joist Borers 


Cable Pullers +* Spiral Screw Drivers * Automatic Push Drills * Auger Bits « Expansive 


Bits + Bit Extensions * Draw Knives ¢ Chisels and Gouges + And Many More. 
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Murdock Back With A-C, 
Kremser Manages Branch 


Lt. Comdr. Max L. Murdock, after 
four and one-half years in the Navy, has 
returned to the Allis-Chalmers Mfg. Co., 
Milwaukee, as assistant manager of the 
centrifugal pump section in the firm’s 
Norwood, Ohio, works. Mr. Murdock, 
who served the last three years on the 
escort carrier “Altamaha”, came to Allis- 
Chalmers in 1936 from the University of 
California. 

A. W. Kremser has been named branch 
manager of the firm’s Davenport, Iowa, 
office. Formerly connected with the Chi- 
cago office as field engineer, he has 
been with the company since 1924, 














L. M. Chubbuck, general mana- 
ger, Nebraska Machinery & Sup- 
ply Co., Lincoln, looks for the 
expansion of existing industries 
and the location of new ones in 


the area. 





Yale & Towne Promotes 
Six In Sales Department 


Meade Johnson, Frank Boxwell, R. 'T. 
Mitchell, V. A. Waldron, John Meyer 
and George Cannon have taken on new 
positions in the sales department, Yale & 
Towne Mfg. Co., Stamford. Mr. John- 
son has been made marketing engineer 
and will be responsible for developing 
the merchandising program. Mr. Boxwell 
is now manager of builders’ hardware 
sales. R. T. Mitchell, former manager 
of contract hardware sales, has been 
transferred to Washington to handle the 
Government’s contracts with Yale. Mr. 
Waldron will represent the firm in New 
England as hardware representative. Mr. 
Meyer is now Yale’s hardware represen- 
tative in Kentucky and Tennessee, with 
headquarters in Nashville. Mr. Cannon 
will represent the firm in Michigan, 
working out of Detroit. 








eam 
Ve 


Model 131 1m t Wrench. "to ~ 
Reversible. or Wrench. )1094 ad devin 


“ — Q eh 
| ce Os at 





Es pee. 4, cope ci 
br chock: Paco pe 


Rerrowy 


Model 22BRX Right Angle Drill. 3,750 
P.M. 4” capacity Jacobs chuck. 


Model TG High Speed Turbine Grinder. 
TSOOOR PM Por bne sai ke Oninte 


Model q25g6 Short Grinder. 2” wheel 
capacity. Free speed 17,000 er M. 


BG ower 


FROM SMALL TOOLS 


In ARO Pneumatic Tools you get the unbeatable combination of BIG 
POWER...with small size, light weight and trouble-free performance! 
Whatever the job—whether drilling, screw-driving, nut-setting, filing, 


grinding and countless other production operations—ARO does it 
faster and with less fatigue! Each tool ARO-engineered for a special 
use... precision-built for accurate workmanship. Check your tool- 
€ needs now with the complete ARO line. Write for 

catalog. The Aro Equipment Corp., Bryan, Ohio. 


AR @) PNEUMATIC 
TOOLS 
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e IN ALL SIZES 
@ IMMEDIATE DELIVERY 


YARWAY 


IMPULSE STEAM TRAPS 


For the first time in 5 years you can now 
obtain Yarway Impulse Steam Traps from 
stock for immediate delivery. 


Priorities have been eliminated and Yar- 
ways are again available to all steam trap 
users in a complete range of sizes from 
1" to 2". 


No other steam trap has all these impor- 
tant features: 


@ Quick heating. 
@ Continuous discharge under heavy loads. 


Intermittent discharge under light loads. 
Discharges air as well as condensate. 
Only one moving part. 

Minimum size and weight. 

No supports other than pipe line itself. 


Suitable for all pressures without changes 
of valve seat. 


@ Low in first cost and maintenance. 


Onder a supply of Yarways now. 


YARNALL-WARING COMPANY 
Mermaid Place, Philadelphia 18, Pa. 


YAR WAY IMPULSE STEAM TRAP 
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INDUSTRIAL HOSE LINES 


‘Weatherhead 


: THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 
Pigats : Cleveland, Columbia City, Ind., Los Angeles 
Canada — St. Thomas, Ontario 











ORANCH OFFICES: WEW YORK . PHILADELPHIA 


In- addition to indus- 
trial hose, Weather- 
head plants make all 
types of fittings, 
valves, hydraulic cyl. 
inders and other parts 
for these industries: 


AUTOMOTIVE 
* 
REFRIGERATION 


New uses are being found daily for the application of our 
improved industrial hose lines on machinery of all kinds. 
We manufacture hose assemblies of all types to withstand 
pressures up to 10,000 P.S.I. They can be equipped with 
either permanent crimped ends or with re-usable, quick- 
attachable hose ends. For information or literature write 
or phone any Weatherhead branch office. 


BETROIT ° CHICcAGG * ST. Louis . LOS ANGELES 
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1026 So. HOMAN AVENUE 
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Dependable Machinery 
Sets Up Affiliates 


The Dependable Machinery Co., at 
Oakland, Calif., is opening two affiliated 
houses. One, known as the Beeby Ma- 
chinery Co. is located at 200 M Street, 
Sacramento, Calif., with R. J. Beeby as 
manager. A new building is under con-, 
struction, slated to be ready for occu- 
pancy by April 1. 

The other house will be known as the 
Gruver Machinery Co., M and Inyo Sts., 
Fresno, Calif. W. C. Gruver is the man- 
ager. 

The parent company in Oakland is be- 
ing departmentalized to a greater extent 
than before, as pointed out by D. Z. 
Haven, president. One of the leading 
departments is that for home workshop 
equipment. H. W. DeCou has been ap- 
pointed manager of the department. The 
Atlas line is featured. 

Other new lines for them are: Knicker- 
bocker cement and plastic mixers and 
the Multiplex saw line, revamped along 
postwar lines. 

Corwin Johnson, just out of the Navy, 
has been made salesman. He had been 
with them only a short time before enter- 
ing the service. 








Corson Back With 
Continental Screw 


Kenneth R. Corson, recently a techni- 
cal sergeant with the Marines, has re- 
turned to the sales force of the Contin- 
ental Screw Co., New Bedford, Mass. 
Whereas his territory before the war 
comprised Ohio and Indiana, he will 
now cover metropolitan New York. 





John: R. Imier has been made 
assistant manager, valve depart- 
ment, Ohio Brass Co., Mansfield. 
He has rejoined the firm after 
five years in the Army. 










ane DROPFORGED | 


@ The more-than-usual holding power of Williams Clamps results 


from a combination of sound design and drop-forged strength. 
Despite their relative lightness in comparison with clamps made by 
other processes, you'll find Williams Clamps won't spring or twist 
under severe load. All clamps are forged from selected steel and 
heat-treated; screws, of special steel, are hardened and tempered. 
Sold by Industrial Distributors everywhere. 


J. MH. WILLIAMS & CO., BUFFALO 7, NEW YORK 


MILL SUPPLIES © MARCH, 1946 








ae the Sea ctoelf! 


Scientists have made many guesses as 
to how long the seas of the world will last. 
Some think they will last forever. There 

is little guessing, however, as to how 
long Harper non-ferrous and stainless 
fastenings will last. . they will far 
outlast the assemblies in which they 
are used. Even in corrosive chemicals 
fffey will outlast common steel because 
Harper Everlasting Fastenings 
are made ‘exclusively of Brass, 
Copper, Naval Bronze, Silicon % 
Bronze, Monel Metal or Stainless 
Steel and will not rust or corrode. 


BRONZES 


COPPER 


STAINLESS 
everlasting 


A stock of over 5000 different types and 
sizes of bolts, screws, nuts, washers and other 
standard items assures fast delivery of your orders. Specials 
are engineered and produced from raw materials on hand 
for speedy fabrication. Ask for our 120-page 4-color catalog for 
easy reference. 


THE H. M. HARPER COMPANY 


2622 FLETCHER STREET * CHICAGO 18, ILLINOIS 


Branch Offices : 
NEW YORK CITY + PHILADELPHIA ad A RR i = ee 


LOS ANGELES + MILWAUKEE 


CINCINNATI! + HOUSTON Cui AYO 


Representatives in principal cities 
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W. L. Garvin, president, Cutler 
Hardware Co., Waterloo, lowa, 
finds that farmers are buying 
hoists, electric welders, com- 
pressors and other industrial 
supplies. 





American Brake Shoe 
Buys Joliette Steel 


The American Brake Show Co., New 
York, has purchased Joliette Steel Ltd., 
one of the largest producers of manga- 
nese and alloy steel castings in Canada. 
The Canadian concern will be operated 
by the present management, working 
under the direction of Brake Shoe’s 
American Manganese Steel division. An 


‘ expansion and mechanization program is 


planned for Joliette. 








F. C. Traver, formerly with the 
Gates Rubber Co., Denver, has 
been made manager of the molded 
products division, Hewitt Rubber 
Corp., Buffalo. 






































SiMOk gives you the 


right Band Saw to deliver Top 
Output and Economy in cutting 


any type of Metal or Plastic 


1, REGULAR HARD EDGE BAND SAWS 


2. SKIP-TOOTH BAND SAWS 


3. SPRING TEMPER BAND SAWS 


SIMON DS Maire 


SAW AND STEEL CO 1350 Columbia Road, Boston 27, Mase.; 127 $. Green St.,Chicag 
ill.; 416 W. Ei hth Se. on A eles 14, Calif.; 228 Firse St. ¥ 
Francisco 3, ; 311 S. W. First Ave., Portland 4, Ore.; 
Tren Ly Spokane 8, Wash.; Canadian Factory: $95 St. tien! Se: 


FITCHBURG, MASS. Mon 
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There are a “thousand-and-one” industrial uses for 


HEIN-WERNER 
HYDRAULIC JACKS 


GREAT 


The average factory can find many uses for a 


be Hein-Werner Hydraulic Jack— prompting 
n ° e 
heavy a many to call it the “jack of all trades.” 
e Made in models of 3,5, 8,12, 20, 30 and 50'tons 
moving capacity, these jacks are great time and labor 
machinery 
‘ savers. They are sturdy, compact, super-power- 
pressing ful, easy-operating, and- absolutely dependable. 
bushings 
— f Write us for details. 


HEIN-WERNER MOTOR PARTS CORP. 


WAUKESHA, WISCONSIN 
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Veteran 
Training 


(Continued from page 85) 





7 


included under each, on a Progress Rec- 
ord Sheet. This sheet is kept by the com- 
pany’s supervisor of training who jots 
down the. trainee’s progress by quarters 
(whether one quarter complete, one-half, 
finished), through 


three-quarters, or 


| each subject. This record is inspected 


periodically by a Veterans Administra- 
tion representative assigned to oversee 
the progress of each veteran through the 
training period. All itemized subjects 
must be covered entirely in the training 
period which, in Mr. Hurley’s case, is 
three years. So far, Mr. Hurley, who has 
been on the training job for four months, 
has satisfactorily completed training in 
several subjects in each of the four 
categories. At the time this article was 


| being written, Mr. Hurley was receiving 


training on counter and phone orders 
under the direction of Emil Hitchcock of 
the industrial supply department. No 
rigid order of items to be learned is 
maintained but instruction is imparted 
in any itemized subject on the list for 
which an opportunity to learn something 
offers itself. 


Seven-Job Program 


In Syracuse, N. Y., the Syracuse Sup- 
ply Co., is planning “on-the-job” train- 
ing programs for such positions as group 
product supervisor, field service represen- 
tative, assistant purchasing agent, ad- 
vertising manager, draftsman, carpenter 
and shop mechanic. Active in laying out 
the programs are Walter H. Scott, sec- 
retary and director of purchasing; H. E. 
Torrell, manager of industrial supplies, 
and Roy S. Millis, comptroller who is 


| also in charge of personnel and train- 


| ing. These officials recently completed a 
| preliminary study of the G. I. Bill of 


Rights provisions embracing “on-the- 


| job” training for veterans and have an- 
J £ 


nounced their determination to set up 
programs for the seven jobs mentioned 
above. Ten veterans already in the em- 
ploy of Syracuse Supply will be trained 
under the G. I. Bill of Rights plan. Mr. 
Torrell added that this is a tentative 


| figure as the firm hopes to add more 


| trainees. 


AE GE MBER 


“We at Syracuse Supply,” said Mr. 
of the difficulties 


“are aware 

























































ANYTHING— 


INDUSTRIAL DistriBuTOR! 





W“ 


» «eee... That’s where 


we get all our 
‘S.P.S. Company’ Products” 


Yes .. . the industrial distributor in your locality 
can be relied upon to give you prompt, efficient 
service. Completely cooperative, your Industrial 
Distributor is the one who ‘‘comes through” in that 
unexpected emergency . . . getting those much- 
needed supplies at a moment's notice. 

From him, you can obtain the accurate and de- 
pendable ‘‘Unbrako" Socket Screw products and 
the sturdy and well-built ‘‘Hallowell'’’ Shop Fur- 
niture of Steel. You'll come to count on the local 
distributor more and more for the finest of mill 
supplies. And remember — “Unbrako" and 
“Hallowell” products are sold entirely 
through distributors. 

There is still some territory open. Why not write 
to us for our attractive proposition? 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX 519 
BOSTON + CHICAGO + DETROIT + INDIANAPOLIS + ST. LOUIS + SAN FRANCISCO 


OVER 43 YEARS IN BUSINESS 
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Buffalo’s amazing new plastic 
coated food conveying belting. 
Impervious to oils, greases, acids, 
alkalis and moisture. Easy to clean 
—gives multiple life. Already in 
use in many of the nation’s largest 


food plants. . 


Tighter weaving of yarns triple 
tested for quality. That’s the big 
reason why these famous beltings 
have been developing “on the job 
goodwill” for jobbers for more 
than fifty years. 


Famous “Buffalo” solid woven 
carcass with these special coatings 
for special applications. Available 


to order in all widths and lengths. 


One of America’s most complete 
lines of webbings including agri- 
cultural webbings, safety web- 
bings, trunk and bag webbings in 
a wide variety of sizes, weights 


and widths. 


Flour millers have long known 
the longer wear benefits of Buffalo 
Sifter Brushes and flour mill belt- 

' ing. Here again, top quality yarns 
are specially woven and rigidly 
tested to measure up to Buffalo 
standards for long, dependable 


service. 


Mr. Distributor: Send for your | 
copy of the new Buffalo catalog 
today! 


Chicago 


ng tn 
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Buffalo 7, N. Y 


dustry 





Dept. F 


BUFFALO WEAVING & BELTING COMPANY 


New York 


for Ove 
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which a small salary presents to a prom- 
ising candidate for any of the more re- 
sponsible positions we have to offer. In 
the past, there was nothing we could do 
about it but rely entirely upon the can- 
didate’s willingness to undergo a tem- 
porary period of economic hardship. 
However, this government subsidy which, 
incidentally, we are helping to pay for 
through taxes, ought to help us get the 
men we want and to keep them. We 
want men and we're more than willing 
to train them. We're going to need them 
and a lot more.” 

In the same city, the industrial supply 
firm of Baldwin-Hall Co., Inc., is laying 
out training schedules for an industrial 
supply salesman and an electrical supply 
salesman. The company is conferring 
with the Veterans Rehabilitation unit 
and the USES on the project. The ob- 
ject will be to start capable young men 
to understudy key positions in the future 
organization. 


None Too Small 


At the Hunting Co., Rochester, N. Y., 
Joseph Sekel returned to his job in the 
stock room after serving two years in the 
Army. After consultation with the New 
York State Veterans Bureau, Hunting 
Co., began drafting a training plan to 
enable Mr. Sekel to train for the job of 
plumbing and heating supply salesman 
for two years. During this time, Mr. 
Sekel will be instructed in supply detail 
for heating and plumbing, oil burners, 
furnaces, tinsmithing. He will also take 
supplementary courses in salesmanship 
at the Rochester Institute of Technology. 
The plan had been up for approval be- 
fore the New York State Committee on 
Approved Schools for Veterans, which 
passes on programs and concerns insti- 
tuting such programs. Mr. Sekel is mar- 
ried, has one child and recently bought 
his own home. 

The firm of L. H. Kurtz & Co., Des 
Moines, Iowa, is another pioneer in tak- 
ing advantage of the G. I. training plan 
and now has four veterans training to be- 
come salesmen. Officials of the firm cor- 
roborate the conclusions of the other dis- 
tributors who are employing veterans 
under the plan and agree that govern- 
ment allowances to veterans are the ans- 
wer to the distributor’s inability to pay 
high wages. 

Many distributors questioned on their 
idea of “on-the-job” training for vet- 
erans protested they were too small to 
undertake such projects but instances 
have been found in other industries where 
such programs were set up in shops em- 











pays you to use Cleveland High Carbon Heat Treated Cap Screws in all hard-usage 
equipment assembly. In most sizes they cost no more than bright full finished screws 
but assure maximum strength to withstand the toughest stresses. Double extrusion, applied 
through the Kaufman Process, creates a more closely knit grain structure on the surface 
while preserving the interior ductility of the steel. Specify Cleveland Top QualityFasteners. 


RNA TT 
Tito ee 


ATA TAN UD | «He Cleveland Cap Sow Company 


ual 2917 EAST 79TH STREET © CLEVELAND 4, OHIO 


eos Wareh Chicage Philadelphia and New York 
FA ST EN E R S$ Jes Cakes a obb i tae pastas Fasteners. 





MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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STANDARD #20 


WIN...and HOLD 
CUSTOMER SATISFACTION 





with 


KESTER Cored Solders 


Kester Cored Solders are live profit-makers for mill supply 
distributors. Their established reputation for being 
America’s finest industrial solders makes them easy to sell 
and profitable to handle. 


@ Kester Cored Solders are backed by 47 years of experience 


in the manufacture of quality solders and fluxes. Every 
Kester product is scientifically developed to do its particu- 
lar job and do it right. 


@ Kester Cored Solders form clean, tight solder-bonds that 


hold permanently and resist shock, vibration, bending, and 
the expansion and contraction of temperature extremes. 


Kester Cored Solders are applied in one simple operation. 
They are trouble-free and virtually mistake-proof. Each 
core contains the correct amount of flux and the right kind 
of flux for the job it is designed to do. 


@ Kester Rosin-Core Solder (for electrical connections) and 


Kester Acid-Core Solder (for general work) are available 
in a wide range of strand and core sizes. Both come in 1-, 
5-, and 20-pound spools. 


Be prepared to give your customers what they want...... 
Kester Cored Solders—the Standard for Industry. 


KESTER SOLDER COMPANY 
4214 Wrightwood Avenue Chicago 39, Ill. 
Eastern Plant: Newark, N. J. Canadian Plant: Brantford, Ont. 


KESTER 
Le 





iN DUSTRY 
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ploying only one man. In Massachusetts 
where veterans training has been pushed, 
the plan has proved popular among all 
types of employers. In Holyoke alone, 
there were 75 veterans training in all 
sizes of plants and some 2,000 are ex- 
pected to be employed under such a plan 
in a year or two. The machinery to gov- 
ern training plans has been slow in get- 
ting under way in many states but ap- 
pears ready to operate with more speed 
now, and it remains for each distribu- 
tor to study what advantages, if any, such 
a training program holds for him. 





Know 
The Answers 


to quiz on page 93 





ANSWERS 


1. Single-cut and double-cut. 

2. The single-cut file has rows of parallel 
teeth all extending in the same direction 
at an angle across the face, and is used 
in finish filing to produce a smooth sur- 
face. The double-cut file has two parallel 
rows of teeth crossing each other on the 
face, and is used for fast metal removal 
where rougher surface is permissible. 
3. (c)—up cut and (f)—over cut. 

4. High-carbon steel, properly forged, 
annealed and hardened. 
5. (c)—a_ _ tempered, 
chisel. 

6. Rough, coarse, bastard, second cut, 
smooth, and dead smooth. 

7. Rasps are files used for rough work on 
metal or wood. The teeth are individual 
and are formed, one by one, with a nar- 
row, punch-like chisel. 

8. (d)—a fine-point file used by die- 
sinkers and silversmiths. . 

9. (b)—one that has the same width 
and thickness from point to heel. 

10. Rectangular (flat), half round, round, 
square, three-square, knife, triangular. 
11. It means that the side, back, or 
edge (to whichever it refers) is smooth 
and has no teeth. 

12. (a)—double-cut. 

13. One similar to a flat file, but which 
tapers in thickness only and has one 
safe (uncut) edge. Its principal use is 
in finishing flat surfaces. 

14. Straight filing, or pushing the file 
lengthwise; draw filing, or grasping the 
file at both ends and pushing and draw- 
ing it across the work; lathe filing, or 


machine-driven 








We nostt 


Both standard types of belt lac- 
ing, each inall sizes, assure the 
best possible belt lacing for 
every flat power transmission 
and conveyor belt applications 

Ni felalelelgelb4omolimictllelal Melale. 
Wiregrip for extra strength 
maximum flexibility, safe 
sTelatolilaleMclilemsteESamel sl olilaelileln 


and long life 


GTEELGRI 


Flexible Belt Lacing 


“3 \ 
Age 
etalon 


A 
TLEXGRI 


Round Belt Couplings 


2 types for round belts — 
FLEXGRIP Round Belt 
Couplings and SUREGRIP 
Round Bclt Hooks 

Belt Currers, Lacers, Lac- 
ing Machines, and STEEL 
GRIP and CHAINGRIP 
Wheel Pullers. 


i“ Write for Catalog 


ARMSTRONG-BRAY&CO. 


"The Belt Lacing People”’ 
CHICAGO 30 U. Sis 
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ats 
Michigan 


Line 


SHEETS 


ROLLS 


DISCS 


| BELTS 
PAPER&a CLOTH BACKED 
| M+» 
SILICON CARBIDE 


GARNET 


| ALUMINUM OXIDE 





IN FULL RANGE OF 
STANDARD GRIT SIZES 


M~ 


LAPPING 





Production grinding of plowshare welds with 


Dishributors! 


Acceptance — Margin — Quality 


All the things that are important to the 
jobber looking for a name abrasive line 
are found in the Michigan line! 


Manufacturers have. time to listen to 
the Michigan story. The Michigan 
line is known to them for the way it 
keeps them out of trouble . 
wide range of production applications 
it meets from snag grinding to precision 
lapping! 


The Michigan people recognize the im- 
portant part the jobber plays, too. 
Liberal margins will appeal to you and 
your salesmen—at the same time prices 





are in line and even offer competitive 
advantages! 


Write your name in the margin of 





| COMPOUNDS 
| 
| 


& 


Manufacturers of 
COATED ABRASIVES and LAPPING COMPOUNDS 
1111 Bellevue Street 





Michigan Abrasive Belts. 


. for the 


this page, tear it out and mail it 
to us=—GET OUR DEAL—Youw’ll 
find it mighty interesting. 


° Detroit 7, Michigan 
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stroking the file against work revolved 
in a lathe. 

15. (b)—a rocking motion which pro- 
duces a convex, rather than a smooth, 
surface. 

16. (a)—it just keeps the file cutting at 
all times. 

17. Separated one from another, either 
standing with their tangs in a row of sup- 
porting holes or notches, or hung by 
their handles, in a dry place where rust 
will not corrode their teeth points. 

18. (c)—uses a file card or brush. 

19. Yes. A brass file has a fine, long- 
angle over cut, producing small ecallops 
which break up the filings and enable 
the file to clear itself of chips. 

20. Yes. The lead file has coarse, short- 
angle teeth which shear away the metal 
under ordinary pressure. 

21. (c)—at elbow level. 

22. If heavy filing is to be done, the 
work should be held lower than elbow 
level, and for fine, delicate filing, near 
the eye level. 

23. (a)—a file with a cross section re- 
sembling an apple seed. 

24. A mill file is a single-cut (tapered or 
blunt) file which acquired its name from 
its early use in filing mill and circular 
saws. 

25. (b)—a worn-out file which has been 
re-toothed and re-hardened, after anneal- 
ing and grinding off the old teeth. 








Correction 


The answer to question No. 5 of the quiz 
on drills, on page 243 of the January 
issue, should have read: “Numerical— 
No. 80 (.0135-in. diam.) , etc.” instead of: 
“Numerical—No. 80 (0.135-in. diam.). 





Selling 
To Friends 


(continued from page 99) 





play hard with business friends.” What 
he means is that discussions of sales or 
products while on a pleasure jaunt are 
definitely out of place. It is time for re- 
laxation and relaxation is just as impor- 
tant and necessary to a customer as to a 
salesman. 

Specialization by industrial supply . 
salesmen doesn’t hold any appeal for 
Mr. King who considers it a move in the 
wrong direction. Specialization, he feels, 
tends to defeat one of the traditional 
strong points of the industrial distrib- 

















always specify 


CLE*FORGE “ste DRILLS 


for the BIG jobs 


@ For every drilling operation, 
there’s a CLE*+FORGE Drill, 

no matter how large or small, to 

do the job better and at lower cost. 

It pays to look for the xo trade-mark 
not only on Twist Drills but 

also on Reamers, Screw Extractors, 
Arbors, Mandrels, Sockets, 

Mills and Counterbores. | 


—--—, 
"ie 


DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 


This advertisement appears in current issues 0 
leading magazines in the metal-working field. 
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GROBET 


SWISS 
FILES 


Unequalled 
for Service 
that Spells 
SALES. 









Write for latest 
Catalog BF *on 
precision files 
and Catalog BR 
on rotary files 


GROBET FILES are well known! Over 
100 years of experience and research 
are in back of Grobet files. They are sold 
by more than 200 distributors. 


GROBET QUALITY is well known! “Grobet" 
means precision files of high cutting speed, in- 
dispensable for accurate filing. 


Grobet Swiss files are made in nine numbers of 
cut—Nos. 00, 0, 1, 2, 3,4,5, 6, 8: No. 00 corresponds 
to bastard cut;—Nos. 0-! to second cut; No. 2 to 
smooth cut; Nos. 3-4 to super smooth cut. Altogether, 
there are over 4,800 different shapes, sizes, and cuts. 
The line includes also specialties such as GROBET Rif- 
flers, Grobet Machine Files for Hartford, Illinois, LaPorte, 
Cochrane-Bly, Oliver, Thiel, and Harvey Filing Machines; 
Grobet Rotary Files; and Grobet Curved Tooth Files. 


SEND FOR NEW "CATALOG SR" 








@ Just off the press—the most 
complete of its kind, illustrating 
the full line of GROBET RO- 
TARY FILES, CUTTERS, DIE- 
SINKER'S BURS, etc., in size, 
shape and coarseness of cut for 
every industrial purpose. 


ATRL 


aitcc aR 2Biae st amelentcdes (Please make your request for “'Cat- 


clog DR" on your firm letterhead) 


GROBET FILE CO. OF AMERICA 
421 CANAL ST. © NEW YORK 13,N.Y. 


GROBET FILE CO. of AMERICA 
421 Canal Street 























utor—prompt service. He is content to 
leave specialization to manufacturers’ 
men who can be consulted at any time. 
Young supply salesmen should attempt to 
broaden their knowledge of products and 
applications to suit the job. There is a 
tendency, Mr. King says, among special- 
ists to refer any request for a product 
other than in his line, to the next man 
in his firm who handles it. Mr. King 
feels that the average purchaser resents 
such selling methods as it requires more 
work in worrying about another purchase 
order and lost time in waiting for the 
next salesman to come around. Any way, 
he concludes, it’s a poor way to get 
around and meet a lot of interesting 
people. 








New York, 13 N. Y. 











re AB 
IMPORTERS OF GROBET SWISS FILES 
Plants: New York © Chicago ® Los Angeles 


MFRS. OF GROBET ROTARY FILES 
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Reducing 
Chance Element 


(Continued from page 87) 





believes, is effective and necessary but 
the salesman must be thoroughly famil- 
iar with thém, able to explain and dem- 
onstrate each one with assurance. 

Such selling, Mr. Bartell believes, im- 
plies a personal element in the sales- 
man’s contacts with contractors. These 
fellows know each other pretty well and 
follow each other’s jobs with considerable 
interest. Mr. Bartell’s advice is to do the 
same. He may approach one with “Hear 
Bill Bailey ran into some rotton rock 
which cost him a lot of extra excavations. 
How is he getting along with it?” or 
another with: “Joe Doakes, the concrete 
foreman who was with you on the Red 
Mound job is now with Arrowsmith Co. 
Heard he’s making some record runs.” 
Widening one’s acquaintanceship with 
contractors and all their key men on 
various jobs is an excellent practice to 
which Mr. Bartell subscribes. 

“You get to really enjoy these friend- 
ships and personal contacts without hav- 
ing the order always uppermost in your 
mind,” Mr. Bartell says. “Right now; 
I am arranging to have a movie camera 
so I can go out on my jobs and take 
pictures of the operation of the equip- 
ment with the men responsible for it. 
As I show them from time to time to 
other groups, old friends and former co- 
workers are recognized. I get a great 
kick out of their reactions and it won’t 
hurt my conveyor belt business a bit.” 














Rough aud “Jumble PROVING 
WHEELS 


for INDUSTRIAL 


It looks like this carrier plane is in for a rough landing! Pitching 
decks, shell-plowed landing fields, hastily-laid perforated metal 
landing strips were chewing up aircraft tail-wheels—tying up 
planes and pilots while replacements were made. 


Thermoid-Grizzly tail-wheels (like the one in the red circle) stood 
up under the slam-bang of the world’s toughest proving ground. 


This battle-proven wheel has been adapted for industrial use by 
the same Thermoid-Grizzly engineers that solved the Navy's tail- 
’ wheel problem. Into the Thermoid-Grizzly TREAD-LOCK Industrial 
Wheel are built the same rugged features of the aircraft wheel. 


Thermoid-Grizzly is the only manufacturer making this superior 
type of industrial wheel. The patented features, explained at 
the right, guarantee this wheel’s superiority for material handling 
equipment. The TREAD-LOCK Industrial Wheel is now available 
for new equipment and replacements. 


For further information, write for the folder ‘Industrial Wheels’ 


Inermoid -Grizzly 


WHEEL SALES 


DIVISION OF THERMOID COMPANY, WRIGLEY BUILDING, CHICAGO 11, ILLINOIS 





Patented “Breather” Holes in 
the casting allow the rubber to 
expand under pressure and con- 
tract when the pressure is removed. 


Patented Lifetime Self-Lubrica- 
tion System. Hour-glass design 
forces grease centrifugally to the 
sealed, precision-built bearings, 
which are lubricated for life. 


Variety of Sizes. Standard sizes 
ore 6”, 8", 10” and 12”. Special 
sizes can be made to order. Fit 
all standard size axles. 


Cut-Resistant Tread resists abra- 
sion and terrific impacts. Stays 
true, easy to push or pull. Silent. 
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New Lines? 
(Continued from page 103) 





There are three qualities which P. A. 
Converse, general manager of Marshall- 
Newell Supply Co., San Francisco, looks 
for in considering a new line. They are: 
the intrinsic appeal of the article itself 
to the consuming trade; favorable price, 
as compared to that of equivalent com- 
petitive products; and completeness of 
the item as a unit. 


A Salesmen's Viewpoint 


T. G. Longworth, salesman for the 
Barrett-Christie Co., Chicago, has no dif- 
ficulty in finding new line sales possibili- 
ties during his contact with customers. 

“When I run across a need for some 


‘item, I try to size up the line in demand 


to see if it is compatible with the general 
lines handled by our company,” Mr. 
Longworth says. “If it appears to be the 
right line for us, I write to the manu- 
facturer, requesting literature. While 
learning what I can about the use and 
application of the item, I take advan- 
tage of opportunities to sound out several 
customers to get their reactions. 

“In discussing the prospective line 
with our executives, I present all the 
facts I have been able to gather on the 
subject and, if the idea has merit, it 
gets prompt attention. 

“After the new line has been acquired, 
I attend sales meetings and learn as 
much as possible from our man who han- 
dled the research for the line. On the 
next swing through my territory, I am 
out to sell that new line, and I talk 
about it first with every customer who 
may have any possible use for it.” 





New 
Products 


(Continued from page 101) 





arc rod, projecting from a thick tube. The 
tube is tapped on a tank of helium under 
pressure, and attached to a thumb valve 
to regulate the flow of helium around the 
arc rod. The illustration shows a plain 
arc weld at left which has burned a 
ragged channel between two pieces of 
magnesium. The weld at right, using 
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It pays to do business with 
a company that puts... 


Merde 


: his definite procedure helps Delta-Milwaukee 
to carry out its policy of referring direct orders to you 


Selling only through established trade channels — and ac- neer to place the order with a dealer; (c) Placing the order. 
cepting no direct business — is one of Delta’s basic prin- This is just one way that Delta-Milwaukee helps you to 
ciples of fair dealing. Delta refers all direct orders for operate with confidence — on a sound, profitable basis. In 
standard merchandise to dealers, for shipment from their addition, Delta offers a one-price proposition — the same 
stock. (With a few legitimate excep- to all mill supply distributors. And, 
tions which are clearly stated.) ‘Delta distribution is selective — pro- 


The forms illustrated above are part “a sigan aries oom 

: or success now and in the years 

of the Delta-Milwaukee standard — to come, it pays to deal with a house 

erating procedure which makes this that protects your interests through 

principle work—day in and day out. Mw | LWAU at E E a definite written statement, with a 

They provide a quick, effective way record of fair dealing behind it. Con- 

of: (a) Notifying the customer that REG PAT. OF centrate on the full-margin line — 
his order is being placed with a local Delta-Milwaukee Machine Tools. 


Delta-Milwaukee dealer; (b) Re- Eel abbatss i eve) r= THE DELTA MFG. COMPANY 


questing the Delta district service engi- 639C E. Vienna Ave. * Milwavkee 1, Wis. 
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You can render complete welding fitting service 


To render a fully complete welding fitting 
service means that you musf supply the right 
fitting for every application on an entire pip- 
ing job. Regardless of what line of welding 
fittings you are selling, you probably are not 
selling fittings for making branch pipe outlets 
unless you include WeldOlet Fittings. 





These fittings are designed and made expressly for making full 
pipe strength outlets that are easy to install. In addition, the 
funnel shaped inlet provided by WeldOlet Fittings reduces 
turbulence and friction to a minimum insuring better flow con- 
ditions. These features make them easy to sell. 


In order to get your full potential from every welding fitting sale, 
be sure you include WeldOlet Fittings. Write today for the new 
WeldOlet Catalog. It will give you complete information on these 
modern, money making branch pipe outlet fittings. 


Forged Fittings Division 


BONNEY FORGE & TOOL WORKS - 645 N. Meadow St., Allentown, Pa. 
BUY MORE BONDS AND KEEP THEM 


WELDOLETS 


“} 7 ected IGHCH | : ‘ 4 1 
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helium, is a fine seam, with a strong and 


‘even “bead.”—Northrup Aircraft, Inc., 


Hawthorne, Calif.—Mmt Supp ies, 
March 1946. 


Spot Welding 


Tweezer 





A PORTABLE UNIT weighing approximately 
25-lbs., consisting of a cabinet the size of 
a small radio, a pair of insulated, forged 
copper tweezers, and a foot switch, has 
been put on the market as an improved 
product. The welding of tiny parts pre- 
sents difficulties because of the trouble 
in holding them in order to effect the 
weld. In using tweezers, the electrodes 
may be applied directly to the elements 
to be joined. The tweezers probe for 
the parts, hold and bend them, and weld. 
Because the voltage used is low, and the 
current flows through the tweezers at 
about 1/1000 of a second, the tweezers 
may be held in the hands with absolute 
safety. To weld parts from .015-in. 
through 44-in. round, the machine is used 
with an auxiliary booster unit which in- 
creases the capacity of the equipment by 
300 percent.—Tweezer-Weld Corp., New- 
ark 2, N. J—Muu Suppuies, March 1946. 


Airblast Nozzles 
Three Types 


Made in three types and in sizes and 
specifications to meet every airblast need, 
a new nozzle has been developed which 
is claimed to have unmatched service 
life, rock-bottom hourly cost and con- 
sistency in blasting efficiency. The three 
models available supply a complete choice 
in price range. The Norbide nozzle (left, 
in illustration) has an insert of Boron- 
Carbide, the hardest metal manufac- 
tured for commercial use. The manufac- 
turer guarantees 1500 hours using meralic 
abrasive, 750 hours using silica sand. 
The Heanium nozzle has a ceramic in- 
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sert of nearly diamond hardness. It is 
said to give highly efficient service at 
low hourly cost. The V-Metal nozzle is a 
slow wearing nozzle made of heat-treated 
abrasion-resistant alloy steel—American 
Foundry Equipment Co., Mishawaka, 
Ind.—Mi.t Suppties, March 1946. 


Abrasive Blades 
Packaged 


THE manuracturers of the Handee ab- 
rasive saw blade have taken up a new 
merchandising idea in individually pack- 
aging each blade. The package is said 
to make a colorful display and to be easier 
to handle and stock. Directions for 
mounting abrasive blades on any circular 
saw, bench grinder, motor or lathe, and 
helpful hints on tough cutting jobs, are 
printed on the back of each packet. This 
system is expected to appeal to home- 
crafters and users of power tools.—Chi- 
cago Wheel & Mfg. Co., Chicago 7.— 
Mitv Suppuies, March 1946. 


Power Saw 
Portable Radial 





A PpoRTABLE 12-1N. radial saw weighing 
approximately 200-lbs., and so compact 
that it can be easily carried through a 30- 
in. doorway, has been developed. It is 
said to save 25 percent or more of the 
usual power saw time on the average in- 
dustrial cutting job. The radial saw is 
made principally of non-rusting magne- 
sium and is powered by a 11% h.p. elec- 
tric motor. The machine has a 3 by 16-in. 
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You know how much easier it is to sell tools 
mechanics like. Take sockets for instance. Me- 
chanics like sockets that have thin walls—the 
kind of thin, strong walls that have made Bonney 
Sockets such favorites. 


Yet, thin, strong walls are not the only sales 
advantage you get with Bonney Sockets. Their 
hexagon openings are cleanly broached to exact 
size for a sure, firm grip and the wide range of 
socket sizes and drive attachments provide over 
1000 combinations to handle almost any con- 
ceivable nut-turning job. 


Be sure to cash in on the sales advantages of 
Bonney Tools. Check your stocks today and send 
in your order. If you do not stock Bonney Tools, 
write for a copy of the Bonney Tool Catalog and 
ask about the Bonney Distribution Proposition. 


BUY MORE BONDS AND KEEP THEM 






BONNEY FORGE & TOOL WORKS 
645 N. MEADOW ST., ALLENTOWN, PA. 


in Canada: Gray-Bonney Tool Company, Lid., $1. Clarens & Royce Aves., Toronto 





STYLE C 





sling chains. a ‘ with End Ring used at top for 
7 ban ee double, 3-way . lifting barrels in vertical posi- 
formation and. q ' tion. 
upon request. 
STYLE C BARREL CHAINS 
SLING HOOKS eee aes 


barrels in either ver- 
tical or horizontal 
position. 





STYLE C 


with Center Ring used at top for 
lifting barrels in horizontal position. 





LEVELAND 


HAIN 





THE CLEVELAND CHAIN & MFG. CO. - CLEVELAND 5, OHIO 


Associates: THE BRIDGEPORT CHAIN & MFG. CO., BRIDGEPORT, CONN. ROUND CALIFORNIA CHAIN CORP., LTD., SO. SAN FRANCISCO, CAL. 
SEATTLE CHAIN & MFG. CO., SEATTLE, WASE. ROUND CALIFORNIA CHAIN CORP., LTD., LOS ANGELES, CAL. 
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crosscut and 204-in. wide ripping capac- 
ity, and is so designed that all corners 
and edges are rounded, projections elim- 
inated, and adjustment time saved 
through the placing of all locking levers 
within easy reach from the front of the 
machine. Speed-up and safety features 
include a specially designed saw guard 
that keeps all the teeth covered all the 
time, and a kick back preventer that is 
positive and cannot slip.—American Saw 
Mill Machinery Co., Hackettstown, N. J. 
—Mit Suppuies, March 1946. 


Air Control 
Compact 


A Four-way, ¥%-in. control valve for 
pneumatic equipment has been put on 
the market. Extremely compact, it is 
slightly over 5-in. tall, 4-in. deep, and 
3-in. wide. It has, say the manufacturers, 
full, unrestricted ports and is exceed- 
ingly fast in operation. A detention 
spring permits the control to be fixed in 
any position—Pneumatics, Inc., Ply- 
mouth, Ind—Mitt Suppuies, March 
1946. 


Foot Switch 
Neon Lighted 


A FOOT SWITCH with a small neon pilot 
light built into the unit has been placed 
on the market. Aside from the fact that 
it can be used in photographer’s dark- 
rooms without fogging photographic pa- 
per, its industrial uses on all sorts of 
machines, where foot switches increase 
operating efficiency, are numerous. The 
switch is ruggedly constructed, has a non- 
skid base, and is finished in a red and 








METAL 


Sierliné CUTTING 
BAND SAWS 


. . « the longer wearing blades with the ability to 
stand the strain of rugged heavy duty as well as do a 
better routine job... make it easier for the distributor 
to get repeat orders. 


STERLING narrow bands (in 100 ft. 
lengths) are boxed in a newly designed 
metal-edged carton. The blade is 
“sealed in,” to be drawn out and 
snipped to the exact length required. 
This “sealed in" feature protects the 
coil against springing loose or tangling 
and allows speed of handling. Your cus- 
tomers will like the efficiency and smart 
styling of this new package. 





The sales possibilities of Sterling band saws—as 
well as the full Super-Sterling line of saws—offer 
attractive profit to progressive Mill Supply Distrib- 
utors. 


If you are not now a Super-Sterling distributor, 
why not write us. 


The Complete Line ... PLUS 


DIAMOND SAW WORKS, | 


BUFFALO NEW YORK 
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Building Quiz 


DISTRIBUTORS! These uses of Permacel Indus- 
trial Tapes in the building industry are advertis- 
ed in national magazines. Tie in with this 
profitable market for Permacel now! 





How much for a six-room prefabricated house? . 


$8,000-$10,000, depending on size. Per- 
macel aids quick, low-cost construction. 
For efficient color-separation painting, 
Permacel paper masking tape and a spray- 





How long does it take to put one up? 
A weather-tight frame, 1 day; complete 
installations, 2 more days. Permacel col- 
ored cloth tape speeds assembly by mark- 
ing related units and bundling them, as 
well. Selling Permacel nets you a steady 
income because it’s the type of product 
that is constantly reordered. 





gun are used. Think of the sales possibil- 
ities of this one tape! —it has dozens of 
uses in dozens of industries. And it’s just 
one of many Permacel tapes. 





How soon will they be available? 

2 weeks-1 month. Permacel Industrial 
Tapes help a house arrive safely. Permacel 
moisture-proof cloth tape, wrapped 
around threads on plumbing, guards 
against rust. No one has yet discovered 
all the uses for Permacel Industrial Tapes 
—nor all the profit possibilities. 


What are some other uses 
of Permacel Industrial Tapes? 

Masking, sealing, identifying, holding, 
protecting, packaging, insulating, rein- 
forcing. Write for free booklets, ““A New 
Tool for Industry” and ‘Fact Book on 
Pressure-Sensitive Adhesive Tapes,’’ and 
learn why so many industries are turning 
to this fast-selling line. Dept. MS-2, Indus- 
trial Tape Corp., New Brunswick, N. J. 


Sermeace. INDUSTRIAL TAPES 


INDUSTRIAL TAPE CORPORATION > NEW BRUNSWICK, N. 
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A 
PROFIT 


PRODUCER 
That’s Easy to Sell 





Monarch 
one man 
Car Door 

opener 

Is A Fast Selling 

Profit Item 


HERE'S WHY 
© Every =a User 
Ga 








One man instead of a 
binding box car door with 


pener 
Write—Wire—Phone anne a fer details of attractive 


MINING SAFETY DEVICE CO. 


the most 
a ‘Monarch Car Door 


DEPT MS-2 BOWERSTON, OHIO 
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gray wrinkle finish. Operating on a.c., 
it incorporates a heavy duty snap-action, 
single pole, double throw switch. Silver 
contacts are used throughout.—/ndustrial 
Timer Corp., Newark 5, N. J.—Miu. 
Suppuies, March 1946. 


Plastic Tubing 
Flexible 


A FLEXIBLE PLASTIC TUBING with unusual 
heat-resistance has been developed. Ac- 
cording to the manufacturers, the product 
has all the advantages of previous tub- 
ings, plus the ability to withstand varnish 
treatment and baking operations without 
stiffening, even in applications where ex- 
treme operating temperatures are encoun- 
tered. It is also resistant to strong acids 
and alkalies, denatured alcohol, petro- 
leum and its products, and coal tar sol- 
vents.—Irvington Varnish & Insulator 
Co., Irvington, N. J—Mit Supp ies, 
March 1946. 


Humidifying Unit 
Low Cost 





A NEW INDUSTRIAL humidifying unit now 
on the market introduces a departure 
from conventional methods, say the manu- 
facturers, in that the entire, compact unit 
is delivered ready for installation. It 
produces a finely atomized spray, is highly 
efficient and is low in cost. Made in two 





WELD 


KEEPS ON 
GRINDING 


TO KEEP : 


COSTS DOWN 





Get Samples of This New and Different 
Disk with the Bonded Triple-ply Backing! 


Amazingly durable! That's what grinder operators say about 
Weldisk! And they find that this modern, in-built durability is 
matched by other amazing qualities. 


% Out-performs ordinary disks by as much as two-to-one! Reason 
— a remarkable new cold-setting cement bond — not glue or resin 
— developed in the wartime electronics program assures a per- 
manence that actually improves with age! 


¥%& Lies flat without curling or warping! Reason —a new seasoning 
technique that produces absolutely flat disks which grind evenly 
during long service life! 


% Does not soften up at the shoulders, break up and endanger the 
operator with flying pieces. Reason —it’s the only disk with 
triple-ply backing of fibre for stiffness and two layers of cloth 
for strength. 


PROVE IT WITH A SAMPLE — Make your own “show me” trial. 
See how Weldisk cuts rapidly, does not load, runs cool, will not 
“blue” the work, gives a fine finish with less labor. State size cf 
‘disk, grade of grit, and brief description of work to be done — and 
a sample disk +vill be sent without obligation to you. 


* Abrasive Products Inc 


Sage” 


\* 
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Maintenance 


TOOLS 











-quickly, 


®@ Cuts most sheet metals up to .040" with ease. 


en use as handily as men, 


METAL CUTTER 


for Any Light Sheet Material 
ny %" electric drill into a metal 


at wom 


Cuts any ligh: sheet material cleanly.. 


in center or edge of work 2ench. “ 


ROYAL 


CLIPPER 
@ Leoves smooth, workable edge—no grinding or filing. 


@ Fits chuck of any 4“ pneumatic or electric drill. 


Converts a 

cutter th 

@ Operates at twice drill speed—removes less than Ye". 
® Can be <lomped in vise or mounted 


2 


“in use” illustrations — on complete C-B line. Write for your copy today. 


C-B TOOL CO., LANCASTER, PA. 


Get This FREE Bulletin. Gives full information—specifications, prices, 





. developed by practical 


ted on a bench, stand or in a vise. 


®@ Weighs only 12 pounds. Detachable hendle. 


NEW! MANUAL METAL SHRINKER 


Shrinks Job Time from Hours to Min 


There's nothing slow or tedious about shrinking metal with this 


mew C-B Manual Metal Shrinker.. 
aircraft and sheet metal men. Hours needed by old fashioned 


methods shrink to minutes when a C-B goes on the job— because: 
®@ Reversible, hardened steel jaws provide double life. 


®@ Handles metals of .016" to .051” without adjustment. 


®@ Shrinks angles to a radius as small as 3”. 


®@ Shrinks angles up to 1“ wide. 















GIVE ME A LUFKIN 
TAPE WITH THE CHROME 
WHITE LINE THAT é 


1S DURABLE Y; A 





ay 
ey 
‘ 














CHROME 
PLATED STEEL 

LINE WILL NOT 
CRACK, CHIP OR 
PEEL 






MARKINGS ON 
CHROME WHITE 
SURFACE... 
EASY TO READZ 









For an accurate, dependable, 
durable steel tape, the answer is 


“Lufkin Chrome Clad.” Also available 
UF KIN with hook-ring for one-man measuring. Sell Lufkin 
Chrome Ciad Steel Tapes. 


THE LUFKIN RULE COMPANY, SAGINAW, MICHIGAN, New York City. 
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Every One of Your Customers 
is a Prospect 
— Yor KEY-TITE 


PIPE JOINT COMPOUND 


‘\ 


AN 





Ss NAAAAAAAANNAAAAAAAAAAN 







By reminding your customers of the benefits of 
Key-Tite, every call you make can result in a sale. 
Our consistent, year ‘round advertising program paves the way 
for your call. Here is the simple story of Key-Tite: 


For all lines carrying water, gas, compressed air, 
low pressure steam, etc. 


Provides a permanent leak-proof seal. 
Is economical to use. 
Will not settle in the can. 


Does not freeze the joint. 


Does not affect color or taste of 
potable liquids. 


Af 


071 fa C11 ef 


2621 McCasland Avenve « East St. Louis, Ill. 
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or four nozzle units with humidistat con- 
trol, nozzles can be set at various angles 
to increase efficiency of moisture distri- 
bution. Siphon type nozzles are used 
which produce an exceedingly fine, round 
spray.—Spraying Systems Co., Chicago 
24.—Miiu Suppuies, March 1946. 


Gravity Conveyors 
Packaged 


GRAVITY ROLLER CONVEYORS, termed 
the first to be completely “packaged” by 
its manufacturers, are now available in 
these sizes: three straight sections, all 
10-ft. long and in three widths, 12, 18 
and 24-in.; three 90 deg. curved sections, 
12, 18 and 24-in. wide; two trestles, 18 
and 24-in. wide. Each item is a complete 
unit, packaged and priced per each, sim- 
plifying selling, ordering and stocking. 
The conveyor units, said to be safe on 
loads up to 200-lbs., are lighter in weight 
than prewar models because they are 
sheet metal products and not structural 
steel. All rollers are fitted with ball bear- 
ings engaged in the ends of the tube roll- 
ers by adapters to insure alignment 
of roller shafts—Lyon Metal Products, 
Inc., Aurora, [ll—M.t Surries, March 
1946. 


Milling Cutter 
Detachable Blades 


A cuTTeR that can be adapted for mill- 
ing different materials by interchanging 
blades has been introduced by Kenna- 
metal. It consists-of a precision built 
heat treated steel body, or tool holder, 
with positions for blades held in place 
mechanically. Five standard sizes are now 
available in 4, 6, 8, 10, and 12-in. diame- 
ters. When blades for the larger sizes are 
shortened by regrinding, they can be 


















































Quality and 
Dependability 
Maintained 

for 70 years... 


Effective service of JACKSON 
products is the result of providing 
maximum strength and stamina in 
construction and the use of mate- 
rials best adapted for the purposes 
involved. 


Jackson draws on seventy years 
experience in building these prod- 
ucts; assurance that its reputation 
for this class of equipment will be 
maintained in the future as in the 
past. Furthermore, distributors can 
be confident that the name 
"JACKSON" will continue to 


stand for a dependable source of 
supply. 


JACKSON MFG. CO. 
HARRISBURG, PA. 
Est. 1876 





MILL SUPPLIES © MARCH, 1946 


255 








BEALL 


genuine KANT-LINK 


SPRING WASHERS 


KEEP BOLTED ASSEMBLIES permanently TIGHT 


BEALL Spring Washers compensate for wear, bolt- 
stretch, corrosion and break-down of finish. They 
meet rigid Army, Navy and Air Corps specifications. 
Available in Carbon Steel, Stainless Steel, Phosphor 
Bronze, Everdur and Monel Metal. Finished in Cad- 
mium Plate, Galvanized, Silver and Parkerized. 
IMMEDIATE SHIPMENT of all standard sizes. 








WIRE US your requirements 


BEALL igele)i co. (Div. Hubbard & Company) 
EAST ALTON, ILLINOIS 















Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping. 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—te- $ 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 24 


Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES - AIR REGULATORS - AIR FILTERS - PORTABLE COMPRESSORS - PAPIT SPRAYERS 
AMER A'S MOST TALKED-ABOUT VISE AT A PRICE 
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Hard-jobs man! 


HEN a prospect asks you, 

“Where can I get a heavy- 
duty hoist that’s a regular hard- 
jobs man?” just say ‘Load-Lifter’ 
the hoist that will lift capacity 
loads all day long, day after day, 
and be no worse for wear! 


Tell him about the simple yet 
rugged construction, the exclu- 
sive features which make a 
‘Load-Lifter’ Hoist able to with- 
stand long, hard hours of heavy 
lifting with the minimum amount 
of attention. Point out the safety 
features of ‘Load-Lifters’ and 
explain to him how he can order 
them in almost every combina- 
tion to meet specific or difficult 
conditions in any type of in- 
dustry. 


Give him a copy of Catalog 
No. 215 and call his attention to 
the pages showing the various 
sizes and kinds of ‘Load-Lifter’ 
Hoists, the double spread of in- 
stallation photos, and especially 
pages 18 and 19 which graph- 
ically show and describe the 
advantages of ‘Load-Lifter’ 
Hoists. 


If you need more copies of Catalog 
No. 215, write for them, 


mm; LOAD LIFTER 
RAL Hoists , 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





TRAGt RARE 











used in smaller cutters successively. 
Blades can be used in either right or left 
hand cutters. The manufacturers say 
that the regrinding of the blades is only 
a matter of minutes, since the dull blades 
can be removed from the body while it 
remains on the spindle, and that sharp- 
ened blades can be reset quickly.—Ken- 
nametal, Inc., Latrobe, Pa—Mu.. Sup- 
PLiEs, March 1946. 


Diamond Dresser 
Interchangeable Nib 





A DIAMOND WHEEL DRESSER with inter- 
changeable nib is now available for all 
popular makes of valve grinding ma- 
chines that use threaded holders. When 
diamonds wear out, the shank need not 
be discarded, for only the nib needs re- 
placement. In reordering nibs, the ma- 
chine and shank do not have to be spec- 
ified, thus saving time and trouble.— 
Precision Boring Tool Co., Lansing, Mich. 
—Mi tt Suppuies, March 1946. 


Maintenance Paint 
Chemical-Resistant 


A NEW SURFACE PROTECTOR that is chem- 
ical-resistant, odorless, usable on wet or 
dry surfaces, and free-working has been 
marketed under the name of Pen-Kote 
500. The paint is extremely resistant to 
acids, alkalies, water, alcohol, salt 
brine, gasoline, oil, and many solvents, 
the manufacturers say. It can be applied 
to wet surfaces by brush, dip or spray, 
sets in 30 minutes or less, and never re- 
quires more than two coats. Its manu- 
facturers state that the paint does not 












































In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
ion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 
Type 330, at top, is made in 1/," to 18” sizes, 
with strainers of bronze, monel metal or 


18-8 stainless steel. Below are “Y” strainers, 
type 340, available in 1/," to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


reveal OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET © NORTH BERGEN, N. J. 


66 YEARS OF CONTROL PROGRESS 
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« aes eiausiaes 
CLOVER LINE 





CLOVER COATED ABRASIVES, -inaligrains, 


grades, backings, coatings, sizes and shapes. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


Cie ee — 





CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. CO., Norwalk, Conn. 


CLOVER 


"EF 
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Salers 
BELT HOOKS 
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AND LACERS 


Today, productive time must be sacrificed because of belt 
failure. Therefore, urge buyers to use the SAFETY SYSTEM 

. @ combination of a Portable Lacer and numerous size 
Belt Hooks that answers the need for a sound belt connecting 
system. Each Lacer has full 6" capacity . . . is constructed 
with ribbed jaws .. . arranged so that rib contacts only one 
hook. This sinks hooks easily and permanently below the 
surface of the belt. The SAFETY Belt Hook is guaranteed 
to hold, and by serving so well today, is establishing future 
business for you! Write to us today... we'll send the full story 


SAFETY BELT-LACER CO. 


5388 N. MENARD AVE. . . . CHICAGO 30, U.S. A. 
































This Ad and others are 
appearing regularly in 
leading trade journals— 








Am. Machinist, 
Motor, Tool & Die 
Journal, Southern 
Automotive Jour- 
nal, etc. 
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Are you prepared to 
supply your custom- 
ers’ needs in TUBU- 
LAR MICROMETERS 
and SNAP GAGES? 


Write for Discounts 
and Sales Helps 


TUBULAR 
MICROMETER CO. 


St. James, Minn., U. S. A. 











INSIDE MICROMETER SETS 


TU-MI-CO TUBULAR Construction— 
strong, light, easy to assemble and handle. 
All tips and connecting surfaces are hard- 
ened and lapped for long, trouble-free ser- 
vice. Sets complete with mandrels, wrenches, 
instructions—in strong wood 


TUBUL 
b yaad MICROMETER Co. 
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peel or blister, and that asphalt, tar or 
other paints will not bleed through it.— 
Peninsular Chemical Products Co., Van 


Dyke, Mich—Mirt Suppuies, March 
ae BAY STATE 


Gage Block Set 
Carbide 


aps & Biles 





AN 82-piEcE set of tungsten-carbide gage 
blocks has been introduced by Fonda. 
The manufacturers state that the metal 
used is many times more abrasion-resist- 
ant than steel or chrome-plate, and that 
under normal shop conditions, they need 
never be replaced or recalibrated. Labor- 
atory tests indicate that the extent of wear 
of steel blocks in four months is not to 
be expected on tungsten-carbide blocks in 
33 years of continuous use.—Fonda Gage 
Co., Stamford, Conn.—Mitt Supp ies, 
March 1946. 


Diffuser 


Fluorescent Attachment 


For tapping tough materials — 


BAY STATE TAPS. 


For solving tough problems—— 


BAY STATE ENGINEERS. 





A NEW WHITE PLASTIC DIFFUSER that can 
be snapped on or off 40-watt (T12) BAY STATE 

fluorescent lamps is on the market. The \7-\ a.m?) | mae e 
attachment reduces lamp glare by 30 per- 
cent, say the manufacturers, yet is more 


MANSFIELD, MASS, 
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COMPLETE 


CATALOG 


GENUINE 
FAsT...ACCURATE...and proven 


by hundreds of presses in production 

laminating service from coast to coast. 

Used for laminating cards, discharge 

Papers, gheete, Sees, etc., for per- 
manent protection between two clear aad 

thermo-plastic sheets. The press has a 

numerous other uses for vont cong one oe S T 3 A M T R A w S 
ratory work, moulding, etc. = 


Preco Hydraulic Presses feature — 
exclusively — the double-action pum 
—long high speed stroke for quic 
closure — short high pressure stroke 
for maximum squeeze. 

The Press develops a full 40,000 
pounds pressure. Platens are 8"x 8” 
and open 8", permitting many copies 
to be laminated slultaneoutle. 
Platens are electrically heated — the 
provide fast heat acceleration wit 
Positive, accurace temperature control 
up to 600°F. They're also water cooled. 


Write or wire for descriptive literature. 


PRECO INC. 


960 E. 61st St., Los Angeles 1, Calif 





Get the facts on STRONG’S 
complete line... including: 


@ HI-CAP IMPROVEMENTS 

@ SELECTOR CHARTS 

@ CAPACITIES 

@ INSTALLATION DATA 

@ SPECIFICATIONS AND DIMENSIONS 

@ PRICES 
Here is all the information you need on 
all STRONG quality steam traps. In- 
cluded is full information on open and in- 
verted bucket traps, including the famous 
70 Series traps with HI-CAP orifices. 

As always, STRONG engineering ser- 
vice enables you to take full advantage of 
this complete line by helping you select 
the correct trap for your customers’ par- 
ticular needs. Send for Catalog 67 today! 


STRONG, CARLISLE & HAMMOND 
BRAKE COMPANY 


Write for complete \ CLEVELAND 13, OHIO 
decier information \ 


ONEIL-IAWIN me6.co. %j STRONG 


Sel 312 EIGHTH AVENUE SO. + MINNEAPOLIS 15, MINN. STEAM SPECIALTIES 
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efficient than a glass diffuser. The diffuser 
has a spring-like patented design that 
grips the lamp along its entire length to 
afford easy cleaning and relamping. The 
snug fit helps shield lamps and confines 
heat for better, more consistent operat- 
ing temperatures.—Edwin F. Guth, Co., 
St. Louis, Mo.—Mu.t Supputes, March 
1946. 


All Metal Hammers 
Ball-Pein 


ELIMINATING THE WEAKNESS of conven- 
tional wood handles, a ball-pein hammer 
has been developed with an all-steel han- 
dle designed with a flexible grip to ab- 
sorb the shock of hammer blows. The 
heads are of alloy tool steel, flame hard- 
ened for toughness. The manufacturer 
says that safety is promoted because the 
heads will not fly off, nor get out of 
alignment with the handles, and that 
there is more “wallop” with less effort 
due to balanced weight distribution.— 
Atlas Welding Accessories Co., Detroit 
21.—Mi.t Suppuies, March 1946. 


Pressure Gage 
Bellows Type 


A RECENTLY MARKETED bellows type low 
range pressure gage is suitable for indi- 
cating draft pressures or any low pres- 
sures of gases or liquids that are not cor- 
rosive to bronze. The manufacturer rec- 
ommends it for use in gas plants. The 
pressure element is a self-draining bronze 
bellows with a phosphor bronze calibra- 
tion spring. Adjustable stops protect the 
bellows from excess pressure or vacuum. 
It is supplied in 414-in. and 6-in. phenol 
cases with 14-in. male pipe thread lower 
or back connection. There are several 
types and pressure ranges.—Manning, 
Maxwell & Moore, Inc., Bridgeport, 
Conn.—Miut Supp.ies, March 1946. 





This name on a reel — means 


TOUGH WIRE ROPE 


For rugged, long-lasting wire rope be sure it bears the 
name Wickwire Spencer. Every step in the making of 
Wickwire Rope is under constant, careful control, from 
the special formulae used in making the steel, through 
processing of the wire until it is exact within a fraction 
of a thousandth of an inch, through laying of the strands 
and final closing. 

Order Wickwire Spencer Wire Rope and be assured of 
the utmost in performance, safety and long rope life. It 
is available in all sizes and constructions—both regular 


lay and WISSCOLAY Preformed. 


HOW TO PROLONG ROPE LIFE 
AND LESSEN ROPE COSTS... 


Thousands of wire rope users—old hands and new— 
have found “Know Your Ropes’”’ of inestimable value 
in lengthening life of wire rope. Contains 78 “right and 
wrong’ illustrations, 41 wire rope life’ savers, 20 dia- 
grams, tables, graphs and charts. 


SEND FOR YOUR FREE COPY 


Send your wire rope questions to 


WICKWIRE SPENCER 
STEEL 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
EXECUTIVE OFFICES—500 FIFTH AVENUE, NEW YORK 18, N. Y. 


Abilene (Tex.) Buffalo + Chattanooga + Chicago * Denver + Detroit 
Houston «+ Philadelphia + Sanfrancisco + Tulsa + Worcester 


Boston «+ 
Los Angeles «+ 
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Years of | 
Service 












In a post War world like we are now experiencing, 
many things will come to pass that will mean great or 
small loss to a large number of companies. We are 
referring to new and untried products being developed 
| by new and untried companies. 





It will pay you well to remember when buying new 
equipment that the reliable company building reliable 

products will be able to help you not only in 
ie this hectic period, but will be ready to serve 
you in the years ahead. 


Write today for Bulletin Series S-46MM 
which illustrates and describes the complete 
Ovt line of Viking rotary pumps. 











BIG +a) 
wists VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 





Reproduced above is the first adver- 
tisement of a brand new campaign 
selling Marsh quality and directed to 
your customers through a still larger 
list of publications reaching into every 
important field. 

It will pay to tie in with this idea of P 
Marsh quality .. . because it is founded 
on solid facts and confirmed by the 
performance of thousands of Marsh 
products now in service. — 

Marsh Gauges and Dial Thermom- 
eters have become “The Standard of 
Accuracy” in every branch of industry. 
Marsh Traps include all basic types 
for a wide range of service require- 
ments. Marsh Heating Specialties in- 
clude radiator traps, air valves, vents 
and packless radiator valves in a com- 
plete range of types and patterns. 


Write for latest information and prices 
JAS. P. MARSH CORPORATION 


2079 SOUTHPORT AVE., CHICAGO 14, ILL. 
Export Dept.: 155 E. 44th St., New York 17 , 








INDUSTRIAL 


BRUSHES and BROOMS 














LONG SERVICE LIFE— 


VAST POTENTIAL 
MARKET— 


MANY APPLICATIONS— 
FEWER REPLACEMENTS— 


the gauge 
with the 
“RECALIBRATOR 


i nd 
Recalibrator’ — quickest 4 


CAPITAL ‘‘RED CAPS” 


best way to tment—the finishing In actual test CAPITAL “RED CAPS” outlast and outwear other like brushes and 
knocked out of ee gente brooms. The main reason for this is the fine quality of fibre and bristle used in 

— their manufacture. They are all-time good maintenance equipment and all-season 
sellers. Plant men rely on CAPITAL “RED CAPS” to do maintenance jobs right— 


this is your real profit opportunity 
UUM rw piaANAPOLIS 


oo RE nan at BRUSH AND BROOM MANUFACTURING CO. 


DIAL THERMOMETERS 
amills dmatuan gis CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 





touch to @ SUP 
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SALES HELPS 





VERTICAL PUMPS—A catalog insert of 
12 pages on vertical turbine pumps has 
been issued by Worthington. The booklet 
describes the compactness and versatility 
of the vertical pump, originally used for 
pumping from bored or drilled wells, but 
now put to use in many industries. Their 
uses in the fields of general water supply, 
irrigation, pumping from tanks, reser- 
voirs, or open streams, for construction 
work, drainage or recirculation, are illus- 
trated with drawings and photographs.— 
Worthington Pump & Machinery Corp., 
Harrison, N. J. 


VALVES—Safety and relief valves to 
match the new designs of the latest power 
and process equipment are shown in a 
new catalog by Farris. A pictorial index 
shows line drawings of all the basic valve 
types, and the user may pick out the 
valve he is interested in without thumbing 
through the entire book. Directly oppo- 
site each index is a detailed description 
showing how the item can be used and 
where to find its specifications in the 
catalog.—Farris Engineering Co., Pali- 
sades Park, N. J. 


LUBRICATION—Entitled “Alemite Ans- 
wers”, a new book tells the story of the 
beginnings of anti-friction lubrication and 
concludes with lubrication recommenda- 
tions for all types of modern machinery. 
It is divided into seven chapters, with 
self-explanatory headings. These are: 
Explaining petroleum and its chemistry; 
Considering refining and testing of fuels; 
Studying refining and testing of lubri- 
cants; Clarifying lubrication and lubri- 
cants; Demonstrating application prob- 








HERE IS THE LATEST SCHIEREN AD 
APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 
TO BUILD INCREASED BUSINESS FOR YOU! 





The 


. the 
product is cigarette paper. This great paper mill manufactures miles of 
cigarette paper—as soft and thin as a butterfly’s wing yet tough as the 
flax from which it is made. 


power of one of our customers “goes up in smoke” . . 


In 1939 our engineers had to solve the tremendous problem of power 
transfer. Asa result, Chas. A. Schieren 8-inch waterproof leather belt- 
ing was installed between the 30 HP motors and individually driven 
beaters. Many of these belts have never been shortened since . . . and 
they are still running on a 24-hour basis 6 to 7 days per week—in spite 
of the unusually moist conditions. 

Whether your product “goes up in smoke” or your power disappears 
that way, call in Schieren. Our background of 76 years in industrial 
servicing is your assurance of belt installations to fit your special needs 
... small, large or unusual. 

Schieren Leather Belts are rugged. They’re made to resist water, oil, 
wear and other hazards. Their sure grip on the pulleys means a full 
RPM output. The cost of Schieren Leather Belts is no higher than for 
standard quality belts. And you save their original cost many times 
over in reduced maintenance charges and minimizing of costly shut- 
downs—Let us quote on your belting requirements. 






Let us send you free book on SHORT CENTER DRIVES 
data which show how pivot bases give 


1. Automatic Belt Tension 

2. Boost Overload Capacity of Drives, 
2. Eliminate any possibility of slip, 
4. increase machine output. 


CHAS. A. SCHIEREN COMPANY 


LEATHER BELTINGS ¢ SPECIALTIES 
HYDRAULIC PACKINGS 


33 FERRY STREET, NEW YORK 7, N. Y. 
60 Front Street, W., Toronto, Ont. 








We are national distributors 
of Rockwood Beses. 
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Sold 
Only © 
Through 

Distributors 


The COLUMBIAN VISE & MFG. CO. 


9025 BESSEMER AVE. ° CLEVELAND 4, OHIO 


























Here's an Item in 
a Class by Itself 


“BELT- 
SAVER” 
Pulley used 
on bucket 



















Used as a 
tall pulley on 
bett 


Distributors selling 
“BELT-SAVER” Pul- 
leys know by act- 
ual experience. that 
they are rendering 
an outstanding ser- 
vice to their customers. By replacing ordinary pulleys with 
“BELT SAVER” on conveyors and bucket elevators carrying O24 

hard or abrasive materials, conveyor belt life has been oO” 
tremendously increased. Case after case is on record and a lad 
open to complete, careful investigation showing actual, a 
proved belt life increases of from 25 to 40%. Continued gs ihn 
repeat orders from distributors proves that “BELT-SAVER” 
is in a class by itself, Full details on request. 


SPROUT WALDRON & CO. 
MUNCY, PA 


Manufacturing Engineers Since 

























PULLEYS 

























CONVEYORS 
1866 


BRANCHES 
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Here are three products in the 
DIXON Quality Line of hose 
couplings, nipples, menders and 
clamps that you can sell with 
complete confidence. They have 
practical features not found in 
any others designed for similar 


“KING” 
COMBINATION NIPPLE 





With Pat. "Cor-o-Zig" Hose Shank 


Made to fit straight end hose, 
and can be readily reset when 
necessary. Two-way “Cor-o-Zig” 
corrugations make it easier to in- 
sert in hose and assure greater 
holding power under clamp pres- 
sure. Malleable iron or brass, in 
sizes 42" to 8” inclusive. 


“KING” 
HOSE CLAMPS 


OO 


Single Bolt Double Bolt 





Proven superior to others of their 
type in ease of application, 
strength and durability. Bolt lugs 
are heavily reinforced. Tongue 
and ears for vise jaws, are full 
width of clamp. Perfect conform- 
ance to hose perimeter provides 
evenly distributed pressure when 
clamp is tightened. Double bolt 
has exclusive quadruple take-up. 
Sizes: Single Bolt, for hose 7” to 
5%’ O.D. Double Bolt, for hose 
342” to 17%" O.D. 


Sold in Accordance With Our 
Established Distributor Policy 


VALVE & COUPLING CO 


MANUFACTURERS OF The 2uckly 

BOSS 

HOSE COUPLINGS, NIPPLES, MENDERS, CLAMPS 
Main Office and Factory: PHILADELPHIA 22, PA. 


BIRMINGHAM - LOS ANGELES - HOUSTON 


DIXON” “KING” “AIR KING’ “DIX-LOCK 


CHICAGO 

















fems and solutions; Relating the story of 
Alemite; and Defining purchasing and 
selling. The book sells for three dollars 
a copy.—Alemite Division, Stewart-War- 
ner Corp., Chicago, Ill. 


AUTOMATIC FEED CONTROL —A Cali- 
fornia manufacturer has issued a booklet 
on a line of automatic feed-water level 
controllers. high- and low-water alarm 
signals, and low-water cut-offs. The com- 
pany developed a universal pulsation 
dampener known as the Micro-Bean sev- 
eral years ago in which it expresses great 
confidence.—J. A. Campbell Co., Long 
Beach 7, Calif. 


GAGE BLOCKS—A new gage block util- 
ity set is described in a four-page folder 
. issued by Scherr. The set is pictured as 
enabling mechanics to transfer gage 
block accuracy directly to their work. 
The bulletin also describes other preci- 
sion instruments, notably a_ ball-joint 
back indicator with magnetic base for 
speeding dial indicator set-ups.—George 
Scherr Co., Inc., New York 12. 


ROTARY PUMPS—A recently issued cata- 
log provides comprehensive illustration 
and detailed description of a new type of 
removable liner now standard in the man- 
ufacturer’s power pumps. The booklet 
lists design features, diagrams of operat- 
ing cycles, and pictures and descriptions 
of rotary pumps for many applications. 
—Blackmer Pump Co., Grand Rapids 9, 
Mich. 


DYNAMOMETER — A 20-page booklet ex- 
plaining the uses of the traction dyna- 
mometer has been issued by Dillon. This 
small instrument is used to assure. cor- 
rect tension, to test strength of weld, to 
weigh material loads, to check the 
strength of fabricated units, and for other 
operations calling for tests of force, 
strength or torque.—V. C. Dillon & Co., 
Chicago 44, lil. 


PUMP MANUAL—A “Contractor’s Pump 
Manual,” designed to supply informa- 
tion on portable pumps and guidance to 
pump users in the construction, mining, 
industrial and other fields, has been is- 
sued. The manual discusses the selec- 
tion of the proper kind and size of pump 
for the particular water-moving job at 
hand, its correct operation, together 





DISTRIBUTOR POLICY 


TODAY and without deviation in 35 years, the keynote ot 
Allen Distributor policy is SELECTIVE DISTRIBUTION 
through Mill Supply Distributors o7/y. 


Our aim is to make the Allen line profitable to a restricted 


number, rather than less profitable to a larger number. 


The allocation of Allen Distributors is governed by the size 
and industrial importance of each buying center, — planned 


to avoid duplication of Distributors’ sales-effort. 


That Allen has probably the most complete distribution of 
any line of hollow screws, implies no over-lapping of sales- 


territories. On the contrary, certain areas hold undeveloped 
markets. New products have multiplied new prospects. 


If there’s not an Allen Distributor in your sales-territory, — 


and if it’s a distinct sales territory, potentially yours, — 
it offers a mutual opportunity that we wish you would 
write us about. 
ALLEN HOLLOW SET SCREWS « PRESSUR-FORMD CAP 
SCREWS « TRU-GROUND SHOULDER SCREWS « PIPE 


PLUGS « SQUARE HEAD SET SCREWS ¢ TRU GROUND 
DOWEL PINS «FLAT HEAD CAP SCREWS+ TAP EXTENSIONS 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD, ¥* ALLEN te «CONNECTICUT, U.S.A 
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DISTRIBUTORS! 


There’s Bigger 


VOLUME PROFITS 
with Bird-White Products 


The new Bird-White Pur-O-fiers and 
Temperature Exchangers have already 
received wide industrial acceptance 
and have been proven in actual use by 
outstanding industrial firms. Now is 
the time to obtain your distributor 
territory under the liberal B-W Dis- 
tributor Plan, backed by a complete 
advertising program fully merchan- 
dised including factual, attractive pro- 
motional literature for distributor 
imprinting. 





A-1 PUR-O-FIER is ideal for protecting tools, 
gauges and other machinery operated by small 
compressed air systems. 





A-2 AND A-4 PUR-O-FIERS offer positive 
purification for compressed air or gas lines 
with volumes up to 100 cubic feet. For volumes 
above this range multiple unit assemblies are 
recommended. 


|r ’ 


LE RRR, 


‘ 





TEMPERATURE EXCHANGERS by Bird- 
White provide temperature control combined 
with external heating and purification appli- 
cations. 


Profitable territories are still available. 
Write today for complete information. 
















HEADQUARTERS 
for helt tabtening a 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 


EAR in and year out mill supply 
houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 





where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Stee] Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 


@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and ~ Plates b the fast s make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent pl 
separation. Patching and other repairs with 
rip plates save expensive conveyor belt re- 
pl ts and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago, Illinois 
ALLIGATOR Steel Belt Lacing for transmission belts 
For conveyor belts FLEXCO F-iE> Fasteners and Rip Plates 























CAR 
MOVERS 





Bobo THEY RENDER ADVANCE 
POWER KING A GREAT ay 

Car Wrench 
NEVER SLIP SE R Vi C E Slipproof 
sur rasor || TO INDUSTRY ||| 




















BADGER Car Movers help to eliminate time loss at loading and unloading 

platforms. These delays are short in themselves, but multiplied many 
times they represent quite a loss in productive hours. Selling BADGER Car 
Movers and the ADVANCE Car Wrenches and Slipproof Spurs is a profitable 
business—every customer who has a siding needs a BADGER Car Mover and 
past records prove their adaptability and efficiency for the job of spotting, 
moving, and shifting freight cars quickly and safely. Get all facts and get in 
on this good business opportunity. 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 
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with its maintenance and repair. A pump 
trouble check sheet is included, a list of 
“Do’s and Don’ts” and tables of useful 
engineering _ information. — Associated 
General Contractors ‘of America, Wash- 
ington 4, D. C. 


WOOD TANKS—A comprehensive 24- 
page booklet on cylindrical wood tanks 
has been issued by Acme. Designed to 
give engineering data to those who want 
to know how wood tanks may solve their 
storage or processing problems, it gives 
specifications, tank foundation data; di- 
rections for erecting; U. S. gallons in 
round tanks, and in rectangular tanks; 
wood tank fittings, and special and stand- 
ard red wood tanks.—Acme Tank Mfg. 
Co., Los Angeles. 


CONTROL FANS—The manufacturers of 
the thermo-control fan have issued a book- 
let explaining the features of the variable- 
pitch fan. The fan is said to automat- 
ically adjust itself to predetermined wa- 
ter temperatures, and to maintain water 
in the radiator and engine at approxi- 
mately uniform temperature. This fea- 
ture prevents extremes in hot or cold 
temperatures within engines, thereby 
preventing rapid formation of acids in 
lubricants.—Evans Products Co., Detroit. 


SAFETY EQUIPMENT—A new 178-page 
catalog has been published describing 
and illustrating a range of safety appli- 
ances for industrial application, includ- 
ing many new products. A 6-page intro- 
ductory section describes the manufac- 
turer’s facilities for reasearch in the field 
of safety appliances.—Mine Safety Appli- 
ances Co., Pittsburgh 8, Pa. 


CHUCKS — Identifying all chucks by ser- 
ies number, and giving detailed draw- 
ings of their working parts, the new cata- 
log by Skinner describes the reasons 
for the different designs, and why and 
how they are used. Sizes and prices are 
included.—Skinner Chuck Co., New Brit- 
ain, Conn, 


WELDING—A “Guide to Everyday Weld- 
ing” has been offered as a signpost in 
the selection of the proper types of elec- 
trodes or gas welding wires to use for 
welding various types of materials, struc- 
tures or equipment. The information is 
arranged in tabular form, indexed by in- 





WESTON <e:ece THERMOMETERS 


are stable and rugged over wide temperature ranges 


Here are advantages of Weston All-Metal Industrial Ther- 
mometers that provide long-term dependability for Diesel 
engine applications and for industrial heat control. 


e WESTON all-metal temperature element has proved 
its stability throughout the years. 


e Rugged all-metal consiruction resists vibration, shock 
and other mechanical abuse. 


e Large gauge-type scales permit accurate readings 
even from a distance. 


Weston All-Metal Industrial 
Thermometers are available in 
types and sizes for most applica- 
tions, with stem lengths from 
2¥2" to 48”. Ranges + 1000° F 
to — 100° F. Literature sent on 
request... Weston Electrical In- 
strument Corporation, 682 Fre- 
linghuysen Avenue, Newark 5, 
New Jersey. 


Yl ell 
ESTOMN THERMOMETERS 
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FOAM TYPE 
FIRE 
EXTINGUISHERS 


24, gal. cap. a vital 
necessity where gaso- 
line, naphtha, oil, 
enamel, grease, of 
lacquer is used or 

Thick air- 
ti blanket of foam 

this extin- 
i ejects smoth- 
ers flame and prevents 


DIENER 


FOR ALL KINDS OF FIRE 
PREVENTION EQUIPMENT 


@ Fire protection is most im- 
portant BUT fires will start 
from so many trivial acci- 
dents, that equipment to fight 
them at their beginning is an 
absolute necessity wherever 
combustibles are kept. DIENER 
Fire Extinguishers fit any re- 
quirement—whether for heated 
or unheated buildings—indoor 
or outdoor—anywhere there is 
emergency to be met, and 
DIENER Cans are almost stand- 
ard equipment in plants, ware- 
houses, and public buildings of 
all kinds to store rags, waste, 
alcohol, gasoline, etc. Get full 
details on DIENER Fire Pre- 
vention Equipment today. We 
would like to send you our 
loose-leaf catalog sheets. 


“PROTECTION” 
SAFETY CANS 


foolproof, coil spring, brass 


spout 
tight. ; 
storin, 

rovi by 


non-explosive, 


air- 


For handling and 
volatile oe mea Ap- 
Underwriters 


aboratories and Associated 


“The 5O- Year-Old 
veer ¥ 


METAL REPAIRS 


For stopping leaks, sealing 
cracks, tightening loose parts, 
Smooth-On has been the repair- 
man’s first aid since 1895. 
Smooth-On is easy and inexpen- 
sive to use, quick and sure in re- 


a Mutual Fire Insur- 
‘o 


re-igniting. ance 


sults. In industrial, power and 
process plants, factories and mills 
everywhere Smooth-On has proved 
indispensable. 


These are all good reasons why 
mill supply houses cannot afford 
not to carry Smooth-On No. 1. 
There ¢ are other reasons, too: 


—Steady, consistent advertising. 
month in and month out, reaching 
engineers, mechanics and mainten- 
ance men in every essential indus- 


try. 


—Follow-up of advertising by 

the distribution of thousands of 
copies of the famous 40-page 
Smooth-On Repair Handbook every 
month. Over one million already 
in circulation. 


—Conscientious factory serv- 
ice, insuring prompt deliveries. 


—Equitable profit for the sup- 
plier. 

















GEO. W. DIENER MFG. CO. 


20 N. Monticello Ave. 


400-4 
CHICAGO 24, ILLINOIS 

















Greater SALES VOLUME 


FROM A KNOWN SELLER 
WitCox 


WIRE ROPE SOCKETS 


WILCOX clinches the sale whenever there’s 
a demand for Wire Rope Sockets. Customers 
know WILCOX for dependability, long life 
and right price — makes sales easier. 


JOBBERS: Get set to. handle 
increasing demand for WILCOX 
Sockets. Stock now—for more profit. 


DEALERS: Order WILCOX Sock- 
ets from your Jobber now. They’re 
fast movers—not “sleepers”. Cash 
in on WILCOX’S steady repeat 
business. 


Prompt Shipmdnt from Stock 
Write for catalog 








@WELDLESS 
DROP-FORGED 
STEEL 


@ STRENGTH .IN 
EXCESS OF ANY 
WIRE ROPE 
WHICH CAN BE 
FITTED 

@ GALVANIZED 
OR SELF-COL- 
ORED 


Have you checked your Smooth- 
On stock lately? 








SMOOTH-ON MFG. CO., Dept. 25 
570 Communipaw Ave., Jersey City 4, N. J. 





WE PROTECT THE TRADE 


WLR, GAM I \IN \\ Ul. IM. 


Say to Your Customers: 
Do it with 


SMOOTH-ON 


TITRE ELAA rov\Ee Pret 
\\ " 


Specify WILCOX-CRITTENDEN 











x 
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dustries, listing types of jobs and equip- 
ment on which welding is used, showing 
character of welds and types of electrodes 
or rods for each application.—Page Steel 
& Wire Division, Monessen, Pa. 


AIR SEPARATOR —Bulletin S-13, in four 
pages, describes the Airfuge, a combina- 
tion air separator and trap for users of 
compressed air tools and operations. The 
bulletin discusses the need for clean dry 
air for the protection of pneumatic equip- 
ment.—Swartwout Co., Cleveland 12. 


HOSE FITTINGS—A new catalog section 
on hose fittings, including couplings, 
joints, clamps, washers, nozzles, nipples 
and flanges has been issued. Featured are 
instructions for properly attaching coup- 
lings and other types of fittings to add to 
service life and hose safety.—B. F. Good- 
rich Co., Akron, Ohio. 


PROTECTIVE COMPOUND—A bulletin 
has been issued describing Dipwrap, a 
hot dip protective compound. According 
to the manufacturers, it is a resilient coat- 
ing for the protection of sharp edged 
metal objects against the effects of mois- 
ture and rough handling. It is said to 
be an effective manner for packaging of 
small tools for the reason that it peels 
off and leaves the tool ready to use.— 
Paisley Products Inc., New York 19, 


LIFT TRUCKS—A looseleaf catalog ad- 
dition describing Red Giant lift trucks 
has been issued. This model permits the 
lifting of the load with the truck handle 
at an angle through 250 deg. at no extra 
effort—a convenient feature when oper- 
ated in crowded quarters. The folder 
gives a detailed view of the forward sec- 
tion of the truck with portions cut away 
so that the operation of lifting may be 
explained. It also includes detailed di- 
mension figures.—Revolvator Co., North 
Bergen, N. J. 


TEST SETS—A 24-page bulletin, contain- 
ing data and descriptive information on 
a complete line of portable a.c. test sets 
from 2,000 to 150,000 volts, has been pub- 
lished. The catalog enables the user of 
high-voltage testing equipment to com- 
pare the features and ratings of the vari- 
ous sets, and to select the equipment 
best suited to his individual requirements. 
The items covered include small insula- 
tion testers, oil testers, and large general- 
purpose test sets with ratings as 25 kva. 
—General Electric Co., Schenectady, 
HF. 











LOWELL 


PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for You 








REVERSIBLE RATCHET WRENCHES 


. @2e8 


LOWELL 
REO RATCHET 
WRENCHES 


Handles made from strong alloy steel castings. 
The Pawls cut from steel and specially heat treated, 


and with crushing action, give the strongest strain 
possible. There are all sizes in the Lowell family, as 
small as 6 inch in length. 


We offer through you—again in 1946—the world's finest Reversible 
Ratchet Wrenches—tested and proven under all conditions. Check 


your trade today. 








CAR 
MOVERS 


ACO 
AFETY WRENCHES 


CAR 


They move orders your way because they satisfy 


Easy to 

Use. Safe, 
Sturdy and 
“Slip ‘Proof. -- 


The heads of the Car Movers are 
short, compact, and powerful. The 
weight is so distributed that the 
balance is perfect . . . always right- 
side up without effort on the 
operator's part, 


Light in weight, 16 Ibs. 53!/. inch 
hickory handle, spurs placed as to 
grip the corners of the rail .. . not 
a chance of slipping. 


Positively safe, doubly efficient— 
its automatic safety feature, the 
ball-bearing ratchet head revolves 
with the car spindle, leaving the 
handle stationary in the hands of 
the operator. 


Weight 26 lbs. Handle 3 ft long 
made throughout of high tensile 
castings. 








1869 


An old-established institution with a record 


1946 


of more than 75 years’ continuous operation 


LOWELL WRENCH CO., WORC ESTER, MASS. 
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FAITHFUL 
CRAYONS 


to meet the 
most exacting 


requirements 


Made by Crayon Specialists 
—backed by a guarantee 
that has never failed in 111 
years of crayon manufac- 
turing—American Old 
Faithful Markers will meet 
the most exacting marking 
and checking needs of 
every industry. 


Send for the FREE booklet giv- 
ing complete information about 
our ext ¢ Industrial Crayon 
line. Dept. ML-7 


‘tie 


\LLEYO 


Willey's General Purpose Tung- 

sten Carbide Tools, suitable for 
machining cast iron, tough hard rub- 

ber, fibre, bakelite and tough alley 
steels. They are low in price, and give 
increased production with lower costs. 
Prompt deliveries on these standard tools. 


New, Willey's 710 
This new, steel cutting grade of Carbide, just 
announced for cutting tough alloy steels can be 
used to tip any of the tools shown in Willey's 
Catalog — or for making special tools to your 
specifications. 


WILLEY' 


ery maintenance man. 
asphalt, carbon, as 
ice as fast. 


without resharpening. 


Needed by ev 
marble, tile, 
nearly 
lo 


GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 


S MASONRY DRILLS 


Drill yp  Nogg brick slate 
ay = board 
Quiet, efficient st 


dri ® Gens jor weeks 
ood = aaa to 2"* diameters. Get 


@ set from your supply house toda 


MILL SUPPLY HOUSES 


Buy Willey’s Standard Tools by 
the box from your Mill Supply 


Some territories still open for Willey's standard and special cuttin 
tools, drills, reamers, grinders, and diamond tools. we 


House, tools by the package. 


WILLEY’S CARB 


W4ki RS GF be 


1342 W. Vernor Highway 


IDE TOOL CO. 


Detroit 1, Michigan 











THIS WAY TO 
PROFITABLE 
PRODUCTION 


AMINCO 


WATER TRAPS 


FOR COMPRESSED AIR LINES 


No more slowing up 
of production with in- 
creased costs—no more 
rusting and spoiling 
of paint jobs—no 
more rotting of hose 
lines—AMINCO 
Water Traps will route 
these enemies. Since 
water is a thief of 
proper usage of com- 
pressed air and gas, 
_ AMINCO Water 
Traps are your custo- 
mers’ assurance of 
* profitable and econom- 
ical production. Low 
initial cost . . . easy 
to install . . . com- 
pletely automatic. Get 
bulletins which give 
complete particulars. 


AMERICAN 
INJECTOR COMPANY 


Est. 1886 
1481-1491 Fourteenth Ave. 
Detroit 16, Michigan 














BUFFALO 
CASTERS 


Series C Ball _ 
caster, 


© Industrial users of casters are 
impressed with the facts you can 
give them on Buffalo casters. 


Some of the products we make 
for you fo sell: 
* Ball bearing swivel casters 
* Ball bearing stem casters 
* Thread Guard casters 
* Double wheel casters 
* Rubber wheel casters 
BUFFALO CASTER 
& WHEEL CORP. 
187 Breckenridge Buffalo, N. Y. 
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ite for full 
information and new Catalog No. 28, and special circular covering 





SKINNER 


“The modern method for modern machines 


Power chucking stands ready to make tremendous savings in time 
and labor on postwar production ... where costs will again spell 
the difference between success and failure. 


Skinner stands ready to help with a complete line of self-centering 
and combination power chucks, air cylinders, operating valves, 
gages, filters, etc. Skinner power chucks are designed to grip fast, 
Miss Viola Arnold, billing clerk, hold tight, and release fast—they cut down on chucking time that 


auses a moment during h : : P 
Le the Gilles of the Sout ban bien otherwise would be an appreciable part of the total time to produce 


Rochester, N. Y. one piece. They are built to Skinner standards of quality workman- 
ship—they are built to last even under severe, constant use. 





Write for Catalog which gives complete details on all Skinner 
Air Conditioning products. 
Demand To Grow 


By 1960, the same type of family that 
is satisfied today with a good modern 
apartment with central heating and a SERIES 
complete electric kitchen will be insisting 
on having, and will be able to pay for, 1300-A 
air conditioning and other devices that Self-contering power 
are now in the luxury stage, Louis Juste- chuck with three non-ad- 
ment says in his “New Cities for Old”, justing jaws and forged 
just published by the McGraw-Hill Book steel body. 

Co. , 

“We are constantly improving both 
our rate of production per man-hour and Double-acting, rotating air cylinder for fast opera- 
the variety of goods produced as a re- " tion of power chucks and special headstock fix- 


7 
. 


sult of our ceaseless search for new meth- ; Pe tures, Series 2100. Skinner also supplies a comp 
ods and products,” the author points out. line of power chucking accessories, such as air 
“If we assume that we are able to avoid L valves, pressure regulating valves, pressure gages, 
large-scale unemployment, it is inevitable 4 lubrteators end ely Miers. 

that there will be an indefinitely contin- CONSULT YOUR SKINNER DEALER 
ued improvement in our standard of liv- 
ing. Furthermore, improvements in metz- 
rials and methods of construction con- 
tinue at an accelerated pace. The build- 
ing of 1950 will be better than the 1940 
edition of the same type and will be in- 
ferior to that of 1960.” 





ebstees 


26058 


Bert Prall Joins 
Dayton Rubber 


Bert R. Prall, former’ vice-president 
and member of the board, Montgomery 
Ward & Co., Chicago, has become execu- 
tive vice-president of the Dayton Rubber 
Mfg. Co., Dayton. Mr. Prall had been 
associated with Montgomery Ward for 


i d he bo 4 
26 years, having started at the bottom THE SKINNER CHUCK COMPANY 


of that business and advanced to one of 
the firm’s top executives. 346 Church Street, New Britain, Connecticut 
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A Modern Catalog 
Is Your Best Investment For 
The Future of Your Business 


e Action illustrations 
demonstrate the use of 
many products. 


¢ Tools Made of HIGH 
SPEED STEEL, are priced 
in red. 


¢ Nationally Advertised 
Lines are tied up with 
manufacturers advertis- 
ing by use of their trade- 
marks. 








610 W. VAN BUREN ST. CHICAGO 7, ILLINOIS 








Saws Dull in 2 Hours— 
FOLEY-FILED in 7 Minutes! 


Here’s Tough 
Sawing and 
FAST FILING! 


AUTOMATIC SAW FILER in this case is saving a 
saw filing cost of $1.00 per saw every two hours of use. Its 
accuracy and speed in filing and automatically jointing a saw 
in one operation cannot be duplicated by hand. 
Solves Tough Sawing and Filing 
Problems for Your Customers 30 DAY TRIAL 
OFFER 


With Foley filed saws every tooth is of equal size, height / 
spacing—saws cut much faster, truer and smoother— to your customers 


do 25% to 40% more work. Foley-filed when sold through 
saws stay sharp longer—filing time is re- you. 
duced and saw breakage prevented. The Write furfitera- 


Foley Saw Filer sharpens band saws, cross- eure aud dealer 
cut circular saws, hand saws. proposition, 











& FOLEY MFG. CO. 68 second Street N. E., Minneapolis 13, Minnesota 
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ALWAYS 
A DEMAND FOR 


too Emiuer 


DRILLING ««o TAPPING 
PRODUCTION BOOSTERS 


KEYLESS DRILL CHUCKS 


Elimination of key speeds 
up drilling, saves energy, 
makes chucks ideal for 
women operators. Also 
ends slipping and retight- 
ening. Highest quality 
precision construction as- 
sures long, hard service. 
5 sizes for No. 0 to 5%" 
drills. Also available for 
portable drills. 


For full details 
ask for BULLETIN No. 6 


TAP CHUCKS 


Grip is visible, assuring 
proper insertion of taps 
every time. 5 sizes, for No. 
0 to I" taps. 


For full details 
ask for BULLETIN No. 6 


TAPPING ATTACHMENTS 


Make a high-speed, sensi- 
tive tapper of any drill 
press. Quickly mounted 
without altering press. 
7 sizes for No. 0 to 1" taps. 
QUILL CLAMPS available 
to assure absolute rigidity. 
For full details 
ask for BULLETIN No. 2 


FOOT-OPERATED 
TAPPING MACHINE 


Has hair-trigger sensi- 
tive central friction 
clutch, automatic re- 
verse and sensitively 
counterbalanced foot 
pedal. All the operator 
has to do is feed the 
work and step on the 
pedal. Unskilled opera- 
tors can maintain pro- 
duction rates up to 
12,000 holes per hour. 


For full details 
ask for BULLETIN No. 4 


WRITE FOR BULLETINS AND 
DETAILS OF DEALER SET-UP 


ETTCO TOOL CO. 


600 Johnson Ave., Brooklyn 6,N.Y 


1% A 


ie 
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hire 
PLIERS 


for More Tool 
Mileage 


Charles Rose, warehouse mana- 
ger, Trimble & Lutz Supply Co., 
Wheeling, W. Va., accommodates 
Jake Hildebrand, chief of main- 
tenance, Quaker State Refining 
Co., with some hard-to-get parts. 





Utah's ‘Experiment 
In State Capitalism 


Utah’s “experiment in state capital- 
ism” is given national publicity in Busi- 
ness Week, which reports: “The state’s 
Department of Publicity and Industrial 
Deveivpment in January approved an 
appropriation of $13,900 for the per- 
fection, promotion and obtaining of a 
patent on a power transmission device of 
James A. Hardman of Logan. Hardman 
will be paid $5,400 for his work and 
the balance will be used for other ex- Pli 
penses, such as- testing, and patenting Lers for 
his machine. Legal justification for the Every Need 
state financial aid on a private invention ‘ : 
is that 15 percent of the whole rights in 
the device have been granted to the 
Utah State Agricultural College at Lo- ae ¥ uses were found for UTICA tools 
gan. While state and federal governments | 799% ; oe S87 a peace- an i 
have frequently reserved mining, oil, | Qa youl” . 
timber and grazing rights on public 
property, Utah press criticg contend that 
this is the first instance of the use of 
state funds to finance an invention. With 
private money readily available, the move 
has aroused intense press opposition.” 


Finn Handles Exports — 
For Worthington 
a id 
W. A. Finn, recently released from 
* 
L 


| 


the Navy and formerly manager, Boston 


district, Worthington Pump & Machinery ve U T i C A 
Corp., Harrison, N. J., has been made 

manager of the concern’s export division. 
Mr. Finn succeeds George Gellhorn, who D we '@) Pp F Oo 44 G £€ & 7 ‘@) ‘@) 
has accepted the position of general man- ON 
ager, C. E. Halaby, Columbia, S. A. The 
Halaby firm is one of Worthington’s in- 
dustrial machinery distributors. 
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le assistant! 


Naturally you stress the superior 
construction, mechanical effi- 
ciency, safety features, and econ- 
omy of operation of ‘Budgit’ 
Hoists when some plant or shop 
owner tells you his ond ttn 
problems on his production .an 

assembly lines. But, do you 
stress what his results would be 
in lower operating costs, in- 
creased production, and the 
greater benefits to his workers 
when ‘Budgit’ Electric Hoists do 
the lifting? 


Tell him that a ‘Budgit’ Elec- 
tric Hoist is an able assistant 
when it comes to lifting heavy 
tools, machine parts, or machines. 
That it lifts, day after day, with 
the minimum amount of atten- 
tion. That its operating costs are 
counted in pennies. That it de- 
mands no wages. He'll be quick 
to see how the lower operating 
costs of ‘Budgit’ Hoists will in- 
crease his profits. 


Tell him how a ‘Budgit’ Hoist 
benefits: his workers. How its 
safety features protect them from 
all danger of strain, rupture, 
sprained backs. How their energy 
goes into increased production 
instead of the senseless physical 
lifting of heavy loads. 








































Here are selling facts about 
‘Budgit’ Hoists that will mean 
increased sales for you. 






Send for more copies of 
Bulletin No. 356 to aid 
you in your selling. 


imi BUDGIT 
is Hosts 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Officials and employees of Burns Bros., Syracuse, N. Y., industrial 


piping concern, pictured at the firm’s annual mid-winter dinner. 


This 


is one of three such events given to employees each year. 





Deming Sales Meeting 
Told of Future Plans 


G. R. Deming, president, Deming Co., 
Salem, Ohio, told a recent meeting of 
Deming salesmen that new buildings com- 
pleted during the war, plus other struc- 
tures planned for completion this year, 
will considerably relieve congestion and 
make it possible to step up production. 
He also pointed out that several lines of 
pumps that had been discontinued in or- 
der to concentrate on more popular 
standards would again go into production. 
The meeting was featured by a report 
from each salesman regarding conditions 
in his own territory, and the exchange 
of ideas on selling as a whole. The ad- 
vertising program was outlined by L. H. 
Taylor, advertising manager. 


National Screw Makes 
Sales Promotions 


The National Screw & Mfg. Co., Cleve- 
land, has made five promotions among its 
sales personnel. 

Benjamin H. Jones, assistant vice- 
president, has been given the responsi- 
bilities of general sales manager. Charles 
W. Baker has been made manager of 
technical sales pertaining to aviation 
products. Harold W. LaGanke is now 
manager of distributor sales. A.. L. 
Murdoch, as assistant sales manager, will 
be responsible for the activities of dis- 
trict sales supervisors. Charles L. Kerr, 
also, an assistant sales manager, will 
handle sales promotion, catalogs, pack- 
aging, price bulletins and like matters. 





C. B. Williams, general manager, Mahoning Valley Supply Co., Youngstown, Ohlo, 
is flanked on the settee by two Graton & Knight men, E. L. Morris, left, and P. G. 
Hamill. .Picture was taken during a recent sales meeting. 
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Moon Pipe & Supply 
Now Thompson Supply 


L. E. Thompson, who purchased the 
Moon Pipe & Supply Co., St. Petersburg, 
Fla., in 1943, has changed the firm’s 
name to Thompson Supply Co. Mr. 
Thompson, owner and general manager 
of the newly named company, has a 
background in the distributing field 
consisting of more than ten years with 
such firms as the Gorman Co., Jackson- 
ville, Fla., the Hajoca Corp., Tampa 
branch, and the Western Maryland Sup- 
ply Corp., Hagerstown, Md. With the 
recent addition of three specialists to 
the sales force, the personnel of Thomp- 
son Supply was increased to 20 men 
and women. 


Strange And Prouty 
With Manheim Belting 





G. H. Strange, Jr. R. G. Prouty 


George H. Strange, Jr., and Robert G. 
Prouty are now members of the sales 
force of the Manheim Mfg. & Belting 
Co., Manheim, Pa. Mr. Strange, a resi- 
dent of Birmingham, Ala., will cover 
Georgia, Florida, Alabama, Mississippi 
and Louisiana. Mr. Prouty, who was with 
Manheim for several years before the 
war, recently completed two and one- 
half years in the Army where he attained 
the rank of captain. He will return to 
the New England territory as salesman. 


Kerr Now Vice-President 
of Rockwell 


A. J. Kerr, formerly general sales man- 
ager, Rockwell Mfg. Co., Pittsburgh, has 
been made vice-president of sales for the 
company and its various subsidiaries. Mr. 
Kerr has been associated with the firm 
for more than 20 years, and was at one 
time district manager, Tulsa office, Pitts- 
burgh Equitable Meter and Nordstrom 
Valve Companies, now divisions of Rock- 
well. 





rtan 


METAL CUTTING SAWS 





Here is an UNBREAKABLE BLADE 
your customers will buy again 


FLEXARD 


UNBREAKABLE 
HACK SAWS 


4 Made in 
> HAND BLADES ONLY 


“ea / 


‘Sell Fone Trade These 
Well Known SAFETY Blades 


Spartan Flexard Hand Blades are real high quality inex- 
pensive saws. They will out-cut ordinary saws approxi- 
mately 3 to |. 





7 
} 


For general maintenance and service cutting, this type, 
an original development by Spartan's engineers and ex- 
perts, is superior. 


These blades have an extremely hard cutting edge, with 
a spring tempered back, which make them unbreakable. 


Flexards give those extra cuts per blade. These saws 
are the greatest safety blades on the market! 





“Spartans Cut Cutting Costs” 


SPARTAN SAW WORKS, INC., SPRINGFIELD 7, MASS. 
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g <4, gre rp ; ‘4 ; a ; 
Available in a wide range le 
of sizes, from 3/16” x 1/4” a i 
to 2” x 12”, to fit any job a & iy F 
“A 


with minimum machining hia 
Bi easy.” Re BAS B & L Cold Drawn Flats 


Pte can || F asteners 








i A \ 
Points of Good Workmanship 
B&L Standard Flats and Extra Wide Flats 


are cold die-drawn to accurate dimensions 
and to smooth true-flat surfaces. 


That’s why the use of these quality sections 
is your first step in making your precision 
products. They come in an extensive range 
of sizes so that you can use them as is, or with 
a minimum of machining. * 

They save shop work, insure easier assembly, 
and show worthwhile economies over sheared 
plates, castings or forgings which have to be 
machined to finished size. 

Ask your local distributor about his supply C i i < 
of B&L Extra Wide Flats. Then make use " , LARK ROS OLT 0 
of them for such items as machine bases, door \\ > MILLDALE , CONN 
runners, pattern plates, die blocks, jigs and 

fixtures. 


COLD FINISHED STEEL AND SHAFTING 
“TBLISS & LAUGHLIN, INC. 
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Catching M. T. Robillard, C. S. 
Mersick & Co., New Haven, when 
he is not at the telephone, is 
unusual. Much of the Mersick 
business is done by wire. 





Howard, Dent Advanced 
By General Electric 


E. A. Howard, manager of the Jack- 
son Glass Works, Jackson, Miss., has 
assumed new duties as manager of glass 
manufacturing, Lamp Department, Gen- 
eral Electric Co., Cleveland. J. T. Dent. 
assistant manager at Jackson, was named 
his successor at the Mississippi plant. 
Mr. Howard steps into the office vacated 
by K. G. Reider, who has taken a new 
position in the administration division. 
The new glass manufacturing manager 
has been with the firm since 1927. Mr. 
Dent has been associated with the Lamp 
Department only five years. In 1943 he 
was named assistant of the Jackson plant. 


Brown To Complete 
Equipment Purchase 


Installation of $500,000 in new manu- 
facturing, processing and development 
equipment, started in 1945, will be com- 
pleted this year, according to Henry F. 
Dever, president of Brown Instrument 
Co., Philadelphia industrial instrument 
division of Minneapolis-Honeywell Reg- 
ulator Co. During the past year, Mr. 
Dever said, the company acquired and 
installed $250,000 in new and modern 
machine tool equipment, constituting 
part of the recently announced overall 
expansion plan of the entire Honeywell 
organization. The Philadelphia division 
will retain additional branch sites, ac- 
quired during war years, and will make 
other organizational changes for greater 
worker comfort and operational efficiency. 








This Booklet revealsa proget- 


It explains the OTC Complete Industrial 
Distributor Policy, Terms and Require- . 
ments. It tells about the established and 
rapidly expanding market for OTC 
TOOLS, the approval of leading bearing 
manufacturers, the acceptance by bi 
industrial concerns. It unveils the OT 
Jobber Merchandising Plan—including 
Factory Service and Engineering Co- 
operation, Sales Cooperation by OTC 
TOOL Engineers, National Advertising, 
Service Bulletins, Catalog Pages and 
Jobber Display Easels. 


Write for a copy teday. It’s important 
reading in shaping your postwar plans. 


OWATONNA TOOL CO. 


312 CEDAR ST. a OWATONNA, MINN. 





MAINTENANCE 


TOOLS 
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This Boy can 
tell You that 


WALDEN ee : 
WORCESTER "= 2 DAMASCUS STEEL 
WRENCHES OR aa: ag PRODUCTS CORP. 

stood the racket ies mm Rockrons, wtimors 
over there-. Tee 


TESTED 


Vv 








for 
SALES 
VOLUME 


WITH UNLIMITED 
PROFIT POSSIBILITIES 


Industry is rapidly switching from 
the old-fashioned ‘“‘trust-to-luck" 
hand oiling method, with it's 
waste, guesswork, fire and accident 





Heavy Duty 
%” SQUARE DRIVE 


He used a set like 


ths -RUGGED 





Glass ; 
. Constant Level 





Thermal hazards, to TRICO visible auto- 
matic lubrication for all types of 
: bearings. 
si ol Help your customers overcome 
A binati 
medion 7 soir wel their lubrication problems and help 
Sockets and Attachments yourself to real profits . . . 
snap into position, locked 
by the keyless ball device. ES. SELL 
Send for ae” eas TRICO OILERS 
WRENCH 
FOLDER 


a ATIC rag for attractive Distributor fran- 


STEVENS 





Milwaukee, Wis 


WORCESTER MASSACHUSETTS 
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A query to a supply source is a 
matter of moment in the office 
of the Kester Machinery Co., 
Winston-Salem, N. C., where J. C. 
Kester, president, and L. 8B. 
Kester, vice president, do busi- 
ness. 





Bergenthal Retires 
From Wagner Electric 


V. W. Bergenthal, who has been with 
the Wagner Electric Corp., St. Louis, for 
41 years, has retired as an executive 
officer of the company. He will continue 
to serve as a director, a position he was 
elected to in 1922. He was treasurer at 
the time of his retirement. 

A founder of the St. Louis Purchasing 
Agents Association, he served as presi- 
dent the second year and as a director for 
the first three years. He has been a 
member of the Missouri Advisory Board, 
American Mutual Liability Insurance 
Co., ever since its founding, and has been 
an associate member of the American 
Institute of Electrical Engineers for some 
40 years. 

Mr. Bergenthal is succeeded as trea- 
surer by J. D. Eby, who already holds 
the position of secretary of the firm. 


Exhibit Will Feature 
Rubber On The Farm 


Evidence of what the farmer may ex- 
pect in new and improved products for 


use in the fields and farm home will be 


exhibit given by the United States Rub- 
ber Co. in Chicago from Apr. 1 to 6 
inclusive. In addition to the numerous 
rubber products to be shown, which will 
include all types of tractor, implement 
and truck tires, protective clothing and 
footwear, belting, hose, rubber-covered 
wire and cable, the exhibit will also con- 
tain many non-rubber items, including 
chemicals for crop control. 











shown in a “Sctence Serves the Farm” — 





Aren’t these 


ELEC 


Sah Sle 
eee i 
opty 


=~ BOB-CAT- 


The Specifications 


You Seek in an 


oat IST? 


Weighs 
only 
300 tbs. 

















Speed—2!'/2 
feet per min. 











Compact in size 26 5/16” 








Interesting Bulletin. 


It 





Hook- Thrust 
Ball Bearing 
oscillating 
and rotating 

















Safety Factor of 


PLUS 6 to l 


Made in Capacities 
ito 1 TON 


Write today for our 





will open your eyes. 


All Leading Jobbers 


and 


Mill Supply Houses 


Handle this Line 





soon Hows @ Company 


Pioneers OF Getter Hoists, Y Lirtina ano Conveving Equipmens} 


DIVISION OF, THE WRIG 
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Plus Values 
Wake Tt Easy 
) to Sell 
for Vustauce 

the Util-A-Tool 


Make “ATLANTIC” your 
Source of Supply for ne 


FLEXIBLE METAL HOSE | | 2" 


You can satisfy your customers’ most exacting require- 
ments by making “ATLANTIC” your source of supply 
for a complete line of Metal Hose. 


“ATLANTIC” can meet your delivery specifications by 
prompt shipments of all types and sizes. Distributors’ 
experience gives complete evidence that “ATLANTIC” 
is a profitable line to handle. Send for complete out- 
line of useful sales information. 


No other tool equipment costing 

ATL ANTIC less than $50.00 saves more man- 
hours, back breaking effort, and 

money in more ways than the 

M ETA L Hi '@) % E e Oo = Simplex Util-A-Tool Maintenance 


Set. Called “the Tool of a Thou- 
104 West 64th St., New York 23, N. Y. sand Uses," the Util-A-Tool finds 
plenty of profitable applications 
in practically every plant or shop 
where your salesmen call. 

With ‘its 10-tons capacity, it 


PYREX cauce ctassesi eee 


which no other mechanical tool 
exists. 

The Util-A-Tool speeds hundreds 
of pulling jobs, including stubborn 
wheel and gear removal. It also 


| @) @) @) @) 8) roy 4:3 0k pushes, loosens frozen objects, 
/ 


























tensions, binds loads and straight- 
ens bent members. It clamps parts 
for welding or assembly, and holds 
ieee ciel: oa , down portable machines. 
STANDARD PYREX HIGH The Util-A-Tool can be used as 
PRESSURE PYREX RED LINE “a regular 10-ton jack, emergency 
é hoist or arbor press. 

It pays not only to stock the 
Util-A-Tool, but also to tell every 
one of your customers about it. 


Templeton, Kenly & Co. 
Chicago 44, Ill. 


BA ‘@) 


ORNING 


{1 PYREX BROAD RE 


Lubricator Co., Inc. 


ELMIRA ee 
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FITCHBURG, MASS. s 
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Uniform Trade Marks 
For Simonds 

The Simonds Saw & Steel Co., Fitch- 
burg, Mass., and its affiliated companies, 


Simonds Abrasive Co., Philadelphia, Si- 
monds Canada Saw Co., Montreal, and 


Simonds Steel Mill, Lockport, N. Y., a . | VICTOR BELTI 
are now using a modernized trade mark 2 a wll NG 
which is basically the same for all four 3 . 


companies. The Simonds Saw & Steel ' moves Shale 


Co. has been a producer of cutting edges 


for industry for the past 114 years. Its , r —. ing in brick plants 


record is that of one family and one a ry 
company since its founder, Abel Simonds, = : — and 
began the manufacture of scythes ip haces OF eee 


1832. 





once 
se oom ue 





‘ 


Scrapping of Old 
Machine Tools Indicated 


More than 300,000 machine tools will 
have been withdrawn from the nation’s 
metal working plants by 1949, the bulk 
of which will have been scrapped, ac- 





cording to an article in American Ma- Brick PLANTS are substantial belting buyers — good 
chinist.. They will be scrapped, the customers for you. But they are only one of dozens of markets that 
magazine says, because there is more old are yours to profit from when you sell the VICTOR Belting line. One 
equipment in the nation today than ever of dozens because there's a type of belting in the VICTOR line that’s 


before; there is more relatively new used 
equipment available than ever before; 
and the metal working industry’s favor- 
able financial] status and bright prospects 


preferred in almost every industry where efficient and economical 
conveying, elevating, or power transmission is a must. 
The more types of industry you can serve, the more business 


should enable it to undertake the pur- comes your way. So it pays to push the textile belting line that's 
chase of equipment over the next five recognized as America’s most complete. 
years. The business VICTOR brings you is repeat business, too . . . for 





VICTOR dependability has won a loyalty among VICTOR users that 
keeps them coming back for more. Write for full details on the 
profitable VICTOR Belting line today. 


THESE INDUSTRIES USE BELTING — SELL THEM VICTOR 


Meat Packing +» Grain & Feed + Bottling + Can- 
ning * Baking + Stone Products * Packaging 
Mining «Dairy Products » Confectionery » Ceramics 
4 ; 





Discussing new lines are, left to 
right: Erwin R. Garnich, presi- 
dent and general manager; J. C. 
Peterson, assistant buyer; and W. VICTOR BALATA & TEXTILE BELTING CO. 





Manvtacturers of 


J. Ritchie, treasurer and indus- Solid Woven, Canvas Stitched and Balata Belting 








trial supplies buyer of E. Garnich $3 Park Pl., New York 7, N. Y. 
& Sons Hardware Co., Ashland, ts, W. Hubbard $t., C 10, Wi. 
Wis. me p? = Factory: Easton, "Pe. ; 
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Workmen know! 


Ever have a worker in some 
plant you visited tell you he 
could do better work if he had a 
crane to help him? Did you ask 
the kind of work he did so you 
could recommend the crane best 
suited to his needs — to his boss? 
Workmen know the value of a 
crane, so will their boss once he 
understands the kind of load- 
handling equipment needed —a 
swinging bracket jib crane to 
serve a localized area where tools 
and machine parts are lifted; a 
top-running or underhung bridge 
crane — either single girder push 
« or geared type —for lifting and 
traveling loads over a large area. 
Tell the boss the quickest, 
most economical way to acquire 
a crane is to buy a ‘Budgit’ Crane 
Assembly and let a worker build 
it. By following the simple in- 
structions enclosed with each 
crane, anyone can build a 
‘Budgit’ Jib or Bridge Crane in 
one hour, using a wrench only. 
There’s no machining, no drill- 
ing. A ‘Budgit’? Crane Assembly 
is complete except for the 
1-Beam or I-Beam and Shaft 
which the boss buys locally. Tell 
these facts to the boss —the 
worker gets his crane, you make 
a sale! 


ALL THAT IS NEEDED 





A WRENCH, AN I-BEAM, ONE HOUR 
Bulletin No. 325 will help you 
sell *“Budgit’ Crane Assemblies. 

Write for the copies you need. 


ie ‘BBUDGIT™ 


Crane Assemblies 


vadeianieiahaiainict saamdiie otc. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Memo wi 
YOu 
MR. DISTRIBUTOR 
<m= Write 
TODAY 
“IMMEDIATE D for discounts 
: “the addition Yo the Precision line: of 
collets and feed fingers designed “fe and complete 
© use in Brown & Sharpe machines gives” int rmatio 
prose tensndebls: source for swede 0 n 
‘delivery .. . And_.os always, the Pied ig 
cision. name on these new collets and 
3 rs is your unconditional guaran: Diiii alii. 
the fast mov- 
ing nation- 
ally adver- 
tised line of 
PRECISION 
collects and 
lathe attach- 
ments is sold 
only through 
; wc Z the industrial 
or \ chuck a ' F : 
work te ah Ft. cegenaes i ane distributor. 
» Fors Atlos; Logon, 
7 South Bend, Clous- 
‘ *F 
STAMPING COMPANY It spells 
268 Mott Street, New York 12 
PROFITS 
for you! 
ae 














worth waiting for. 
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SpeedWay announces that an 
even better and more complete 
line of Speed Way Electric Tools 
will soon be available to you at 
the same attractive pre-war 
Speed Way prices. Already com- 


ing off the line, these are tools 


SPEEDWAY MFG. CO. 



















S. 52nd Ave. 
Cicero 50, Ill. 















Wirebound Box Group 
Publishes Manual 


To assure shippers of safe packing of 
their products and to help conserve the 
critical lumber supply, the Wirebound 
Box Manufacturers Association has pub- 
lished a new minimum specifications 
manual. The manual, which is the re- 
sult of a year’s work by the Design, Spe- 
cification and Quality Committee, will 
be distributed to wirebound box manu- 
facturers throughout the country, who 
volunteered at the meeting to promote 
the use of these specifications drawn up 
for the packing of nearly every type of 
industrial product, from light ceramics 
to 500-ib. engine blocks. 

Cooperation in meeting with these 
standard specifications is expected to re- 
duce to a minimum, both shipping dam- 
age losses and “overdesigning” of con- 
tainers—which involves use of more or 
heavier box veneer than necessary, L. S. 
Beale, association secretary, explained. 

It will be the first time that the indus- 
try will have launched such a concerted 
over-all drive in this direction, Mr. 
Beale added. During the war, the asso- 
ciation worked closely with the govern- 
ment to establish new and _ scientific 
guides for determining adequate speci- 
fications for export containers. 

The “Minimum Specifications for 
Wirebound Boxes for Industrial Domestic 
Shipments” assures shippers economy of 
wood, as well as safe delivery, because of 
the use of steel wire stitched to wood of 
less dimension than would otherwise be 
required. 


Norton Makes 
Personnel Changes 


R. H. Cannon, who represented the 
Norton Co., Worcester, in the Ohio area 
for 23 years, has been made merchandis- 
ing engineer of the firm’s abrasive di- 
vision. W. A. Russell, recently released 
from the Navy, is taking over Mr. Can- 
non’s former territory as abrasive engi- 
neer. 

W. A. McCune, Jr., also newly dis- 
charged from the Navy, is representing 
Norton in the New York-New Jersey 
area. N. V. Crabtree, who served in the 
British and American air forces, has re- 
joined the firm and is an abrasive engi- 
neer in the Michigan territory. W. H. 
MeNeilly, Jr., is now representing Nor- 
ton in the St. Louis area. J. L. Tobey, 
formerly of the Navy, is covering the 
Connecticut area. 
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Reduce Floor Wear 


to a minimum. 


Increase efficiency 
of employees. 


Eliminate wracking 
of equipment. 


Save time, speed up 
production. 





DARNELL CORP LTD 60 walker 











£.0.8. FACTORY 


Busy Plant Men Need 
this Handy, Portable 
Electric Welder 


many-purpose, completely portable, 

heavy-duty welder, ready to plug into 
any standard 110-V, 60-cycle AC outlet, any- 
where. Does both electric flame and metallic 
arc welding, also brazing and contact solder- 
ing of any metal from tough tungsten steel 
to thin aluminum. 


The Magic Wand Welder consists of 
powerful transformer with double-duty 
electrode holders and polarized outlet plug, 
built into a sturdy, shock-proof carrying 
case. Comes complete with welding, braz- 
ing and soldering rods and fluxes, spare car- 
bon electrodes, welding helmet and Instruc- 
tion Manual. Weighs less than 30 Ibs. 
packed. Easy to use in close quarters. 


PRICED FOR QUICK SALES 

Sold through distributors. Write for full 
information, discounts, open territory, etc. 
Address inquiry to: 





JOHN H. GRAHAM & CO., Inc. 


General Sales Agent 
Dept. L, 105 Duane St., New York 8, N. Y. 













Magic Wand 
WELDER 








Q2Nd Degoiled ink 


le um 

' Power TAKES A 
Pint, chemical FRACTION OF 
railrogg “tion THE USUAL TIME! 


.--for safe, easy and fast 
gasket replacement! 


Operating with a minimum of 
effort —— vital in tight, cramped 
quarters —— FLANGE JACKS exert 
tremendous pressure smoothly and 
evenly. There is no shock along 
the pipe line, bolt holes are main- 
tained in perfect alignment, and 
flange faces cannot be damaged. 
FLANGE JACKS eliminate 
long costly shut-downs. 







clusive tool will be 





neorest distributor. 











. ing this 
sent promptly on’ request. Write Dept. P. or contact your 


T. G. PERSSON COMPANY | 


224 GLENWOOD AVE., BLOOMFIELD, NEW 








sersey | 











ECONOMY 
PRODUCTS 





- «+ PREFERRED 


Plant men prefer ECONOMY Products 
because they make possible efficient and 
economical plant operation. Precision 
manufacture and great holding power 
help to maintain peak production while 
holding down costs... and “savings in- 
operating costs" is the sales theme that 
makes money. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE. CHICAGO 30 








BALDOR 
scaninc GRINDERS 





A COMPLETE LINE 
(Bench & Pedestal Types) 

Shown above is BALDOR Grinder No. 

121, 2 h.p. ball-bearing motor; 1725 

r.p.m., Price, complete with 12" x 2" 


wheels and starter. $204.40 


ASK FOR BULLETINS 
BALDOR ELECTRIC COMPANY 
4364 Duncan Ave. ST. LOUIS 10, Me. 
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L. M. Rosenberger, president St. 
Cloud Iron Works, St. Cloud, 
Minn., says there has been little 
improvement in deliveries of fit- 
tings such as those shown in his 
stock binds. 





Sioux Machinery 
Adds Three Salesmen 


Arnold Jensen, Leo W. Malloy and 
Dwight Waddums have joined the Sioux 
Machinery & Supply Co., Sioux City, 
Iowa, as industrial salesmen, according 
to Charles Monroe, president. Mr. Jen- 
sen is a construction engineer, Mr. 
Malloy has sold in the heavy construc- 
tion field for some years, and Mr. 
Waddums is a machinist by trade. 


Hajoca Builds 
In Norfolk 


The Hajoca Corp., Philadelphia, is 
erecting an $80,000 plant in Norfolk, 
Va. The branch building will be the 
fifth largest of the corporation’s 31 
branches and will afford 26,000 sq. ft. 
of floor space. A large steel shed will be 
used for pipe storage. The supply com- 
pany looks forward to occupying the 
building in May, 1946. 


Harrold Heads Cleveland 
Tool Engineer Group 


Rudolph Harrold, Cleveland Duplex 
Machinery Co., has been named chair- 
man of the Cleveland Chapter of the 
American Society of Tool Engineers. 
At the same time, members elected 
E. W. Baumgardner, National Carbon 
Co., first vice-chairman; Harry Osborn, 
Ohio Crankshaft Co., second vice-chair- 
man; Harry E. Peiffer, Cleveland Du- 
plex Machinery Co., secretary, and J. H. 
Schron, Glenn Tool Co., treasurer. ° 





Faster action, higher operating 
efficiency, lasting endurance, eas- 
ier handling—that’s what you get 
in the aptly named High Speed 
CYCLONE Hoist. You can depend 
on this “tops in performance,” be- 
cause only in the CM Cyclone will 
you find 12 anti-friction bearings 
—a ball or roller bearing at every 
rotating point. Other extra value 
features are: Extra safety from the 
smooth gyrating yoke action... 
internal guides to prevent load 
chain slippage...accurate meshing 
of machine cut gears...shielded 
lift wheel...CM “Inswell” electric 
weld load chain. For a hand oper- 
ated chain hoist here, definitely, 


is outstanding value. 


Capacities from 1% ton up. 
CM Bulletin No. 100 contains complete 
details. Write for it. 
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CHISHOLMeMOORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 
GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 
SALES OFFICES: New York * Chicago * Cleveland * San Francisco * Los Angeles 
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YES SIR! 


IT's 





AND IT's 
AVAILABLE 


NOW! 


That Popular Justrite Service 
Flashlight Can Now Be 
Delivered immediately. 































Model No. 17-S 





This 3-cell flashlight is approved for 
safe use in many hazardous loca- 
tions. it’s more compact, easier to 
use and provides 1800 candlepower 
in the beam. It’s the Justrite No. 17-S 
Service Flashlight—and it’s available 
for immediate delivery. Justrite Serv- 
ice Flashlight is a fast-moving, prof- 
it-making item that is labelled 
“Justrite” by industry for all places 
where a flashlight is needed. Its 
sturdy plastic case is guaranteed 
against breakage in ordinary use. 
It’s easily adjusted and repaired. 
Fits in palm of hand, stands on base, 
or fastens with belt clip. 


Uses Justrite Honeycomb Lens 
For.larger spread beam, can be used 
with the new Justrite Honeycomb 
Lens to throw a circle of clear, even 
light almost three times as large as 
the usual flashlight “spot” beam (3 
ft. in diameter at 8 ft. distance). 


Why not stock the best? Check your 
stock or write today for the name of 
your nearest Justrite Distributor. 


JUSTRITE MANUFACTURING CO. 
2063 WN. Southport Ave., Dept. A-1, Chicage 1, Ill. 














The new U. S. Gauges are radically improved. Precise 
as always but now functionally styled to bring you new 
appearance...new readability...new sturdier construction. 

When you run your eye over the pleasing lines and 
smart colors ... when you notice the visibility of the 
graduations .. . 
engineering and research directed toward bettering 
life, quality and durability . . . you'll say, “‘They’re 
the gauges for equipment we buy, use, or sell!’ 
UNITED STATES GAUGE, SELLERSVILLE PA. 


when you consider the years of 

















ATLAS PERFECT 
CAR MOVER SPURS 


PERFECT PERFECT 
SHARP TEMPERED 
EDGES STEEL 





ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manufactured only by 


APPLETON - ATLAS CAR 
MOVER CORPORATION 


1533 N. 6th St. Milwaukee 12, Wis. 
formerly at Appleton, Wis. 




















The patented construction of the “KLAY” 
Wheel, Pulley, and Gear Puller gives a 
straight pull and « safe pull--no binding on 
shaft, no slipping off of part being re- 
moved. Many other advantages of superior 
pulling power and adaptability found in no 
other puller. Sizes and styles for pulling 
anything from a Ye" gear up to a 40” 
wheel or hub. 





WRITE FOR CATALOG NO. 14 j 


THE SCOTT & EWING CO. 
DEPT. C. FINDLAY, OHIO 
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New Products Discussed 
At Clemson Conference 


During its first post war sales confer- 
ence, the sales organization of Clemson 
Bros. Inc., Middletown, N. Y., discussed 
new items, post war sales plans, ex- 
panded plant facilities and a social 
program. Presentation of the New Clem- 
son lawn machine and other proposed 
new products was made by Richard D. 
Clemson, president, following the open- 
ing of the meeting by William E. Cross, 
vice-president and treasurer. The discus- 
sion of post war sales plans and poten- 
tials, advertising and other matters was 
led by John Jj. Wallace, sales manager, 
T. D. VanderVoort, director of sales, 
and Fay Keyler, vice-president, O. S. 
Tyson & Co., advertising agency. 


Metal & Thermit Corp. 
To Issue Film 


“Mass Production of Massive Parts 
is the title of a new 16 mm. sound and 
color motion picture recently completed 
for Metal & Thermit Corp. The film por- 
trays the possibilities of fabricating very 
heavy parts for equipment of all kinds 
by means of Thermit welding and shows 
the methods employed during the war 
by The California Shipbuilding Co. in 
building thousands of 40-ton stern frames 
for cargo ships. Prints are. available 
without charge for showing to local sec- 
tions of engineering and technical socie- 
ties, as well as industrial concerns. 


” 


Olson Manages Link-Belt 
Kansas City Office 


Arthur J. Olson, formerly district sales 
manager in Chicago for the Link-Belt 
Co., Chicago, has been made district 
sales manager at Kansas City, Mo., suc- 
ceeding Max Giffey, who has resigned 
after 40 years’ service. Mr. Olson has 
been connected with Link-Belt since 1918, 
and has specialized on equipment for the 
meat packing and allied industries. 


National Electric 
Forced To Move 


The acquisition by the Veterans Ad- 
ministration of the Fulton Building, 
Pittsburgh, will force the National Elec- 
tric Products Corp. to vacate on or before 
May 1. The firm will leave the quarters 
occupied for the last 40 years to take 
over the entire 13th floor of the Cham- 
ber of Commerce Building. 


¢ 











e-tool with Keltool 


Reliable Metal Cutting Tools= 
Proven in War Production=/m- 
proved for Post-War Production! 









New High Speed 


COMBINATION CENTER DRILLS 


Feature 4 Major Advancements 


@ Gradually Increasing Web Thickness — 
for Much Greater Strength. 

@ New “Open” Flute — for Fast, Positive 
Chip Clearance. 

@ Superior Heat Treatment — for Extra 
“Toughness, Longer Service-Life! 

@ Wider Helix Angle — for greater cutting 
ease. 

Available in Regular and Bell Type, in a com- 

plete range of standard sizes. Properly pack- 

aged to safe-guard cutting edges. 


Keltool Slitting Saws 


These high speed, hollow ground slitting saws are 
precision-made to required standards and tolerances; 
concave ground for clearance to assure free running 
in deep cuts. Individually packed for prompt ship- 
ment and maximum protection. Available in a com- 
plete range of standard sizes. 


Keltool Special Cutters 


Reltool Rotary Shear and Screw-Slotting types of cutters are not manu- 
factured in any standard sizes, as their size and design are governed by 
their application to particular producti perati “Rotary Shear” Cutters 
are made for close-limit cutting of paper, fabrics, leather, cork, rubber 
and thin sheet metals. Send sketch or complete information with inquiries. 


Keltool Distributorships Available 


Reltool products are sold through Industrial Distributors wherever such distributors 
are equipped to provide adequate sales rep tation. Reltool distributorships, on this 
basis, are still available in a number of active industrial centers. Write for particulars. 











4 Manufactured by 


RELIABLE METAL CUTTING TOOLS 


710 WEST MICHIGAN STREET ° MILWAUKEE 3, WISCONSIN 


Reltoot corroration 








A 4963-% 
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The name sets up a use-limitation which does not ex- 
ist. These tools will cut rods, straps, chain, stranded 
cable, wire, etc. Call them Porter Cutters 
because they work on the 
job anywhere independent 
of a power source other 
than the two hands of the 
user—hand power 
multiplied to thou- 
sands of pressure- 
pounds. You can sell 
more of these tools 
— if you will realize 
their broad field of 
usefulness. 


H. K. PORTER, INC. 


EVERETT 49, MASS. 















| CALLING 
THEM 
af 
CLIPPERS 














| Every shop needs one — 








EVERY FACTORY 
NEEDS GOOD 
CLEANING TOOLS 
+ CADILLAC WILL 
BSEST 






















the dust and dirt 
that do the damage. 
But they're always 
there deep-down in 
machinery and equip- 
ment, causing pre- 
_mature wear and oft- 
en costly repairs and 
breakdowns. Reduce 
risk — Avoid trouble 
with .. . CLEMENTS. 
CADILLAC CLEAN. 
ING TOOLS. 








This Powerful 
Combination 
BLOWER and 
SUCTION CLEANER 


blasts damaging dirt and 
dust from hard - to - get - at 
places... 













y 


TIME-SAVING « EASY-TO-USE 
CLEMENTS 


CADILLAC 


portable electric 


CLEANING TOOLS 


Will save your equipment 





Manufactured by 


7 CLEMENTS MFG. CO. 
6624 S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 
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ADVERTISING 
LIKE THIS 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN-DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


SELLER 
WRITE US 
FOR DETAILS 












Do You Offer Your Customers 


A PORTABLE MACHINE. 
That Does Them All ... 


MOBILE 

POWER 
» UNIT 

... is the answer! 


many need large numbers of & 
this adaptable flexible-shaft- 
driven, mobile power unit! 
Once in service, it's the indis- 
pensable tooll 


Builds Other 


Business, Too! 

Supplies you regularly 
handle are essential, frequent- 
ly-replaced accessories to the 
STOW MOBILE POWER fF 
UNIT. You open a vigorous, 
active account when you sell 
a STOW. And you make a 
real friend because STOW is 
the product of the inventors 
Flexible Shafting and is back- 
oe id the oldest name in the 

eld. 


Most Actively Promoted 
Tool In Its Field! 

You'll get real sales hel 
from the complete STOW Ad. 
vertising Campaign. In every 
market where there's a poten- 
tial STOW user, there's a 
STOW ad, carrying a mes- 
sage that means dollars in 
your pockets and new ac- 
counts on your books, 


WRITE OR WIRE 
FOR DEALER PROPOSITION! i 


MANUFACTURING CO 
5 Shear St 
Binghamton, N. Y 



























Taking a look at what’s new since 
he went away, Archie Dale, inside 
salesman for the Chattanooga 
Belting & Supply Co., Chatta- 
nooga, Tenn., finds it pretty good. 





Torrence And Clark 
Leave Pneumtic Tool 


The Cleveland Pneumatic Tool Co., 
Cleveland, has announced the resigna- 
tions of George P. Torrence, president, 
and John S. Clark, vice-president and 
treasurer. According to Walter E. Schott. 
chairman of the board, the executive 
posts and directorships held by the two 
men will not be filled at present. 


Mr. Torrence was named to the top | 


management position by the firm’s for- 
mer owners in March, 1944, and directed 
its activities during the last year and a 
half of the war. Mr. Clark joined the 
company in 1942 and directed its finan- 
cial operations during a period when 
many millions of V-Loan borrowings 
were repaid. 





A. L. Ralston, associated with the 
Lewis Foundry & Machine divi- 
sion, Blaw-Knox Co., Pittsburgh, 
since 1927, has been made manager 
of roll sales. 
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e RELIABLE 
e EFFICIENT 


. for Economical and 
Steady Performance... 


@ Special semi-steel castings—tested and proved by 
actual breaking strain—used in MORGAN VISES, 
assures a vise that will stand up under heavy, constant 
use without sacrificing precision or accuracy. To the 
man responsible for the smooth operation of a plant 
and for sustaining peak production this is important 
because MORGAN VISES give steady, dependable 
service, prevent shutdowns and delays, and keep pro- 
duction going. Sell these "tools with a future” . . . 
MORGAN VISES have always been good business 
for distributors. 


e Solid Nut 
Continuous Screw 

¢ Quick Action 

¢ Lightning Grip 


e Machinists Bench 
¢ Combination Pipe 
e Coachmakers 
e Woodworking 


MORGAN VISE CO. iosiiow serrensow st CHICAGO 6, ILL: 
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LET’S TALK 
SHOP 


Tradition is important . . . so is the “know-how” of 
manufacture ... That's why the Edwin H. Fitler Co. 
does not rely ALONE on 142 years of accumulated 
skill and unquestioned reputation. Fitler Rope main- 
tains its leadership because it is produced by the ° 
most modern manufacturing methods. 





Established 1804 


PHILADELPHIA, PA. 
Manufacturers Of Quality Rope Since 1804 






















ability to 


spots". 


tip. 
leakproof. 


GEM Oilers. 





HEAVY DUTY 
Wekled Steel 


INDUSTRIAL OILERS 


All GEM Oilers feature Welded Steel construction 
ged = can be no doubt of their 
+ a e =. 
superiority, check these six p 


For —_ proof of their 
joints. 


@ Heavy saupe welded steel spout. 

@ Solid bushing—Machine cut threads. 

@ Solid neck—Machine cut threads— 
welded to body. 

@ Drawn seamless steel body — heavy 
gauge, polished and lacquered. 

@ High carbon tempered spring steel 


bottom. 
@ Bottom and body electrically welded 
“—triple thickness. 


The GEM Oiler shown at the top of this ad features 
a flexible spout—invaluable in reaching those “blind 

The spout, seated in a solid poees with 
machine cut threads, is brazed to a cold rolled steel 
The entire assembly, as in all GEM Oilers is 
Another important advantage—the flex- 
ible spout and rigid spout are interchangeable on all 


Write for price lists and distributor plan now. 
"GEM also manufacturers Supply Cans, Tallow Pots,. 
Torches and Heavy Welded Industrial Oilers. 









P 


_ ee ee 


GEM Manufacturing Co. 


1229-1243 Goebel St., North Side Sta. 


ittsburgh 








Pa. 
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Equip with GRAND SPEED and see the dif- 
ference! New specd, ease of operation and 
dependability that help lower selling prices. 


EXTRA-DEEP-THROAT 
CLAMPS 





GRAND SPECIALTIES CO. 


3104 W. Grand Avenue, Chicago 22, Ill. 











FLUXES 
FOR SODERING 
BRAZING - WELDING 


These Items SELL 


4 All around flux in < 
powder form . . .—== 
soders all metals but 
aluminum .. . takes Riven 
quick bits and holds BE -ix 
- +» non acid. . . his 
packed in metal or i feo: ; 
glass container. £5 
Standard Formula 
- + « for all metals 










. 17, junds to 
the square inch witb 
no gumming, fumes, F 7 
or corrosion. Use AL- 
LEN Special Formula 
for Stainless SODERING 
and Aluminum.® LIQUID 








ae we ~y Formula 


form of flux... 
heres to surface while 
you soder .. . makes 
soder self fluxing. 
Underwriter Ap- { 
proved. { 






Cleans and’ brightens 
sodering cee 
outlives fibrous lum 
SODERING orc etal work 
PASTE or tools on the job. > 





SOLID 
SAL 
AMMONIAC 
e Free Technical Service and Metal Charts 

Soders 


which show melting 
complete 
ALLEN line. 


L.B. ALLEN CO., Inc. 


point of all . 
information on the 





6731. BRYN MAWR AVE. 
CHICAGO 31, ILL. 














INDEX TO ADVERTISERS 


This advertisers’ index is included as a 
convenience and is in no —_ a port of the 
advertising contract. Although every care has 
been taken fo index accurately, some errors 
may have occurred and no allowance will be 
made for them. 


Page 
Abrasive Products, Inc................005 253 
ROG GOO Filed cic kcccsvcdscccces 294 
Advance Car Mover Company............ 266 
Aircraft Standard Parts Co............... 293 


Air Express Division of Railway Express - 


Agency 
Albertson & Co. 





, Inc 
Allegheny Ludlum Stee! Corporation..... 
Allen Co., Inc., L. 90 
Allen Manufacturing Co. ................. 265 
Allis-Chalmers Manufacturing Co...... WW, 17 
Alloy Steel Products Company, Inc....... 28 


American Chain & Cable Co., Inc. 
147, 195, 196, 197, 198, Back Cover 
Amenes Cable Div. of American Chain 


i i ada d'Ox4s oe Back Cover 
American Chain Div, of American Chain 
2 3 OS Sa ee 197 
American Chain Ladder Co., Inc........ 212 
American Crayon Company RC 6s 0a 270 
American Hoist & Derrick Co............. 218 
American Injector Company............++ 270 
American Manufacturing Co. ... 175 
American Marietta Company . 207 





American Saw & Mfg. Co..... és 
American Screw Company ........ oo ane 
American Steel & Wire Company........ 


3% 
American Swiss File & Tool Co........... 145 
Annee: Totet- BERT Sa, 5.00. ccc cceccscces 179 
Appleton-Atlas Car Mover Co........... 286 
Armstrong-Blum Mfg. Co 46 


Armstrong-Bray & Co............ oes 
Armstrong Bros. Tool Co 
Aro Equipment Corporation, The......... 229 








Asbestos Textile and Packing Division of 
Raybestos-Manhattan, Inc. ............. 157 
Atkins & Company, E. C................. 139 
Atlantic Metal Hose Co.................. 280 
Atlas Press Company................. ee 
Baldor Electric Company................. 284 
Beesiek Company, The. .......ccccccecsces 124 
Bay State Abrasive Products Co eeee 141 
Bay State Tap & Die Co............ code 
Beall Tool Company................ 
Beaver Pipe Tool........... Inside Front 
Belmont ection & Rubber Co............ 184 
ee ll, Sarre | 


Besly & Co., Charles H..........ccccccees 
Billings & Spencer Co., The............... 
Bird-White Company ..............ecs005 
Black Manufacturing Co., The.. de 
Black & Decker Mfg. Co., The.. 
Blackhawk Manufacturing Co.. wows 
Blackmer ene DG birkss Vevan onder danas 
Bliss & Laughlin, | 
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Practical xcelire Advantages 


This eye-catching tool is a quick seller to every elec- 
trician, radié man or mechanic. The handle is genuine 
XceLite shockproof plastic—the blade is carefully ma- 
chined with a unique attachment that securely holds 
screw, providing 3-point grip for rigidity. Can also be 
used as regular screwdriver. Offered in %” square 
blades in 3”, 4” or 5” lengths. 


=] @ This Display Stops ‘Em! 


Re Oo 6 deme cee tis fd 




























Yes, they're back again, the neat, com- 
pact colorful XceLite Displays. Put the 
XceLite. (SH-12) Screwdriver display to 
work for you. Its durable, all-metal con- 
struction will last for years. Full details 
on request. Write Dept. F. 


PARK METALWARE COMPANY, INC. 
Orchard Park, New York 




















QUALITY TOOLS 


PREFERRED BY THE EXPERTS 








































Speeat Way te 

OTe || WHITNEY 

BENCH PUNCHES 
Two in One 


Punch— 
OPTICAL 
CENTERP LOCATOR || SJ nite WANE ene (a 


one operation. There's a worthwhile saving 





Your customers will be asking about the in time here and your customers will be en- 
° thusiastic about the good looking appearance 
new Center-Locator that saves time and of the work too. Get our description cir- 


makes a drill press do the work of a jig cular on this and other WHITNEY Punches. 


boring machine. Holes are drilled and 
spaced to within 001" .. . round holes 
driled in thin material . . . holes counter 
bored with an ordinary drill... no drill 
run-outs. Enthusiastic machinists claim 
it is the simplest, speediest, most positive 
and accurate method of locating centers 
and drilling holes yet devised. HOW TO 
OPERATE: Simply lay out work with 
height gauge, locate center through the 
powerful magnifier — then replace magni- 
fier with any of the 16 drill bushings furn- <5 
ished. Ask for literature. . 


Advertised in Leading Trade Journals W. A. WHITNEY MFG. C0. 


MASTER SPECIALTY COMPANY 
3008 E. Lake St. * Minneapolis 6, Minn. # ROCKFORD, ILL. 


Cap. '" hole 
through '/%4" iron. 
¥%," hole through 
3/16" iron. 2" hole 
through '/g" iron. 
Weight 82 Ibs. 
Depth of throat 5". 


Stock size of 





punches !/p" to 2". 
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REGULAR CARE ... 


The secret of good Grinding 


Wheel Performance 


COLLMER 


GRINDING WHEEL 
DRESSERS and CUTTERS 


@ Your customers who use grinding 
wheels will save not only grinding 
wheels but many production hours 
too if they listen to this good ad- 
vice ...frue and dress grinding 
wheels REGULARLY to square off 
face and to remove nicks and im- 
pregnated metal. COLLMER grind- 
ing wheel Dressers and Cutters are 
the proper equipment to do this 
necessary job. There's always a de- 
mand and they offer a profitable 








source of income. 


Also 


Cutters 





e.Lathe Dogs ¢ Cutter Wheels 
© Rollers © Pins and Parts © Pipe 




















Reduce Labor Time... 
Cut Production Costs 


















An adequate, economical supply of air from a Curtis Air 
Compressor can speed up production with the use of today’s 
many air-operated tools and devices. Precision-built Curtis 
Compressors offer maximum-capacity per dollar of first cost 
—highest mechanical efficiency—maximum air delivery per 


unit of power input—low maintenance expense. 


Curtis Air Hoists provide a simple, accurate, low-cost 
method of performing almost any lifting or handling opera- 
tion in any plant. They are stepping up production, saving 
time, labor, and cutting costs in many industries today. 
Simple in construction, Curtis Air Hoists are immune to 
abuse from overloads and can be operated by unskilled labor. 
They are light in weight and provide finger-tip, one-man 


control of loads. 


Like other Curtis products, Curtis Compressors and 
Hoists are backed by 92 years of successful manufacturing 
experience. They're built to stand up under the heaviest 
kind of continuous service. Write for bulletins C-4-D.(Com- 


pressors) and A-4-B (Air Hoists). 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis 
1919 Kienlen Avenue 


St. Louis 20, Missouri 
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F-480-B 


Mfg. Co. 














TO IMPROVE 
PERFORMANCE... 


equip your surface 
grinders with 


MASTERDRIVE 
. . it’s simple 
. . . it’s complete 


By eliminating complicated 
pulley arrangements and 
costly lineshaft maintenance, 
Masterdrives power surface 
grinders for maximum effi- 
ciency and economy. 


Masterdrives for surface 
grinders are engineered as 
complete. units ready to: in- 
stall. No machine work 
needed. Proper belt tension 
is maintained at all times. 


For information on Master- 
drive for your grinders, 
simply state the make. Mas- 
terdrives are supplied in 750 
specifications for practically 
every machine tool drive re- 
quirement. Phone, write, or 
wire today! 
















































(THERE'S A STEADY 
MARKET FOR THESE 





Machines That Need No Power 


@ The Famco Foot-Powered 
Squaring Shear is a “good seller” 
because it has a broad, ready 
market. Users report it as a 
means of cutting production 
costs on dozens of light shearing 
jobs. It’s an all ’round saver: 
small original investment; simple 
to set up; no line shaft, motor or 
electric current required; easy 
gauge settings. Precise shearing 
of up to 18 gauge mild steel by 
just the push of a foot. Ruggedly 
constructed of semisteel. Com- 
pression springs encased against 
breakage. Available in five sizes: 
22”, 30”, 36”, 42” and 52” cut- 
ting widths, with front, back and 
side gauges. The three largest 
have “hold-down” attachment. 


Save on Light Punching Jobs 
Famco Foot Presses are a means 
for speeding up production on a 
wide variety of light punching 
and forming jobs. They're ‘‘sav- 
ers'’ too . . . easily operated 
with speed ond accuracy, they 
hold worker fatigue to a mini- 
mum. The Famco Foot Press is 
available in 10 sturdy models for 


Feet Press bench or floor mounting. 


Up to 15 Tons Pressure 
Famco Arbor Presses will deliver 
up to 15 tons pressure, yet re- 
quire no electric power. They 
come in 32 models, for bench 
and floor mounting. They're in- 
dispensable for doing all sorts of 

bly and di ling jobs. 





Investigate for yourself the many sales 
possibilities of Famco Machines. Write 
teday for catalog and information on 
profitable distributor franchise. 


FAMCO MACHINE COMPANY 
1321 18th ST. ® RACINE, WIS. 


famececo (i 





\ machines J 


ARBOR PRESSES © FOOT PRESSES 
SQUARING SHEARS 
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United States Qubber ¢ cane herevees 
Globe Woven Belting co” gear 200 
Goodyear Aer vecex a 
Gorham Tool Company...........0.0ccees " 
Goulds Pum Ps, ee nie hen 13 
Graham & 1RGs, SON Pe. 2... cece 170 
Grand Seactelites on...... <in< cere ae 
Graton & — Company............... 26 
Greenfield Tap & Die Corp.. Reshistcsecees 35 
Greene, Tweed & Company.............. 68 
A eee 228 
Griffin Company, G. W............ . 170 
ics cea eset etiedsaundpircncs 244 
Harnischfeger re ceperation eice ae 
ow ke. ee 234 
Hein-Werner ee Parts Corp.......... 236 


Heliocord Gage Div. of peas ah Chain 
iL * 3 "= Reeser 147 


Hewitt Rubber Corp.....:................ 123 
Hexacon Electric Company............... 142 
\ Holo-Krome Screw Corp., The............ 2 
Hutton Wheel Corp.......... I 


rial Brass Mfg. 2 
Ine ependent Pneumatic took ‘Co Néesecd 65, 125 
Indianapolis Brush & Broom Mfg. Co..... 262 
industrial Tape Corporation.............. 252 


Ingersoll Steel Division, Borg-Warner Cor- 
poration 55 
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CUT-AWAY 
SHOWS THE 

WORM DRIVE 
PRINCIPLE 


rten0-Seal 


WORM DRIVE 






CLAMPS 


Eacy to 


SNAP ON Ke hose 


Simply turn the screw to back the end 
of the spring steel band out of the hous- 
ing, then snap the band over the hose, 
press the end back into the housing and 
engage the screw to tighten. It’s quick, 
simple, positive, and there are no loose 
parts to fumble with or drop. 


FREE SAMPLE for you to try/ 


This is only one of the many distinctive 
AERO-SEAL features. Learn how good 
these new clamps are by trying one 
yourself! Use the coupon below and 


send for your free sample clamp today! 






, AIRCRAFT STANDARD PARTS CO. 
1777 \%h AVE., ROCKFORD, ILL. 


Please send me one sample "'AERO-SEAL" 
Hose Clamp. Size preferred 


NAME 





§ COMPANY 





B appress 





STATE 





! CITY 


293 









MATERIALS HANDLING EQUIPMENT To Sell 
A MAGIC CARPET 
FOR INDUSTRY ACE 
Load - Veyors combine great Portable Electric 


strength and light weight. Ex- Blowers” 
clusive Market Forge features 


... grid construction supports 
1 Siggy Be ms Fras ips is the title of a booklet that is 
outer ball bearing races min- FREE. Get your copy now. 
imize wear . . . Load-Veyors 
may be used on either side... 
rails on reverse side provide for 
safe conveyance of small 
packages. . 


A — One man can eas- Be ; h f 
ily handle 58-pound 10 sure you get your snare ° 


B—Rigid or portable Set contin LE the orders that are waiting. 


adjustable stands. 


Immediate Delivery 
C— Full line of curves, guard rails 
and accessories available. 


THE ACE CO. 
24 N. Orange St., Ocala, Fia. 











> 





NEW! BETTER! 


Cabl-ox 


THE NEW WIRE ROPE CLAMP 
That Really Holds the Line! 
a 


work on a brand new 
wedging principle. 
Holding power in- 
creases with the load 
and exceeds tensile 
strength of rope used. 
Does not crush and 
weaken rope like old 
style U-clips. Assem- 
bly is fast, neat... 
saves breakdowns, 
equipment, injuries 
and expense. Can be 
used over and over. 
Cadmium plated. 


‘| Cabl-ox 


®@ Made in all sizes from.” 
to ¥4". For all wire rope 
applications. 




















@Ask your distribvtor or 
write for illustrated folder 
and prices. 


LAMINATED SHIM COMPANY fa NUNN MFG. CO. 


RPORATETL 











2125 Dewey Avenve 








58 Union Street ° Glenbrook, Conn Evenston, Mlinols 
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INDEX TO ADVERTISERS A Better 


Jackson Manufacturing Co 

Jenkins sl = 

Tne 8 foceiies Sisal Suse. ; 

ones n 

Justrite iendiectaring Ti vce wavenee C IN 


ae for every industrial pur- 


Key ‘Comps catttcatis <- o 
iletey & Mueller, ie pose, for every essential 
Klein & Sons, Mathias 246 industry—wherever chains 
are needed, you'll find 

Wesco Chains doing a 
omtaatod, Site, Co. inc better job because they 


Lee 

Lincoln Engineering Company. are better welded chains. 
Lisbon Hoist & Crane Co 
Link-Belt Company oe. ‘ 
Lowell Wrench, Go 28 Proof Coil Chain 
Lubriplate Div. of Fiske Bros. Refining Co. 


po RS The ie BBB Coil Chain 
Sling Chains and 
Log Chains 


e 2 
Magor Car Corporation Railroad Chain 
Manheim Mfg. Belting Co 30 
Manning, Maxwell & Moore, = 


256, 282, 274, Write for the Wesco In- 


dustrial Chain Catalog 


Metro Tool WESTERN CHAIN PRODUCTS CO. 
Michigan Abrasive Company 
Mill Supplies - 70 1819 NO. BELMONT AVE. CHICAGO 13, ILL. 
Millers Falls Company 
Milwaukee Brush Mfg. Co., The 
Mining Safety Device C 











Morgan Vise gompeny a 

Morse Chain Compa ae 

Morse Twist Drill & P Machine Co 

National Tube Company M . i 3 & L S 


National ae awl "Too Co.. 
Naylor 

‘New Srite 

Nicholson File Co! 

Nunn Mfg. Co 





Ohio Injector Gomocey } ’ 

O'Neil-Irwin Manufacturing Co .. 260 me - : 

Osborn Manufacturing Company, The 2 " 

Oster nag nga Company, The. Po . 
“ Wm , & .. 2% 2 ; 


pe a ler Co 





Molded-On Truck ~ Pneumatic and 


Page St e , 

Chain Co., = 198 and Caster Sizes Cushion Types 
Park Metalware sy oe 
Parker Appliance Co. 
Parker-Kalon Corp. 
Patent Specialties, 
Permatex 


" 5 

Persson Co., t. 6 

Plomb" Tesi” Gompésy MOLDED-ON d PNEUMATIC 

Porter, Inc., H. a n 

Powell Co., The Wm @ HUTTON offers a complete line of Rubber Tired Wheels in industrial sizes. Vulcanized- 

peas, Inc. Fin ‘ bioaut ‘e on and Pneumatic types .. . for all axle sizes from 4” to 16’ diameter ... all hubs 

He a : re ope Manufacturers..... are roller bearing . . . wheel centers are light weight alloy castings—for hand trucks, 

utnam Tool Company oe. wheelbarrows, warehouse and factory trucks and trailers. Write for our 
ler prices. 


eens HUTTON WHEEL CORPORATION 


Randolph Laboratories 


Reading Chola & Block Corp... 2 1400 NORTH 13th ST. , ST. LOUIS 6, MO. 


Reltool Corporation 
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ESTABLISHED FORTIETH YEAR 


a Grrand cu 


QUALITY 


FLEXIBLE SHAFTS and MACHINES 


ONE HUNDRED TWENTY-FIVE TYPES AND SIZES 
Ve to 3 H. P. 


ROTARY FILES Bs 
ROTARY CUTTERS 


MACHINES 
TYPE Mé—1/> H.P. 


a@4 


Send for Catalog 29 
ILLUSTRATING THE LARGEST LINE OF FLEXIBLE SHAFTS AND 
MACHINES IN THE WORLD—HIGH QUALITY ONLY 
MANUFACTURED BY 


N. A. STRAND and COMPANY, CHICAGO 


MACHINES 
SWIVEL YOKE 
% 10 1% HP. 











BALL 
BEARING 


| | y HEAVY-DUTY 

y A GRINDERS 
Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a profitable market for these efficient, low-cost tools. 

















Valley Electric Corp. 


4221 FOREST PARK BLYD. © ST LOUIS 8, MO. 
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LOAD BINDERS 


(1 swivel) 34” chain 
DELTA 

(1 swivel) 34” chain 

(2 swivels) 14” chain 


[RON 
LOAD BINDER 


LONE STAR No. 1—14 Ibs. 
(2 swivels )34” and 56” chain 
LONE STAR No. 2— 1634 \bs. 
(2 swivels) 34” and 5%” chain 


Heat Treated 


(2 tna yr and 4" chain 
o. 2-174 Ibs. 
(2 ota 4” and &%” chain 


STEEL CONSTRUCTION 
WIRE STRETCHERS 
No. 90—3 Pulley Plain or roller bearings 34” rope 
No. 75-—4 Pulley ,plain orroller bearings, if, rope 
No. 80—4 Pulley ,roller bearings, 14” rope 


DURBIN -DURCO 


Manufacturers of Certified Specialties 
Drop Forged and Malleable iron 
6611 OLIVE ST.ROAD — ST. LOUIS 5, MO. 














CAP SCREWS 
SET SCREWS 
MILLED STUDS 
COUPLING BOLTS 
SCREW MACHINE PRODUCTS 


The QUALITY Line which 
meets the exacting needs 


of your customers 


Every nen for precision and 
strength is met by Ottemiller products. 
You can supply your customers with 
milled screw machine products which 
pass the most rigid tests and meet the 
most exacting specifications and you can 
render a profitable service if you are a 
recognized distributor of the Ottemiller line. 


lV) 
WAL AR VL oF 
YORK, PENNA 


WM. H. [ QF fo 





Sell 


WESTC@)TTS 





Westcotts are built to 

stay on the job. Every 
Westcott part is designed with 
dependability in mind—and then 
built with rugged ‘staying power.’ 
Dependability is just one reason 
why you can tell customers (as we 
do in all Westcott advertising): 
TEST _A WESTCOTT—against 


any chuck you are using. 


Westcott Chuck Co., Oneida, N. Y. 


SINCE 1872 


Advertised 
in 
LEADING 
Magazines 





INDEX TO ADVERTISERS 


Reed & Prince Mfg. Co 

Remington-Rand 

aepep ic Rubber Company 
oan Stee! Corporation “s 
ige Too! Company, The............ ; 

Roberts Rubber Co., Weldon 

Roper Corp., Geo D 

Russell, Burdsall, & Ward Bolt & Nut ae 


Rust-Oleum Corporation ............. 


Safety Belt-Lacer Co. 

Safety Socket Screw Co 

Schieren Company, Chas. A 

Scott & Ewing Co., The.... 

mee Smith & Son, Inc.. 
Shaw-Box Crane & Hoist Diy. 
Maxwell & Moore, Inc 

Sheldon Machine Co., Inc., 

Shook Bronze Corporation 

Simonds Abrasive Co. 

Simonds Saw & Steel Co 

Skilsaw, Inc. 

Skinner Chuck Co. — ideas : 

Smooth-On Mfg. 

Solo-Horton Brush Co., Inc., The... 

Spang-Chalfant 

Sparton Saw Works, | 

Speedway Mfg, Co 

Sprout-Waldron & Co 

St. Louls Cordage Mills 

Standard Presse 

Stanley Electric Tool Div 

Starrett Co., 

Sterling Tool Products Co 

Stevens Walden, | 278 

Stow Manufacturing Co 288 

Strand & Co., N. A 2% 

Strong, Carlisle & Hammond Company... 260 

Swift Lubricator Co., Inc 280 


Manning, 


Taylor Chain Co., S. G. 

Taylor Forge & Pipe Works 
Templeton, Kenly & Co 

Tennessee ‘Coal, Iron & Railroad Co. 
Thermoid Co. 

Threadwell Tap & Die Co 

Toledo Pipe Threading Machine Co 
Trico Fuse Manufacturing Co 
Tubular Micrometer Co 


United States Gauge Company 
United States Steel Export 

United States Steel 

Upson-Walton Company, 

Utica Drop Forge & Tool |. SEAS 


votiog Electric Cuperaiies... 
Van Dorn Electric Tool Co. 

Victor Balata & Textile Stilo. Co 
Viking Pump Company 

Victor Saw Works, 

Vincent Steel Process Co., Th 


Walker-Turner Co., Inc. 
War Assets Corporation 
Watson-Stiliman Co, 
Weatherhead Company, The.. 
Weinberg & McKee, 
Wells Manufacturing Corporation 
Westcott Chuck F 
Western Chain Products Co 
Weston Electrical oe Corp 
Whitney Mfg. Co. A 

Spencer ‘steal Company 
Wilcox, Crittenden & Co., | 
Willey's Carbide -, Co 
Williams & Co.., J. 
Winter Brothers | 
Wood's Sons Co., T. B 
Wood Shovel & tool Co., The 
Worthington Pump & Machinery Corpora- 


tion 
Wright Mfg. Div. of American Chain & 
Cable Co., Inc ! 


X-Pando Corporation 


Yale & Towne Manufacturing Co., The.. 
Yarnall-Waring Company 
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~ Gb 2D 


2 me) Oe 
or OE OA Ge & 


with the ‘Qwner or| 
did you ever see a 
sweating, straining 
some loag¢ 

lift? Ever 

faces? The time? 
their tasky 


a actne, tell Mr. 
that one fhan and a ee 
ated ‘Budgit’ Chaih Block would 
lift any load from 500 to 4,000 
Ibs. in a matter of qninutes. Then, 
when thatyload has been lifted, 
ke dowh his ‘Budgit’ 
Mk and/garry it to any 
d the plant where 


fting —all by 


2 tons, es it 81 Ibs. 


You'll hav Mr. Plant Owner’s 
interest and, from here on, you 
can explain the major construc- 
tion details employed in the 
make-up of ‘Budgit’ Chain 
Blocks to obtain lightness of 
weight, high efficiency, smooth 
lifting, long life, and their ability 
to better withstand rough 
handling and abuse. 


Give him a copy of Bulletin 
No. 367, opened at the cross-sec- 
tion of a ‘Budgit’ Chain Block. 
Let him see for himself, each of 
its fifteen advantages. 


mm BUDGIT- 
ital Chain Blocks 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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TAL FITTING 
ASSEMBLING REQUIRES NO SPEC’ 
© Assembling i* greotly simplitied ~ 
Lunkenheimer precision i Fe age 
so oceurately made thet specio! 9 
wecessory. 


NKENHEINER 


Precision Workmanship - 


> ay PART 
SUPER ACCURACY IN EVE 
LONGER SERVICE LIFE 


i on valve quality. 
e You can't fool maintenance men 


ch longer than 
hen a valve has a mu 
They know that w' , — 
svat service life. that valve has earns orang 
ecision built into it from handwhee' threads. 
pr 


i ver been pro- 
Such valves are the only kind that have ¢ Burda. 
duced by Lunkenheimer. For over three te 0 
ia the Lunkenheimer quality ideal has won widen- 


a a aie 

ing acceptance until today it 6 4 recognized tradition 

American industry. oe ‘ 

Lunkenheimer quality is the balanced co — bs 
Tectors, Among them are finest raw "ale 

many 


ad- 
i research ..~ sound. 

t testing and 

Lett weigh skilled workmanship - - . absolute 


vanced design -- eo 
rect alignment of & 
accuracy « -- Pe’ parts. 


AAs an inevitable result--wherever ¥ f 0 I 
Valves you find i 





DISTRIBUTORS 


- Cincinnat: 14, ie, U5. 


ft arm 
+ Vepar 


One of a series of Lunkenheimer-Distributor messages 


Why does every Lunkenheimer advertise- ... This mutually cooperative Company—Dis- 
ment feature the services of Lunkenheimer tributor relationship is a fundamental and perma- 
Distributors? Because we know it pays—in pro- 


nent part of Lunkenheimer policy—one of our 
moting Distributors’ business as well as our own most valued assets. 


THE LUNKENHEIMERCE: 


—= “QUALITY” 
CINCINNATI 14, OHIO, U. S. A. 


NEW YORK 13 « CHICAGO 6 « BOSTON 10 «+ PHILADELPHIA 7 


EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 13, N. Y. 


ABOVE AD IS NOW APPEARING IN FOLLOWING PUBLICATIONS 
Power Plant Engineering * Southern Power & Industry * Industry & Power * Purchasing 
National Engineer * Chemical & Metallurgical Engineering * Paper Industry & Paper World 
Sugar * Oi1 & Gas Journal * Petroleum Refiner * Petroleum Engineer * Textile World 
California Oil World * Factory Management * Manufacturers Record * Mill & Factory * Power 
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Machine workers and inspectors take the 
accuracy of a Starrett "Mike" for granted. 
What's more, they never question your knowl- 
edge of tools or your desire to provide them 
with the finest when you sell them Starrett 
Micrometers. 


Familiarity with and confidence in the pre- 
cision tools you feature is an important factor 
in convincing customers that you are head- 
quarters for the finest in mill supplies. That's 
why it pays to sell STARRETT micrometers, 
micrometer sets and other precision tools. 


THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 
World’s Greatest Toolmakers 


S 
T 
A 
K 
K 
E 
| 
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| 
O 
O 
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a Plan for N O Wi! 


—s4 
f-a 
Ae 


3,000,000 jobs are now ready, thanks to the American Road 
Builders' Association. That organization sponsored a bill 

(now authorized by Congress) to provide one and one-half billion 
dollars of Federal money for road repair and new highway 
construction. To receive its share of these funds, each state 
must match its Federal request with a like amount of its own. 

Here is a sound plan for putting returning veterans, and dis— 
located war workers to work on needed highway, bridge and airport 
construction., It will make work for millions more in durable and 
consumer goods industries. It will benefit all America by providing 
necessary facilities and helping stabilize our post-war economy. 
For full information regarding this vital plan get free copies of 
the illustrated booklets titled: "The Road Ahead" and "Put Your 
Town on the Air Map." Get them by dropping a card to the American 
Road Builders' Association, 1319 F Street, N.W., Washington, D. C. 


pa 

°) xs 

CO re. stemn Chicago, Denver, Emienton, Pa., Houston, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Tecoma, Seattle, Bridgeport, Conn. 
AMERICAN CABLE DIVISION 


AMERICAN CHAIN & CABLE 


In Business for Your Safety 











